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CLIMBING 


You can climb to higher profits through Webster products—if the 
experience of leading stationers throughout the world means anything. 
@ e@ The good will of satisfied consumers is worth cold cash. During 
forty-three years we have developed specialized knowledge, have steadily 
improved MultiKopy Carbon papers and Star Brand typewriter 
ribbons. Today your customers recognize them as standard—come 
back for more. Good will does it. @ @ We're not satisfied alone with 


increasing our service to you—in engineering, production and research. 





We are the only manufacturers of carbon paper to advertise consistently 
on a national scale to consumers. That means more good will for the 
Webster name. @ @ An improved, up-to-the-minute product. Con- 


sistent advertising. Good will. This year let’s climb still higher—together. 


FS.WEBSTERCOMPANY 


i$ AMHERST STREET, CAMBRIDGE, MASSACHUSETTS 





Branch Warehouses: New York, Chicago, Philadelphia, Pittsburgh and San Francisco 








1 OFFICE APPLIANCES 
is a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Itscompre- 
hensive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agent efor the various office 
machines, devices and sup- 
plies, commercial stationery 
dealers and many of the 
largest corporations in the 
United States. It also 
reaches some dealers in 
fifty-four other countries 
who deal in American office 
equipment. 


{ SUBSCRIPTION RATES 
payable in advance, in the 
United States and its pos- 
sessions and Mexico— one 
year,$2.00;two years, $3.00. 
Canada — one year, $2.50; 
two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of 
$3.00 American gold for one 
year and $5.00 for two years. 
Remittances may be made 
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Orders, or in American Post- 
age Stamps or currency, if 
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{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed ar 
often as desired. In order 

ing such changes it is neces- 
sary that both old and new 
addresses be given. 
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§ No person, firm or cor- 
poration, either directly or 
indirectly connected with 
theindustry the journal rep- 
resents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best 
interests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
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fice appliance industry. It 
will answer any questions 
germane to its to the 
best of its ability, and it 
asks its readers in all parts 
of the werld to aid it with 
inquiries and suggestions, to 

which it will give prompt 
and earnest consideration. 


§ CONTRIBUTIONS are 
invited upon any topics of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 


which will be withheld from 
publication if requested. 


§ ADVERTISING RATES 
upon application — only 
articles of office equipment 
or directly related products 
eligible. 


§ Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 


q “Office A: ”* is reg- 
istered in the United States 


— Office, Washington, 
D. C. 


{{ COPYRIGHT. Contents 
covered by Copyright, 1932 
by The Office Appliance 
Company. 























Private Exhibit of New Elliott-Fisher Model 65 


ASSOCIATION Specialties Section — The Annual Sympo- 
The National Stationers Association....... 38 sium of Profitable Experiences by Prom- F. F. Harris Looks Over Texas Oil Fields.. 66 
National Typewriter and Office Machine inent Stationers, Who Have Learned the Lovett Heads Emergency Relief Committee. 66 
Association <nteakeueechna shee 41 Advantages of Serving Users Widely.... 94 No Change in Pen Point Tariff....... — 74 
(See also Meetings Dinners — Conven- Annual Sales Meeting of Quality Park 
tions, 36) COGRPERY cccccccecesece settee eeeeeees 74 
a ra Visible Packaging Exhibit Gives Ideas.... 77 
DEPARTMENTS _Every Dealer Therein...............+++ 7 Movie Star Makes His Mark............. 77 
ee, ig in eens 1: New Year Brings Opportunity for Dealers— The Stenograph and Its Inventor—by 
Excuse Us, Please! ..........cesseeeeees 43 By W. A. Sheaffer, President of the W. WENT GUO cccnccncesgsescebeueuiae 78 
a OC rae A. Sheaffer Pen Company.............. 19 White Takes Southern Territory for Weldon 
Meetings—Dinners—Conventions ......... 36 Typewriters in Malaya—By Walter Buchler 30 ROBOTS 6 cc cccccccccsdepnsece cencesveen 78 
New Machines and Devices.............+. 22 Some Shocks from a Live Wire Sales Talk.133 Huston Visits Mittag & Volger Factory.. 78 
News and Miscellany.............++++++» 32. ytsC@ELLANEOUS Automatic Pencils and Their Leads...... 81 
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Other Lands, In,—Including London Let- New Remington Rand Setup Takes Defi- i New South Side Store in Chicago........ 81 
ter by W. Teignmouth Shore............ 28 _nite POEM cccccccccccccsecccece seeeeees 32 Stapling Machine Association of America 
PRONG BOT .ccccccccccuscscssecoessane 58 New Alignment of Addressograph Company BRD Bs 62 000006caweyedebenseaeat 84 
Salmagundi .........eccecceeeeeeeeewcees 73 Advertising Department ............+++ Office Supplies as Christmas Gifts........ a4 
EEE vicoeakaviiensabeussedoutes 66 Promotions in Underwood Elliott Fisher Timmins Store in New Location.......... 86 
FEATURES Or~amisatioW ..cccccccocecsescccssecoce 34 Heavy Guns Open ‘‘Quink’’ Campaign.... 86 
The Way Is Open for Built-In Buy Aids Carl Schutz Leaves Former Connection.... 34 Window Display Sells Nearly Two Hundred 
Written Expressly for Office Appliances Thaddeus Davids Ink Company in New Vardsticks ....ccsccccccccccsesccccoes 89 
by Waldon Fawcett...........ssccccece 11 BD. anc nnscdensescvscnvuseudaanees 34 Dixie Carroll Joins Eberhard Faber Pencil 
Kansas Stationer Adds a Word More—Fur- C. A. Lemkuh!l Joins Smith-Corona Com- COMPANY ...-ceveececcnccecseessssese 89 
ther Suggestions on Chains by Col. BOUT 4 000066600040 s encesnvs0ncceskshes 35 Mr. Henley Returns from Abroad......... 89 
Charles L. Mitchell of Topeka.......... 18 Garvin Speaks to Women’s Club........... 35 New Store Opens at Mobile.............. 90 
The House that Stamps Built 50 Prominent Pencil Man Visits New York.. 90 
FRONTISPIECE : ; pat «esse aly le “leg r Braden Reports Improvement in Arkansas. 90 
ae Sees d® Mimeograph Dealers for North Carolina... 50 
Opportunity” .......-.eeceereccerenenes 10 Mai a > ct oe — Rochester House Extends Use of Slogan.. 90 
Maine Concern Progressing Rapidly Under Speed Typi P Dictaph mensed 
FURNITURE, OFFICE—WOOD AND STEEL Se ne FOR ere _" q~ 9 a, cagaene ee 
Points in Paragraph for Busy Readers Woodstock Factory Branch at Washington, up ion a "New 'D A gee hee allay 93 
Jottings from a conversation with a Lead- D: ©. cos coenaecacectestsuneieaaeeee 54 Seaahae aot Chakhe aoe " Woodstock i 
ing Expert in Office Furniture Design Mesbets WENN 4:0ck 0s nccnessaeceunnel 57 oe peeacrmnentbemer tic 93 
gt  ... . . ci viktl ubemsiane’ a 20 “ ‘ o VY cevceessseseseseseessesesssese 
Office eniine Manufacturers Form Asso- Briggs fo gh tg Additional Agenctes.... Si E. F. Koenig Assumes Additional Duties. . .126 
ciation in New York, | Series 21 Compo Adds New Representatives......... 61 Chicago Stationer Honored by Lodge.......126 
Houston Dealer Makes Spectacular Dis- Does Anyone Know This Man?........... 129 
DF cnencneds ued esunavussaeuasdentas 21 Seventh District Stationers En Fair 
on. ee ISIN CLASSIFIED NEWS Holiday Trade Re prayszepeg. bo, eeoces 129 
MERCHANDISING 
Open Displays and Visible Prices Increase Business Opportunities .................++. 8 —_ by = = oe ant 
Sales—From an Address by A. J. Luther SED «os i vtec vaseccnscddiscusueeeeae 8 atoney-Ulmore as ermagrap' n 
Before the Danville Convention of the ES SE re Maa ea 150 mete Hee ea seocsees tonas ses sheaaaae 
Illinois Booksellers and Stationers Asso- PRE ctannesevcsunstcedcapteseesssuounn 146 yoo nee cago Manager by Rotospeed.1 
SE ct) Netccnsaateneaabin amen B6 i nctisinc andi unencodee ska 146 Byron Weston 1932 Calendar............. 134 
Merchandising Through Correct Interior Te a 146 Ashow Takes Now Steve. .......0--.+++0. 137 
Layout—Reprinted from an article con- Other Machines ........ Parker Pen Company Dealer Campaign... .137 
a ther Machines ...........ccececcccencenes 149 
tributed to Retail Merchandising by J. J. E. Franz Joins Addressograph Sales Or- 
—. : PU tds dhe knsenes e0nh aes tecnneanen 8 a 
F. O’Brien, Manager of Advertising and Pens and Pencils 146 GRREREE « o cnkacso5c0hsescerebtabaeee 137 
Sales Promotion Department, Westing- Ane llc ot 7 mes ol alate tales leer: 149 Malted Milk Executive Commends Horder 
house Lamp Company.................+. 15 Pa lara: sepa talalsiunisis tet PIONS 10.06b00bt ecnstccodeanuenee 137 
New Ways for Old the Price of Future ENE ne cccavesceccesecscessevenehense 150 Duncan Transfers to Globe-Wernicke Of- 
Profits—In Which There Is a Lesson for Typewriters .... 2.2... cee cceeceeenecneeeees 143 Gown at COBMMIBE 6 cc cccncces conscebens 138 
Every Salesman of Office Equipment and [172] W. C. Gray Leaves Fountain Pen Field....128 





A 
Acco Products, In 
Ace Manufacturing ‘ 
Addressograph C 
Adjustable Table ‘ 
Aigner, G. J., Ce 
Allen & © 
Alma Desk ¢ 
Amer Autor Type ( 
American Can ¢ 
American El f 
American Emb« z 
Amer. No. Mach ( 
Amer. Writing M } 
Ames Supply ¢ 
Art Metal Const: 
Art Steel C« It 
Art Wire & Stamping 
Aurora Metal Cabinet 
Automatic File & Inde 
Autom. Pencil Sharp 
Autopoint Co 
Auto-Typist, The 
Azora Rubber C 

B 
Bankers Box (« 
Bassick Co 
Bates Mfg. Co 
Bentson Mfe. ¢ 
Bindah Products, In 
Boorum & Pease 
Bredemcier, E. W & 
Bridgeport Pen ¢ The 
Bridges, F. W Ltd 
Bristow, Stanley R 
Brownville Paper ¢ 
Brueco Sales C« 
Brush-Punnett, In 
Buckeye Rib. & Carb 
Bump Paper Fasten 
Burgess Battery CC 
Buro-Bedarf-Rundschau 
Burroughs Add. Mach. ¢ 
jushnell, Alvah, ¢ 

Cc 
Canton Art Metal C 
Carpenter, E. W Mf ‘ 
Carter's Ink Co 
Clarotype Ce T) 
Clip-On Ce rp 
Cole Steel Equip mt < 
Columbia Rib. & Carb. C 
Columbia Steel Eq. Co 
Columbian Art Works 
Colytt Laboratories (: 
Cook, H. C., Co 
Corona Typewriter: 
Corry-Jamestown Mfg. ¢ 
Crown Ribbon & Carb 

D 
Defiance Sales D 
Dick, A. B., Co 
Diebold Safe & Lock 
Diemer, John F.. ¢ 
Downey. The ¢ . CC 
Duplicat. Mach. Repa ‘ 

E 
Fagle-Ottawa Leathe ‘ 
Elliott-Fisher 
Esterbrook Per 
Evansville Desk ¢ 
Eveready Mfg. Bost 
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Co 
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Faber 4. W In 57 Leatheroid 
Faber, Eberhard 64 Leipzig Trade Fai 
Faries Mfg. Co , 154 Leopold Co., The 
F. B. Mfg. Co... 138 Little, A. P., In 
Force, Wm. A., & Co 101 Loose Leaf Metals Co 
Free Hand Binder Co 165 Luther Ink & Stp. Pad Co 
Fulton Specialty Co 165 Lutz & Sheinkman, In 





ADVERTISEMENTS 


These advertisements present the products of 
the leading manufacturers in each division of 
the industry. Because of the ground for honest 
differences of opinion the publishers obviously 
cannot undertake to guarantee transactions be- 
tween advertisers and customers. They do, 
however, offer their service in resolving any, 
disagreements between advertisers and cus- 
tomers, which result from relations established 


through the journal. 








G M 


Gardner, P. A., Lthr. Wks.163 Macey Co., The 
General Electric Co 140 Manhattan Stencil Corp 
General Fireproofing Co Manifold Supplies Co 


The 144 


ce< Marchant Cak Mach. Co 
General Office Equip. Cp 71 Markilo Co 
General Pencil Co 153 Meilicke Systems, Im 
Gits Bros. Mfg. Co 130 Melind, Louis Co 
Globe-Wernicke Co R5 Metal Office Furn. Co 
Goldpress Co., The 119 Metropolitan Furn. Sve 
Graff, Geo. B., Co 154 Meyer & Wenthe 


Grand Rapids L. L. Binder Mimeograph, The 


Ce : 130 Mittag & Volger, In 
Graphic Duplicator Co 121 Mon Bureau 
Guide System & Supp. Co.146 Moore Push-Pin Co 


Gummed Tape & Devices Multigraph, The 


Co ; 162 Munson Supply Co 
Gunlocke, W. H., Chair Co.155 Myrtle Desk Co 
Gunn Furniture Co 87 
N 
H 
Natl. Brief Case Mfg. Co 
H. A. Ink Eradicator Co. .163 Natl. Business Show Co 
Handy Roll Co : 153 Natl. FiberstoK Env. Co 
Hanson Scale Co 121 Natl. Vule. Fibre Co 
Higgins, C. M., & Co 152 Neidich Process Co 
High Point B. & Chair Co. 58 Neva-Clog Products, In¢ 
Hoosier Desk Co . 65 #N. Y. Silicate Bk. Slate Co 
Horn, W. C., Bro. & Co 121 
Hotchkiss Sales Co 98, 99 o 


Hunt, C. Howard, Pen Co.121_— @akville Amer. Pin Div 


Office Appliance Co., The 


z Oxford Filing Sup. Co 
Ideal School Supply Co 137 Pp 
Imperial Desk Co 41 
Impr. Boehner Binder Co.164 Pacific Ch. & Rib. Mfe. Co 
Indiana Desk Co 44 Parker Pen Co 67, 68, 69 
Parrot Spe ed Fastener Cp 
J Peerless Key Co 4 Ine 
Jaclin Stationery Co . 43 at — oo we "i 
Jamestown Metal Desk Co 9° Pelouze Mfg ‘ a“ : 
Jasper Chair Co 77. 169 Phillips Ribb. & Carb. Co 
Jase » Deak CG 169 Pittsburgh Type. Supp. Co 
Jasper Seating Co 159 Polar Mfg. Co 
Postindex Co 
K Post-o-graf, Inc , 
Prym, William, of America 
Kay-Dee Co 161 
Kilian Mfg. Corp 134 Q 
Kohlihaas Co., The 112 Quality Park Envelope Co 
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113 
164 
112 
164 

48 


.162 


160 


51 
166 
156 
171 
122 
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118 
136 


111 
119 
156 
123 
133 
118 
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146 
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R 
Regal Typewriter Co.....121 
Reliable Tw. & A. M. Corp.120 
Reliance Pencil Co 164 


Remington Rand Business 


Service ‘ J 110 
Rivet-O Mfe. Co 148 
Roberts No. Mach. Co 114 


Roberts, Weldon, Rub. Co. 89 
Rochester Rib. & Carb. Co.160 


Rockwell-Barnes Co 151 
Royal Typewriter Co 107 
s 
Safe Guard Corp 120 
Sainberg & Co., In 152 
Sanford Mfg. Co 129 
Sanymetal Products Co 159 


Searles Ele« Weld. Wks 150 


Sengbusch S-Cl. Inkst. Co.100 


Shaw-Walker Co 163 
Sheaffer, W. A... Pen Co 55 
Sheppard, C. E., Co 61 


Sherman-Manson Mfg. Co.159 


Shipman-Ward Mfg. Co 123 
Silverglo Lamps, In 163 
Smith, L. C., & Corona 
Typewriters, In 39 
Speedaumat 171 
Speed Key Mfg. Co 120 


Stationers’ Loose Leaf Co.147 


Steel Equipment Corp 72 
Steel Fixture Mfg. Co 169 
Stein Bros. Mfg. Co 149 
Storms, H. M., Co 148 
Sturgis Posture Chair Co.165 


Sundstrand Add. Machine. 71 


Sun Rubber Co., The 42 
T 
Terrell’'s Equipment Co 48 
Tip-Top Mfg. Co ; 162 
Toledo Metal Furniture Co.126 
Triner Scale & Mfg. Co 120 
Turner & Harrison Pen Co.164 
Ty bon Corp ..163 
Uv 


Underwood-Elliott-Fisher 

Co 71, Back Cover 
Underwood Tw Back Cover 
U. S. Tw. Parts & Sup. Co.145 
U. S. Tw. Ribbon Mfg. Co.165 


Vv 


Varityper Incorporated 93 
Victor Adding Machine Co. 47 


Ww 
Wabash Cabinet Co 90 
Wagemaker Co 134 
Warshaw Mfg. Co., In 158 
Weber Costello Co 52 
Webster, F. S., Co , 2 
Weis Mfg. Co 103, 4, 5, 6 
Western Furniture Co....159 
Wholesale Typewriter Co.118 
Wiggins, John B., Co 156 
Wilson-Jones Co 143 


Woodstock Typewriter Co. 91 


Y 


Yankee Paper & Spec. Co.150 
Yawman and Erbe Mfg. Co. 75 
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Adding Machines 


Burroughs Add. Mach. Co. .170 
FONT Te 71 
General Office Equip. Corp. 71 
Marchant Calculat. Mach. 

mh ccopsosnave+enen 
Sundstrand Adding Mach. . Mi 


Victor Adding Machine Co.. 47 
Adding Machines, Rebuilt 
Reliable Tw. & A. M. C. 120 


Adding Machine Kolls and Paper 


Rockwell-Barnes Co....... 1 

Yankee Paper & Spec. Co. .150 
Adding Typewriters 

Burroughs Add. Mach. Co. .170 

Underwood, E. F. aie 

che etaane &Oe8 71, Back Cover 


Addressing Machines 


Addressograph Co. ‘one 

Speedaumat ....... 171 
Adhesives 

(See Inks, Adhesives, etc.) 
Arch and Clipboards 

Free Hand Binder Co. 165 

Globe-Wernicke Co..... 85 

Rockwell-Barnes Co.. 151 
Automatic Typewriters 

Amer. Automatic Typewr 

ky aaew aaah & ewe ‘ 

Bankers’ Note Cases 

Art Steel Co.. 54 

Cole Steel Equipment Co. .165 

General Fireproofing Co 144 

Globe-Wernicke Co &5 

Metal Office Furn. Co 45 
Billing Machines 

Burroughs Add. Mach. Co 170 

DE, <vceccvageanes 71 

General Office Equip. Corp. 71 

Underwood Typewriter Co. 

sn sve wen deren hee a Back Cover 
Binders, Catalog and Periodical 

Acco Products, Inc....... 50 

Aigner, G. J.. Co.... a 

Wilson-Jones Co..........143 


Moskbensds 
Y. Silicate Book Slate Co.1‘ 29 
w ‘eber Costello Co oan 


Blank Books 


Boorum & Pease 166 
Rockwell-Barnes Co. . .151 
Wilson-Jones Co. .142 


Blue Print and Plan File C abinets 
Art Metal Construc. Co... 3 
Aurora Metal Cabinet Co... 66 
Automatic File & Index Co. 79 
Columbia Steel Equip. Co.. 52 


General Fireproofing Co...144 
Globe-Wernicke Co...... . 8 
Metal Office Furn. Co. . 48 
Yawman and Erbe Mfg. ‘Co. 75 
Bond Boxes 
Art Metal Construc. Co.... 63 
Art Steel Co........ 54 
Cole Steel Equipment Co. .165 


Corry-Jamestown Mfg. Corp. 81 


General Fireproofing Co... 144 
Globe-Wernicke Co..... . 85 
Metal Office Furn. Co .. 48 
Steel Equip. Corp 72 
Weis Mfg. Co.. 103, 4, 5, 6 
Book Cases 
Art Metal Construc. Co . 63 
General Fireproof Co., The.144 
Globe-Wernicke Co oa 
Gunn Furniture Co. se 
Macey Co., The .128 
Metal Office Furn. Co 48 
Weis Mfg. Co .103, 4, 5, 6 


Yawman and Erbe Mfg. Co. 75 


Bookholders 

Acco Products, Inc. . . 50 
Book Rings 

Carpenter, E. W., Mfg. Co. .164 
Bookkeeping Machines 

Burroughs Add. Mach. Co. .170 

DE 65 '4 o 0 6 0.4 40.08 71 


General Office Equip. Corp. 71 
Underwood Typewriter Co.. 
Back Cover 


Box Files 
Art Steel Co... ‘> eee 
Globe-Wernicke Co....... 85 
Rockwell-Barnes Co 161 
Brief Cases 
Bredemeier, E. W., & Co. ..164 
Nat'l Brief Case Mfg. Co. .145 


Stein Bros. Mfg. Co.. ..149 


Bulletin Boards 

N. Y. Silicate Bk. Slate Co.129 

Weber Costello Co........152 
Business Shows 

National Business Show Co.132 
Calculating Devices 


Meilicke Systems, Inc. 112 

Reliable Tw. & A. M. C...120 
Caleulating Machines 

Burroughs Add. Mach. Co.170 


Marchant Calculat. Mach. 


Co 
Sundstrand Adding Mach.. 71 
Caleulating Machines, pebaite 


Reliable Tw. & A. M. ..120 
Calendar Pads and -Mearlng 
Columbian Art Works. . .156 


Defiance Sales Corp .138 
Carbon Papers 


(See Ribbons and Carbons) 


Card Cases, Pocket 


Gardner, P. A., Leather Wks. 


163 


Impr. Boehner Binder Co. . .164 
Wiggins, John B., Co...... 156 
Card Index Boxes and Trays 

Art Metal Construc. Co.... 63 
Ant Gees Ge. anecanaesne 54 
Automatic File & Index Co. 79 
Bentson Mig. Co......... 158 
Cole Steel Equip. Co...... 165 
Columbia Steel Equip. Co.. 52 
Diemer, John F., Co....... 160 
General Fireproof Co., The.144 
Globe-Wernicke Co., The. 85 
Guide System L Supply Co.146 
Gy Wn es 6 ne a wh Oho 12 

Metal Office F wn. are 4 

Sainberg & Co........... 152 
Wagemaker Co., The...... 134 
Weis Mfg. Co...... 103, 4, 5, 6 
Yawman and Erbe Mfg. Co. 75 

Cards, Copper Plate Engr. 
Wiggins, John B., Co...... 156 


ay ~* Calendars 


Pree 114 
Gclumbina Art Works...... 156 
Defiance Sales Corp....... 138 


Desk File Racks 
Automatic File & Index Co. 79 


Desk Lam 


Faries ‘f. te vaduneroat 154 

Silverglo Lamps, Inc...... 163 
Desk Pads, Blotter 

Boorum & Pease Co...... 166 

Salers BD Ge. cccccccvece 152 

Sun Rubber Co.......... 42 
Desk Pads, Glass 

PG “EE, Es 60 wo ds cece 46 

SelmberG GB OO. wc ccccccces 152 
Desk Pads, Linoleum 

Polar Mfg. $= Wa Geek beds 46 

Sainberg & Co........... 152 

Wagemaker Se. ee 134 
Desk Pendi atts | Holders 

Acco Products, Inc........ 





CLASSIFICATIONS 


For the benefit of the subscribers the lines 


advertised are here classified. 


Many of the 


requirements of the modern business office are 
represented. Should subscribers be interested 


in any article of office equipment not listed 


here, 


they are cordially invited to communi- 


cate with the service bureau, through which the 


information will be promptly and cheerfully 


furnished by letter, without obligation. 





Cash Boxes 
Art Steel Co., Imc........ 
Cole Steel Equipment Co. 
Sactim Btaty. GOcccedes eve 


Casters, Shoes, 
Bassick Co. 
Kilian Mfg. Corp......... 
Sun Rubber Co.......... 


Chair Mats 
eee Bee GB, vc ciccncndes 


Chair Pads and Cushions 
Polar Mfg. Co 
Seimbetse @ GO... cecscses 
Sun Rubber Co.... im ovead 

Chairs 
General Fireproofing Co.. 
Gunlocke, W. H., Chair Co. 
High Point Bend. & Ch. Co. 
Jasper Chair Co....... +. A 
Jasper Seating Co........ 
Sturgis Posture Chair Co.. 
Toledo Metal Furniture Co. 


.144 


155 

58 
169 
159 
165 
126 


Check Protectors & Writers, =. 


Safe Guard Corp.......... 


Check Protectors and | eeteeee, Use U 07) 


Reliable Tw. & A 


Check Sorters 
Kohlhaas Co. 


Checks, Stamped Metal 
Meyer & Wenthe.......... 


Clips, Paper (See Paper Clips) 


Coin Bags, Trays and Wrappers 


Art Steel Co.. Inc......... 


Downey, The C. L., Co....1 


Copyholders 
Acco ———, i ob siae 
Jaclin Staty. 
Pittsburgh ALI Sup. Co. 
Copying Devices and Supplies 
awman and Erbe Mfg. Co. 
Costumers 
General Fireproof Co., 
Globe-Wernicke Co........ 
Sanymetal Products Co..... 
Crayon 
Weber Costello Co........ 
Cuspidor Mats 
fe. ee ee 


Cole Steel Equipment Co... 


Cutters, Paper and Card 
Ideal School Supply Co.... 


Dating Stamps 
Amer. Number Mach. Co.. 
Fulton Specialty Co....... 
Meyer & Wenthe... 


118 


Desk Trays 
Art Steel Co., Inc......... 54 
Automatic File & Index Co. 79 
Cole Steel Equipment a 


General Fireproofing Co. ‘ 144 
Globe-Wernicke Co........ 85 
Maewy Ge, Bee ce sececes 28 
Metal Office Pura. Gs « 04h 48 
Rivet-O Mfg. Co.......... 148 
Sainberg & Oo... ..cccsees 152 
Wagemaker Co., The...... 34 
Weis Mfg. Co...... 103, 4, 5, 6 


Desk Work Distributors 
Automatic File & Index Co. ag 


Bristow, Stanley R........ 20 
Globe- Wernicke reer 85 
Horn, W. C., Bro. & Co..... 121 
Kohlhaas Co., The........ 112 
Sainberg & Co........... 152 
Wagemaker Co., The...... 134 
Desks 
COS 8 OR 155 
Art Metal Construc. Co. . 63 


Automatic File & Index Co. 79 
Columbia Steel uip. Co.. 52 


Corry-Jamestown Mfg. Corp. 81 
Evansville Desk Co....... 51 
General Fireproofing Co...144 
Globe-Wernicke Co........ 85 
Gunn Furniture Co........ 87 
Hoosier Desk Co.......... 65 
Imperial Desk Co........ 41 
Indiana Desk Co.......... 44 
Jamestown +. Desk Co.. 92 
gaspar whe ahs be 169 
Leopold Co.., "ithe ci he anee 88 
See Te, TDs pens ccede 128 
Metal Office Porn. Os isan 48 
Bayrtee Wee OO... 2... sven 59 
Shaw-Walker Co.......... 163 
Steel Equipment Corp..... 72 
Steel Fixture Mfg. Co..... 169 
Wagemaker Co., The...... 134 
Weis Mfg. Co..... 03, 4, 5, 6 
Western Furniture Co..... 1 


Yawman and Erbe Mfg. Co. 75 
Duplicating Machines 


Addressograph Co........ -171 
Brueco Sales Co.......... 115 
"Fs | eee 37 
Graphic Duplicator Co....121 
Mimeograph, = ere 2 37 
Multigraph, The.......... 171 


Pittsburgh tw & Supply Co.118 
Post-o-graf, Inc. 112 

Dupl. Machines, Used, Rebuilt 
Duplicating Mach. Repair Co.165 


Grauhic “senantes pea y 121 
Manhattan Stencil Corp.... 


Electric Motors 
General Miectric GOu0ctase 140 
Engraving 
louis, John B., Co...... 156 
Envelopes 
Bushnell, Alvah, Co....... 73 
Diemer, John F., Co...... 160 


Globe-Wernicke Co........ 
Nat'l FiberstoK Envelope Co. 49 
Quality Park Envelope Co.. 86 


Envelopes, Celluloid 


Seema. Ge cv Cece ccicasst 164 
Envelope Sealers 

Office ae Co., The. .118 
MgMentene, 


. Ink Toaitcster Co. . .163 


BF. (Blackboard) 
N. Y. Silicate Book Slate Co.129 
Weber Costello Co 152 


Erasers (Chemical) 
H. A. Ink Eradicator Co. ..163 


Erasers (Rubber) 

Faber, A. W., Inc........ 57 

Faber, Eberhard ......... 

Roberts, Weldon, Rubber Co. 89 
Erasers, Steel 

Gits Bros. Mfg. Co....... 1s 
Exhibitions 

Leipzig Trade Fair........ 137 

Nat'l Business Show Co... .132 
Ex se Books 

fiance Sales Corp....... 138 

Eyelets 

Jaciin Staty. Co.......... 43 
Fans, Electric 

General Electric Co....... 140 
File Boxes, Collapsible Cerrug. 

Bankers Box Co.......... 45 

BND Gi. od esi dee yc ce’ 161 
File Boxes, Metal 


Bie Wee Gl 34s t neane cs 54 
Automatic File & Index Co. 79 
Cole Steel Equipment Co. .165 
Metal Office Furn. Co...... 48 
Rockwell-Barnes Co....... 151 
Filing Cabinet 1 and Bearing: 
Kilian Mfg. Corp 
Filing Cabinets, Metal 
Art Metal Construc. Co.... 63 
Pe err 54 
Aurora Metal Cabinet Co... 66 
Automatic File & Index Co. 4 


Bentson Mfg. Co......... 

Canton Art Metal Co...... 83 
Columbia Steel uip. Co.. 52 
Corry-Jamestown Mfg. SoD. 81 
General Fireproofing 144 


Globe-Wernicke Co........ 
Jamestown 7 Desk Co.. 92 
Macey Co., 128 


Metal Office Fern. Goaiws <a 48 
Shaw-Walker Co.......... 163 
Steel Equipment Corp..... as 


Steel Fixture Mfg. Co..... 

Yawman and Erbe Mfg. Co. 8 
Filing Cabinets, Wood 

Automatic File & Index Co. 79 


Globe- yey = ae 
ae Go... Ges i. c's dw es 6 128 
Wagemaker Co., SEOs va 0 134 


Weis Mfg. Co.. .103, 5. 6 
Yawman and Erbe Mfg. oo. 75 


— Supplies 


Acco Products, Inc........ 50 
Automatic File r ‘Tadex Co. 79 
Bindah Products, Inc...... 3 
Bushnell. Alvah, Co...... 3 


General Fireproofing Co. 
Globe-Wernicke Co 
Guide System eo Supply Co. 148 


Jaclin Staty. Co.......... 43 
p20 RSet 128 
Nat'l FiberstoK “Envelo legs, + 
Oxford Piling ing Supply 
Rockwell-Barnes Co....... 
Shaw-Walker 7 ~ va nedeeas 163 
Steel Equipment Corp..... 72 
Wabash Cabinet Co....... 90 
Wagemaker ] errr 134 
Warshaw Mfg. Co., Inc... .158 
Weis Mfg. Co...... 103, 4, 5. 6 


Yawman and Erbe Mfg. Co. 75 


Finger Pads, Rubber 
Sun Rubber Co.. 


Folders 
(See Filing Supplies) 

Fountain Pen Engraving Machines 
Go Co 119 


ldpress CO.......600565 
Fountain Pens 
pe = Pee ee 135 
Carter’s Ink Co.........; 127 
Parker Pen Co. . .67, 68, 69, 70 
Sheaffer. W. A., Pen Go.. 55 


Fountain Pen-Pencil Combinations 
Parker Pen Co. .67, 68, 69, 70 
Sheaffer, W. A., Pen Co. 


Furniture Bumpers 
Co 


Pete?’ MGS. DOs oc ccscsse . 46 
Sun Rubber Co........... 42 
Weis Mfg. Co...... 103, 4, 5, 6 


Furniture Handling Service 
Metropolitan Furn. Service . 162 


Furniture Polish 


Globe-Wernicke Co........ 85 
Globes, Geo hiecal 
Weber Costello Co........ 152 





6 


Gold Stamping Presses 


Goldpress Co 119 
Gummed Cloth Kings 

Graff, Geo B Lo 154 

Warshaw Mfg. Co In 158 


Gummed by ~ Sealers 
Gummed Tape & Devices Co.162 
Jaclin Staty. Co cs 
Gummed Tape 
Gummed Tape & Devices Co.162 
Handy Roll Co 153 
Index Card Signals 


Cook, H. C., Co 122 
Graff, George B., Co 154 
Macey Co The 128 
Moore Push-Pin Co 156 
Index Tabs 
Aigner, G. J., Co 162 
Guide System & Supply Co.146 
Warshaw Mfg. Co., Inc.,..158 
Inks, Adhesives, Etec. 
Carter's Ink Co 127 
Higgins, Chas. M. & Co 152 
Hunt, C. Howard, Pen Co. .121 
Luther Ink & Stamp Pad Co.141 
Rivet-O Mfg. Co 148 
Sanford Mfg. Co 129 
Inkstands 
Defiance Sales Corp .138 
Sengbusech S-C Inkstand Co.100 
Silvergio Lamps, Inc . AGS 
Knives, Office, Pocket, etc. 
Gita Bros. Mig. Co 130 
Lead for Mechanical Pencils 
Faber, A. W., Ine . 57 
Leather Goods 
Bredemeier, E. W., & Co 164 
Nat'l Brief Case Mfg. Co. .146 
Stein Bros. Mfg. Co 149 
Leather Upholstered Furniture 
Gunlocke, W. H., Chair Co.155 
Leathers, Upholstering 
Eagle-Ottawa Leather Co 40 
Letter Distributors 
Bristow, Stanley R 120 
Globe-Wernicke Co 85S 
Kohlhaas Co., The 112 
Letter Trays 
(See Desk Trays) 
Letterheads 
American Embossing Co 163 
Lutz & Sheinkman 78 
Lettering and Show Card Pens 
Bridgeport Pen Co .165 
Library — ¥. eee 
Art Steel Co : 54 
General Fireproofing Co 144 
Globe-Wernicke Co oa E 


Linoleum Desk Tops 
Polar Mfg. Co 46 


Sainberg & Co 152 

Wagemaker Co 134 
Lithographing 

Lutz Sheinkman 738 
Lockers and Storage Cabinets 

Art Metal Construc. Co 63 

Art Steel Co 54 

Aurora Metal Cabinet Co 66 


Automatic File & Index Co. 79 


Corry-Jamestown Mfg. Corp. 81 
General Fireproofing Co. ..144 
Globe-Wernicke Co eee . 85 
Macey Co., The 6660 
Steel Equipment Corp..... 72 
Terrell's Equipment Co 48 


Yawman and Erbe Mfg. Co. 75 
Loose Leaf Books and Systems 
Boorum & Pease Co...... 166 
F. B. Mfg. Co 138 
Grand Rapids L. L Binder Co.130 
Neva-Clog Products, Inc.. 23 
Sheppard, C. E.. Co , 61 
Stationers Loose Leaf Co. .147 
Wilson-Jones Co 143 
Loose Leaf Envelopes, Cenutes 
Markilo Co 164 
Loose Leaf Metals 


Carpenter, E. W.. Mfg. Co. .164 

Loose Leaf Metals Co 155 

Wilson-Jones Co 143 
Mail Distributors 

Bristow, Stanley R 120 
Map Tacks 

Cook, H. C., Co 122 

Graff, George B.. Co 154 

Moore Push-Pin Co 156 
Ma 

Weber Costello Co 152 
Matched Office Suites 

General Fireproofing Co 144 

Gunn Furniture Co 87 

Leopold Co The SS 

Macey Co., The 128 

Wagemaker Co 134 

Yawman and Erbe Mfg. Co 75 
Memorandum Books 

Boorum & Pease Co 166 

Rockwell-Barnes Co 151 
Memorandum Devices 

Bristow, Stanley R 120 
Moisteners 

Jaclin Staty. Co 43 

Rivet-O Mfg. Co 148 

Sengbusch 8-C Inkstand Co.100 


Numbering Machines 


American Num. Mach. Co. .119 
Bates Mfg. Co 123 
Force, Wm. A. & Co 101 
Roberts Num. Mach. Co 1i4 


Office Partitions and Railings 
Globe-Wernicke Co : . 85 
Oil, Office Machine 


Clarotype Co 112 
Defiance Sales Corp 138 
Rockwell-Barnes Co 151 





Pads, Colamnar 


Boorum & Pease Co 166 
Paper 
Brownville Paper Co 80 
Rock well-Barnes Co . 11 
Paper Clamps 
Acco Products, In . 50 
Esterbrook Pen Co 139 
Hunt, C. Howard, Pen Co. .121 
Paper Clips 
Acco Products, Inc : . &0 
Art Wire & Stamping Co. . 160 
Bindah Products, Inc 133 
Clip-On Corp. 157 
Cook, H. C., Co 122 
Graff, George B., Co . 164 
Oakville-Amer. Pin Div 131 
Rockwell-Barnes Co 151 
Tip-Top Mig. Co 162 


Paper Fastening Machines 
Pencil Sharpener 


Automatic 
Ge ase sence ee 
Bump Paper Fastener Co. .115 
Defiance Sales Corp -— 
Eveready Mig. Co. of Bos- 
ton 120 
Hotchkiss Sales Co... .. .98, 99 
Jaclin Staty. Co. 43 
Neva-Clog Products, Inc. ..122 
Parrot Speed Fastener Corp.111 
Paste 
(See Inks, Adhesives, Etc.) 
Pen and Pencil Clips 
Defiance Sales Corp 138 


Pencil Sharpeners 
Automatic Pencil Sharpener 
Co : Ss 
Graff. George B., Co 15 
Hunt, C. Howard, Pen Co. .12 
Pencils, Cedar 
Faber, A. W., Ine so. ae 
Faber, Eberhard soo. oe 


General Pencil Co .153 

Reliance Pencil Co .164 
Pencils, Mechanical 

Autopoint Co... .135 


Parker Pen Co. . 67, 68, 69, 70 
Sheaffer, W. A., Pen Co >. ae 
Pens, Lettering and Show Card 


Bridgeport Pen Co..... 165 
Esterbrook Pen Co 139 
Hunt, C. Howard Pen Co. .121 


Pens, Steel 


Esterbrook Pen Co : 139 

Hunt, C. Howard, Pen Co. .121 

Turner & Harrison Pen Co.164 
Pieture Hooks 

Moore Push-Pin Co 156 
Pins and Pin Containers 

Defiance Sales Corp .138 

Oakville-American Pin Div.131 

Prym. William, of America. 146 
Platens, Typewriter 

Amer. Writing Mach. Co . & 

Ames Supply Co 167 

U. 8S. Tw. Parts & Supp, Co.145 


Postal Scales 


Hanson Scale Co ; 121 

Pelouze Mfg. Co 123 

Triner Scale & Mfg. Co 120 
Publications 

Bridges, F. W., Ltd 168 

Buro-Bedarf-Rundschau 168 

Mon Bureau : : 166 
Punches 

Acco Products, Ine 50 

Boorum & Pease Co 166 

Defiance Sales Corp 138 


Globe-Wernicke Co ‘ 8&5 


Rivet-O Mfg. Co 148 
Push Pins 

Moore Push-Pin Co ‘ 156 
Ribbon Dispensing Machine 

Tybon Corp. ... 163 


Ribbons and Carbons 
Allen & Co.. . , 
Buckeye Rib. & Carb. Co 
Carter's ink Co.... os 
Columbia R. & C. Mig. Co 
Crown Ribbon & Carb. Co. 
Little, A. P., Ine ; 
Manifold Supplies Co 


Mittag & Volger, Inc... Pe 
Process Co....... 


Neidich 


Pacific Carb. & Rib. Co 


Phillips Ribbon & Carb. Co. 
Rochester Rib. & Carb. Co. 


Rockwell-Barnes Co 
Storms, H. M., Co. 
Fd bon Corp. 


U. 8. Typwr. Rib. Mie. Co.. 
Webster, F. S., Co an 
Rubber Bands 
Faber, A. W., Inc. . 
Faber, Eberhard 
Rubber Stamps 
Melind, Louis Co. 


Meyer & Wenthe 

Safes 
Art Metal Construc. Co 
Brush-Punnett, Inc ' 
Diebold Safe & Lock Co 
General Fireproofing Co 
Globe-Wernicke Co 
Macey Co., The...... 
Metal Office Furn. Co 


Steel Equipment Corp 

Yawman and Erbe Mfg. Co. 
Scales 

Hanson Scale Co 

Pelouze Mfg. Co re 

Triner Scale & Mfg. ‘Co 
Scrapbooks 

Horn, W. C., Bro. & Co 


Screens, Office 
Polar Mfg. Co 
Sealing Wax 


Higgins. Chas. M.. & Co 


Luther Ink & Stamp Pad Co 


Sanford Mfg. Co 
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Seals, Notary and Corporation , 
6 


Melind, Louis Co 

Meyer and Wenthe 
Shelf Boxes 

Art Steel Co ‘ 

Diemer, John F., Co 

General Fireproofing Co 

Globe-Wernicke Co 
Shelving 

Art Metal Construc. Co 

Art Steel Co 

General Fireproofing Co 

Globe-Wernicke Co. : 

Steel Equipment Corp 

Terrell's Equipment Co 


Yawman & Erbe Mfg. Co... 


Sign Markers 

Fulton Specialty Co...... 
Sorting Devices 

Kohlhaas Co. 
Stamp Pads 

Fulton Specialty Co.. 


Luther Ink & Stamp P ad Co. 


Meyer & Wenthe 
Rivet-O Mfg. Co.... 
Rock well-Barnes pint 
Stands for Office Machines 
Adjustable Table Co...... 
Searles Elec. Weld. 
Sherman-Manson Mfg. Co.. 
Sturgis Posture 


American Embossing Co. 
Stencils 

Meyer & Wenthe 
Stenographers’ Note Books 

Boorum & Pease Co.. 

Rock well-Barnes Co. 


Chair Co.. 
Toledo Metal Furniture Co.. 


Stationery Embossed, Bagpaves - 
16: 
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165 
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subscribers and advertisers. 


service, all without charge. 


file in case o 


various commissions this bureau calls upon practically 
every member of the staff. 
letters all inquiries upon matters germane to the field, 
it furnishes special reports upon articles of office equip- 
ment, supplies names of manufacturers of any article 
wanted, puts man and job together, prepares advertis- 
ing copy, furnishes list of desirable agents and dealers 
in nearly every country, aids foreign dealers in securing 
U.S.A. lines, and in many other ways performs useful 


have made, and are making, good use of this bureau; 

manufacturers in every section of the field have had 

evidence of the service. Subscribers’ requests for cata- 

logues to bring their files up to date, or to replace the 

fire or other form of destruction, are 

broadcasted in a bulletin which is mailed frequently 
to leading manufacturers. 


THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive use of 


In the execution of its 


It answers by personal 


Subscribers in every land 











APPLIANCES 


OFFICE 


Stools 
Searles Elec. Weld. Works. .150 
Sturgis Posture Chair Co.. .165 
Toledo Metal Furniture Co.176 
Storage Cases 
Art Steel Co i ae 
Bankers Box Co . 45 
Cole Steel Equipment Co.. .165 
Kay-Dee Co., The 161 
Rock well-Barnes Co 151 
Store Fixtures & Equipment 
Metal Office Furn. Co . 48 
General Fireproofing Co. 
The sit .144 
Swinging Typewriter Stands 
Amer. Writing Mach. Co . & 
Globe-Wernicke Co . 8d 
Weis Mfg. Co...103, 4, 5, 6 
Tables 
Art Steel Co.. . 54 
General Fire proofing Co .144 
Globe-Wernicke Co. . . 85 


Metal Office Furn. Co . 48 


Steel Fixture Mfg. Co .169 
Tablets 
Rock well-Barnes Co .151 
Tape, Air Mail 
Handy Roll Co 153 
Telephone Accessories 
American Electric Co 114 
Bates Mfg. Co... .123 
Colytt Laboratories .162 
Meilicke Systems, Ln 1lZ 
Thumb Tacks 
Cook, H. C., Co 123 
Graff, George B., Co 154 
Jaclin Staty. Co. ‘ — 
Moore Push-Pin Co .156 
Oakville-Amer. Pin Div... ..131 
Time Stamps & Recorders 
Marchant Calculat. Mach. Co.113 
Melind, Louis, Co. 164 
Transfer Cases 
Art Metal Construc. Co.... 63 
Art Steel Co., In so oe 
Aurora Metal Cabinet Co... 66 
Automatic File & Index Co... 79 
Canton Art Metal Co. ; 83 
Cole Steel Equipment Co. 165 
Columbia Steel Equip. Co... 52 
General Fireproofing Co.. -144 
Globe-Wernicke Co. coe 
Macey Co., The oe eke 
Metal Office Furn. Co ois ace 
Rockwell-Barnes Co 151 
Shaw-Walker Co. 163 
Steel Equipment Corp — 
Weis Mfg. Co. 103, 4, 5, 6 
Yawman and Erbe Mfg. Co 75 
Type, Typewriter 
Amer. Writing Mach. Co 6 
Ames Supply Co.. 167 
U. 8S. Typewr. Parts & Supp. 
ee 145 
Ty pewriter Cleaning Material 
Amer. Writing Mach. Co . & 
Clarotype Co. aie ice 11” 
Sanford Mfg. Co.. i29 
Webster, F. S.. Co..... 2 
Typewriter Cushion Keys 
Munson Supply Co.. AZZ 
Peerless Key Co. a .119 
Speed Key Mfg. Co... 120 


Typewriter Cushion Knobs & Feet 
Ames Supply Co.... .167 


Azora Rubber Co..... 121 

Burgess Battery Co. 102 

Peerless Key Co. .119 
Typewriter Parts and Tools 

Amer. Writing Mach. Co... 62 

Ames Supply Co. 167 

U. 8S. Tw. Parts & Sup Co.. 145 


Typewriters, Mfrs. of 
Amer. Writing Mach. Co.... 62 
Corona Typewriter . a 39 
General Office Equip. Corp 71 


Remington Rand Bus. Serv..110 
Royal genewriter Co ..107 
Smith, L & Corona Tws. 39 


U ~ RS, Elliott-Fishe cr Co. 
71. Back Cover 
Typewriter Co 
Back Cover 
Vv arityper Incorpor: ated 93 
Woodstock Typewriter Co 91 


U nderwood 


Typewriters, Rebuilt 
Amer. Writing Mach. Co or 
Regal Typewriter Co... . 121 
Reliable Tw. & A. M. Co 120 
Shipman-Ward Mfg. Co 123 
Wholesale Typewriter Co...118 

Visible Index Systems 
Art Metal Spostewe Gcoce GS 
Automatic File & Index Co.. 79 
Globe-Wernicke Co. .. . 85 
PS set heunwsokes 62 
Sheppard, C. E.. Co. . 61 
Stationers’ Loose Leaf Co. . . 147 


Yawman and Erbe Mfg. Co.. 75 
Wardrobes 
Art Steel Co... ao ee 
Aurora Metal Cabinet Co. . 66 
General Fireproofing Co....144 
Globe-Wernicke Co. ... so a 


Waste Baskets 


American Can Co......... 82 
Art Steel Co... +e 
Cole Steel Equipment Co.. .165 


Metal Office Furn. Co.. 48 


Nat'l Vuleanized Fibre Co..161 
Peerless Wire Goods Co 156 
Sainberg & Co.... aaa 
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% WANTS AND FOR SALE © 


The rate for Classified Advertisements Is eight cents a word. Minimum charge, $1.60. 





SITUATIONS WANTED 


CAPABLE SALESMAN and sales executive now interested in 
established business, desires to return to office equipment field. 
Has served manufacturers of desks, chairs, and filing equip- 
ment as salesman, special representative, district manager 
and sales manager. Will consider steel or wood furniture 
lines and matched suites on commission, central west. Can 
show excellent record. Knows the dealers and office furniture 
merchandising. Address G-105, care Office Appliances, Chicago. 


SALESMAN with twelve years successful experience repre- 
senting leading pencil manufacturer in Chicago and vicinity, 
is open for new connection. Interested in securing one new 
line which will justify full time, or will consider two or three 
lines which could be handled on straight commission. Well 
acquainted with the dealers and thoroughly capable of giving 

















high-class representation. Excellent references. Address 
D-81, care Office Appliances, Chicago. ——__ 
AVAILABLE NOW. A valuable man open for proposition. 


Familiar with practically every item in the office equipment 
and commercial stationery industry. Inside, outside and travel- 
ing sales experience; selling to consumer and dealer. Also 
very successful experience as accountant, office and credit 
manager. Address O. B. Flager, Kershaw, S. C. 


EXPORT AND ADVERTISING MANAGER of prominent Ger- 

man manufacturer of office appliances, formerly a resident of 

the U. S., fully familiar with trade of both continents; fluent 

German, English, French and Spanish; desires connection 

with American firm intending to increase its European activi- 

al Address L-85, care Office Appliances, 100 E. 42d St., New 
ork, 


SALES EXECUTIVE with thorough knowiedge of office fur- 
niture lines as owner, manager and salesman; 25 years’ ex- 
perience; 48 years of age; would consider small salary and 
commission. Best of references as to ability, ete. Address 
Box S-115, Office Appliances, 100 E. 42 st., New York City. 
OFFICE FURNITURE and equipment man, 35 years old, 
desires position representing domestic manufacturer in Paris 
or London, Ten years experience calling on dealers in Eastern 
states. Past six years spent as President of own retail store 
corporation. Address C-80, care Office Appliances, Chicago. 
COMPETENT TYPEWRITER serviceman or combination. 
Quarter century experience on Underwoods and Remingtons— 
from portables to bookkeeping machines. Desires change. 
Several years’ experience in Latin America. Address X-167, 
eare Office Appliances, Chicago. 
SECRETARY-ACCOUNTANT. Eight years stationery trade. 
Mill representation, manufacturing, wholesaling, retailing. 
Competent handle correspondence and office detail. Accustomed 
executive responsibility. Metropolitan district preferred. Ad- 
dress T-83, Office Appliances, 100 East 42 St.,. New York City. 
TYPEWRITER REPAIRMAN now located in Carolina, wants 
job. References. K-77, care Office Appliances, Chicago. 
OFFICE EQUIPMENT salesman with eleven years’ experience 
open for position. New Jersey territory preferred. Excellent 
references. Address J-82, care Office Appliances, Chicago. 






































REPRESENTATIVES AVAILABLE 


MANUFACTURER'S AGENT with headquarters in Chicago 
can handle another good line of office utilities or specialty sold 
through commercial stationers and department stores in 
Chicago and vicinity; has established trade in Chicago metro- 
politan district and within radius of 100 miles. Successful 
record of twenty-five years. Extensive acquaintance among 
wholesalers, retailers and jobbers. Good references. Address 
A-77, care Office Appliances, Chicago. 

Note: Several responses to the December inser- 

tion of the above advertisement were incorrectly 

forwarded by the publisher. If the senders will 

kindly re-mail them, they will be correctly and 

promptly forwarded. 


HIGH-GRADE OFFICE SPECIALTY 
experienced office appliance salesmen, seeks some office de- 
vice of merit for Chicago or Pacific Coast territory. Has 
served as branch manager for three leading office specialty 
manufacturers. Will consider any specialty of merit which 
will respond to intelligent and intensive selling. Address 
k}-225, care Office Appliances, Chicago. 

SALESMAN calling upon stationers and office furniture deal- 
ers in Wisconsin, Minnesota, the Dakotas and south to and 
including Missouri, Oklahoma and Kansas, desires one more 








MAN with two other 








line on commission basis. Present lines are steei files and 
upholstered chairs. Will consider any non-competing line 
of merit, whether furniture accessories or stationery. Ad- 


dress O-114, care Office Appliances, Chicago. 





CHICAGO SALESMAN with established business in billing 
and bookkeeping machines is in a position to handle one 
additional office specialty. Has ideal set-up for a manu- 
facturer whose line in itself does not justify a Chicago office 
and the full time of Chicago mgr. Will employ additional 
salesmen if advisable. Z-117, care Office Appliances, Chicago. 
SALESMAN calling on banks in southern Indiana, southern 
Ohio and Kentucky, formerly successful branch manager for 
leading office appliance manufacturer, seeks an additional line 
for bank use. Thoroughly responsible and capable. Address 
F-102, care Office Appliances, Chicago. 


REPRESENTATIVES WANTED 


REPRESENTATIVE with an established following in Chicago 
and midwestern territory wanted for a well-known popular 
priced line of steel specialties and office equipment. Commis- 
sion basis. Excellent gta! for right man. Address 
V-71, Office Appliances, 1601 Pershing Square Bldg., New York. 


BUSINESS OPPORTUNITIES 


WANTED, RELIABLE SALESMAN with references, for part- 
ner in established typewriter business on Pacific Coast. Ad- 
dress X-168, care Office Appliances, Chicago. 


SALESMEN WANTED. Enlargement of our factory facilities 
has prompted us to produce a high grade line of loose leaf 
Daily Date Wall and Desk Calendars for the retail stationer. 
Quality is the highest and the price is lower than the retail 
stationer can buy the same article for from his local dealer. 
Attractive commission earning of 20% is paid to you. We 
want applications from men now soliciting the stationers to 
show our line. Exclusive territorial assignments. Write 
Joliet Calendar Company, Joliet, Illinois, giving territory you 
are now covering. 2a. ax Bas 
WE ARE A LARGE established manufacturer of a broad line 
of Loose Leaf Equipment including Visible Records, Machine 
Posting Supplies, Form Printing, etc. To a man with proven 
sales ability and experience in our particular field, we offer 
territorial protection, some established business and full fac- 
tory cooperation. Our Sales Plan embodies an attractive op- 
portunity, liberal commissions and permanence. Box M-82, 
Office Appliances, Chicago. tae Se reat ade 
LOOSE-LEAF SALESMEN—Here is an exceptional offer for 
salesmen who understand and have sold loose-leaf devices. A 
nationally known concern offers discounts from standard list 
prices which are substantially greater than usual dealer prop- 
osition; for direct selling men. Write for further information, 
V-79, care Office Appliances, Chicago. 

OUR HIGH-GRADE TYPEWRITER specialty is being suc- 
cessfully and profitably sold by typewriter 2 ww 
olden 



































pairmen, supply and specialty salesmen. This is a 
opportunity for anyone calling on office trade. Territories are 
being allotted now. Write for details and selling plans. Ad- 


dress A-78, care Office Appliances, Chicago. __ a 

DISTRICT MANAGERS and salesmen experienced in the vis- 
ible index field to sell “Visblex,” a visible loose leaf equipment. 
Exceptional opportunity for experienced men with an old es- 
tablished company. Henry Conolly Company, Rochester, N. Y. 


ATTENTION FORMER MONARCH DEALERS—SALESMEN! 
Dealers and salesmen wanted for new line of Monarch Type- 
writers. For full details address Desk 17, Monarch Typewriter 
Div., American Writing Machine Co., 374 Broadway, New York. 














POSTINDEX requires several first class Visible File salesmen. 
Must be able to show successful sales experience to quasty. 
Write giving full details. Postindex Co., Inc., Jamestown, N. Y. 
SECURITY CHEST SALESMEN WANTED, at once—all sec- 
tions. Main or side line. Quick sales. Geo. J. Walz, 115 8. 
East Ave., Oak Park, IIL. 

ENVELOPES. Men to sell envelopes direct from manufac- 
turer. Wonderful side line for those selling office specialties. 
Bowers Envelope & Lithograph Co., Indianapolis, Indiana. 
WANTED, SALESMEN for Loose Leaf Devices, Commission 
basis. Some good territory still open. Address Y-79, care 
Office Appliances, Chicago, 


TYPEWRITER REPAIR AND SALESMEN WANTED 


WANTED: Good combination Repairman and Salesman; must 
have sales ability, neat appearing and must give best of ref- 
erences. L. C. Smith Dealers, Typewriter Repair & Sales Co., 
D. M. Neighbors, Mer., 118 E. Adams St., Muncie, Ind. 


POR SALE AND WANTED TO BUY 


KARDEX VISIBLE EQUIPMENT bought, sold, and ex- 
changed. We have for sale and will also buy all sizes of 
Kardex cabinets. If interested in selling, send sample of 
pocket, description, quantity and price wanted. If want to 
buy, advise card size wanted, capacity, and present style of 
equipment, if any. F-97, care Office Appliances, Chicago. 
ALL MODELS ELLIOTT-FISHER billing and bookkeeping 
machines bought and sold. Robt. Novak & Co., 533 8. Dear- 
born St., Chicago. 


ELLIOTT-FISHER machines bought, sold and rebuilt. Teeter- 
Warsh Co., Plankinton Arcade, Milwaukee, Wis. 


WE BUY Addressographs, Mimeographs, Multigraphs, Dicta- 
phones, Ediphones, Kardex and Acme Visible equipment, and 
close outs of steel office filing equipment. Direct Service Co., 
406-420 Cox Bldg., Rochester, N. Y. 

ELLIOTT-FISHER billing and bookkeeping machines bought 
and sold. Maloney, Gilmore Co., 508 S. Dearborn, Chicago. 
ADDRESSING MACHINES, Comptometers, Dictaphones, Edi- 
phones, Kardex cabinets, Mimeographs, Multigraphs, ~ om 
and sold. Hanover Office Equipment Co., 58 Greenwich St., 
New York City. 
























































LIVE DETROIT selling organization with downtown store 
and complete service shop would like to hear from manufac- 
turers of any type of office machines desiring exclusive rep- 
Address W-81, care Office Ap- 


resentation in this territory. 
pliances, Chicago. 


EXECUTIVES—If you are ——- of earning $5,000 or more, 
write us at once. Our personal and confidential service quickly 
locates suitable openings. If _you can qualify for responsible 
position, write today for complete details. Murray E. Hill, 311 
Commerce Building, Nashville, Tennessee. 





OFFICE APPLIANCES 


Markers, traffic, stainless steel, The Hague, Netherlands No. 55,536; 








purchase conten plated 


BUSINESS OPPORTUNITIES Paver, writing: Cochabamba, Bolivia —No. 55,510; purchase and agency 


contemplated Fe 
Seales and hand balances, LaPaz, Bolivia No. 55,168; purchase and 


The detailed inquiries which follow have been received direct agency contemplated nie g ; — 
from readers of Ofice Appliances. They are tangible business Stationery, Cochabamba, Bolivia No. 55,510; purchase and agency 
opportunities which are well worth following. contemplated 


Wanted Here at Home 
Chicago, til Manufacturer igent with headquarters in this city, can Cc A T A L O G U E S 

















handie another good ne f office utilities or specialty sold through 
commercial stationers and department stores in Chicago and vicinity , 
He has an establ uhed tt ace the metropolitan district, and within a Paragraphic reviews of current issues from 
radius o 00 miles i iccessful record of twenty-five years ; . . ie TH 
oo AA ea t » a ole ~ ty t J = und jobbers. He _ the catalogue and allied jie lds, ¢ lassified jor 
good references Addre MES A-77, care f Office Appliances, 417 conventent reference. 
South Dearborn street, Chicag Ill 
Columbus, Ohio.—-Kellnai Systems wishes hear from manufacturers Manufacturer : : 
desiring dealer distribution in Columbus The < pany wishes to receive From the Burgess Battery Company, Madison, Wis., comes a folder in 
catalogues and price Mr. E. E. Kellner, of the company, indicates a two colors telling about the Burgess sound absorbing typewriter stand 
preference in a general line of loose leaf equipment. Kellnai systems Direct Mail—Manufacturer . 
has a trained cor] f sale en who call on clients at regular intervals, The Wahl Company addressed dealers regarding the merchandising fa- 
in addition to operating a ect mail advertising campaign for business cilities offered for Christmas merchandise stocked by stationers. Suitable 
Des Moines, lowa.—Capable salesman and sales executive now interested point-of-sale tieups with national advertising were provided to hook up 
in an established business, wishes to return to the office equipment field the stationer’s store with the impressive advertising - 
He has served manufacturers of desks, chairs and filing equipment as The Elliott-Fisher Company has circulated an imposing broadside in 
salesman, special representative and sales manager Will consider steel black and green explaining its new direct subtracting universal account 
or wood furniture line ind matched suites on a commission basis for ing machine with double crossfooter This details the functions of the 
central west territor Can show an excellent record. Is well acquainted machine, and by illustration and text tells of the operating features. 
with dealers and thoroughly versed in office furniture merchandising ——<— 
Address, E. C. Songstad, 5816 North Waterbury road, Des Moines Swedish Furniture Industry 
Michigan City, ind The City Stationery and Office Supply Company . . , : ' 
106 West Michigan street, wishes to receive fro inufacturers catalogue Commerce Reports] The largest manufacturer of office furniture in 
and prices covering office pply lines At present the company handles Sweden has a number of branch factories in different parts of the country 
loose leaf devices, blank books, binders, rubber stamps and other office and has branch offices in Norway, Denmark and England The factories 
supply items This concern also does direct iil campaigns for ad are equipped with the most up-to-date machinery, and this company has at 
vertisers, and should ha valuable contacts for office specialty sales its disposal exceptionally large supplies of fine Swedish oak, used to a 
Waterloo, lowa The Beck Specialty Company, which has specialized great extent in the manufacture of office furniture ; 
on selling mail order to banks throughout the country, seeks new items Furniture dealers in Stockholm express the opinion that Swede n offers 
which can be sold by : preferably new merchandise and devices only a limited market for furniture, except office furniture. The imports of 
that can be sold to bank Meritorious iter appealing to other lines American made furniture and interior fittings, covered or made with textile 
of trade will be nsidered materials and leather, are unimportant The imports into Sweden from 
> the United States of upholstery amounted to less than $1,000 in value in 
as 929, and to only $700 in 1930 
Commerce Department Trade Opportunities ; The outlook for American office furniture, however, is distinctly more 
Inquiries sent to the lt Ss. Commerce Department from represen- promising According to the latest Swedish statistics, the imports of 
tatives abroad Recognized business establishments can secure American furniture of all kinds, but mostly office furniture, increased from 
names and addresses on application to the Bureau of Foreign 62,717 kronor in 1929 to 229,847 kronor in 1930, or a gain of 266 per cent 
and Domestic Co cerce at Washington, or to the district and The sale in Sweden of American office furniture is reported to be increasing 
co-operative offices, mentioning the file number of the trade steadily, the reputation of American products, notwithstanding the higher 
opportunities wanted ‘ prices, having created a promising demand. There is a demand now for 
originality and the display of individual taste in furniture 
Appliances, office, Vienna, Austria No. 55,167; purchase and agency ——=— 
a ye Swedish Engineer Invents New Type of Calculating 
Binders for filing, « Geneva, Switzerland No. 55,572; purchase and M : 
agency contemplated achine 
Equipment, office, Geneva, Switzerland No. 55,526; agency desired Commerce Reports] It is reported that a French office machinery manu 
Furniture and equipmer Mice, Geneva, Switzerland.—No. 55,572; facturer, Paris, France, recently purchased an invention of a Swedish engi- 
purchase and agency nt ited neer, residing in Paris, Mr. Robert Nilsson A considerable sum was in- 
Machines, calculating, Geneva, Switzerland No. 55,572; purchase and volved The invention is a calculating machine on which it is claimed 
agency contemplated ulmost all mathematical problems may be solved easily It does the four 
Machines, cash register, San Jose, Costa Rica.—No. 55,526; agency simple rules of arithmetic, and is also able to store an almost unlimited 
desired number of coefficients and sums which, during the different operations, may 
Machines postage franking Buenos Aires Argentina No. 55,213 be picked up, by merely pressing the appropriate button 
agency desired . 
chines ost e ntir mete 7 rut echoslo r 55 57 ; 
aT ; t, Prague, Czechosiovakia.—No. 55,157 “The Federal Code of Mexico” 
Machines, stamp affixing, and automatic postage stamp distributing, The United States Bureau of Foreign and Domestic Commerce, division 
Milan, Italy Ni 5,571; purchase contemplated of commercial laws, has issued a mimeographed translation of ‘‘The Federal 
Machines, stitching, for cardboard boxes, Berlin, Germany No. 55,160; Labor Code of Mexico,’’ No. 287 in its Insurance and Labor Laws series 


agency desired The Mexican code is very comprehensive and modern 


1,817,488 Device for securing together th Ilion, N. Y¥. (assignor to Remington Arms Com- 
pany, Inc., a corporation of Delaware) Filed 


binding edges of loose leaf filler sheets. Clarence , 
B. Irving, Kansas City, Mo. (assignor by mesne a A T E N T S December 19, 1927. Granted August 4, 1931 


assignments to Wilson-Jones Company, Chicago Serial No. 241,046. 
Ill., a corporation of Massachusetts). Filed Jan 1,817,817. Cash register. Charles W. Green, 











vary 14, 1929. Granted August 4, 1931. Serial Ilion, N. Y. (assignor to Remington Arms Com- 
No. 332,447 Copies of patents herein listed can be ob- pany, Inc., a corporation of Delaware). Original 

1,817,501 Printing mechanism for accounting tained from the Commissioner of Patents, application filed April 13, 1927, Serial No. 183,- 
machines. Hermann Adalbert Weinlich, Berli: Washington, D. C., for ten cents each in 392. Divided and this application filed Novem- 
Germany ({assignor to The Tabulating Machine cash, postofice money orders or certified ber 15, 1928. Serial No. 319,469. Granted Au 
Company, Endicott, N. Y 1 corporation of New check. Stamps and personal checks not gust 4, 1931. 

Jersey) Filed March 6, 1928. Granted August accepted. 1,817,883. Cash register. Bernis M. Shipley, 
4, 1931. Serial No. 259,412 Dayton, Ohio (assignor by mesne assignments to 

1,817,511. Card sorting machine. Eugene A The National Cash Register Company, Dayton, 
Ford, Scarsdale, N. Y (assignor to The Tal Ohio, a corporation of Maryland) Filed De- 
ulating Machine Company, Endicott, N. Y., a cember 21, 1922. Granted August 4, 1931. Serial 
corporation of New Jersey) Filed May 4. 1928 poration of Illinois) Filed April 30, 1929 No. 608,281. 

Granted August 4, 1931. Serial No. 274,990 Granted August 4, 1931. Serial No. 359,310 1,817,916 Attachment for calculating ma 

1,817,558 Base for chairs and the like Evan 1,817,682 Combined calendar and money box, chines Edwin F. Britten, Jr., Maplewood, and 
C. Harter, Sturgis, Mic Filed November 21 savings bank, or other collection box Einar Lee R. Brown, East Orange, N. J. (assignors 
1927. Granted August 4, 1931. Serial No. 234 Kristian Gade, Chiswick, London, England (as- to Monroe Calculating Machine Company, Inc., 
668 signor to Gnomist & British Novelties, Ltd., Lon- Orange, N. J., a corporation of Delaware). Filed 

1,817,559 Base for chairs, stands, and the don, England) Filed August 28, 1929, Serial April 1, 1929. Granted August 11, 1931. Serial 
like. Evan C. Harter, Sturgis, Mich. Filed No No. 389,060, and in Great Britain July 27, 1929 No. 351,541 
vember 9, 1927. Granted August 4, 1931. Serial Granted August 4, 1931. 1,817,960. Portable autographic register. Ed- 
No. 232,053 1,817,683. Stencil roller. Adolph Geiger, Eliza- ward Kirby Bottle, Elmira, N. Y. (assignor to 

1,817,560 Base for chairs, tables. and the beth, N. J Filed August 25, 1928. Granted American Sales Book Company, Limited, To- 
like. Evan C. Harter, Sturgis, Mich. Filed Apri August 4, 1931. Serial No. 302,089 ronto, Canada, a corporation of Ontario). Filed 
30, 1928. Granted August 4, 1931. Serial No 1,817,770. Cash register. Bernis M. Shipley, April 22, 1925. Granted August 11, 1931. Serial 
273,993 Dayton, Ohio (assignor to The National Cash No. 24,937. 

1,817,631 Duplicating gang punch. Clair D Register Company, Dayton, Ohio, a corporation 1,818,045. Combined typewriting and card-per- 
Lake and Ralph E. Page, Binghamton, N. Y of Maryland). Original application filed January forating machine. Frank K. Davis, Silver Spring, 
(assignors to The Tabulating Machine Company 19, 1924, Serial No. 687,305. Divided and this Md., and Charles C. Taylor, Washington, D. C 
Endicott, N. Y., a corporation of New Jersey) application filed July 9, 1929. Serial No. 377,- (assignors to Underwood Elliott Fisher Com- 
Filed October 21, 1925. Granted August 4, 1931 013. Granted August 4, 1931 pany, New York, N. Y., a corporation of Dela- 
Serial No. 63,830 1,817,815. Cash register. Charles W. Green, ware). Filed March 27, 1928. Granted August 

1,817,640. Record sheet holder for facilitating Ilion, N. Y. (assignor to Remington Arms Com 11, 1931. Serial No. 265,073 
distribution of accounts Neal Eberhart New pany, Inc., a corporation of Delaware) Filed 1,818,046. Paper perforating device for type- 
man, St. Louis, Mo., and Frederick Adolph Nie August 25, 1924. Granted August 4, 1931. Se- writers. Gennaro de Pamphilis, New York, N. Y 
mann, Chicago, Ill. (assignors to Felt & Tarrant rial No. 733,999 Filed March 28, 1929. Granted August 11, 1931 
Manufacturing Company, Chicago, Ill., a cor 1,817,816. Cash register. Charles W. Green, Serial No. 350,506 
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1,818,078. Underscoring apparatus for type- 
writers. Roy H. Manly, Birmingham, Ala. Filed 
November 9, 1929. Granted August 11, 1931. 
Serial No. 405,883. 


1,818,200. Typewriting machine. Farnum F. 
Dorsey, Rochester, N. Y. (assignor to Electro- 
matic Typewriters, Inc., Rochester, N. Y., 


a 
corporation of New York). Filed April 8, 1929. 
Granted August 11, 1931. Serial No. 353,639. 

1,818,210. Check book cover. George Duebel- 
beis, Kirkwood, Mo. Filed February 8, 1929. 
Granted August 11, 1931. Serial No. 338,461. 

1,830,043. Lead pencil; patented Novem- 
ber 3, 1931, by Merrall C. Vail, Attleboro, Mass 
(assignor by mesne assignments to The Wahl 
Company, Chicago, Ill., a corporation of Dela- 
ware). Serial No. 581,054. 

1,830,129. Apparatus for cleaning black 
board erasers; patented November 3, 1931, by 
Daniel Q’Reilly and Joseph Howe, Waterbury, 
Conn. Serial No. 341,133. 

1,830,161. Calculating machine; patented 
November 3, 1931, by Carl M. F. Friden, Oak- 
land, Calif. (assignor to Marchant Calculating 
Machine Company, Emeryville, Calif., a corpora- 
tion of California). Serial No. 62,558. 

1,830,756. Counting attachment for ac- 
counting machine; patented November 10, 1931, 
by Eugene A. Ford, Scarsdale, N. Y. (assignor 
to The Tabulating Machine Company, Endicott, 
N. Y., a corporation of New Jersey). Serial No 
163,333. 


1,830,779. Check detector; patented No- 
vember 10, 1931, by William C. Boulton, Spo- 
kane, Wash. Serial No. 455,941. 

1,831,471. Knockdown metal desk; pat- 


ented November 10, 1931, by Peter M. Wege, 
Grand Rapids, Mich. (assignor to The Metal Of- 
fice Furniture Company, Grand Rapids, Mich., a 
corporation of Michigan). Serial No. 146,942. 

1,831,868. Pencil printing device; pat- 
ented November 17, 1931, by Henry J. Karp, 
Faribault, Minn. Serial No. 464,847. 

1,832,007. Ribbon inking device; patented 
November 17, 1931, by Emil O. Eckland and 
Walter H. Young, Chicago, Ill. Serial No. 345,- 
657. 

1,832,077. Pen; patented November 17, 
1931, by Edward S. Wood, Cinnaminson, Wil- 
liam E. Haden, Haddonfield, Harry C. Sharp, 
Camden, and Leon H. Ashmore, Collingswood, 
N. J. (assignors to The Esterbrook Steel Pen 
Manufacturing Company, Camden, N. J., a cor- 
poration of New Jersey). Serial No. 156,566. 

1,832,170. Fountain pen desk set; pat- 
ented November 17, 1931, by Herman B. Wilson, 
Toledo, Ohio (assignor to The Conklin Pen Com- 
pany, Toledo, Ohio, a corporation of Ohio). Se- 
rial No. 511,199%. 

1,818,211. Furniture caster. 
can, Jr., Newport News, Va. 


Thomas P. Dun- 
Filed August 8, 


1929. Granted August 11, 1931. Serial No. 
384,325. 
1,818,216. Fountain pen. Oscar Federbusch, 


Arnold, Penna. (assignor of twenty-five per cent 
to Maurice H. Claster and twenty-five per cent 
to Louis Claster, Arnold, Penna.). Filed July 
17, 1929. Granted August 11, 1931. Serial No. 
379,000. 

1,818,253. Bookkeeping device. Otto L. Her- 
mann, St. Louis, Mo. (assignor by mesne as- 
signments to Buxton & Skinner Printing & Sta- 
tionery Company, St. Louis, Mo., a corporation 
of Missouri). Filed September 14, 1929. Granted 
August 11, 1931. Serial No. 392,593. 


1,818,271. Autographic register. Frank E 


Pfeiffer, Dayton, Ohio (assignor to The Egry 
Register Company, Dayton, Ohio, a corporation 
of Ohio). Filed December 23, 1929. Granted 
August 11, 1931. Serial No. 416,037. 








The SERVICE BUREAU of 

Office Appliances is for the 

Exclusive Use of Subscrib- 
ers and Advertisers 


In the execution of its various com- 
missions this bureau calls upon prac- 
tically every member of the staff. It 
answers by personal letters all in- 
uiries upon matters germane to the 
eld, it furnishes special reports upon 
articles of office equipment, supplies 
names of manufacturers of any article 
wanted, puts man and job together, 
prepares advertising copy, furnishes 
lists of desirable agents and dealers 
in nearly every country, aids foreign 
dealers in securing U. S. A. lines, 

in many other ways performs useful 
service, all without charge. Subscrib- 
ers in every land have made, and are 
making, good use of this bureau; manu- 
facturers in every section of the field 
have had evidence of the service. Sub- 
scribers’ requests for catalogues to 
bring their files up to date, or to re- 
lace the file in case of fire or other 
orm of destruction, are broadcast in a 
bulletin which is mailed frequently to 
leading manufacturers. 
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No. 1,833,044. 


Ohio (assignor to The McBee Binder Company, Athens, Ohio, a corporation of Ohio). 









ode sikess 


(895,93! (833936 


Loose leaf binder; patented November 24, 1931, by Wilbur L. Siegfreid, Athens, 


Serial No. 


70,684. 
No. 1,833,200. Map holder; patented November 24, 1931, by Major H. E. Beckley, San Francisco, 


Calif. (assignor to A. J. Nystrom & Company, a corporation of Illinois). 
N Safety check; patented November 24, 1931, by Robert C. 

Serial No. 224,110. 

File cabinet; patented November 24, 1931, by Charies E. 


0. 1,833,869 
Mershon, Kalamazoo, Mich. 
No. 1,833,882. 


Serial No. 132,029. 
Cotton and Fred J. 


Attwood, Wollaston, 


Mass. (assignor to Postindex Company, Inc., Boston, Mass., a corporation of Massachusetts). 


Serial No. 72,94 


No. 1,833,936. ” Stencil printing machine; patented December 1, 1931, by Harmon P. Eljliott, 


Watertown, Mass. Serial No. 223,159 
No. 1,835,037. 


Winchester, Ind. Serial No. 438,538. 


Telephone directory holder; patented December 8, 1931, by Curtis M. Gillum, 


No. 1,835,206. Card index reference holder; patented December 8, 1931, by Henry M. Crouse, 


Chicago, tl. Serial No. 370,478. 
No. 1,835,514. 
N. Y. Serial No. 505,689. 


No. 1,835,931. 


Ky. (assignor of one-half to Abraham M. Cooper). 


1,818,302. Index binder. Antone J. Cardoza, 
Oakland, Calif. Filed December 11, 1929. 
Granted August 11, 1931. Serial No. 413,234. 

1,818,338. Cash register. Wilhelm Kropff, 
Berlin-Charlottenburg, Germany (assignor to 
The National Cash Register Company, Dayton, 
Ohio, a corporation of Maryland). Filed March 
5, 1928, Serial No. 259,284, and in Germany 
March 26, 1927. Granted August 11, 1931. 

1,818,377. Fountain pen. Lloyd A. Brooke, 
Washington, D. C. Filed August 22, 1929. 
Granted August 11, 1931. Serial No. 387,710. 

1,818,383. Writing device. Charles Ernest 
Cowdin, Portland, Oreg. (assignor to Cowdin 
Company, a corporation of Oregon). Filed No- 


vember 12, 1929. Granted August 11, 1931. 
Serial No. 406,694. 
1,818,394. Typewriting machine. Frederick 


A. Hart, New Britain, Conn. (assignor to Rem- 
ington Typewriter Company, Ilion, N. Y., a cor- 
poration of New York). Filed March 4, 1927. 
Granted August 11, 1931. Serial No. 172,684. 

1,818,425. Calculating machine. Frederick A. 
Niemann, Chicago, Ill. (assignor to Felt & Tar- 
rant Manufacturing Company, Chicago, Ill., a 
corporation of Illinois). Filed September 9, 
1927. Granted August 11, 1931. Serial No. 
218,399. 

1,818,473. Auditing machine. Maximilian M. 
Goldberg, Dayton, Ohio (assignor to The Na- 
tional Cash Register Company, Dayton, Ohio, a 
corporation of Maryland). Filed September 7, 


1926. Granted August 11, 1931. Serial No. 
134,025. 
1,818,531. Fountain ink pad. Claude Herbert 


Bright, Memphis, Tenn. 
Granted August 11, 1931. Serial No. 272.525. 

1,818,548. Calculating machine. Carl M. F. 
Friden, Oakland, Calif. (assignor to Marchant 
Calculating Machine Company, Emeryville, 
Calif., a corporation of California. Filed 
August 19, 1924. Granted August 11, 1931. 
Serial No. 732,945. 

1,818,606. Combined desk and table. William 
lL. Burks, Pleasant Ridge, Va. Filed January 
11, 1929. Granted August 11, 1931. Serial 
No. 331,787. 

1,818,632. Setting mechanism for cash reg- 
isters. Karl August Lehmann and Franz Rang- 
lack, Essen, Germany (assignors to Fried. Krupp 
Aktiengesellschaft, Essen-on-the-Ruhr, Ger- 
many). Filed February 19, 1930, Serial No. 
429,786, and in Germany May 7, 1929. Granted 
August 11, 1931. 

1,818,706. Inking mechanism for addressing 
machines. Paul A. Gollnick and Frank W. 
Broderick, Chicago, Ill. (assignors by mesne 
assignments to Selectograph Company, Chicago, 


Filed April 24, 1928. 


Duplicating machine; patented December 8, 


Rotary calendar; patented December 8, 1931, by Sadayoshi Nakahara, New York, 


1931, by Frank Chesley, Louisville, 
Serial No. 390,351. 


Ill., a corporation of Illinois). Filed March 21, 


1929. Granted August 11, 1931. Serial No. 
348,781. 

1,818,743. Adjustable feed for fountain pas. 
Kenneth 8S. Parker, Janesville, Wis. (assignor 
to The Parker Pen Company, Janesville, is., 
a corporation of Wisconsin). Filed September 


26, 1929. jranted August 11, 1931. Serial 
No. 395,268. 
1,818,790. Calculating machine. Geor Cc. 


Chase, South Orange, N. J. (assignor to Monroe 
Calculating Machine Company, Inc., Orange, N. 
J., a corporation of Delaware). Filed Septem- 
ber 12, 1929. Granted August 11, 1931. rial 


No. 392,189. 

1,818,831. School desk and seat. Ned A. 
Wagers, Appomattox, Va. Filed March 7, 1930. 
Granted August 11, 1931. Serial No. 434,042. 

1,818,855. Combined flash light and writing 
pad. Otto Kroldrup, Colon, Cuba. Filed 
September 20, 1929. Granted August 11, 1931. 
Serial No. 393,996. 

1,818,860. Typewriting machine. Lewis C. 
Myers, Freeport, N. Y. (assignor to Royal Type- 
writer Company, Inc., New York, N. Y., a 
corporation of New York). Filed November 7, 


1929. Granted August 11, 1931. Serial No. 
405,336. 

1,818,894. Twine holder. Almon E. Hum- 
phrey, Oklahoma City, Okla. Filed October 
24, 1929. Granted August 11, 1931. Serial No. 
402,239. 


1,818,936. Loose leaf binder. Paul 0. Unger, 
Syracuse, N. Y. Filed September 23, 1929. 
Granted August 11, 1931. Serial No. 394,536. 

1,818,940. Typewriting machine. Carl W. 
Brenn, Montclair, N. J. (assignor to Auto- 
graphic Register Company, Hoboken, N. J., a 
company of New Jersey). Filed September 26, 
1927. Granted August 11, 1931. Serial No. 
221,913. 

1,818,999. Protector for loose leaf binders. 
Edward B. Murphy, Kansas City, Mo. (assignor 
by mesne assignments to Wilson-Jones Company, 
Chicago, Ill., a corporation of Massachusetts). 
Filed October 5, 1928. Granted August 18, 1931. 
Serial No. 310,537. 

1,819,038. Cash register. Jean Rawyler, 
Paris, France (assignor by mesne assignments 
to The National Cash Register Company, Day- 
ton, Ohio, a corporation of Maryland). Filed 
August 14, 1924. Granted August 18, 1931. 
Serial No. 732,016. 

1,819,042. Cash register. Bernis M. Shipley, 
Dayton, Ohio (assignor by mesne assignments 
to The National Cash Register Company, Day- 
ton, Ohio, a corporation of Maryland). Filed 
April 23, 1924. Granted August 18, 1931. Serial 
No. 708,433. 
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*_This I beheld, or 


dreamed it in a dream:—there spread a 
cloud of dust along a plain; and underneath 
the cloud, or in it, raged a furious battle, 
and men yelled, and swords shocked upon 
swords and _ shields. A Prince's banner 
wavered, then staggered backward, hemmed 
by foes. QL A craven hung along the bat- 
tle's edge, and thought, *“‘Had I a sword of 
keener steel — that blue blade that the 
King's son bears—but this Blunt Thing—!" 
he snapped and flung it from his hand, and 
lowering crept away and left the field. qi 
Then came the King's son, wounded, sore 
bestead, and weaponless, and saw the broken 
sword, hilt-buried in the dry and trodden 
sand, and ran and snatched it, and with 
battle-shout lifted afresh he hewed his 


enemy down, and saved a great cause that 


heroic day.—Edward Rowland Sill. 


e 


* Initiative, enterprise and intelligent industry 
making the most of the means at hand—will 
wrest victory from defeat in 1932. 
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dl 
THE WAY IS OPEN FOR BUILT-IN 


BUY-AIDS 


HE office outfitting community may breathe 

easier on one score, at least. The identification 
of office equipment and supplies,—identification, 
that is to say, to the ultimate consumer,—has been 
encouragingly simplified. Thanks to a recent off- 
cial Federal ruling at Washington. Now is the way 
opened for built-in trade marks. Uncle Sam stands 
ready to recognize as valid merchandise-marks a 
whole class of devices for which the trade has long 
desired registration at the U.S. Patent Office but 
which it has almost feared to submit. Feared, lest 
these clues be rejected because they are inherent in 
or integral with the articles that they brand. 

To realize how important to the office appliance 
community is this question of the legality of trade 
marks, which are part and parcel of the objects 
marked, it is only necessary to consider the excep- 
tional necessities of the office equipment and supply 
line. To a peculiar degree, is it necessary here that 
a mark shall stay with the goods to the stage of final 
consumption, “exhaustion,” or completion of service. 
Obviously that requires, in the case of business ma- 
chines and appliances, a type of mark chat is tena- 
cious and long-lived; that will stick closer than a 
brother until age has overcome the specialty. But, 
even in the case of routine office supplies is there 
only slightly less need for an ever-present mark. If 
all office requisites were delivered in containers 
which were employed as receptacles during con- 
sumption, box labels, etc., might meet every need. 

sut the average office adjunct is stripped for action 
so soon as it goes into service. If a “reminder” is to 
tag along, to guide repeat orders, it needs to be liter- 
ally an annex to its principal. 

Given this necessity, or extreme desirability in the 
office commissary field for marks “that won’t come 
off” and cannot be easily obscured, it is not strange 
that members of the trade have been twisting and 
turning for, lo, these many years in an effort to dis- 
cover ways and means of inclusive or incorporated 
marking. Notable success has been attained in some 
branches of the trade. For example, it would be 
difficult to cite a more ideal form of built-in trade 
mark than the watermark which is universally used 
in the fine paper trade, notably on typewriter papers, 
and has been extended in recent years even to second 
sheets, manifold papers, etc. In like manner, many 
of the ink manufacturers have employed the same 
technique by means of blown-in-the-bottle marks. 

For all the success of the few, though, the great 


Written Expressly for Office 
Appliances by Waldon 
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majority of the office equipment clan have stood 
baffled. Their desires have been thwarted by the 
tradition that an article of commerce cannot have, 
as its trade mark, a part of itself, nor an attachment, 
or accessory. Some venturesome office outfitters 
have essayed the seemingly impossible. For in- 
stance, the manufacturers of fountain pens who 
hoped against hope that they could acquire trade 
mark rights in the distinctive colors given to bars, 
etc.,on the pens. For the most part, however, office 
equipment marketers have refrained from ‘strug- 
gling, dismayed at the prospect before them. 

Making matters all the worse for seekers of in- 
delible, everlasting office-supply-marks, has been the 
prejudice of the trade mark censors against “asso- 
ciate features” as trade marks. Office utility manu- 
facturers were not surprised when they saw the 
keepers of the U. S. Trade Mark Register turn down, 
Say, a metal plate attached to the machine (that is 
to say the form or shape of the plate) as a trade 
mark. But they did experience shocks, in the be- 
ginning, when Uncle Sam would not accept bottle 
stoppers or other unique closures as trade marks. 
Why, the ban even extends to containers. A manu- 
facturer may have devised a rare and “different” 
box as a holder for his specialty but woe to his hopes 
if he has counted upon establishing a monopoly in 
the use of that pattern package by registering it as 
a trade mark for its contents. 

Enough of this gloom of the past. A brighter day 
is dawning. Heart-to-heart trade marks are accept- 
able, after all, as identifying riders for business 
equipment, provided they keep within certain not 
unreasonable bounds. This is the message that, in 
effect, is conveyed to the trade at large by the cur- 
rent precedent-making decision at the U. S, Patent 
Office. Fortunately the liberal mandate carries its 
own object lesson. The test case affords an excel- 
lent illustrative example of the species of close- 
clinging trade mark that is almost inseparably with 
the article of manufacture but not of it. 

Koh-i-noor Pencil gets credit for pointing the 
loophole in the high wall of trade mark rules and 
regulations. Koh-i-noor Bleistiftfabrik L. & C. 
Hardtmuth of Budweis, Czechoslovakia put for- 
ward, as a recognizable buy-aid for its leader, a de- 








vice with a bevelled end applicable to lead pencils. 
W hen om pencil manufacturer undertook to register 
this cue at Washington the U.S, Examiner of ‘Trade 
Marks bela rejected it on the strength of the 
well-established principle that a mark shall not be 
registered if it consists of an essential part or char 
acteristic of the article it identifies 

Fortunately, the Koh-i-noor people would not 
take “No” for an they appealed to the 
authority higher up, the U.S. Commissioner of Pat- 
that worthy reversed his subordinate and 
icil-mark to registration, pointing 
out the distinction, henceforth so important to office 
outfitters in general, between the acceptable and the 
nark which merges with the goods. 
Patent Office intimated that the 
an intimate trade 


answerf. 


ents 
admitted the pe 


non-acceptable 1 
The overlord at the 
key lies in the question whether 
mark is an essential part of the goods. In the Koh- 
instance he had no difficulty in determining 
that the ac apeets was not required by the structure 
or working of the main object. Indeed, he remarked 
“It does not affect the lead pene il, either as to func- 
tion or extent of use.”’ That was a sufficient alibi. 
Acquitted of any utilitarian part in the performance 
of the trade —_ the pencil device was accepted as 
having for > duty and function the identifica- 
tion of the origin or ownership of the pencil. 

With the aid of this prize exhibit, any office out- 
fitter should be able to master the formula for pro- 
ducing an unchallengeable mark of the coveted pat- 
No gainsaying the fact that, for many com- 
modities, and for a number of business requisites 
in particular, there is a rememberable element and 
an attention-arresting quality in a physical device 
that is not matched by any imprint, stencil or sticker. 
All that remains is to make the extra added feature 
symbolic or meaningful rather than useful. Keeping 
in mind, the while, the basic requirement that any 
and every trade mark be something distinct from 
the thing marked and that no article of commerce 
can be a trade mark for itself. 

Looking over the disappointments to date, on this 
very score, in the field of office appliances, it appears 
that the one chiet cause of failure has been the effort 
as in the case of the fountain pen 
people, to capitalize trade-markwise an existing 
member of the structure of the goods. Rather than 
to add to the completed article, as though it were 
an afterthought, an extra, superficial attachment 
that cannot be suspected of having any practical mis- 


1-noo! 


its so] 


tern, 


of mi inuf; icturers, 


sion except to signal the make or source of the 
goods. It’s only human nature for a canny and 


thrifty soul to think how grand it would be to kill 
two birds with one stone by making a necessary, 
individual part of a composite mechanism or struc- 
ture, work overtime as @ trade mark. Alas, it can- 
not be done. The trade mark has to be a supple- 
mentary frill if it is to be enrolled or pedigreed by 
the Department of Commerce. 

Not only do the Federal censors disallow as trade 
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marks working parts or other structural members of 
articles of manufacture but they are equally inhos- 
pitable to grooves, ridges, corrugations, etc., which 
are introduced incident to manufacture. On one 
memorable occasion, Washington put its thumbs 
down on two parallel lines embossed on a paper 
package. Because it came out that the lines were 
not introduced solely for the sake of trade mark 
effect but were the result of the tool work necessary 
to fasten the edges of the package. No better fate 
is in store for the purely decorative or ornamental 
feature that tries to double as a trade mark. ‘This 
prohibition has played havoc with some of the metal 
plates of fanciful torm that have applied for fran- 
chises as trade marks for business machines. The 
dictum at Federal Trade Mark headquarters has 
been that these additions, if not functional are orna- 
mental and so are objectionable, whichever the role. 

Because a way has been found, by the trail-blazing 
of Koh-i-noor, to obtain trade mark dignity for a 
built-in or built-on mark or device does not mean, 
of course, that the marker must not have a wary eye 
to make sure that nobody has forestalled him in 
adoption of the same specific idea. This obligation 
is vividly illustrated by an incident in pencil circles 
that has come in the same breath, so to speak, with 
the Koh-i-noor triumph. The Eberhard Faber Pen- 
cil Company and the United States Pencil Company 
have been in a legal jam all because both concerns 
had an inspiration to aaa goods by means of a col- 
ored band encircling the pencil. The trouble was 
that one chose a black band and the other a brown 
band. The Solomon at the trade mark clearing 
house concluded that there was so little difference 
between the two colors that confusion would result 
in the minds of the public. He said that the average 
member of the purchasing public, even if he observed 
the difference in the colors of the two bands, would 
be unlikely to remember the difference. So it is all 
right to fashion a trade mark that looks like a neces- 
sary part of the “dress” of the goods, but be sure 
you are first to turn your pet trick. 

Manufacturers must not get the idea, from the 
Faber-U.S. pencil episode that color cannot be in- 
voked to create trade mark individuality in the struc- 
ture of a business appliance. The whole trouble was 
that the colors black and brown were too close to- 


gether. The W. A. Sheaffer Pen Co. had no contro- 
versy over its identifying white dot. The L. E. 


Waterman Company had no difficulty in establishing 
trade mark standing for a band of pink color en- 
circling the cap of its fountain pen. A machine 
manufacturer made his mark by coloring red a con- 
trolling wheel of his machine and another trade 
marker varied the same recipe by placing a green 
coat on the handle of his appliance. But the cheer- 
ing news is that the officials are now sympathetic to 
these efforts to splice trade marks and make them 
knit with the bone of the goods. 


QUALITY NEVER GOES BEGGING 


Frank Farrington says that the man who markets the best obtainable in quaiity of merchan- 


dise or service 1s always sure of some customers. 


the stickers are the articles of poor or indifferent grade. 


first quality 


Merchants seldom get stuck with goods of 
When the public buys 


poor quality it is never by choice, but by necessity if better goods are available. If one’s busi- 


ness isn't holding its own, it may be the fault of the times 


-and then again, it may be that 


quality needs revision upward. The suggestion will bear reflection. 
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EDITORIAL 





For your messages of good cheer and good will at the Christmas and the New 
Year, friends here at home and friends across the sea, our grateful appreciation, 

May your happiness be in full measure throughout the year, and may a way. be 
found to make Peace on Earth Good Will to Man a fact im life. 


Looking Ahead 

@@Amid the passing of dividends and the “new 
lows” that afflict the stock market from day to day, 
we who stand and watch seem to detect a note of 
growing confidence, and a grim, half humorous de- 
termination. Bargain hunting is not confined to the 
stores—it is to be found even upon the exchanges 
among those who have the wherewithal to buy and 
wait. 

Most of us are less well off financially than we 
were a year or two ago. Some have no jobs. But 
most people take the situation with tolerable equa- 
nimity. Some who are most depressed are among 
those who, in spite of having lost considerable sums, 
are nevertheless well provided for. Most of those 
who are in desperate circumstances face the situa- 
tion without a whimper, and look forward in the 
spirit of faith to gradually bettering times. 

Christmas has come and gone, and the Christmas 
shopping crowds are reported to have been quite as 
large as at other pre-holiday periods. Those who 
went through the tussle to get a last minute gift 
are prepared to believe that almost everybody was 
on hand for a like purpose. Christmas was gener- 
ally as well celebrated, we believe, as in other years, 
and comparatively few persons known to be in need, 
especially children, failed of a visit from Santa 
Claus. Gifts, perhaps, were not lavish, and, in keep- 
ing with the times, took on a practical aspect. 

Notwithstanding the difficult years through which 
we have gone, the very fact that they are past lends 
encouragement to the belief that the affairs of this 
country will show an upward trend this year. 
Stocks in the hands of dealers are low and increased 
buying is therefore inevitable. It will be conserva- 
tive buying, as it should be, but the aggregate will 
keep many factories busy, and many who are work- 
ing part time and no time at all will find full time 
jobs. 

Nature has been kind. Famine is not abroad in 
the land. No pestilence has taken toll of the popu- 
lation. Floods have not swept away our homes nor 
taken from us our means of subsistence. We are 
living in peace. Harvest follows seed time. The 
multiple needs of a population in the main progres- 
sive, intelligent and energetic must be served in a 
land where every person is a consumer of necessi- 
ties and luxuries according to his means. During 
the last two years we have written off certain ficti- 
tious values. To use the familiar vernacular, we are 
“down to cases,” which describes a safe place to 
start from in our climb upward. 

—_ 
Office Specialties to the Fore 
@@ Beginning on page 94 is a series of eleven short 
articles dealing with certain aspects of the sale of 
office specialties in the stationery store. We are not 
committing the anachronism of saying, “Dealers, 
you should handle specialties.” Dealers do handle 
this class of goods, some in a big way; others in 
different degrees. Taking the partial list on page 
94, we discover that practically every dealer handles 


some of the items named, even though he may be 
opposed to the general idea. 

The logic of events persuades the dealer to take 
on some specialty lines. Those who are bolder or 
better situated handle machines requiring salesmen 
to sell them, and a mechanical expert for service. 

To draw a line and say, “Here on this side are the 
specialties and over there on the other side are the 
staples,” is becoming more and more difficult, for, 
as a distinguished member of the industry once said, 
“The specialty of today is the staple of tomorrow.” 
Articles which, a score of years ago were regarded 
as specialty lines, are today ordered as a matter of 
course by every dealer, and it is a matter of pride 
with many to carry out the slogan, “Everything for 
the office.” 

The case for office specialties in the commercial 
stationery store may be regarded as closed by a ma- 
jority verdict in favor of the affirmative. But the 
verdict does not tell us how to market these lines nor 
indicate what ones are suitable for dealers in various 
locations, circumstances, etc. Here we have a broad 
field for discussion. The articles in the present 
Specialties Section deal in the main with the prac- 
tical side of the matter. Some of the contributors 
explain their own methods in some detail for the 
benefit of fellow dealers. This is sound information, 
and, taking things by and large, we believe that the 
Section of Specialties this year, despite the handi- 
caps under which business has suffered, will meas- 
ure up to previous standards and perhaps add cer- 
tain practical suggestions not included in previous 
articles. 

To those who were so kind as to take the time 
in the pre-holiday season to give us all the benefit 
of their ideas and experience, Office Appliances is 
grateful. 


-o- 


The Edged Tongue of Gossip 
@SThere be some, apparently, even in the field of 
office equipment, who might with advantage to 
themselves and others take to heart the lines of the 
Eighteenth Century poet, Stillingfleet : 
“How hard so’er it be to bridle wit, 

Yet memory oft no less requires the bit. 

How many, hurried by its force away, 

Forever in the land of gossips stray.” 

Information has come to us that salesmen repre- 
senting manufacturers in this field occasionally re- 
tail gossip and rumors concerning certain other 
manufacturers in this industry. We are told that 
harm has resulted from ill-considered talk of this 
sort. Office Appliances does not believe that malice 
enters at all into such gossip, nevertheless it 
is a good plan for everybody to curb his tongue, 
which has been rightly called “the unruly member.” 
Inconsequential rumors are magnified by repeti- 

tion. It is a good plan not to repeat statements 
which may prove to be unfounded, remembering 
that ill reports sometimes start from practically 
nothing and grow into something formidable if not 
effectively crushed. 
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OPEN DISPLAY AND 


INCREASE SALES 


EVENTY-FIVE per cent of the variety chain stores 


sales are “accidental.” Due to open display of price- 


marked merchandise and wide convenient aisles, customers 


are induced to purchase several more items than they in- 


tended to buy on entering the store 


The average sale can be increased, and the cost of opera- 


tion reduced by three methods These methods are to 
bring out merchandise in the open where it can be seen 
and handled, to persuade customers to move about in all 


the store, and finally, to have all merchandise at 
tractively displayed and plainly price-marked. 

Your display should give the customer every opportunity 
and especially more profitable 
that 


profits without materially increasing our cost of operation. 


parts ot 


to buy more merchandis« 


merchandise It is these “extra sales” increase our 


Increasing our average sale is accomplished by bringing 


more merchandise out in the open—on open display. 


In most stores the customer comes in contact with no 


than one item out of ten, hence the only items sold 


more 
out of about ninety per cent of our stock are those that 
our customers demand 

From the standpoint of increasing our sales, we might 
just as well take that ninety per cent of our stock, put it 
in the basement and get ourselves a salesroom one-half the 
size of our present one. 


In the old-fashioned store we could spend large sums for 


advertising, but little merchandise would be sold over and 


the 
We should not keep our 


above items advertised 


customers away from the mer 


chandis« Chere is an irresistible impulse on the part of 


handle merchandis« Handling mer- 


the 


every one to feel or 


chandise always helps sale 


Start with the Floor Plan 
Here Mr 


illustrating his points by diagrams 


Luther compared different types of floor plans, 
store having long 


both sides, the ar 


Ina 


rows of counters and show cases along 


rangement puts barriers between the customers and the 
merchandise. The greater part of the stock is thus hidden 
in showcase sidewall cases and shelving inaccessible to 
the customer and too far away for inspection. In contrast 
the speaker then presented another layout in which long 
counters and display cases had been replaced by display 
units, usually under seven feet in length, each unit being 
interchangeable with the others. The first is placed cross- 
wise of the store, then two or more lengthwise on each 
side, then another crosswise, forming an “island” on which 


By this arrangement the sid 


penly displayed 


goods are « 


VISIBLE PRICES 


From an Address by A. J. 
Luther of the A. J. Luther 
Company, Modern Store 
Management Engineers, 
Chicago, Before the Dan- 
ville Convention of the IIli- 
nois Booksellers and Station- 
ers Association 


wall cases and shelves are no longer fenced off, and the 
goods therein are subject to inspection by customers. 
In the new arrangement when a customer comes in to 


purchase one item, he is reminded of many other items he 
needs 
Many of our “demand” items will be displayed near the 
the of the “Demand” 
which customer the 
of our fast- 


counter tf rear store 
that the 


most frequently to buy. 


wrapping 


merchandise is comes into 


store The grouping 
selling items about the wrapping counter means that we 
wait customers in a shorter time. 


can on more 


This Reduces Costs of Sale 
With merchandise displayed in the open, customers can 
examine it and compare prices, sizes and grades without 
Frequently they will wait 
upon themselves. The 
can save the time of its employees so they will have more 


the assistance of a sales person. 

This will save selling time store 

opportunity to make displays, arrange stock, and improve 

service generally. 

No. 2 
tends to be 


Thus it is seen that in store our cost of operation 


selling expense in particular lower. 

To increase our average sale we must do more than show 
as much merchandise as possible. The customer must be 
induced to circulate throughout the entire store, so he will 
come into direct contact with practically all of our mer- 
chandis¢ 


Making Customers Move 
Our customer circulation can be increased by the follow- 
ing four methods: 
First, our wrapping counter should be moved to the rear 
Many customers will automatically come to 
store to the wrapping counter for demand 


the store 
of the 


ot 
the 


reat 





TWO FINE EXAMPLES OF 
equipped with Lyon fixtures 


Note the steel periodical racks. Right 


tures in this store 





OPEN DISPLAY IN COMMERCIAL STATIONERY STORES.— Left 
Newly arranged sales floor of the Marshall-Jackson Company, Chicago 
were also made by Lyon Metal Products 
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Inc., Aurora, Ill 
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merchandise—others will follow the salespeople back as 
they go to wrap the merchandise and make change. 

The second method by which we increase our customer 
circulation and sales is by the use of wider aisles. It is 
difficult to get customers to circulate freely and of their 
own accord through an aisle narrower than four feet. 

By the use of the island arrangement, we have two wide 
aisles which will induce our customers to circulate 
throughout the entire store. 

“Island” Arrangement Triples Sales Space 

In our new island arrangement we have at least three 
times more space for displaying our merchandise in an in- 
teresting and enticing manner. We not only have our side 
walls to use for display purposes, but we also have more 
display space in the center portion of the store. 

In the modern store it is rarely necessary to use more 
than one or two The balance of the units 
composing our island arrangement are open top display 
Each seven-foot display table has eighteen square 


show cases. 


tables. 
feet of display space. 

Our increased wall and table display space is a big factor 
in getting our customers to circulate. Our customers will 
be attracted from one display on to the next until they 
are naturally and unconsciously drawn to the rear part of 
the store. 

Put “Demand” Goods in Rear 

The fourth method by which we increase our customer 
concentrating our demand merchandise 
This is frequently staple 


circulation is by 


toward the rear of the store. 


merchandise which is used as “leaders.”” Customers usu- 
ally ask to see demand items. 

Now if these demand items are placed in the front part 
of the store the average customer will obtain them and 
then leave without seeing our merchandise in the center 


and rear part of the store. However, by placing these 
items in the rear we can draw the majority of our cus- 
tomers there our other With at- 
tractive displays of price-marked merchandise the average 


customer is glad to come to the rear part of the store fora 


past all merchandise, 


demand item because he can shop as he goes along. 
“Impulse Goods” in Front 
In the modern store our impulse or “pick-up” merchan 
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dise should be placed in the front and center parts of the 
store. By “impulse” merchandise we mean that which the 
average customer doesn’t come into our store so frequently 
to buy, but which he will buy on impulse or sight. These 
items are usually profitable. 

With the average customer coming to the rear of the 
store for our “demand” merchandise, we now have an op- 
portunity to sell him more of this profitable “impulse” mer- 
chandise both as he comes in and goes out. 

If we are to sell more merchandise to the average cus- 
tomer coming into the store, we should also have all as- 
sociated sales items together. 

Thus we have seen that by moving the wrapping counter 
to the rear of the store, by using a smaller number but 
wider aisles, by arranging attractive displays of price- 
marked merchandise, and by the location of our merchan- 
dise, we are able to increase our customer circulation at 
least three times. 

Our goal is to bring the customer into contact with nine 
times more price-marked merchandise than he comes in 
contact with in the ordinary store. We have seen how it 
is possible to increase our customer circulation a minimum 
of three times. Now, if we can increase the number of 
square feet of display space at least three times, it is evi- 
dent that we will bring the average customer into contact 
with nine times more price marked merchandise. 

Another important consideration, if we are to increase 
our average sale, is the use of the modern price card. If 
there was ever gross neglect in running any part of a store, 
it is certainly in not price-marking all merchandise. Price 
cards are absent in most stores. 

Furthermore, selling time is reduced when merchandise 
is plainly price-marked. The customer often sells himself 
because the price appeals to him. 

It is important then that we have the selling price on the 
display in plain figures, discernible several feet away. 

By bringing the customer into contact with nine times 
more price-marked merchandise, our average sale is bound 
to increase. And with the new arrangement, eliminating 
all lost motion and unnecessary steps on the part of the 
sales people, this increased business can be done with the 
same or a lower cost of operation. 


MERCHANDISING THROUGH CORRECT 


INTERIOR LAYOUT 


Note: In the June issue we published an article by Mr. 
O’Brien having to do with window displays. In that article the 
author made a number of practical suggestions. In the present 
article, taken from the same booklet entitled “Merchandising 
Steps Out of the Twilight Zone,” Mr. O’Brien continues his 
observations, taking up this time another factor in the art of 
merchandising specialties. Here he discusses ways and means 
of laying out stores so that customers will come in touch with 
the entire stock rather than with only that portion of it which 
lies immediately in front of the main entrance. His comments 
on this subject and also a few observations on the subject of 
light as a super-salesman for every counter, makes a story of 
interest to every retail dealer in whatever field he may operate. 


R. O’BRIEN said in part: Once the customer has 
entered the store with a definite purchase in mind, 
the window’s work is done. The task of influencing the 
customer to purchase additional items and to return an- 
other day for further purchases then becomes the duty of 
the store interior. 
How then can we utilize the physical features of the 
Until a few years ago, 
Long lines of 


store interior to stimulate sales? 
the store was little more than a warehouse. 


A Discussion of a Highly 
Important Factor in Retail 
Merchandising Published 
Through the Courtesy of the 
Author, J. F. O’Brien, Man- 
ager of the Advertising and 
Sales Promotion Depart- 
ment, Westinghouse Lamp 
Company 
counters separated the customers from the merchandise. 
Items were unearthed from hidden drawers and boxes by 
clerks, at the customers’ request. A few pieces of mer- 
chandise were placed in prominent positions, but this was 
done more for the clerks’ convenience than for practical 
display purposes. 


Today, the successful store interior is one continuous 
display! In every way possible, the customer is brought 
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into close contact with the merchandise is invited to 

see and handle it. By this means, new wants are created 

and additional sales are made. 
Counter and Stock Arrangement. 

1 shows a typical layout of the old-style 

front. Popular 


.. The accompany- 
ing diagram No 
store. Most of the activity 
items were placed there, and in most cases, carefully cov 
ered by glass show cases. Only half of the merchandise 
in stock could be seen by the customer, and less than half 


was in the 


could be handled. The wrapping counter and cashier's 
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DIAGRAM NO. 1 
desk also were located in the front of the store. Therefore, 
back into the store, 


and, consequently, a very few ever saw half the merchan 


few customers were attracted farther 


dise in stock 

In contrast to this, the second diagram shows the layout 
of a well-planned modern store. The long aisles have been 
broken up, display tables take the place of counters, mer- 
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DIAGRAM NO. 2 


chandise is openly displayed, and the wrapping counter 
and cashier's desk are at the rear of the store. 

Popular bread-and-butter line types of merchandise also 
are located in the rear. By this 


articles are brought to the back of 


means, customers who 
come in for everyday 
In passing down one aisle to the cashier’s desk, 


And in 


almost in- 


the store 


they see one-half of all merchandise on display. 
door at the front, they 


other aisle, and thus see the sec- 


returning to the will 


variably pass down the 
ond half of the merchandise displayed. 
then, it is decidedly advantageous to increase 


Drug stores 


Obviously 


the customers’ movement about the store. 
apply this principle very consistently by locating prescrip 
tion counters and patent medicines in the rear of the store. 
This simple device often increases the sales per customer 
as much as 100 per cent 

Different types of stores, of course, may require varying 
types of counter and display. But the basic principle of 
placing merchandise in groups on the floor where it 
seen and handled by the majority of customers 


The model grocery 


can be 
‘ for all stores 
store illustrated on this page has been planned according 


Note the two floorstands holding jars of 


is equally sound 
to this principle. 
mayonnaise and jam, and the open shelving on the side 
from which customers may select canned goods at wii! 
This arrangement is typical of modern stores where mer 
sells itself. 


Haberdashery shops are commencing to use this same 


chandise actually 


method of selling, but in a form especially adapted to their 
Many 
tables with sloping top panels to display socks, handker 


requirements of them now employ long narrow 
chiefs, ties and other special items 

Another important principle of open interior displays is 
that more sales are made when merchandise is arranged in 
related groups. For example, in a table display featuring 
small cans of paint, it would be wise to include other 
articles associated with the use of paint, such as brushes, 
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steel wool and sandpaper. Or, in a drug store display of 
shaving soaps and tooth paste other related products such 
as shaving lotions, razor blades, talcum powder, tooth 
brushes, mouth wash and dental floss. In this way, a cus- 
tomer entering the store with a specific purchase in mind 
will be reminded of additional needs, and will increase the 
amount of his purchase. 

In the arrangement of merchandise in open table dis- 
plays, the following suggestions may prove valuable to you. 
Avoid building table displays high enough to obstruct the 
view of the store from counters. Stack the merchandise 
neatly, but in such a form that the pile will not readily 
fall if several pieces are removed. Mark the price on every 
item. 

Small merchandise displays on counters are sometimes 
very effective in creating reminder sales. Such displays 
should not appear unduly fixed and static. 
rangement will induce more people to handle the mer- 
chandise because fear of disturbing the display is thus 


Irregular ar- 


eliminated. In all cases, merchandise should be removed 
from wrappers. 

With these basic principles of store arrangement in mind, 
the aggressive merchant can readily find applications in his 
own store that will materially aid in merchandising his 
stock 
interior indispensable to maximum sales and turnover. 

With modern skilled merchandising placing more and 
more emphasis on the importance of sight-selling, it is 
immediately apparent that every facility must be provided 
for easy and accurate seeing of the merchandise by cus- 
For this reason, if no other, adequate lighting is 


But there is one remaining requirement of the store 


tomers. 
both essential and profitable. 

Proof of this is furnished by the experience of a depart- 
This store operated under the 
ridiculously low lighting of 3% foot-candles. 
Then the illumination was raised to 15 foot-candles. From 
then on, the following increases were noted: 38% in- 
crease in the number of purchasers; and 11% increase in 
Yet the cost of lighting revisions was but a 


ment store in Chicago. 


intensity 


total sales. 
small fraction of the annual net returns. 

There are also other important advantages to the mer- 
chant in the proper use of light. Dr. Julius Klein, Assist- 
ant Secretary of Commerce, and a well-known figure in the 
merchandising world, presents some of these in his state- 
“Good illumination is a decidedly interesting ele- 
Adequate lighting within 


ment: 
ment in retail store efficiency. 
the store itself has much to do with the customers’ 
Patrons can see precisely 


satis- 
faction and choice of articles. 
what they are buying, and in this present day, dinginess 
may be disastrous. The cheerful, attractive, stimulating 
radiance which makes it possible to use the entire store to 
better advantage and present the contents of that store ina 
more appealing manner, is usually worth many 
Much indecision of shop- 
pers is due directly to poor seeing! The merchandise does 
not reveal its texture, shade or workmanship clearly and 
honestly. Therefore, you make Doubting Thomases out 
of your prospects instead of confident purchasers. 

Another highly important consideration in the use of 
light within the store arises from the fact that 50% of your 
customers have defective vision and many of them are not 
To insure best results, therefore, light- 


vastly 
times the expenditure involved. 


even aware of it. 
ing must be adequate to afford easy vision for the poorest 
Costly errors and returned goods can often be re- 
duced by improved lighting. Repeated demonstrations 
have proved that sales can be increased merely by moving 
merchandise from a poorly-lighted part of the store to a 


eyes. 


well-lighted location. 

The most successful merchandisers today readily admit 
that adherence to modern interior lighting practice is the 
most effective selling force in the retail store. 
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NEW WAYS FOR OLD THE PRICE OF 


FUTURE PROFITS 


MERICAN 
relenting attention upon the problem of 
Success dur- 


business for 1932 must concentrate un 
obtaining 
better net profits from smaller gross volume 
ing this period is to be attained not by arbitrary retrench- 
ment but by obtaining greater efficiency and economy than 
has been necessary heretofore. 

“We must prepare for tomorrow’s opportunities by set- 
ting our house in order today, by the application of better 
methods of production and administrative procedure,” de- 
clares Merle Thorpe, editor of Nation’s 


business has its hidden enemies. 


gusiness. “Every 
There is ample evidence 
of numerous firms that have done better so far this year 
than last because they quit looking for relief from the out- 
side and concentrated exclusively on the inside of their own 
operations, 

“But the hidden enemies of progress must be rooted out 
of the office, factory and sales room before the process of 
recovery for which we are all striving will get under way. 
We must stir up the dormant forces of commerce and in- 
dustry by individual examination of individual business— 
a thoroughgoing self-examination that will bring to light 
new and undiscovered forces within a business itself. From 
among those who apply intelligent preparation today will 
rise the new leaders of tomorrow.” 

Marc A. Rose, editor of Business Week, is equally em- 
phatic regarding the necessity of exhaustive study to all 
factors which influence cost. 

“I believe American business during this phase of re 
covery is entering an era of competition more severe than 
“I do not 


mean that the brutal, bare-knuckle days are coming back; 


any it has previously known,” Mr. Rose states. 


the new competition will consist of the relentless pressure 
of efficiency. Study the corporations reporting improved 


! This means modernization of 


net despite smaller gross 
equipment, modern facilities for governing the efficiency of 
personnel. Firms that fail to adopt the best will take a 
licking. Editorially, we are campaigning for modernization 


as the right road out.” 





THE EVERSHARP MID-WINTER 
DISPLAY.—This display, provided 
to dealers by the Wahl Company, 
Chicago, consists of a center card, 
two side cards, and two small cards, 
all lithographed in different shades of 
red, ranging from deep maroon to 
bright scarlet red and embellished 
with black and gold In the white 
panel of the center card, a Doric 
pen and pencil in natural colors of 
emerald green and pearl are shown. 
On the white background of the right 
card, a Doric pencil in the same 
color is pictured, while the left card 
shows one of Eversharp’s round model 
pen and pencil sets in natural 
colors of deep red and _  Obilack 
The two smaller cards are in red, 
black and gold and feature the new 
Doric Eversharp pencil A striking 
effect is achieved by using back- 
grounds of crepe paper of different 
shades of biue As a final touch, 
the gold-colored Doric gift boxes with 
matched sets of Doric pens and pen- 
cils in five oriental treasure colors, 
are arranged in front of the display 
as shown in the illustration. Requests 
for this display are being filled by the 
manufacturer daily 








. ry 
In Which There Is a Lesson 
for Every Salesman of Office 
Equipment and Every 
% . 
Dealer Therein, Not Only 
in Approach to Customers, 

But in the Management of 
Personal and Business Af- 
fairs 
Many heads of large industries have expressed agree- 
ment that up-to-date equipment and methods are vital in 
assisting business to obtain still greater economy and efh- 

ciency. 

“These are days when nearly every business man is put- 
ting his house thoroughly in order—cutting out waste and 
installing efficiency with a hopeful eye on the future,” C. M. 
Chester, Jr., president of the General Foods Corporation, 
has stated. 

John S. Pillsbury, vice-president of the Pillsbury Flour 
Mills, has stated: “In times of close profit margins, it is 
all the more necessary to be sure that your production and 
operation are cut down to the lowest possible point. Any 
concern that expects to continue in business, and most of 
the leading concerns do, should be more than willing to 
make capital investments of this nature when needed.” 

‘Business can well afford to lead the way by making 
such new investments as may be justified in improved 
equipment of every kind, from office to works, where it 


will give increased efficiency,” says George M. Verity, 
chairman, American Rolling Mill Company. 
pany has, through this period of drastic readjustment, con- 
tinued its program of improvements wherever we felt they 
would further increase our efficiency in the conduct of our 
business, so that is the best way to recover a substantial 
part of the cost of readjustment.” 


“Our com- 














Kansas Stationer Adds a Word More 


Further Suggestions on Chains 
By Col. Charles L. Mitchell of Topeka 


é HERE isn’t a doubt in the 
the home 


world but what the chain 
stores have made owned stores ‘pick up’ 
or rather have made them ‘spruce up.’ 

“There isn’t a doubt in the world but what the differ- 


ent states are going to have to resort to a very heavy 
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CHARLES L 
tax on toreign-owned stores if they are going to protect 
their home-owned, taxpaying interests at all. 

“It is a fact that the their volume 
can sell and make a banking return on their investment 
which is even less than the home merchant can 


chain stores with 


at a price 
buy for. 
stores will not and do not do 


these chain 


one single thing to build up the community in which they 


“However 
have stores, but are relying on the home merchant to pay 
all that 


in and 


expense to make the town a better place to live 


good town for the chain store to 


send all their profits back to 


incidentally, a 


do business in, and they 
Wall street 

“We talk about ‘unemployment’ and we know that over 
if the actual unemployment, and by that 


ninety per cent 


I mean people who are out of work who really want the 
back to some merger, some consolida- 


field which has 


work, is traceabl 
tion or some control of the commercial 
its headquarters on Wall street and exercises a constant 
tendency to drive the home merchant out of business. 

“We have had three good old home-owned stores driven 
out of business here in Topeka in the last year, one a 
big department store and two ladies ready-to-wear stores, 
and one of them has been in business here for over forty 
years. We have over thirty of these chain stores in our 
city and there are several others of our home-owned stores 
here who are having their financial problems. 

“One of the meanest problems which our home mer- 
chants have had to face has been the fact that when these 
chain stores started coming in here they made their sur- 
vey, which is their practice, and decided on the location 
which had the greatest possibilities, and then commenced 
to undermine the store renters in that district by offering 
the owners of the property rentals far in excess of what 
they were merchants, with the 
result that the rentals on our main avenue are a full one 


hundred per cent higher than they used to be, this extra 


getting from the home 


overhead accordingly cutting down the margin of profit 
on the business 

“Unless something is done to head off this concentra- 
tion of all the business interests of our country in gigan- 
Wall the di- 


lemma of our country is going to be a very, very serious 


tic combines and consolidations on street, 


one in my judgment.” 


OFFICE APPLIANCES 


Col. Pelouze Addresses Meeting in Interest of Great 
Lakes-St. Lawrence Deep Water Way 
Thursday evening, December 3, 1931, the Great 
St. Lawrence Tidewater Association held a dinner in honor 
of the governors of the states which are members of the 
Association at the Chicago Club, Chicago. The introduc- 
tory address, “Chicago as an Ocean Port,” was delivered 
by Col. William Nelson Pelouze, chairman of the Deep 
Illinois and president of the 


Lakes- 


Waterway Commission of 
Pelouze Manufacturing Company, Chicago. 

During the course of his address Col. Pelouze said, 
“Forty million people adjacent to the great lakes are land- 
locked. When the St. Lawrence is open for deep naviga- 
tion great lakes 


Manufacturers and farmers of the Central states will then 


cities on the will become ocean ports. 
be on an equality basis so far as cost of water transporta- 
tion is concerned, with their seaboard competitors 

“More is involved than the saving of freight. New op- 
portunities will be opened by this new line of communica- 
tion. It will afford Central West 
to markets now closed. It will open avenues by 


their raw material from all parts of the 


manufacturers a road 


which 
they can draw 
world that are now inaccessible, 

“From the head of navigation on Lake Michigan to the 
Atlantic is 2,500 miles, all an active water highway. Be- 
tween Chicago and Buffalo is the busiest inland marine 
traffic in the world. No public improvement promises 
greater benefits than the St. Lawrence seaway.” 

Earlier in the day the Great Lake-St. Lawrence Tide- 
water Association met in conference at the Stevens Hotel 
for the primary purpose of preparing a memorial to be 
before Congress urging a treaty with Canada 
Waterway outlined the 


brought 
covering this project. experts 
project in detail pointing out the steps that must be taken 
before it can become a realized fact. Governors Emmer- 
son of Illinois, Brucker of Michigan, White of Ohio, Olson 
of Minnesota, Shafer of North Dakota, Erickson of Mon- 
tana, Green of South Dakota, and Leslie of Indiana ad- 
dressed the assembly. Honorable Henry J. Allen of 
Kansas, president of the Great Lakes-St. Lawrence Tide- 


water Association, presided. 


icaienaitdliieeanes 
Todd Heads Campaign to Provide Jobs for 
Rochester Unemployed 

Libanus M. Todd of The Todd Company, check pro- 
tectors, Rochester, N. Y., is general chairman of a com- 
mittee which is engineering an important emergency cam- 
paign against unemployment in that city. The plan has 
the support of many of Rochester’s leading citizens and 
of the people generally. In brief, the plan is as follows: 

The committee does not ask for cash contributions, but 
its canvassers do request from the people pledges to spend 
certain sums for improvements or for merchandise they 
had not intended to spend. George Eastman, head of the 
Eastman Kodak Company, for instance, decided to fulfill 
his pledge by building a private sewage disposal plant for 
A woman, desiring to help, but having little 
All manner of jobs 


his home. 
money, had an old 
between these two extremes are being found 

The canvassing, under the direction of Mr. Todd, is being 
done by the trained staff of the community chest organiza- 
tion of Rochester. Regular expenditures and money spent 
for Christmas gifts are not regarded as fulfilling the terms 
of the pledge, unless the pledgor consents to spend double 


S< fa rect yvered. 


the sum he originally intended. 

It is hoped that a total of $5,000,000 may be reached for 
constructive spending, and it is believed that not only will 
the needy benefit, but that business in Rochester will re- 
ceive a material impetus. 

The foregoing movement has received considerable at- 
tention in the newspapers, and its adoption by other cities 
is believed to be not improbable. 
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New Year Brings Opportunity for Dealers 


View of Walter A. Sheaffer, President, W. A. Sheaffer Pen 
Company, Fort Madison, Iowa 
OMMENTING upon trade prospects for 1932, W. A. 
Cc Sheaffer, president of the W. A. Sheaffer Pen Com- 
pany, Fort Madison, lowa, expresses the opinion that the 
conditions of the times afford a great opportunity for in- 
influence in distribution: that with the 


crease of dealer 





WALTER A. SHEAFFER 


public less receptive to the influence of national advertis- 
ing, because of inability to so easily gratify our desire for 
possession, a greater percentage of sales in the new year 
will be made upon the dealer’s recommendation. 

In a little booklet soon to be issued by his company, Mr. 
Sheaffer presents a method by which he believes dealers 
may make most of the situation. By the method set forth, 
dealers may, Mr. Sheaffer is convinced, avoid the ruinous 
effects of price cutting, advance their prestige in the com- 
munity and establish greater intimacy with their customers. 

The foreword of the booklet gives the story of a jewelry 
dealer in a little town of two thousand people in the Cen- 
tral West. 


sand, practically all of them being farmers or producers. 


Population of the county was but sixteen thou 


In the homes in the were more mail order cata- 
Bibles 
were advertised at prices as low as the jeweler could buy 
them. A well known clock was advertised at the dealer's 
actual cost. A well known brand of silver table cutlery was 


priced below dealer’s cost, also other articles in general use. 


county 


logues than In these also two types of watches 


\ survey showed that these items composed seventy per 
cent of the dealer’s sales. 

The dealer had two alternatives. He must either replace 
more units with something better for the 
Search of the mar- 


these five or 
same purpose, or retire from business. 
ket disclosed a watch, cutlery and other items, all of higher 
standard, which were not shown in the catalog. 

Lower priced goods were still carried. The members of 
the sales instructed to promptly 
cheaper items when they were called for, but whenever op- 
portunity was presented to call attention to the superior 


force were show the 


qualities and greater satisfaction of the other articles, for 
the sale of which they were given additional remuneration. 

Not only did the jewelry store survive. Within a few 
years it had furnished the community with the better ar- 
ticles which not only gave more satisfaction but in the 
possession of which the owners had some special pride. 

The argument presented in the booklet is a development 
of the idea which proved so effective for the jewelry dealer. 
It is presented as the SELECTIVE PROFIT SHARING 
PLAN which can be applied to any or all departments of 
the store. 

The system, as explained by Mr. Sheaffer, adds little, 
if any more, to actual salary expense than the system now 
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employed. In effect it reduces the amount paid to the less 
competent and increases the compensation of the more en- 
Its influence, however, is also to encourage the 
Another influence 


terprising. 
less efficient to increase their ability. 
is that the increase in the sales of articles that give the 
greatest value to the user not only adds to the profit but 
increases the good will of the customer. 

The booklet is a capital treatise upon a new selling phi- 


losophy. The argument is impressive. 


Improvement Ahead 


Mr. Sheaffer looks forward with confidence, expressed 
in the following observations: 

“If adversity has reached its lowest point, and there are 
certainly many indications that it has, it is reasonable to 
predict an upward turn. Clothing generally is rapidly 
nearing:the necessity for replacement. Automobiles and 
many other things have passed their term of economic use- 
fulness. Merchandise stocks over the country are at min- 
imum, So small is the quantity and variety now in the 
hands of many distributors that some actual wants cannot 
be supplied without special order. It would appear, then, 
that even a fraction of normal buying will stimulate manu- 
facturing and distribution with the result that there will 
be a gradual improvement year by year. 

“While the depression was the result of the checking of 
flows of great streams of money through all the channels 
of business, it has been prolonged by two influences, one 
of them being a state of mind produced by fear and its 
corollary, uncertainty. The other retarding influence is 
‘short selling,’ supported by propaganda to depress and 
scare persons holding property into selling, accomplished 
through the spread of pessimistic propaganda in order to 
make such transactions profitable. This mischievous prac- 
tice, made profitable by depressing propaganda, will some 
day be checked by law. 

“While we have shared the experience of all other busi- 
ness in having a decrease in the volume, our figures dis- 
close that the ratio of sales of items of highest value to the 
total volume is practically the same as it was under the 
more favorable general business conditions. This inclines 
us to the opinion that the severity of depression might 
have been decreased generally by a little more courage on 
the part of producers and distributors who, in their desire 
for volume, timidly cut prices to a point where many sales 
meant actual loss. 

“One of the company’s greatest satisfactions is that 
despite conditions it has never closed its factory, never 
passed a dividend and never rescinded any of its protective 
rules. At no time has it lowered the standard of its manu- 
factures, nor wavered in the protective policies adopted 
seventeen years ago. The company expects to keep the 
record as clear ‘n the future and thanks its dealers for their 
splendid cooperation through the year just closing. 

“The program that the company has outlined for 1932 
will be constructive from the viewpoint of the dealers and 
the fountain pen division of the industry. It will be a 
profitable one for all concerned, including the public. New 
articles which fit the conditions of the times and still afford 
a fair margin for the dealer, make the line particularly at- 
tractive. 

“The new items conform to the company’s dominant 
idea to have its products so related that the dealer can 
carry a maximum assortment at minimum expense.” 

Ee 
Burroughs Take Space in Chicago Century of 
Progress Exposition 

The Burroughs Adding Machine Company, Detroit, 
Mich., has contracted for exhibit space in the Chicago 
Century of Progress Exposition to be held during 1933. 
The Burroughs display will be staged in the General Ex- 
hibits group. 
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OFFICE FURNITURE 


‘}WOOD & STEEL| ’ 





POINTS FOR BUSY READERS 


HH E WHO would become truly expert in the handling 
of office furniture should not only be able to rec- 
different designs, but should also 


ognize and select the 


came into being 
the history of de 


thoughts and the 


understand how, when and why they 


[his takes one into a fascinating field 
tour hes the lives, the 


of people of other lands and times long 


sign—w hich 
creative instincts 


past 
. > > 

The state of the 
outlet for 


obsolete can be 
of important installations and we know that 


times perhaps precludes a widespread 
priced Much that is 
made to do until times are better. But 


highly office furniture. 
we still hear 
there will be more. Practically every community has some 
approach and convic- 


New concerns must 


individual or concern who is open to 
tion on the subject of better furniture. 
have office furniture. The salesman’s job is to find them 
and sell them what they will be most happy in possessing. 


. * * 


It is rather disconcerting to one who has a fair knowl- 


form and appearance of period and special 


but no knowledge of their history, to dis 


edge of the 
furniture styles, 
cover that he has permitted someone to order a wood not 

A beautiful Louis 
would suffer 
appropriate to the 


For instance 
English oak 
must be 


appropriate to the design. 


chair in fumed from 


The 


(Juinze 
incongruity medium 


design 
* * * 


Once upon a time there was a doctor in a small city 
who decided to modernize his office. The office furniture 
suggest it—left it to the doctor to 

himself. Naturally the 
visited the dealer, who was pleasant, 


dealer didn't arrive 


at the 
shopped around a bit, 
but not particularly helpful, and then called on the depart- 
found what he thought would answer 
The doctor is a fine, 


notion all by physician 


ment store, where he 
his purpose and bought his outfit 
intelligent man who is much too busy making sick people 
well, bringing people into the world and easing their hurts 
spend much time in creating perfect 


His deale r 


then 


after they get here, to 
He had no expert help. 
didn’t. The dealer 


office surroundings 


should have given it, but com 
plained that somebody cut prices 

Another physician in a town of 18,000 moved into a suite 
southern exposure, which, 
heat and sun 


The 


dealer carte blanche to go ahead. 


in a new building It had a 


in summer was a disadvantage owing to 


glare. He appealed to his office equipment dealer. 


result was he gave the 


The sun-flooded rooms were done in cool greens and 


Jottings From a Conversa- 

tion With a Leading Expert 

in Office Furniture Design 
and Arrangement 


harmonizing shades Inner windows of one-way glass 


were installed, cool looking drapes were 
table for 
pictures 


provided, com- 


fortable chairs, a neat magazines, a few ap- 


ornamented the walls. 


relaxed and 


and pleasing 


finding 


propriate 


Patients, comfortable, 


themselves 
thus 


The doctor feels that he got big 


waited more willingly, unconsciously aiding the 
doctor in his diagnoses. 


value for every dollar he paid. 


a 
Office Furniture Manufacturers Form Association 
in New York City 
In order the more effectively to cope with the conditions 
of the times the Office Furniture Manufacturers Associa- 
A char- 
ter for this organization 12th 
last from the Secretary of State of New York, under the 
which en- 


tion, Inc., has been organized in New York City 
was obtained on August 
Membership Corporation of that state, under 
actment the liability of officers and directors is limited, 
also the liabilities of members, and, in the absence of bad 
faith or fraud, neither officers, directors nor members are 
personally liable for the obligations of the corporation. 

On June 22, 1931, a letter signed by several of the rep- 
manufacturers of the United 
suggesting the 


furniture 
States was sent to fellow 
formation of an organization to function effectively in the 
Pursuant to 


resentative office 


manufacturers 


interests of those engaged in the industry 


urged a full attendance of 


this purpose the signatories 
office furniture manufacturers doing business in the city 
of New York, at a meeting to be held at the Hotel New 
Yorker on June 25th, where Samuel L. Kaufman, a lawyer 
well known to the office furniture industry, was invited to 
outline the objects of the proposed organization. 

This call for a meeting resulted in such a representative 
attendance as greatly to encourage the sponsors of the 
proposed association. The discussion resulted in another 
meeting on July 16th, where the complete scope and pur- 
pose of the proposed organization were carefully gone into, 
with the result that the association was organized and in- 
corporated upon the date first above mentioned. 

The objects of the new association are thus set forth in 
the articles of incorporation: 

“To protect and promote the interests and welfare of all 
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those engaged in the manufacture of office furniture and 


office equipment and allied industries; to recommend and 
establish uniform customs and usages among those en- 
gaged in said industries; for the voluntary aid and im- 
provement of the members thereof; to cooperate with its 
members for correction of abuses relating to said indus- 
unlawful exaction of any 


tries; to Oppose any unjust or 


kind and nature; to investigate thoroughly and recommend 


such measures to those engaged in said industries as will 


prove beneficial to their interests.” 


In more specific terms possibly the principal object of 
a sentence which oc- 


“We believe 
it far more worth while to take adequate preventive meas- 


the new association is suggested by 
curred in the letter calling the first meeting 


ures than to attend numerous fruitless creditors’ meetings.’ 


In other words, it is better to organize a policy that 


will, by adequate credit and collection methods and timely 


advice, tend to prevent failures among the dealer trade, 


than to attempt to get something after a business is so 


hopelessly entangled that a receivership and bankruptcy 
are inevitable 

Office 
aim to supplement, not to replace, the work of the credit 


Appliances is informed that the association will 


man by supplying such additional information as can be 
had only by constant contact in this territory. 

The chief aim of the association, we are told, is to be 
continuously constructive in its work, and preventive in 
instances where the absence of an active association would 
result in loss to manufacturers and dealers. It is expected 
that the membership will be led toward increasing coopera- 
tion as successive meetings bring amicable contacts. 

The objects sought to be achieved by the new associa- 
tion may be thus summarized: 

1. Comprehensive survey of the dealer problem leading 
to solution of major difficulties 

2. Creation of an effective credit and collection service. 

3. Through preventive and constructive action to fore- 
stall difficulties which the association, through its various 
sources of information, finds to be impending. 

4. The establishment and maintenance of a better under- 
standing among those engaged in the industry 

For the present the association will function only in 
New York City and adjacent territory. Doubtless if the 





WINDOW DISPLAY BY THE WIL- 
SON STATIONERY & PRINTING 
COMPANY, HOUSTON, TEXAS 
This was based on an actual test 
made of a “‘G-F’’ desk by a circus 
elephant, illustrated in Office Ap 
pliances several months ago 








results prove to be as beneficial as the members hope, the 
limits of activity will be extended. 
————— 
Houston Dealer Makes Spectacular Display 

A clever adaptation of a circus test demonstrating the 
strength of a steel desk was arranged by G. R. Pickett, of 
the Wilson Stationery & Printing Company, 508-10 Fan- 
nin street, Houston, Texas. He brought to bear the va- 
rious elements of professional window dressing, and won 
much attention for the merchandise. 

The suggestion for this display came originally from the 
September issue of the “G-F” News, which brought to 
Mr. Pickett the sense of its human interest, the element 
of attention value which is the basis of all good window 
displays. Somewhere in Houston there was a dummy ele- 
phant, the whereabouts of which was known to Mr. Pickett. 
Some tufts of hay and pine boughs gave a tropical atmos- 
phere, and the staunch “G-F” four leg desk completed the 
“properties.” 

Pages from the September issue of the “G-F” News were 
fastened to the window, to provide details of the elephant 
test of the strength of a “G-F” four leg desk, to which the 
eyes of spectators were directed by arrows extending from 
the optical center of the display. An illuminated “G-F 
Allsteel” electric sign played up the trade name and identi- 
fied the desk. Another sign suggested the next step for 
the prospect to take, by an invitation to visit the office 
furniture department on the third floor. 

An electric motor with suitable operating mechanism 
placed within the elephant gave a lifelike movement to the 
trunk and the tail. Among the many spectators was Hans 
Nagel, keeper of the Houston zoo, who was prevailed to 
center the window a few minutes and add still further to 
the realism of the setting. 

In speaking of the effect of this spectacular display, 
Preston Moore, vice president of the Wilson company, 
states that a fifteen-minute checkup of sidewalk traffic 
showed that out of 208 people who passed the store during 
that time, 194 paused to look at the display. So well 
agents with the results of this 


pleased were the “G-F” 
window display that it was repeated later in the company’s 
store at 1103 Main street, where the idea dramatized re- 
ceived much greater circulation. 
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Victor Introduces a New Line of Electric Machines 
Featuring One-Hand Control 
Che Victor Adding Machine 3900 North Rock- 


street, Chicag [ll., is showing a complete 


Lompany, 


well new line 


f electric and hand driven models which feature complet: 


one-hand control. Other features incorporated in the new 
line add increased speed and ease of operation 

All feature k are on the right-hand side The de 
pression of any ne automatically completes the opera 
tion without touching the motor bar, which is used only 
in addition Chis feature is essential to fast operation, 
as the Victor direct feature key, motor operated, eliminates 
the use of the motor bar in taking totals and sub-totals, 
subtracting and non-adding 

\ new six-inch carriage with paper release is included 


as standard equipment in the new line, permitting the in 


sertion of deposit slips This larger carriage will als 


handle both 3'542 inch and 2%g¢ inch rolls of paper. 


entirely encased, is adapted to either 


alternating direct current, and plugs into any electri 


light socket Direct subtraction is featured as standard 
equipment n power models and, if specified, subtracted 
amounts will automatically subtract in red 

he new I de nclu le special ke vboards applicabl 
to various lin f business whi feature figuring in 
4%, 4% and Vp fractior tons, pounds and hundred-weights; 
feet and inches, with or without ™% fraction; hours and 





MODEL 


THE ONE-HAND CONTROL VICTOR, ELECTRIC 


f all kinds. 


The case is black enamel with crystal finished side panels. 


minutes: statements and wide statistical forms « 


Che carriage is nickel plated 
’ 


Mechanical Pencil Leads in Unique Package 
The 
devised a novel ct 
pencils \ 
cap or tip. By 


American Crayon Company, Sandusky, Ohio, has 


ntainer for its “Kroma” leads for me- 


glass tube is provided with a rubber 


han al 


zing the tip the lead dispenser ejects 


squec 


one lead, ready to be inserted in the mechanical pencil. 


This makes a “one man top” of the dispenser, since it is 


not necessary to replace a cap on the lead container, or to 
return excess leads to the dispenser. The “Kroma” leads 
are accurately made. The dispenser can be had filled with 
lead sticks, or 
— 
Diebold Shows an Electrically Operated Safe 
Phe Diebold electric “Recardesk” 
nounced by the Diebold Safe & Lock 
It is stated that this equipment provides, for the 


eighteen graphite colored. 


safe has been an- 
Company, Canton, 
Ohio. 
convenient and adequate fire protection for card 


used instead of taking the 


first time, 


records where they are records 
to protection 

The door of the new “Recardesk” safe is opened and the 
card trays raised to operating position electrically. One 
the door 


StTODS t! r de or 


cle ses 


Elec- 


automatically and another 


third button 


button 


it. A 


ope ns 


while in motion 





illustration 


larger 


SAFE The 
and the smaller one shows it closed and 
the contents protected from fire 


DIEBOLD ELECTRIC RECARDESK 


shows the Recardesk open for use 


with the completion 


eftort 


tric power is automatically cut off 
operation All the 
pressing the 
the bolt 

The door disappears within the 
in open There is unobstructed light and vision. 


The sliding desk top and other conveniences increase the 


of each manual required is 


button, dialing the combination and turning 
handle. 
body of the safe when 


position 


efhciency of the operator 
Diebold “Recardesk” 


protection. 


The new safe combines convenience 


with a certified 2-hour fire Descriptive lit- 
from the manufacturer. 

————— 
A New Composition Blackboard 


research, the 


erature is available 


New York 
New York, 
blackboard 


“Seloc 


After a prolonged period of 
Silicate Book Slate Company, 20 Vesey street, 
N. Y., has perfected a new composition slat 
which will be known under the trade name of 
Slate.” 

This blackboard is composed of 


lengths, which are impregnated with oil, and formed under 


wood fibres in long 
the high pressure of eight thousand pounds to the square 
inch, 

They are made one-quarter inch thick, and are not only 
waterproof, but will not warp or bulge. It is an easy writ- 
ing blackboard because the surface has exactly the proper 
amount of abrasive to give a clean full chalk mark. The 


ease of erasing is a notable feature. As all sections are 
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pressed into a uniform thickness, with the edges firm and 
true, the joints can be cemented without being covered 
with moulding, when lengths of over twelve feet are nec- 
essary. 

The new boards are made in widths of three feet, three 
and one-half feet, and four feet. The length range is six, 
seven, eight, ten and twelve feet. 

—__<g———__— 
A New Line of “Uhl” Steel Chairs and Stools 
Announced 

The Toledo Metal Furniture Company, Toledo, Ohio, 

has added a line of chairs and stools made of special 





NEW “UHL” STEEL STOOL AND CHAIR 
MADE BY THE TOLEDO METAL FURNITURE 
COMPANY, TOLEDO, OHIO 


analysis cold rolled steel. The manufacturer emphasizes 
the fact that the 


steel and not angle iron. 


new “Uhl” chairs and stools are made of 


The new line was designed particularly for school and 
industrial use. The items are light in weight yet strong 
and durable and capable of taking a smooth and lustrous 
The seats and backs are designed to induce correct 
The chairs have three-ply 


The 


two back rests are of five-ply veneer wood, one-half inch 


finish. 
posture on the part of users. 
built-up wood seats, three-eighths of an inch thick. 





CUT AWAY ILLUSTRATION OF THE ‘‘PUSSY- 
FOOT’ RUBBER TIPS SUPPLIED WITH TO 
LEDO CHAIRS AND STOOLS IF DESIRED 


thick. Both stools and chairs have heavy duty steel tips 
on feet. The stools can be furnished in heights from six- 
teen to thirty-two inches in two inch graduations. The 
seats of the stools are of perforated steel or with a tan 
linoleum perforated inset if desired. 

The new “Pussy-Foot” rubber tips are 
The manufacturer points out that they are 


made of high 


grade rubber. 
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not “crutch” tips but are made of genuine abrasion-resist- 
ing rubber. These tips can be applied to all “Uhl” chairs 
and stools ordered from the factory or to those already 
in use. 
-— ~~ >—__—_—_—_ 
New Venus Typewriter Eraser 

A new Venus typewriter eraser known as No. 2927 has, 
it is said, many unusual features. It has just been placed 
on the market by the American Lead Pencil Company, 
Hoboken, N. J. 

The new eraser is octagon-shaped instead of round, 
enabling the user to employ it better on small words and 
individual letters. 

The erasers are packed one dozen in a cylindrical box 
made of metal and heavy cardboard. Thus the user is 
able to keep the eraser supply fresh and clean until needed. 
There are three boxes to a carton. 

These new erasers are red and contain metal centers 
with a hole so that they can be tied to the typewriter if 
desired. 

a 
George B. Graff Company Shows a New Index Tab 

The George B. Graff Company, 54 Washburn avenue, 
Cambridge, Mass., has announced a new patented index 
tab known as the Graffco “Cellu-Vise.”. This new item 
features a combination of celluloid and steel, resulting 
in a removable and adjustable tab, whose index portion 
is made entirely of transparent celluloid. The tab permits 








GRAFFCO “CELLU-VISE” INDEX TAB 


a large index space without increasing overall dimensions 
and also provides complete visibility. It is offered in a 
choice of three sizes and six colors. The price is nominal. 
i -—— 
Adhesive Hinges for Correspondence 
The U-File-M Binder Manufacturing Company, 
Syracuse, N. Y., manufactures adhesive paper hinges which 
can be used for the same purpose as paper clips for keep- 
ing correspondence together. The incoming letter and the 
carbon copy of the reply are kept together without in- 
creasing the bulk of the file appreciably. 
The company manufactures also binder strips, folders, 
binder back sheets, photo print albums, scrap books and 


Inc., 


related items. 
ee 


An Unique Combination Offered by Parker 

A new pencil-letter opener has been introduced by the 
Parker Pen Company, Janesville, Wisconsin. This new 
combination has created considerable interest on the part 
of dealers everywhere. It is called the “Envelopener,” 
and consists of a knife type-taper fitted to a “Vest-Parker” 
pencil. 

The Parker “Envelopener” is particularly appropriate as 
a gift item. Actual fac-simile of the signature of the re- 
cipient can be placed on the flat-blade end by Parker's 
personal signature idea which increases the price only 
seventy-five cents for each signature. 








THE PARKER “ENVELOPENER,”’ consisting of 
a Parker Duofold pencil with interchangeable 
paper knife taper and regular cap with ring. 








“Empire” Files Announced by “Y and E” 

The Yawman and Erbe Manufacturing ( 
ester, N. Y., is introducing its “Empire” line of steel files 
This will be a line of counter height 
files embodying the 
The most 


‘ompany, Roch- 


followed shortly by 
same ‘features. 
“Empire” line is a 


feature f the 


advanced 








Y AND E"’ EMPIRE FILE 


drawer insert arrangement, which makes it possible for 


anyone to substitute card drawers for letter drawers, or 


vice versa Che operation requires but a few moments. 


The new feature permits dealers to carry a much smaller 
stock than heretofore, and gives the user opportunity to 
alter his files—at little expense—to meet changing require- 
ments 


f cradle ball bearing drawer slide eliminates 
This « 


A new type 
all side sway yperates equally well when the drawers 


are nearly empty, or with a capacity load. A positive action 


side-locking « 
inch of space 

at the side 
appreciably increased filing capacity. 


\ one 


“Empire” 


ympressor—which occupies only one-half 


and placing the general locking mechanism 


instead of in the back of the cabinet, gives an 


piece top, welded at all four corners, gives the 


cabinets a smooth appearance, as well as adding 
to the rigidity of the structure. Drop forged, dull bronze 
hardware has superseded the old style cast bronze, and the 
been redesigned and relocated for 


thumb latches have 


greater convenience 
Typical “Y and E” 


used throughout the 


electrically welded construction is 


new filk In addition such features 
as triple reinforced cross members in the rear frame, and 


be nd 


sturdine ss 


double bottom construction, set new standards of 
~ 
New Envelope Offers Conveniences 
The Return-Velop, United States 


Envelope Company, is an interesting development in th« 


just introduced by the 


This is a patented reply envelope pro 
f the lower back flap 


envelope business 


vided with a perforated extension 


which mav be folded back into the envelope or torn off 


and inserted. The envelope is then sealed in the usual way 


and after being thus closed is mailed first-class like any 


standard envelop: It is claimed to be the most practical 
and best appearing reply envelope yet devised 
United 


some 


Samples which are now being distributed by the 


States Envelope Company to the paper trade indicate 
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of the more popular uses for the Return-Velop. Depart- 
ment stores, finance companies, publishers, manufacturers 
of advertised products, and professional men such as den- 
tists and doctors, find the Return-Velop especially adapted 
to their needs. It is recommended by envelope men for 
use in developing inquiries in direct-by-mail work; bring- 
ing in orders; soliciting subscriptions or memberships; col- 
lecting bills from clients or charge account customers; or 
facilitating any type of reply by mail. It is pointed out 
by the manufacturer that the Return-Velop saves custom- 
ers’ or prospects’ time; that it prevents mislaying of the 
return coupon or blank; and cuts down the cost of the 
mailing campaigns. 


from the 


reply getting material in large 

Specimens of the envelope may be obtained 

Advertising Department of the U. S. 
21 Cypress street, Springfield, Mass 
nimeneiadilitsdansa 


The Ink Stand Which Does Not Spill Ink 


Hans H. Reinsch of Berlin, Germany, in a recent com- 


Envelope Company, 


munication to Office Appliances, described the new “Rolly- 
Round-Ink-Stand” 
out losing a drop of ink 
that the 
with its aperture on top whenever disturbed or thrown out 
apertures 


which can be rolled over the table with- 
The center of grav ity 1S SO placed 
inkstand always returns to an upright position 
fitted with two dipping 
half of the ball can 


f balance. It can be 
opposite to each other so that one 
be filled with red ink and the other with black 

Another special type of ink stand is in cardanic sus- 
pension similar to a compass for use on inclined surfaces 


boards, etc. The round stand plate of 


such as drawing 
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SEVERAL MODELS OF THE “‘ROLLY-ROUND-INK-STAND,” 
IS NON-SPILLABLE 


WHICH 


this ink well forms a self springing clamp which can be 
ink well, owing to its 


without ink 


fastened on inclined boards, the 
construction, remaining at a convenient angle 
being lost. The dipping aperture always remains in the 
upward position on account of the cardanic suspension.— 
H. H. R 
——— 

Hotchkiss People Bring Out New Stapling Plier 

The Hotchkiss Sales Company of Norwalk, Conn., has 


just put on the market the new H-54 Hotchkiss stapling 








NEW H-54 HOTCHKISS PLIER 


1 


really 
ticket 
design is 


new and 


declared to be something that 1s 
This 


said, and has 


plier, 


different machine is as light as a punch, 


it is watch case thinness Its 


JANUARY, 1932 


neat and beautiful color combimations are provided both 
new and striking. The machine is declared to have the 
quality of dependability preeminently developed. 

Further particulars will be supplied by the Hotchkiss 
letter heads. 


Post-O-Graf, Inc., Wilkes-Barre, Penna., have recently 


out a new automatic feed as an added feature to 


brought 






TWO VIEWS OF THE 
NEW POST-O-GRAF DU- 
PLICATOR.—At the left 
the automatic feed device 
is in operating position. 
Above it is swung out of 
the way without de- 
taching 


It is said to be the only auto- 


the Post-O-Graf machine. 


matic feed which can be swung to the side to facilitate the 
carrying of stock. 

The illustrations herewith show the two positions men- 
tioned. 

The Post-O-Graf is made in legal and letter sizes with 
or without the automatic feed. The action of the feed is 
positive, taking up one sheet at a time, regardless of the 
thickness of the The fact that it can be swung 
clear of the feed table quickly and easily is a great con- 
venience in the attachment of stencils to the printing drum. 
The attachment is adjustable to suit the varying depths of 


paper. 


organization. 
New Features on Gardner Calculator 
The Gardner Company, Inc., manufacturers of account- 
ing machines at Orange, N. J., announce new features on 
their machines to include electric operation for all models; 
simplex, duplex and triplex models, and all such models 








—s 





DUPLEX MODEL GARDNER ACCOUNTING MACHINE EQUIPPED 
WITH NEGATIVE TOTAL FEATURE AND THIRTEEN-INCH 
MOTOR RETURN CARRIAGE 


are equipped with a negative total or credit balance feature. 
There is full automatic carriage or motor return. Shuttle 
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carriages have two or three positions with motor return. 
The Gardner Company has recently opened offices at 
Columbus, Ohio, Minneapolis, Minn. and Hartford, Conn. 


———__ > 
New Weis “Wizard” Storage Cases 

The Weis Manufacturing Company of Monroe, Mich- 
igan, is introducing their new Wizard storage case—pull- 
out drawer style. 

The outside shell of this case is made of double-thick 
corrugated fibre board and the drawers are of solid fibre 
board. 

A surprise is in store for anyone who has an idea that 
cases made of fibre board will not stand considerable 
weight and still allow the drawers to be easily operated. 

As a test, weight was placed on top of one of the letter 
size Wizard cases, and the shell withstood sixteen hun- 
dred pounds before bulging sufficiently to retard easy 
movement of the drawer. 

Literature issued by the company, to be used by dealers, 
illustrates the contrast of a disordered file room with one 
equipped with Wizard fibre cases, where reference to any 





WEIS “WIZARD” STORAGE CASE, PULL-OUT DRAWER 
STYLE 
stored records is as easy as though stored in wood or steel 


cases. 

And the low cost of the material used in the making of 
the Wizard cases enables dealers to offer them to users at 
very economical prices. 

The Weis Manufacturing Company offers to send sample 
cases to dealers on request. 


a 

A New Type of Pocket Knife Offered by Gits 

Gits Brothers Manufacturing Company, 1846-62 South Kil- 
bourne avenue, Chicago, IIL, has placed on the market a 
new type of pocket knife, called “Gitsnife,” that has its 
blade extensible to any length by manipulation of a button 
on the side of the blade housing. It is described by the 
manufacturers as a “quality product—a knife with a life- 
time guarantee.” 

The non-tarnishable handle is made of a sturdy brass 
inner-casing, and an outer covering of unbreakable Pyralin. 
All corners are rounded to prevent undue wear of pockets. 
The blade is made of razor blade steel and can be replaced 
if broken. 

A special feature is the safety with which the blade can 
be extended to desired lengths without danger of cutting 
fingers or breaking nails. The new “Gitsnife” is light in 
weight, and the manufacturer states that it is a one-blade 
knife as useful as a four-blade knife because the single 
blade can be adjusted to four cutting lengths. 

The “Gitsnife” is offered in the following assorted colors: 
grey metallic pearl with red vein, mottled jade, red, black 
and gold, black and white, black and essence of pearl, 
black with green metallic pearl, essence of pearl with green 
vein, and essence of pearl with black vein. 





THE NEW “‘GITSNIFE” ILLUSTRATING ITS EXTENSIBLE FEATURE 
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“REALITE” FOUNTAIN 
Autopoint Company Produces Combination Set 
The Autopoint ¢ 1801-31 Chi 
», Ill, has followed the success of the “Realite” propel- 
and 


ompany, Foster avenue, 
Cant 


pencil combination fountain 
pencil set of matched items. The set includes a No. 530 


at $3.00, and a No, 550 “Realpoint” pencil at 


repel-expel with a pen 
pen, retailing 
$1.00, packed in a gift 


Marine green and Silvergray-with-red, are the two popular 


handsome box, retailing at $4.00. 


colors selected for the new pen. The gold filled metal 
parts include a ball clip, as provided with the “Realite” 
pencil. The nib is supple, and can be fine or flexible point. 
Individual names can be imprinted by the Autopoint Com- 
pany in white or gold leat 


Although priced at but $3.00, the “Realpoint” pen has the 


outstanding features popular in the Autopoint fountain 


Che filling mechanism is self locking, thus preventing 


pen 
any accidental discharge of ink—each time the filler oper 
ates the ink sac is filled completely. The mechanism is 
sealed to keep out all dirt and moisture. “A flip of the 
finger, and it’s filled.” 

The popular price of the “Realpoint” pen, and the 
matched sets, gave it a wide selling field during the holiday 
season. Combination with the Autopoint pencil mecha 


nism presages its increased popularity with 
- i — 

Metal Office Furniture Company Announces a New 

Transfer Case 


of the Metal 


many. 


Terrell’s division Office Furniture 


The 





TRANSFER CASE 


TERRELL'S 5-HI 


Mich., has placed on the market 
It is both letter 


Company, Grand Rapids, 


the 5-HI steel transfer case. made in 





PEN AND PENCIL SET 


Each drawer 


The five drawer 


and cap sizes, twenty-seven inches deep. 
operates on four substantial steel rollers. 

section is a strong, rigid unit, easy to handle and neat in 
fully dust-proof 


storage for transferred correspondence. 


appearance. It is enclosed, offering 
Every drawer has 
reinforced sides, made low for convenience. Drawer stops 
prevent accidental withdrawal. On each drawer is a handle 
at the rear as well as at the front making it easy to carry 
a drawer from one place to another. 
—__—_<——_ 
New Numbering Machine Appears 

A new special-purpose numbering machine is being 1n- 
troduced this month by William A. Force & Company, 105 
Worth street, New York. Designed for numbering forms 
to be reproduced duplicating using the 


hectograph process, the Force numberer features a ribbon- 


by machines 





NEW FORCE RIBBON-INKING NUMBERER 


inking device which automatically provides a fresh surface 
of hectograph ribbon for each impression. The new Force 
machine assures perfect ink coverage, thus making dupli- 
‘he Ribbon- 
Inked numberer is exceptionally rugged and simply con- 
structed, the automatic feed device consisting of but three 
The 
latter, it is claimed, are quickly and easily interchangeable 
———E—— 
Two New Art Steel Numbers 
The Art Steel Company, 300 East One Hundred forty- 
fifth New York, N. Y., are offering two attractive 
numbers, the one consisting of a convenient steel telephone 
table known as T-615, and the other, an eight-drawer unit 
to round out the new 200 line of steel cabinets introduced 
late last fall. 
The furniture The 
ledge-type top is solidly constructed. The legs are of angle 
The top of the table is 15x 15 and the shelf 


cated numbers uniformly sharp and clear. 1 


moving parts, two of which are the ribbon wheels. 


street, 


new table is built of heavy steel. 


construction. 
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is 13x13. The table is 30% inches high. It is supplied 
in the olive green, grained walnut or mahogany. 


The new steel cabinet unit is known as No. 244. It has 





ART STEEL TABLE NO. T-615 


eight double compartment drawers adjustable for 3x5 or 
4x6 cards. 
inches wide by 434 high by 23% deep. 


Inside dimensions of each drawer are 12% 
The outside dimen- 
sions of the cabinet are 14 inches wide, 52 inches high and 
24 inches deep. 

With the addition of this latest unit, the low priced 
200 series comprises counter-height and three-drawer files 
for letter and legal correspondence; standard height in 
four-drawer files for letter and legal size correspondence; 
combination card and letter files equipped with three 
drawers for letters and two double compartment drawers 
adjustable for 3x5 and 4x6 cards and the eight-drawer 
double There is also a 
The 
line is obtainable in olive green, grained walnut or mahog- 
any with or without Yale paracentric lock. 


a 
A New Desk Pad 
Sainberg & Company, Inc., of New York, N. Y., manu- 
facturers of the Elsane line of stationery specialties and 


compartment above mentioned. 


special seven-drawer greeting card cabinet. entire 


leather goods, has perfected a new linoleum finished desk 
pad which is declared to be soil-proof, ink-proof and wash- 


able. This pad is characterized by extreme flexibility 





SAINBERG LINOLEUM FINISHED DESK PAD 


among its other virtues. It is provided with a full felt back 
and has genuine leather padded corners and panels with 
or without gold tooling, as the user may desire. It comes 


sizes and in colors brown and green. 


——E— 
New Tubular Chairs and Stands 


A new line of utility stools and handy stands of the Seat- 
ing Equipment Company of Elkhart, Ind., has recently 


in four 






TUBULAR STANDS, CHAIR AND STOOL MADE 
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Tube steel is used in the con- 
Low price ranges and low 


been put on the market. 
struction of these new 1 1its. 
maintenance cost are claimed as being characteristic of the 
new line. The utility stools and handistands are suitable 
for practically every office and factory use, it is said, 

The utility stools and handistands are sturdily built and 
are attractive in appearance. The handistands are said 
to be especially useful as office appliances and in dental, 
medical and hospital service. The makers declare that 
wherever there is need for a handistand there is also use 
for an utility stool. In addition, the utility stools have a 
wide use in stores and school laboratories and domestic 
science departments. 

All utility stands have the right front ieg equipped with 
an attachment to compensate for floor inequality, and the 
bottoms of all tubular legs are curved out, increasing the 
dimensions of the base, thus adding stability. The rear legs 
of the stands are equipped with easy rolling casters. The 
wood tops are excellently finished and are symmetrically 
All utility 
stool braces are electrically welded, without rivets or pegs. 
The stool legs curve out spider fashion, which permits a 
measure of “spring” and insures stability. 

Another interesting point in connection with the stools 


constructed so as to permit interchangeability. 





| 
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BY THE SEATING 
EQUIPMENT COMPANY, ELKHART, IND. 





in particular is the fact that they are available with tubular 
steel back supports and back rests shaped to fit the “small 
of the back.” This feature makes for better health, more 
comfort and increased production. 

This new and complete line of handistands and utility 
stools is to be merchandised through dealers. It is under- 
stood from factory sources that several excellent dealer 
connections have already been closed. 

——+ > 
Robinson Duplex Bridge Score Approved 

Bridge Headquarters, sponsors of the official system of 
contract bridge, has given approval to the Robinson Duplex 
Score, which has also been endorsed by the Bridge Mag- 
azine. Further particulars will be supplied by the Robin- 
son Manufacturing Company, Westfield, Mass. 

(Turn to page 65, please) 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices of 
this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, and the staff 
at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd St. and Park 


Ave., New York, will be happy to be of any possible service. 


While the facilities at New York 


are not so many as at Chicago, there will be found the same desire to serve. United States 
manufacturers or their representatives traveling abroad are cordially invited to call 
upon Office Appliances’ London Correspondent, Mr. W. Teignmouth Shore, 
18 Templars Avenue, Golders Green, London, N. W. 11, England. 
Mr. Shore’s knowledge of the office equipment business 
and its possibilities in Great Britain makes his 
counsel valuable to those desiring to 
cultivate the British Market. 


LONDON NOTES AND NEWS 


By W. T. Shore, 18 Templars Avenue, Golders Green, London, N. W. 11, England 


Nots.—Mr. W. T. Shore, whose address is given above, is the authorized subscription representative of OrFICB APPLIANCES 


in the British Isles. New a should be sent to Mr. Shore. 


Renewal orders should be sent to Orrice APPLIANCES’ 
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London, December 1. 

The New Year is upon us! On behalf of all London 
Office Appliance men I do wish you all on your side of 
the big water “A Prosperous New Year,” and may we all 
find a way out of the difficulties with which we are faced 
and may our troubles cement all the more firmly the good- 
will that you feel for us and that we feel for you. There 
can never come a time or circumstances, I feel sure, which 
will in any way weaken the good fellowship that has for 
so long been, and will forever be, a bond of unity between 
friendly business competitors. Good luck and happiness 
to us all in 1932! 

oo 
The Tariff Situation 

It is scarcely necessary for me to say that since the put- 
50% duty 
grave anxiety among the American type- 


ting on of a upon imported typewriters 
there has been 
writer firms doing business in this country. It is indeed 
a most difficult situation; one which must be causing you 
much anxiety and searching questioning as to what must 
At first the 


and on second thoughts things 


be done to cope with it blow was staggering, 
but after the first dismay 
utterly 
appeared to be. It is bad enough, but it is not hopeless. 
What I am about to 
» vou in realizing exactly what the position is 


American typewriter 


do not appear so black as at the beginning they 
say will I sincerely hope be of some 
assistance t 
and what will be the future of the 
trade here. 

I have had 
of the leading 
rhe first thing he told me was startling 


a long and most informative talk with one 
American typewriter salesmanagers here 
that since the 
announcement of the import duty his sales had gone up 
But he and I agreed that the reason for this 


the increase would finally 


with a bang! 
was not far to seek, and that 
become a decrease. Business men here said to themselves, 


we will purchase American machines, which we know and 


esteem, before the prices are raised on us, as they will 


have to be. They were wise, for prices have already been 
raised, but not so much as to counterbalance the 50% 
duty; at least not as yet. 

In addition to what I have been told, there is my own 
knowledge and experience of the trade (for what it may 
be worth), Undoubt- 
edly for a time there will be a heavy setback in sales. A 


and as I see it the situation is this: 


necessary heavy rise in price must have this effect, but it 
is a point worth while bearing in mind that the British 
manufacturers will probably be raising their prices too, but 
not, of course, to so great an extent as is forced upon 
American firms. British manufacturing costs are higher 
than are yours, their sales not being world-wide, as are 
yours. In fact, in competition with you they are and must 
continue to be heavily handicapped. I cannot vouch for 
the truth of this, but I am sure there is “something in it” 
—that some of the component parts of some British type- 
writers are bought from abroad; and, if this is so, the 
tariff will raise the cost of manufacture. 

As to the many ways in which the British manufactur- 
ers of typewriters are handicapped in their competition 
with you, the following should be borne in mind by you 
when considering how you can best face the crisis with 
which you are undoubtedly up against. It is the general 
opinion here that British typewriters are not up to your 
Further, owing 
to their limited output, which cannot be increased suddenly, 
it is known that some of the British firms have been un- 


standard of excellence and trustworthiness 


able to fill with promptness some of the orders which have 
been offered them, particularly those which came from 
over-seas. The all-important matter of Service comes in. 
3usiness men ask and will have the best Service, and that 
can be and is supplied by your manufacturers here. There 
is a limit to what a business man will or should do for 


Patriotism. The Patriotic appeal here is loud and is being 
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particularly in 
that to “Buy 
The first con- 


but it will cease to have force, 


when it is seen 


answered; 
the buying of typewriters, 
British” 
sideration is and must 


is not practical business politics. 
always be—to buy the best. 
There must be for a time, but I believe it will be a short 
perhaps some three or four months, a real bump in 
sales; American machines, but of British also. 
But, if the prosperity in the general business of this country 
comes, which it is believed, and with probable truth, will 
quickly follow on the imposition of tariffs upon all manu- 
factured articles, then the purchasing power all round will 
New factories will be set up; old factories will 
get increased business; offices will be reorganized—for 
Great Britain is really and zealously on “the move”—and 
as a result there will be a demand for typewriters and 
which British manufacturers will 


time, 
not only of 


increase. 


other office machinery, 


not be able to fill, or at least certainly not be able to fill 
fully: Then will be your chance, and prosperity should 
come to your dealings here, even though there should be 


a permanent increase in your prices, 

Here an important point should be taken into considera- 
It is not likely that the present 50% tariff will con- 
it is a prohibitive tax and will not pay this country. 


tion. 

tinue; 
There is no use putting a prohibitive tax upon goods which 
we cannot make ourselves; to do so would only be handi- 
That this is in the mind of our Govern- 
fact that adding and 
accounting machines and other office appliances which we 
included in the present 
and 
upon manufac- 
but for the 


capping business. 


ment is clearly shown by the 
been 
been 


do not make have not 
schedule. The tax that has 
the taxes that will be imposed, 


imposed, almost 
certainly 
tured imports are not for purposes of revenue, 
home industries. So, perhaps, 
which is the time-limit at present, 
that this 50% duty upon 
typewriters has served no good purpose, has not enabled 
the British manufacturers to capture the trade here, and 
it will be lightened, not taken off entirely. On every 
hand, even from British business men, I have heard aston- 
ishment and 
complaint made of the hindrance which will result to the 
right offices. Sympathy is ex- 
pressed with the British manufacturers of typewriters, but 
present fiscal policy will not really or 


protection of our even 
six months, 


it will be 


before the 


have elapsed, seen 


expressed at what has been done serious 


equipment of business 
it is seen that the 
permanently aid them, while it must be an added difficulty 
in the way of British business men, who already have more 
than enough handicaps to cope with. 

The situation for you here, as regards type- 
bad now; will undoubtedly remain so 
but will not continue so indefi- 


To sum up. 
writer sales, is very 
for some months at least; 
for we are not going to cut off our noses to spite 
turn of the wheel will undoubtedly 
and I foresee in the not very distant 


nitely, 
our faces. A come, 
a turn in your favor; 
future bigger prosperity here for you than you have met 
It all depends upon the turn which business 
for the 


with before. 


generally takes here, which I feel sure will be 


better; and you should share in the betterment. 

to advise what should be the immediate 
your typewriter firms here, but I have thought 
to set forth the above considerations 
for you to think over. But it must not be 


present tax upon your imports some of 


It is not for me 
policy of 
it right and kindly 
forgotten that 
even before the 
your typewriter firms here were not, to put it mildly, doing 
indeed some have been steadily losing money. 
has adopted the disastrous policy of break- 
; a policy that inevitably leads in the long 


too well; 
More than one 
ing their prices 


“bust! I sincerely say 


unnecessary 


As far as I dare suggest, 
“hold tight; cut down 
carefully consider your past selling poli- 
cies and methods.” Here again I must in all friendliness 
repeat my often given advice—place greater trust in your 


run to 
this to you: every 


overhead charge; 
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British advisers and employees and put behind you your 
belief that methods that sell goods in your country must 
necessarily do so here. Some of them do NOT do so! I 
wonder how many thousands of dollars have been lost by 
you here because only too frequently your manufacturers 
have not realized that the British mentality is not the same, 
though quite as high, as your own. Business men do not 
care a rap where the goods they buy originate; they are 
out to buy the best, be they British made or otherwise— 
preferably and naturally the former. But, frankly, they 
do not admire all American methods of selling and do 
not cotton to being told—as they so often have been told 
—that they are badly behind the times, are more or less 
back numbers, and that Americans are their betters. I 
speak terribly frankly, but I speak the truth, as your friend. 
—-——<>_— 
Scottish National Development Council to Send 
Deputation to U. S. 

Manufacturers in the office equipment industry who 
would prepare to meet the new trading conditions in the 
British Empire may soon have opportunity for conference 
with the Scottish National Development Council. 

If present plans mature, a deputation from the Council 
may pay a visit to the United States before long with a 
view to cooperating with American manufacturers who 
may welcome joint enterprise, financial and otherwise, for 
the production of their manufactures in the United King- 
dom for the markets of the British Empire, in order to 
forestall the imminent Empire Customs Union as well as 
to overcome the effect of the recent tariffs. 

A letter from William Watson, Interim Honorary Sec- 
retary of the Scottish National Development Council, 128 
St. Vincent street, Glasgow, C-2, Scotland, sent on De- 
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WATERFORD | E industrial belt of Scotland stretching from the Clyde to the 

LIVERPOOL | Forth offers unsurpassed facilities to all manufacturers. In 
l BRISTOL | this area there is an abundance of coal, iron and steel; skilled 
| = | | and unskilled labour—both male and female ; free factory sites 


CANADA 

“= power 

supplies of the finest quality for manufacturing purposes and excel 
lent transportation facilities. 

If you are ng the 

ducts in Great ele will pay you to consider 

carefully the many advantages of Industrial Scotland. 





‘W rise for particulars to the Honorary Secretary, Scottish Nenonal Development Council, 128 Si. Vincent St., Glasgow, Scotland 





EXAMPLE OF PUBLICITY USED BY THE SCOTTISH NATION 
DEVELOPMENT COUNCIL.—tThis reproduction was reduced from 
a full page size. 

cember 4 to United States manufacturers who have been 
affected by Britain’s change to a protective tariff policy, 
extends a cordial invitation to establish factories in Scot- 
land, which offers many advantages by way of manufac- 
turing facilities to serve the home, European and British 
Dominion markets. Available to those who take advan- 
tage of Scotland’s offer are fine transportation; cheap 
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power and reduced rating facilities; free factory sites lo 
cated on the seaboard at the mouths of the Rivers Clyde 
and Forth; abundance of skilled labor; unlimited supplies 
of pure water for manufacturing purposes, etc. Definite 
offers of British capital and influential support can be ex- 
such con- 


tended through the auspices of the Council t 


cerns in the Unitea States as may welcome the invitation. 


—— 
Typewriters in Malaya 
By Walter Buchler 

To-day the Malay stands in the minority both in num- 
bers and in commercial influence in the Straits Settle- 
ments, and the Chinese are now more or less supreme in 
both respect Thus, it is not surprising to find that there 
are to-day more typewriters in use among the Chinese in 
Malaya than among the Malays, who have little inclina- 


tion for commerce, preferring to be motor drivers, post- 


men, and the like It goes without saying that every 
European and American office in Malaya has one or more 
typewriters in us Among the Chinese it is only the bet 
ter class office that has a typewriter, though many of the 
smaller ones do sometimes buy a machine second-hand. 
Che big standard machine is invariably preferred for of- 
fice use in Malaya The portable typewriter has not yet 


made the same headway in this country that it has in other 


f 





EAST INDIANS AT WORK IN A SINGAPORE OFFICE 


ountries, and its use is, more or less, still confined to 
European and American residents But there is little 
doubt that with the spread of education and Western in- 
fluence Malaya will offer a very good market for such ma- 
chines. The Straits-born Chinese will probably be the first 
among the Chinese to take to them, as they are becoming 
rapidly Westernized, and many of them do not know 
Chinese—at least how to read or write it. English is their 
principal language, and this fact combined with the difh 
culty experienced by Chinese from different parts of China 
in understanding one another (the dialects spoken varying 
into incomprehensibility) is causing writing with the 
Chinese brush to become less and less, the type writer be- 
ing found the best and easiest substitute to express their 


meaning in English. 


Advertising in the English press here is essential, as 
these papers are read by Westerners as well as the better 
educated Chinese. But it is also essential to advertise in 
the native press to educate the people to the advantages of 
having a typewriter. The Chinese is very keen to better 
himself; he will attend night schools to learn English, 
typewriting, and commercial subjects. At one time it was 
possible to wait in one’s office in Singapore—the center 
of trade and industry in Malaya—for the orders to come 
in on the strength of one’s advertisements in the English 


press. This is no longer the case, and it is necessary to 
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do some personal canvassing. This is by no means a 
thankless job, as the Europeans—they are in the vast 
majority among Westerners in Malaya—are really (from 
the writer's own experience) a very decent crowd and ever 
prepared to give one a hearing. They are thoroughly 
democratic and are open to conviction and not tight with 
their money in normal times. The Chinese is more con- 
servative, but once convinced will take a chance. 

The Chinese do not, as a rule, employ a shorthand typist 
to do their correspondence; more often they have a Chi- 
nese clerk in the office who knows English and can type. 
That they consider sufficient for the purposes of their 
work. The Chinese typist is fast and accurate and con- 
scientious in his work. In European offices the typists are 
mostly Eurasian girls, who also know shorthand. They 
receive from $100 to $200 (Straits Currency) a month, 
whilst the Chinese typist earns from $30 to $45 a month. 
Typewriters with Malay characters (more correctly Ara- 
bic) are used in Government offices, and notices to the po- 
lice are supplied typewritten and mimeographed. Other- 
wise, all typewriters in use here have the usual English 
keyboard. 

When supplying typewriters for the Malayan market it 
is important to bear in mind that the climate there is ex- 
tremely hot and damp, and that in order to safeguard 
against rust, rustless steel should, wherever practicable, be 
provided. Typewriters are sold in Malaya both on the 
hire purchase system as well as for cash outright. Most 
of the sales are cash transactions, as offices here prefer 
to buy in this way. Suppliers usually appoint a European 
or American mercantile firm in Singapore to act as their 
agents for Malaya and they in turn appoint sub-agents in 
important towns such as Penang, Kuala Lumpur, Ipoh, 
and Malacca. 

Imports of typewriters into British Malaya during the 


past two years were as follows: 


1929 1930 
From: Number Value Number Value 
Ts FF Se waeeeeeee-- 1602 $189,847 1074 $129,321 
United Kingdom ........ . 418 52,841 292 35,075 
Continent of Europe....... 75 9544 26 3,575 
sritish Possessions and 
Protectorates ..cccccccese 45 1,752 13 1,880 


Total including others..2133 $256,657 1415 $171,419 


All values in Straits Currency, in which $1.00 equals ap- 





proximately 0.56 in United States Currency. 
esdansendiliaes 

Record Addressograph Order Closed in England 

A. R. Carruthers, sales manager and T. C. Daubney, 
branch manager of Addressograph Ltd., London, co- 
operated in securing the gigantic order for 631 Addresso- 
graph machines for the post ofhce division of the British 
government. This order is said to set a world’s record for 
the purchase of office equipment at any one time The 
order includes 610 hand Addressographs, eighteen electric 
models, three Graphotypes and a quarter million metal 
records. The equipment is to be used in about five hun- 
dred main post offices throughout England, Scotland, North 
of Ireland and Wales to imprint bag labels 

— 
R. Leonards No Longer Manager of National Ger- 
man Trade Association of Office Appliances 

R. Leonards, formerly manager of the association 
named in the caption, relinquished his duties on the third 
of December, and in response to an unanimous request 
of the members of the association, Director Conrad Filges 
of S. W. 61, Belle Alliance strasse, No. 6, consented to 
take over temporarily the management of the association. 
The address until further notice will be that of Director 


Filges in Berlin as given above. 
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Paris Typewriting Contests, 1931 


On October 25, I'welith International Busi- 
Paris, took 

place, including the International Typewriting Speed Con- 
test 


dicale 


during the 


ness Efficiency Exhibition, several Contests 


organized under the auspices of the Chambre Syn- 
de la Mécanographie and the Chambre Syndicale 


d’Organisation Commerciale et des Industries et Profes- 
sions qui s’y Rattachent, with the co-operation of the As- 
sociation Professionnelle des Dactylographes Frangais. 
rhe Committee of the Contests 
of:—Presidents: Kahn, president of the Chambre 


and Maurice 


Organizing consisted 
Rene 
Syndicale de la Méecanographie, Paris; 
president of the Chambre Syndicale d’Organ- 
isation Commerciale, Paris. J. Gustave 
Hemes, honorary secretary of the International Union of 
Office Associations, London; Marc 
Grandjean, president of the Halls du Moderne, 
and A. Lécuyer, president of the AIl- 


Paris. 


Borgeaud, 
Vice-Presidents: 
Appliance Trades 
Bureau 
Paris Fair, Paris; 
liance Sténographique, 
International Typewriting Contest 
President: J. Gustave Hemes 


Typewriting contest consisted 


unknown 


The 1931 International 
of writing for thirty 
the languages indicated by the contestants when entering 
Sixty-two contestants took part in the Con- 


minutes from matter in 
their 
test, which was almost double the number of last year. 
The following 
Canada, Czecho-Slovakia, 
Those 


were placed, and thx 


names. 


represented:—Belgium, 
Switzer- 


countries were 


England, France and 


land. writing 70 or more net words per minute 


following were the results:— 


Net Words 


Number of Strokes per 
Gross Errors Net Minute 
Melle. O. Piau 18,968 203 16,938 94.1 
Miss E. Mitchell. . 18,131 295 15,181 84.34 
Melle. G. Gabriel 17,010 186 15,150 84.16 
Miss L. Harding... . 16,501 138 15,121 st 
Mme. H. Dupuis ; 14,951 77 14,181 78.78 
Melle. G. Vivien 14,313 58 13,733 76.3 
Melle. Th. Coury 14,725 104 13,685 76.02 
Mme. F. Loucheron sone HS 141 13,554 753 
M. Ch. Triouleyre 13,726 34 13,386 74.36 
Miss N. Dawson 15,918 267 13,248 73.6 
Mr. M. Dagens 14,506 27 13,236 73.52 
Melle. F. Couanon 14,140 126 12,880 71.55 


Esperanto Typewriting Contest 
President: Marc Grandjean 


This contest consisted of copying for five minutes un- 


known text in Esperanto, and the following were the 
results 
Number of Strokes 

Gross Errors Net 
OE oescnewbende ‘ace ee 41 2,144 
Miss E. Mitchell.. it nh @ tia Gee 2,324 21 2,114 
Melle. G. Gabriel . 2a+e-egcennwanue ees 2,345 33 2,015 
M. Ch. Triouleyre ‘ ree ee eee noses Eee 3 1,673 
Melle. F. Couanon... thisebeagsGeunekee  Aaae 10 1,619 
Mme. H eer ee ee we 1,604 10 1,504 


Perfect Secretary Contest 
President: Mr. A. Lécuyer 

This contest consisted of several tests. The results were 
as follows:—M. Ch. Triouleyre, Melle. O. Piau, Melle. G. 
Gabriel, Mme. F. Loucheron, Melle. Ambroise Lacroix, 
Melle. G. Vivien, and Melle. Juliette Vietti-Richard. 

For the foregoing report Office Appliances is indebted 
to the International Export Review of London. 

——ses 


French Syndical Chamber Holds Annual Meeting 

The Chambre Syndicale de la Mecanographie (Chamber 
of Commerce of Office Machines), Paris, France, held its 
annual meeting on October 22, in the Hall of Congress of 
the Exposition Palace in Paris, under the chairmanship of 
Rene Kahn, president. 

After the unanimous adoption of the minutes of the 
previous meeting, the president announced that owing to 
the number of matters to be taken up, correspondence 
would not be read at this meeting, but would be published 


3] 


in the general report. The meeting then proceeded with 
the project of the president and Mr. Badel relating to the 
Federation of the Chamber of Commerce for Office Ma- 
chines, the board simply asking the acceptance in principle 
of the Federation idea, details to be discussed by the cham- 
ber at the time when the new board shall be elected. The 
meeting was concluded by the unanimous reelection of the 
board, all of its outgoing members being reelected. 

The officers of the association for the ensuing year are, 
accordingly, President, Rene Kahn; vice-presidents Messrs. 
Badel, Chauvin and Feigel; general secretary, Mr, Spatz; 
treasurer, Mr. Philippe; recorder, Mr. Langlais. 

o- . a ee — 


Holiday Greetings in Unique and Original Form 

A few days before Christmas the Regal Typewriter 
Company through its general manager, Marcus Harwitz, 
sent out from New York City to its friends a phonograph 
record carrying holiday greetings. The record is of a type 
that can be reproduced on any phonograph. Mr. Harwitz 
is introduced by Louis A. Witten, a well known radio an- 
nouncer who handles the Royal Typewriter Company's 
program. He says: 

“This is Louis A. Witten speaking, bringing the Christ- 
mas greetings of the Regal Typewriter Company, Inc. I 
am mighty happy to be able to introduce to you your good 
friend, Marcus Harwitz, the genial general manager of the 
Regal Typewriter Company of New York.” 

“Mr. Harwitz then responds, as follows: 

“Hello, everybody! A Merry Christmas and a Happy 
New Year to you all. May I add the timely and very sin- 
cere wish for a prosperous New Year. I truly believe that 
it will be so, because advance reports are excellent. Busi- 
ness is improving everywhere. I pledge you the fullest 
support and cooperation of the entire Regal organization 
for the coming year, and hope that good fortune and pros- 
perity will accompany all the things you do.” 

The idea and its execution are most original and im- 
pressive. ess 
Pen Company Head Reports Good Business 

George S. Parker, president of the Parker Pen Com- 
pany, Janesville, Wisconsin, has expressed the opinion that 
the fountain pen business, including that of the dealers, 
has been better than in other specialty lines. He adds a 
note of optimism for 1932, his observations having led him 
to look forward to a favorable reaction in business gener- 
ally, in which the writing equipment field will share the 
benefits. 

The views of Mr. Parker coincide with those of other 
leaders in the writing equipment industry. 

It is of interest to note that up to the very end of De- 
cember the Parker plant at Janesville operated on a seven- 
hour day and a five-day week, except the shipping 
department, parts of the polishing department and the 
office force, all of which worked full time, including Sat 


urdays. SS ER 


Electromatic Typewriter Obtains Big Order 

During the week ending Saturday evening, December 
19, Electromatic Typewriters, Inc., completed one of the 
biggest sales weeks in the history of the organization. 
The week’s sales records included a single order for thirty- 
nine Electromatic office typewriters from Bradstreets. 
This order was one of several placed by Bradstreets within 
recent months. The present order will further equip the 
Néw York, Chicago and Kansas City offices of the Brad- 
street organization. 

In addition to Electromatics for Bradstreets, a quantity 
of other orders for machines were received during the 
week, many prominent concerns having placed December 
orders for Electromatic equipment. 
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heen in nJnteresting 


in to Section of the Field. 


New Remington Rand Set Up Takes Definite Form 


The realignment of the Remington Rand organization, 


advance news of which appeared in the December issue 


of Office In an inter- 


’ | 
Appliances, is now nearly complete. 


view with a representative of Office Appliances concerning 


James H. Rand, 


confirmed 


the new management plan announced by 


Jr., the apy 


and additional ones ann 


ointments printed last month were 


suunced making the roster complete. 


as follow 
Jas. H 

committee: 

chairman 


president and chairman of operations 
Harry Landsiedel, 


Pinkham, 


Rand, Jr 
W. H 


Brown, comptroller; 


f general technical committee; S. H 





J. H. RAND, JR 


general manager of merchandising and service department; 
FF. W. Young, general manager of production department; 
Preston B. Porter, general manager, associated and afhl- 
division; C. K. Woodbridge, general man- 


iated companies 
unts and yal sales; T. J. Sheri- 


ager of nati nal Ae 


dan, assistant general manager of national accounts and 
vocational sales; John A. Zellers, vice-president and 
general manager of Remington typewriter division; Paul 
C. Kell domestic sales manager of Remington type- 
writer division; L. S. Wilson, manager of supplies depart- 
ment—domestic and foreign, Remington typewriter divi 
sion; George B. Going, chief engineer Remington type- 
writer division; W. O. Davis, foreign sales manager, 
Remington typewriter division; Harry Bates, foreign sales 
manager of bot Remington accounting machines and 
Smith Premier typewriters; M. L. Stith, general manager 
of Dalton adding and Remington accounting machine 
divisions: ( E. Burns, domestic sales manager, Dalton 
adding and Remington accounting machine divisions; C. 
F. Price, general manager Library womvaee division; M "W 
Montgomery, sales manager, Library Bureau division; F. 
L. Wassell, sales manager of combined line systems; A. 
R. Rumbles, general manager, Kardex visible systems 


division; C. D. Proctor, general manager Baker-Vawter 


sales 
Fox, 
Russell, 


Dautel, 
Kalamazoo division; D. 
Cabinet division; H. R. 
general manager of Powers accounting machine division; 


and Kalamazoo loose leaf division; W. H. 
manager of Baker-Vawter- 


general manager of Safe 


sales manager of Powers account- 
Mathews, manager of branch 
: advertising manager; Richard 
Dreschler; general manager of export sales; E. S. Williams, 
assistant general manager of export sales. 
James H. Rand, Jr., is widely known as a foremost 


executive in the office appliance industry. Under his able 


F. W. Killduft, domestic 
ing machine division; W. 
ofhfces; S. H, Ensinger, 


direction the merged companies which now form the 
Remington Rand organization have coordinated their 
activities successfully, gradually evolving the new man- 


agement plan the personnel of which is above outlined. 


W.H 
1928. 


‘company since 
Waterhouse 


Brown has been comptroller of the 
Previously he was associated with Price 


& Company, public accountants. 


Harry Landsiedel was long connected with the Dalton 
Adding Machine Company and was its president at the 
time of the merger with Remington Rand 

S. H. Pinkham, who has been in merchandising and 


service department work for some time, has had his duties 
traffic adjustments and purchasing. 


mechanical superintendent 


enlarged to include 
F. W 
of plants. 
P. B. Porter is an ex-Kardex man 
K. Woodbridge was formerly vice-president in charge 
time presi- 


Young was formerly 


of sales for Remington Rand and was at one 


dent of the Dictaphone Corporation. He is an experienced 
executive 

T. J. Sheridan is an old time Dalton man who was, 
until recently, at the head of machine sales. 


John A. Zellers has had twenty-five years experience in 


the typewriter field, 
duties 


which equips him admirably to dis- 


charge the of his new office of vice president and 


general manager of the Remington typewriter division. 

P. C. Kellogg was formerly a zone manager for Reming- 
ton Rand 

L. S. Wilson is widely experienced in the typewriter field, 
having been connected various times with some of the 
principal typewriter companies. 

WwW. O 
Smith Premier 

Harry Bates, who now functions in the dual capacity of 
sales manager of Smith Premier and foreign sales 


Davis was formerly foreign sales manager for 


foreign 
Remington accounting machine division, 
was formerly in charge of special foreign sales work for 
Remington Typewriter Company under Mr. Zellers. 

M. L. Stith has been connected with the adding machine 


industry for 


manager of the 


over twenty-five years. 
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C. E. Burns has been domestic sales manager of Dalton 
and Remington accounting machines for some time. 

r. & 
of the 
visible record equipment. 


Wassell has long been connected with that phase 


industry dealing particularly with loose leaf and 
A. R. Rumbles is a Kardex man of long standing. 


C. D. Proctor was formerly advertising manager and 


sales promotion manager for Remington Rand. Some 
years ago he was advertising manager for the Kalamazoo 
Loose Leaf Company, since absorbed by Remington Rand. 

D. H. Fox is a well known Safe Cabinet man formerly 
with the Pittsburgh office. 

H. R. Russell has long been connected with the Powers 
accounting machine division and was brought back from 
work abroad to assume his new duties. 


W. H 


also engaged in special sales work. 


Mathews was formerly a zone manager and was 


Richard Dreschler was heretofore in charge of Kardex 


foreign sales. 

E. S. Williams was formerly assistant comptroller of the 
Remington Typewriter Company. 

Under the new management plan the principal products 
of the entire organization are divided into eight divisions 
as follows: Remington typewriter division; Dalton addmeg 


machine and Remington accounting machine division; 


Library Bureau division; Kardex visible systems division; 
Baker- Vawter, Leaf Safe 


Cabinet division; Powers accounting machine division, and 


Kalamazoo Loose division; 


associated and affiliated companies division. The general 


manager heading each one of these divisions has been 


selected because of his wide experience in the products 
under his charge. These general managers have complete 
control of their divisions and are charged with the duties 
of coordinating the manufacturing, advertising, selling and 
research phases of their divisions 

The president's advisory board, composed of four inter- 
division relations functions 


committees, literally in an 


advisory capacity. It is emphatically stated that the divi- 
sion managers are in complete control of their divisions 
and are empowered to accept or reject the suggestions of 
this board 

Although the realignment is organization-wide there are 
no radical changes contemplated which will in any way 
The salesmen will con- 


adversely affect the selling force. 


tinue handling the same lines as before, those handling 
system lines extending their efforts to embrace combined 
line selling. 

Under the new plan all headquarters will be located in 
Buffalo, with the 
headed by Mr. Rand, which will spend part of its time in 
New York City. 


In the plan of operation under the new set-up the sales 


exception of the advisory committee 


managers of all divisions coming under the head of “sys- 

Librarv Bureau: Baker-Vawter, Kalamazoo: Kar- 
Safe Cabhinet—will under F. L. Wassell, 
sales manager of combined line systems. Mr. Wassell will 
coordinate the sales efforts of the divisions, whose products 


tems” 


dex: function 


are closely related 


_—— 

New Partnership in Desk Field 

Desk Company, 7-11 West Forty-fifth 

New York, N. Y., is the name of a new partnership 

of Manual 

formerly connected with the Atlas Desk Company, Inc. 

The third member of the partnership is Charles Schachne. 

Ee 

Toledo Stationer Recovering from Severe Illness 
J. H. Combs, of the Toledo Stationers As 

sociation, Toledo, Ohio, is well on the way to recovery 


The Safferman 
Strect, 
and Irving Safferman, who 


consisting were 


secretary 


from a serious illness which confined him to his home for 
a number of weeks. His many friends will rejoice that he 


is on the high road to health. 
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New Alignment of Addressograph Company 
Advertising Department 
Under the general direction of W. K. Page, advertis- 
ing manager, the advertising department of the Addresso- 
graph Company Division of the Addressograph-Multigraph 
Corporation, Cleveland, Ohio, now consists of Phil A. 
Langlois, editor of sales publications; Henry L. Metz, spe- 





W. K. Page, Advertising 
Manager 


Henry L. Metz, special 
sales promotion work 


Phil A. Langlois, 
Editor of Sales publi 
cations 





Jack Sturm, mailing Ww. 
department 


Clifford Kroening, 
direct-mail and publi- 
cation advertising 
EXECUTIVE PERSONNEL OF THE ADDRESSOGRAPH COMPANY 
ADVERTISING DEPARTMENT 


W. Snypp, general 
assistant to Mr. Page 


cial sales promotion work; Clifford Kroening, direct mail 
and publication advertising; Jack Sturm, mailing depart- 
ment and W. W. Snypp, general assistant to Mr. Page. 

Before the Addressograph general offices were removed 
to Cleveland Mr. Langlois was connected with the adver- 
tising department in Chicago, where he was engaged in 
editing the company sales publications, 

Mr. Metz was a member of the Addressograph advertis- 
ing staff several years ago. He left this department to 
engage in field sales work. During this phase of his busi- 
ness life he served a year in charge of the Berlin, Germany, 
office. 

Mr. Kroening is well fitted for handling direct mail and 
publication advertising, having been formerly associated 
with a large advertising agency, the Dunham-Younggreen- 
Lesan Company, Milwaukee, Wis., where he was engaged 
in similar work. 

Mr. Sturm is another member of the Addressograph ad- 
vertising staff who moved from Chicago to Cleveland with 
the advertising department. He is a capable young execu- 
tive. In addition to superintending the mailing department 
activities he assists with the general advertising depart- 
ment work. Thru his management the recent Addresso- 
graph-Multigraph publicity campaign, which reached 80,000 
prospects in five mailings, went out on schedule. 

Mr. Snypp’s early experience in the office appliance in- 
dustry was with the National Cash Register Company, 
both in the sales office at Dayton and out in the field. 
More recently he was engaged in Chamber of Commerce 
work and free lance magazine writing. 

The advertising department also includes Fred Sayers, 
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head of the printing department and several capable young 
women who handle the clerical work 
The various elements of the recent Addressograph-Mul 


tigraph direct mail and publication advertising campaign, 
mentioned in a preceding paragraph, have been assembled 
rtfolios, pertaining to the Ad 


f the campaign and the other to the 


and placed in two p one 


dressograph division 


Multigraph division. The portfolios are striking in ap 
pearance, each having a broad silver panel along the leit 
edge of the cover, and lettering in gold on a black back 
ground. Both carry the words, “A New Business Cam- 
paign,” the Addressograph tradename appearing on the 
one and Multigraph on the other 

The left hand pocket of each portfolio, when opened, 
contains prints of publication advertisements and a list of 
the journals in which the advertising has appeared. Th 
right hand pocket contains copies of the letters mailed at 
regular intervals during the campaign, a broadside pr« 
senting both the Addressograph and Multigraph story and 


a copy of the Addressograph-Multigraph news for Autumn 


1931. Each of the letters is on a special four-page lette: 
head, the first page carrying the letter and the remaining 
three pages advertising messages in type and illustration. 
Che Addressograph-Multigraph News, of daily newspaper 

e, contains eight pages Color is used effectively 


throughout. On the first page is an illustration of a weary 


“claim failed.” The message car 
“When the 


the necessity for digging deeper for profits when 
thre 


tor whos« 


( Id pt Spe 


ried under the heading, Surface Gold Is Gone,” 
points to 
Pages two and 


market is worked out 


reproductions of Addressograph advertising pieces 
and five show parallel pieces on Multigraph 
letterheads of 


Multigraph equipment 


the surface 
carry 
and pages tour 
concerns who 


equipment \ protusion of 


have purchased Addressograph or 


are reproduced on pages six, seven and eight. 


- > 
Promotions in Underwood Elliott Fisher 
Organization 


R. B. Buswell, F. L. Benedict and C. H. Bolton, all dis 
trict managers for General Office Equipment Corporation, 
Division of Underwood Elliott Fisher Company, now hav 
supervision of activities of Underwood Typewriter Com 
pany in their various divisions. All three have been in th 


organization for many years and have established remark 


able records 


OFFICE APPLIANCES 


Mr. Buswell started his office appliance career at the 
dawn of the twentieth century, with the Fisher Book 
Typewriter Company in Cleveland, which later was consol- 
idated with the Elliott Hatch Company to form Elliott- 


Fisher Company. Later he became district manager for 
Elliott-Fisher Company, with Cleveland still as his head- 
quarters. In 1914 he was transferred to the western dis- 
trict, with headquarters in Chicago, where he has served 
for the last seventeen years. After the Sundstrand adding 
machine was acquired and General Office Equipment Cor- 
poration was formed, the supervision of Sundstrand activi- 
ties was added to his task, and now Underwood 

Mr. Benedict 
Elliott-Fisher 


ganization and in 1918 became 


was advertising manager for 


Later he 


years ago 


Company entered the sales or- 
manager of the eastern dis 
continues in his 


added to his re- 


trict, with his office in Philadelphia. He 


original district with Underwood sales 
sponsibilities. 

Mr. Bolton has seen service in various parts of the coun- 
try He Elliott-Fisher Company in 
Angeles and San 


Otnce 


has represented Los 
manager of 


South and 


Francisco. He was district 
Equipment Corporation in the 
Cleveland to take 
district. From that he directs Elliott-Fisher, Sund- 


strand and Underwood activities through several important 


General 


later moved to charge of the central 


city 


States. 
—_—_—_> 
Carl Schutz Leaves Former Connection 
Carl M. Schutz, who for several years has been con- 
nected in an executive capacity with the Browne-Morse 


Company of Muskegon, Mich., is now no longer with that 
company. Mr. Schutz is well known in association affairs 
and has spoken on business topics before stationery con- 
parts of the United States. He is a 


ventions in various 


forceful and convincing speaker. 

Prior to going with Browne-Morse Company, Mr. Schutz 
was for a time connected with an office furniture publi- 
cation 

a 

Thaddeus Davids Ink Company in New Hands 

The pioneer house of Thaddeus Davids Ink Company, 
Inc., was purchased on November 23 last by C. G. Davids, 
president of C. I. Davids & Son, Inc., of New York City. 
C. I. Davids has become president of the Thaddeus Davids 


Ink Company, Inc. He is a grandson of Thaddeus Davids, 








Do You Surette Faow 


SHOE SHAM 





2 A 
PTS OOM ENCE 


«ere CARDS 
WASTE SASKET 
TE. & Orne 








WINDOW DISPLAY BY THE AMBROSE PRINTING COMPANY, NASHVILLE, TENN., featuring a customer’s product and the fine desk he uses 


Skyscraper’’ 
window display 


Ambrose sold a fully organized 


desk to the President of the Jarman Shoe Company, and he capitalized local interest with this 
Unusual attention was attracted by the exhibit 
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founder of the company, and was associated with the busi- 
ness up to the year 1906, when he withdrew to form the 
firm which is now known as C. I. Davids & Son, Inc. C. G. 
Davids, president of C. I. Davids & Son, Inc., will be vice- 
president and general manager of the Thaddeus Davids 
Ink Company, Inc. 

Lester S. Holmes of the law firm of Sillcocks & Holmes 
will act as secretary and treasurer. 

This brings the Davids family again into control of the 
business which was founded so many years ago by the 
late Thaddeus Davids, and they assure customers of the 
company that every effort that it is possible to employ will 
be given to manufacturing products of highest quality and 
that the business will be conducted in a manner worthy 
of the confidence which it has so long enjoyed. 

The business of the Thaddeus Davids Ink Company, Inc., 
will continue under that name, the ink company and C. | 
Davids & Son, Inc., retaining separate identities. 


—_—_.————— 
C. A. Lemkuhl Joins Smith-Corona Company 
Charles A 
Inc., is now associated with L., (¢ 


Lemkuhl, formerly with Remington-Rand, 
>, Smith & Corona Type- 
writers, Inc., as assistant to Dean Babbitt, executive sales 
manager. 

Mr. Lemkuhl assumed his new duties on December 1. 
He views his new association and the opportunities with 
enthusiasm. He brings twenty-nine years of varied experi- 
ence in the typewriter industry to his new post. 

The portable typewriter presents practically unlimited 
opportunities. The surface has barely been scratched, in 
Mr. Lemkuhl’s opinion, and just as ten years ago the pres- 
ent development of the portable typewriter would have 
been regarded as incredible, so the next few years will 
make present progress seem small. 

“The time will 
portable typewriter will be as common and necessary in 
It will share in the 
education of youth; it will contribute as have few devices of 
our mechanical age to a definite raising of the standards 
of life, to training useful and intelligent citizens.” 


come,” says Mr. Lemkuhl, “when the 


the home as is the telephone today. 


This Year’s Business Shows to Score High Marks 

The National Business Show Company of New York 
City and Chicago will hold its annual business exhibitions 
at the following dates and places: Grand Central Palace, 
New York City, October 17 to 22, inclusive; the Stevens 
hotel, Chicago, November 14 to 19, inclusive. 

In the 
ments there is an inspiration of newness, of a new year, a 


business show company’s published announce- 
new era of business presaging a demand for new methods 
and equipment to supplant that which is obsolete. 

There’s newness, color and life in the variety of ex- 
hibits, decorations and products at the National Business 
Shows characteristic of the enterprise of the office appli- 
ance industry. 

What magic in the word new—think new thoughts and 
Think new thoughts and experience 
evolves new short cuts and new efficiency to keep from 


new things to life. 


growing old. 

This year will bring new merchandise, new quality, style, 
color and variety to add to the experience, which carries 
on from other years, insuring the onward march of prog- 
ress, and which the advent of a new year always calls to 
mind with the old but ever new suggestion “To turn over a 
new leaf.” 

minis 
Garvin Speaks before Women’s Club 

C. P. Garvin, general manager of the National Stationers 
Association, addressed the Women’s Club of the Mount 
Pleasant Congregational church, Washington, D. C., on 
December 16. His subject was, “The Trend of Govern- 
ment.” 
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The Guest Book 

William H. Foster, chairman of the board of directors of 
The General Fireproofing Company, Youngstown, Ohio, 
made December 3 a red letter day on our calendar by 
looking in upon us. Some business and the horse show 
at the annual live stock exhibit at the stockyards occa- 
One of these events was “incidental” but 
Anyway, special interest 


sioned the trip. 
we have forgotten which it was. 
in the horse show centered in the entries of J. T. Harring- 
ton of Youngstown, which, by the way, added to accumu- 
lated trophies by capturing the blue ribbons in their class. 

Mr. Harrington is an official of Youngstown Sheet & 
Tube Company, of which Mr. Foster is a director, while 
Mr. Harrington is on the GF board. Mr. Foster is also 
interested in gaited riding horses, has a stock farm near 
Youngstown, with several prize winners in his string. We 
hope to visit the farm some day, help Mr. Foster feed 
alfalfa to a hungry baler and assist in greasing the axles 
of the rolling stock. We are qualified for both jobs by 
experience, even knowing the taste of mica axle grease 
from having sampled it from a fresh box in our younger 
days. 

A business engagement calling him to London, Mr. Fos- 
ter spent two months of the autumn over there, finding 
time between conferences for some delightful motor trips 
with an old friend over parts of England and south Scot- 
land with some golf on several famous courses by way of 
further recreation. Mr. Foster was in England when the 
government abandoned the gold standard and up to the 
day of his leaving in October observed considerable im- 
provement in business as a result of the decline of the 
value of the pound. Manufacturers were quite enthusiastic 
about future prospects. One old friend stated that their 
business was flourishing more than ever in its long history. 

About conditions over here, Mr. Foster was not inclined 
to make predictions, but there was a cheerful note in his 
comment upon the outlook. 

George Wolcott, radiating Pacific Coast sunshine, and 
Claude Conger, with the stimulating atmosphere of 
youth and Kansas City—both of the Wilson-Jones Com- 
pany organization, breezed in the sanctum on the 16th. 
“In town a coupla days for the company’s annual huddle 
and brimming over with enthusiasm for the lines,” as 
George put it. Both so refreshingly cheerful and peppy 
as to give the impression that they had not heard about 
depression. We suspicioned that they had and that it but 
stimulated their efforts. Being fourth vice-president of 
the National Stationers Association, doubling for the com- 
pany’s loose leaf and bound lines in a wide territory and 
working out plans for the Old Stationers Home on Wol- 
cott Acres, Calif., George is stepping on the gas these days. 

Anyways, the interview put us still higher on our tiptoes 
and refired our determination to press forward. 

W. K. Walthers of the Findex Company, 1560 West 
Pierce street, Milwaukee, paid a visit to Office Appliances 
on December 1. 

W. C. Bieneman of the Valley City Desk Company, 
Grand Rapids, Mich., spent a few moments in this office 
on December 4. 

Roy C. Clarke, who represents the F. S. Webster Com- 
pany in the Northwest, making his headquarters at Minne- 
apolis, paid a visit to Office Appliances on December 21. 
Mr. Clarke is one of the men who puts the big O in Opti- 
mism. He believes in the power of intensive work to over- 
come difficult conditions, and practices what he believes. 
Mr. Clarke was on his way home, having departed from 
his territory on December 14 to visit the headquarters of 
the company at Cambridge, Mass., returning a week later. 
On this visit the general conditions were discussed and 
plans were made for the coming year. In his opinion, there 
are indications of growing business activity in the east, but 
there is not much change as yet in the northwest. 








Meetings--Conventions--Dinners 


Chicago Typewriter Dealers Hold Interesting 
Meeting 


On Tuesday evening, December 8, 1n the 


the Knickerbocker hotel, Chicago, a lively and interesting 
meeting was held following a fine dinner served through 
the courtesy of the Ames Supply Company, the Interna 
tional Typewriter Exchange, Keliable Typewriter and Add 
ing Machine Corporation and the Shipman-Ward Manu 
facturing Company This, it is said, was the best attended 
meeting that was ever held by the association. The dinner 
was exquisite and the surroundings were beautiful. Some 
interesting entertainment features constituted no small 
part of the pleasure of the evening 

After dinner, President Art Froehlich called the meeting 


ram from Ted Conger 
“My 
Association and best 
essful party on the eighth.” <A wire was 
H. Wood, president of the Na 


organiza 


to order, reading the following teles 
of ka. < 


regards to 


Smith and Corona Typwriters, Inc.: sincere 


all members of Chicago 


wishes for a ucs 


also read fron Lamont 


tional Association, congratulating the Chicago 


tion on the work that is being accomplished by the organ 


ization and by the president of the association, and extend 


ing best wishes. Following the reading of the telegrams, 


former President Frank Kline reported a conference h« 


had had with the Davis Store, where the machines in 
spected by him were good, average rebuilt typewriters 
The Davis Company is sympathetic toward the purposes 


of the association, but finds itself under the necessity of 


standing by its established policy which is, We will not be 
undersold 


J. P. Ward, Sr., and F., 
pointed to call on the Fair 


Kline were the committee ap 
and Davis stores. 

The committee on budget recommended that the duties 
from thos« 
without salary. P. | 


$5.00 a 


of treasurer be divorced of the secretary and 


that Mr. Kline bi 


Kinnisten has ag 


made treasurer 
rec d to 


n, duly se 


remain as secretary at 


month. On moti nded, it was so ordered 


President Froehlich asked for suggestions from all deal 
yr rentals, stating that 


Red Book at a 


ers on what is a fair minimum price f: 


somebody was going to advertise in the 


rate of $6.50 f three months. 
a letter was read by 
Smith and Corona Type 


Mr. This 


npany policy that appears to make for 


During the course ot! the meet 
Mr. Olson, local 


writers, Ir . riddressed to him by 


manager of L. ( 
Manning, 


letter outlined a cor 


the advancement of sound merchandising 
Realizing that the Smith-Corona mav seriously affect the 
Corona Four, the mpany prevents obsolescence by offer 


ing the Smith-Corona only in the tabulator model and the 


on-tabulat rn del 


unced that it had been decided to em 





FROEHLICH 


A. B 


silver room of 





MEETING OF THE CHICAGO TYPEWRITER DEALERS ASSOCIATION 


ploy a professional shopper to investigate complaints from 
members of unfair practices by any of the Chicago dealers. 
After some remarks by Mr. Wolle, manager of the port- 
able typewriter department of the Underwood Typewriter 
Company, and discussion between Mr. Froehlich and oth- 
meeting adjourned at 9:50 P. M 
- a 


Montreal Stationers Hold Annual Meeting 
meeting ol 


ers, the 


attended the annual 
of Montreal held at the Queen’s 
De cember 2 All 


Routine matters were first dis- 


Thirty-seven persons 
the Stationers Association 
hotel on Wednesday 


houses were represented. 


evening, member 


after which a motion was adopted to the effect 
closed 


posed of, 
that the English stationery 
the Saturday following Christmas, and the 
English houses would remain closed the Saturday follow- 
ing New Year’s. 

The report of the secretary-treasurer was read and ap- 
proved, after which the president annual 
report, in which he mentioned the Montreal bill; Mr. Gur- 


ney, H M. Sr 


houses would remain 


French and 


presented his 


commissioner meeting; Ottawa Asso- 


golf 


trade 


ciation; regional meeting; tournaments, cooperative 


buying and exchange of merchandise; cooperation on ten- 


ders: exchange on Canadian dollar; the sound financial 


position of the Association 
The president then called upon W. Ed 


ssed certain points 


Dawson, past 
regional governor, who stre as follows: 
\ regional governor should be appointed for terms of two 
j the necessity 


to three years to create continuity of work: 


of everyone supporting the new catalogue; due to coopera- 
Montreal dealers they are in a better position 


recular at- 


tion among 


than out of town stationers; the necessity of 
tendance at the weekly meetings to take care of the many 
weighty problems coming up; the advantages derived from 
closer cooperation between Toronto and Montreal associ- 
ations during the last year. 

The nominating 
chairman; O. W. Barwick and J. A 
for 1932 for Presi- 
H. Manning & Company; first 
Valiquette, Lib. Beauchemin, 


consisting of T. V. Bell, 
Guay, submitted the 


committee, 


slate of officers approval: 
Manning, O 


Antonio 


following 
dent, O. H. 


vice-president, 


Ltee.; second vice-president (pro-tem), George L. Dodds, 
G. L. Dodds; secretary-treasurer, L. A. Frederick, L. A. 
Frederick & Company Executive committee: R. L. 
Warner, Luckett Loose Leaf, Ltd.;: W. P. Crites, Crites 
& Riddell; Edouard Gariepy, Granger Freres, Limitee; W. 


Ed. Dawson, Dawson Brothers, Ltd.: Robert Fortier, 
Joseph Fortier, Ltd.; Thomas V. Bell, Thomas V. Bell, 
Ltd.; W. F. Dawson (ex-officio) Charles F. Dawson, Ltd. 


On motion, duly seconded, the report of the nominating 


(Turn to page 45, please) 











IN THE SILVER ROOM OF THE 


KNICKERBOCKER HOTEL, CHICAGO, DECEMBER 8, 1931 
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BUILDIN 


When work gets down to “hard-pan” 





y ‘| the Mimeograph does terrific execution. 


AUIS - : / A tool of the hour! It’s a builder, a 
OM Z = ¥! 
¥ | 


|| getter and a saver. Whatever must be 
| - 

duplicated speedily, whether written, 
drawn or typed, it turns out in clean-cut 


thousands every hour. For better build- 





ing—let our experts show you what it can 
do for you. » » Address A. B. Dick Company, 
Chicago—or see classified “phone directory. 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of The National Stationers Association 








OFFICERS: 


William E. Ward, New York, N. Y., president; Herman Price, New York, N. Y., first vice-president; Charles W. Heppner, 
Portland, Ore., second vice-president; Alfred ]. Mayer, Detroit, Mich., third vice-president; George Wolcott, Kansas City, Mo., 
fourth vice-president; Charles A. Stott, Washington, D. C., treasurer; Fletcher B. Gibbs, Oak Park, Ill., auditor: Charles P. 


Garvin, Washington, D. C., secretary-general manager. 


Regional Governors and Retail Directors 


Charles Marshall, 


No. 1 Elmer Pape, Adkins No. 4. 
Printing Company, New Ivan Allen-Marshall Com- 
Britain, Conn.; Arthur L. pany, Atlanta, Ga. 
King, Ward's, Boston, No. 5. Harry Koehn, Greg- 
Mass. ory, Mayer & Thom, De- 
troit, Mich.; Louis Busse, 
No. 2. H. A. Tompkins, Franklin Printing & En- 
Scrantom’s, Inc., Roches- raving Company, Toledo, 
ter, N. Y. hio. 
No. 6 August Hunn, H. 
No. 3 O. H. Spencer, H. West Company, Mil- 
Spencer Stationery Com waukee, Wis.; oO 


Stevens, Stevens, Maloney 
& Company, Chicago, III. 
No. 7. Jj. O. Davis, Miller- 
Davis Company, Minne- 


pany, Chester, Penna.; W. 
H. Brooks, Jr.. Wm. F 
Murphy's Sons Company, 
Philadelphia, Penna 


General Office and Information Bureau 





apolis, Minn.; H. S. Fall, 
{aps - Olson Company, 

inneapolis, Minn. Springs, 

No. 8. R. D. Latsch, No. 11. 

Latsch Bros., Inc., Lin- 
coln, Nebr.; W. E. Royse, 
Combe Printing Company, 
St. Joseph, Mo. No. 12. 


Printing & Stationery 
gompeny. Colorado 
olo. 


Charles W. Hepp- 
ner, J. K. Gill Company, 
Portland, Oregon. 


Harry Morgan, Sta- 


No. 9. Henry Dorsey, The tioners | Corporation, Los 
Dorsey Company, Ballas, Angeles, Calif. 
Tex.; W. Clegg, The No. 13. James Cook, James 
Clegg Company, San An- A. Cook & Son, Ltd., 
tonio, Tex. Toronto, Ont., Canada. 

No. 10. F. B. Robinson, No. 14. W. L. Jaques, 
Golden, Colo.; William Jaques & Company, New 
Mason, Jr., Out West York, Y. 


525 Investment Building, Washington, D. C. 


Place and Date of Next Annual Convention: New York City, June 6, 7, 8 and 9, 1932 


Manufacturers Division Executive Committee to 


Meet in January 

Executive Committee of the 
held at New York City in 
January. The meeting will be under the direction of Her 
National Stationers 


thirty-five 


The first meeting of the 


Manufacturers Division will be 
man Price, first vice-president of the 


Association Chis committee is composed of 


members of the Manufacturers Division, each one repr 
senting a different commodity 
National Association 


Mayer of the Greg 


The Executive Committee of the 
will meet at the Alfred J 
ory, Mayer & Thom Company, Detroit, third vice-president 
ot the National Stationers 


Same time 


Association, has been invited to 
be present 
A 


Northwest Travelers to Alternate Meetings Between 
Twin Cities 

Northwest Club 

meetings held alternately 


The present ofncers of the Travelers 


are convinced that the monthly 


in Minneapolis and St. Paul are very beneficial and con- 
structive. Members are requested to make it a point to 
attend these meetings. The next meeting will be held 
January 30 at 2:30 P. M. at the Hotel Lowry, St. Paul, 
this being the semi-annual meeting of the club 


meetings follow in order given, all at 7:30 
P.M February 26, Hotel Andrews, Minneapolis; March 
25, Hotel Saint Paul, St. Paul; April 29, Hotel Andrews, 
Minneapolis; May 27, Hotel Saint Paul, St. Paul; June 24, 


Che ensuing 


Hotel Andrews, Minneapolis 
This is printed for the convenience of traveling men 
in this field and should be copied in note book or diary. 


—— 
First Regional to Meet in February 
Regional District Number One 
will be Mass., on 1932, 


under the direction of Elmer Pape, regional governor. An 


The annual meeting of 
held at Springfield, February 3, 
interesting program is in course of preparation. 

On February | the retail stationers of Boston will hold 
a meeting at which the National Association officers will 
be present. On the evening of the same day the Boston 
Stationers Association will entertain the National officers 


and other guests at the annual banquet of the organization 


Date Fixed for National Stationers Annual 


Convention 
The big annual convention of the National Stationers 
Association will be held in New York City June 6, 7, 8 


and 9, 1932. A new feature of the convention will be a 
full day’s session for dealers alone and for manufacturers 
alone Che convention slogan will be, “A Better Stationery 
Business Through Better Distribution Methods.” 


> 


Winnipeg Stationers Meet 


Stationers Association of 


The annual meeting of the 
Canada, took place at the Carleton Club at 12:15 


The principal business of 


W innjpeg, 
P. M., Thursday, December 10. 
the meeting was the election of officers for the ensuing 
year. The following persons were unanimously elected: 
President, Charles Blanchard, Blanchard Stationery Com- 
pany, Ltd.; vice-president, H. Gregory, Gregory-Cartwright 
Stationers, Ltd.; secretary, C. V. Nobbs, Luckett Loose 
Leaf, Ltd.; treasurer, F. J. Dool, G. R. Bradley & Company. 

The retiring president, William Grange, expressed his 
him and then called 
Blanchard, 


appreciation of the support given 
upon the new president to take the chair. Mr 
after thanking the members for his election, gave them a 
brief talk on the benefits to be derived from association 
work, 
— ~~ 
New Orleans Stationers Meet 

The Stationers Association of New Orleans held its an- 
nual meeting at Alfred’s restaurant on Tuesday evening, 
December 8, and although the rainy, there 
was a good and representative attendance. A. W. Hyatt 
of A. W. Hyatt Stationery Manufacturing Company, Ltd., 


evening was 


was elected chairman of the executive committee. Vic 
Colomb of Palfrey-Rodd-Pursell Company, Ltd., was made 
vice-chairman, and J. Ogden Pierson of Dameron-Pierson 
Company, Ltd., was elected to the executive committee for 
three years. Later on the chairmen will appoint com- 
muittees. 

The association went on record as being in favor of clos- 
ing on Saturday following Christmas. 

The attendance prize was awarded to John Fischer of 


the Tropical Printing Company, Inc. 


Oncein a Blue Moon...sucha stir in 
the Typewriter Industry 


The STERLING MODEL 


SMITH CORONA 
with the 


COMPLETELY 
ENCLOSED DESIGN 


and 
FLOATING” AC LION 


NOISELESS SEGMENT SHIFT 








PIANO-KEY TOUCH 


SMOOTH RUNNING CARRIAGE 





NON-REBOUNDING TYPE BARS 
OT tt et o_o Lt a 2 o_O | eT 


L C SMITH & CORONA TYPEWRITERS INC 51 Madison Avenue, New York 
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WITHOUT HIGH PRESSURE 


Inside Prices, or Special Deals 


S our product is sold to the office furniture manufacturer, 
our contacts and relations with you, the actual retailers of leather 
upholstered office furniture, are necessarily limited. 

We wish sometimes that this were not so, in order that we 
could acquaint you with our sales and manufacturing policies. 

In the final analysis, Eagle-Ottawa leathers sell themselves on 
a basis of value received for cost—nothing else. We have a flat and 
uniform price list to the entire furniture industry. There are no 
special deals or contracts, no inside discounts, no favored customers. 

You may be assured that our leather on the chair made by one 
manufacturer was sold at exactly the same price as our leather of 
the same grade and finish on chairs of other manufacturers. 

This policy is not new. It has stood the test of time, as it is 
essentially fair—fair to, our direct customers, the manufacturers, 
and to our indirect customers, the office furniture dealers. 


EAGLE-OTTAWA LEATHER CO., Granp Haven, Micu. 
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NATIONAL 
TYPEWRITER AND OFFICE MACHINE 
DEALERS’ ASSOCIATION 


OFFICERS FOR 1931-392 
Lamont H. Wood, Midwest Typewriter Co., 500 Grand 
Ave., Kansas City, Mo., president; Earl M. Wynn, Wynn 
Typewriter & Supply Co., Kansas City, Mo., vice-presi- 
dent; John A.La Hiff, ].E. Albright & Co.,825 Broadway, 


New York City, secretary-treasurer. 
. = & 


Regional Directors 


Leo W. Adler, Cleveland Calculating writer Exchange, Indianapolis, Ind.; H. 
Co., Cleveland, Ohio; G. W. Boyce, E. Russell, Office Equipment Co., Des 
Boyce Typewriter Service, Dalles, Tex.) Moines, lowa, W. R. Shilling, Fort Pitt 
W. T. Comey, Thomas & Comey Type- Typewriter Co., Pittsburgh, Penna.; E. R. 
writers, Ltd., Toronto, Can.; George N. Spencer, Builclo Typewriter Enchense, 
Hammond, Geo. N. Hammond Type- 

writer Co., Secremento, Collf., R. E. Buffalo, N. Y.; Mrs. Jessie |. Taylor, 
Huffman, Huffman TypewriterCo., Aber- Globe Typewriter Co., New York City, 
deen, S. D.; W. G. King, King Type- Vance W. Tilley, Lebanon, Tenn. 


A Message from Lamont H. Wood 

Under date of December 19, Lamont H. Wood, presi- 
dent of the National Typewriter and Office Machine Deal- 
ers Association, sent the following message to members: 

We have just closed one of the most difficult years in 
the history of the typewriter business—a year which has 
caused the country as a whole to face problems that have 
not heretofore confronted it. The recession of business 
has been felt by every concern, large or small. The type- 
writer business has not been immune to these difficulties 
but these problems have been worked out by the con- 
structive program now in force to a point where dealers 
should be greatly benefited. The action taken should 
enable dealers to increase their business. I believe that 
under the program now in progress, we shall find even- 
tually that list prices will be maintained on portable type- 
writers, for the manufacturers as shown by their activities 
at the last convention realize the importance of the prob- 
lems confronting dealers and stand ready to aid them in 
every way possible. It is now up to the dealers to back 
the manufacturers in the work of advancing the idea of 
proper profits in business. 

At the last convention in New York, more time was 
given to business than at any previous convention, dealers 
and manufacturers seeming vitally interested in the prob- 
lems discussed. I am sure it is the intention of the mem- 
bers of our National Association to eliminate unfair 
competition wherever possible and to raise the morale of 
the industry to a point where the public will receive fair 
treatment and one hundred per cent value for every dollar 
spent. In this way the good will of every dealer in each 
community will be built up. 

I believe that one of the most important things dealers 
should undertake is formation of local associations in the 
different communities. Such associations make friends out 
of competitors and tend to produce harmony in place of 
discord. In two of the largest cities in the country, such 
associations are functioning happily and have practically 
eliminated unfair competition. By following out this ex- 
ample, every dealer will obtain a proper return for his 
efforts and the capital invested. The officers of the Na- 
tional Association will be glad to furnish any information 
possible regarding the formation of local associations. 

With the beginning of the New Year, we find the used 
machine market in an entirely different condition than 
it has been for a long time. The used machine business 
is now on a much higher grade and better prices are ob- 
tainable so that the dealer is in a position to serve the 
public more satisfactorily to all concerned 

The dealer should inaugurate new sales plans, improve 
the appearance of his store, his windows and his premises 
generally. Attractive merchandise attractively shown 
makes profitable sales easier. Because a man deals in 
used machines is no reason why he should neglect the 
appearance of his store. He cannot do so and survive in 
the age in which we are living. 

The manufacturers furnish all with 


dealers at times 
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No. 1667 Desk—The Canterbury 


START 1932 
RIGHT... 
WITH IMPERIAL! 


.. + this modern line will bring you 
steady volume, year-round profits 


Now — at the outset of a New Year — stop a 
moment — and consider! 
Have you sold the volume of office furniture 
during the past twelve months that you should 
have sold? 
Have your sales for the year been entirely satis- 
factory? 
Compare your present set-up with the triple 
profits that IMPERIAL Dealers enjoy: 
- in dollars and cents because every desk, 
every suite in the broad, comprehensive IM- 
PERIAL Line is priced to yield a dependable 
profit for the dealer; 
- . + in satisfied customers — because the IM- 
PERIAL combination of approved styling, fine 
materials and careful workmanship makes for 
sturdy durability and practical service; and 
- - - inincreased patronage — because IMPERIAL 
office furniture enforces the dealer's prestige with 
the reputation of an old, established line. 
Here you will find an alert factory connection 
— awake to the demands of 1932 customers — 
ready to fill all of your requirements as to qual- 
ity and profit possibilities from a line that 
represents maximum value in every price class. 


Will you get in touch with us for details? 





IMPERIAL DESK COMPANY 
EVANSVILLE** INDIANA 
PERT te eC eR ee 








_~ 

















Here isa Real Line 


of Real Sponge Rubber 


CHA 


CUSHIONS 
BY ““SUNRUCO”’ 


EXECUTIVE 


Velour Cover 


DURO-COMFO 


Leatherwove Cover 


CORDUROY 


Corduroy Cover 


UNIVERSAL 


Velour Cover 


FELT 


Fluted Felt Cover... 


ECONOMY 


Autocloth Cover 


SNUGFIT 


Felt Cover ....... 


SANI-SNUGFIT 


Rubber Cover 


—_ 


— 


te 


Sizes 


Size 


Sizes 


Sizes 


Sizes 


Sizes 


Sizes 


Sizes 


A size for every chair! 


4 


4 


2 


Colors 


Colors 


Colors 


Colors 


Colors 


Colors 


Colors 


Color 


A color for every taste! 


A price for every purse! 


Sponge Rubber Chair Cushions were first Orig- 


inated, Designed and Produced by “SUNRUCO.” 


The “SUNRUCO” mark of Identification is your 
Guarantee of the best that can be made. 


“SUNRUCO” CREATE S—others 


We are now in position to distribute our 
new cataleg showing all “SUNRUCO” rub- 
ber office specialties. If your copy has not 
arrived, a note on your letterhead will 


bring it. 


The Sun Rubber Company 


Imitate. 


Barberton, Ohio, U. S. A. 
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beautiful illustrations for decoration and display and it 
seems to me there never was a time when both manu- 
facturers and dealers had a better opportunity to work 
harmoniously than at present. I feel that the manufac- 
turers as a whole should be complimented upon the stand 
they have taken because there is no question that they are 
giving the public today the best merchandise possible to 
be had under the present state of invention. New models 
in portable typewriters and in other typewriters have been 
created in the past few months that are no less than master- 
pieces. On such merchandise no dealer should hesitate to 
get list price at all times. 

Our next convention will meet in Toronto and the 


officers of the organization are now working on plans 
which will result, it is hoped, in the most successful con- 
vention ever held Every member of the organization 
should be interested in this event and all who can come 
should do so 


N. Y. Typewriter and Adding Machine Dealers 

The New York Typewriter and Adding Machine Dealers 
Association held its regular monthly meeting at the Aber- 
deen Club, New York City, on Monday evening, Decem- 
ber 14. The meeting was lively and interesting 

Henry Simler of the American Writing Machine Com- 
pany was among those present and was called on for some 
remarks. He sketched briefly some of the achievements 
of the associations in various cities in the United States. 
The progress he reported from other associations undoubt- 
edly stirred the New Yorkers to renewed efforts. The 
speaker complimented the New York Association on the 
results it had been able to bring about and in closing said 
that the work now in hand certainly reflects credit on the 
entire industry 

W. J. Montgomery of the Royal Typewriter Company, 
Inc., presented a definite statement of the company’s dealer 
policy on portable typewriters. He made this statement 
on account of the publishing and distribution of informa- 
tion by other typewriter companies regarding their new 
policies on discounts for portable typewriters. The dif- 
ferent companies acting individually, have decided to sell 
to no one for less than $60 per machine except where con- 
tracts are existent at the present. Mr. Montgomery said 
that the Royal Typewriter Company never had any such 
contracts on portables, having always operated through 
dealers giving the proper discounts and depending upon 
them solely for support. 

The nominating committee reported, naming the present 
officers of the association, namely, Louis Neuberger, presi- 
dent; J. J. Cohen, vice-president; William Albright, secre- 


tary and treasurer. 


—_ > — 
New York Typewriter Men Organize New Club 
Members of the New York Typewriter and Office Ma- 
chine Dealers Association at their last meeting organized 
the Whoopee Club with Theodore Sheaffer of the United 
Typewriter Company, president, and Pete Carroll, treas- 
urer. This special group of dealers will deposit with the 
treasurer at least $10 per month until next August to assure 
themselves of sufficient financial backing to travel to and 
enjoy the next convention 
W. T. Corney of the New York Association is ever 
ready to help members. Recently he recovered a type- 
writer sold by the Broadway Typewriter Company of 
New York, at whose request he resold the machine at 
$45.00 
a 
Washington Typewriter Dealers Organize 
On December 10, the local typewriter dealers of Wash- 
ington, D. C., held a meeting and organized themselves 


under the name, Washington Typewriter Dealers Associa- 


tion 

Information concerning this new association may be 
had from C. E. Bush of the General Typewriter Company, 
740 Fourteenth street, N. W., Washington, D. C. 
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Some P opular Exclusive JACLIN Products 





B & H Frozen Wire Staples packed 5M to the box. Guaranteed 
to fit Bostitch, Star, Hotchkiss 1A and 2A and other similar 
machines. 





Cutter Punch. for punching slots for round head 
and flat head paper fasteners. Length. 5 inches. 
Capacity, 4 inch. Exceptional value. Imported. 





/ The Cub Gummed 
Tape Sealer introduces 
; @ novel features that 








colors—blue, green, red and black—with 
l-inch tape to match. Easily loaded, simple 
im operation. Rubber feet. 


make quick sales. A practical, inexpensive 
desk gummed tape disp dapted for 
7 i office, home or store use. In four attractive 


Direct View Nete Book 
Stand. Simple, practical, 
sitive and economical. 


No. 1 No. 2 lliminates strain and fa- 
tigue of operator in copying 
Guaranteed Eyelets made of solid brass for Chal- notes. A very popular seller. 
lenge, Gem and Peerless Eyeletters. In two sizes. 
Standard packings. 











eee Ssh 








Hermetos Reservoir-Moistener. A 
fast-selling, practical aluminum moist- 








r . Po i i uses 
You can add to to flow: ‘out when pressing rubber 
° ‘0 i . Superfi 
yo ur margin of sucked up. | Hermetically Closed and 
‘1 me eakproof when not in use. an 
iat Seiten tatiana profit by buying closed like a bottle. | Attractive colors 
Fit flat and snug, taking up little if any addi- vour stocks from -one dozen to the display carton. ‘ 

- tional space. Compressor binds the papers ‘ : 2 
7 securely. Prongs 1% inches long—distance J ACLIN. Our ex- 


between prongs, 2°, inches. 
P 4 


perienced and in- 
telligent service 
will save you time 
and money. Write 


for our complete Parrot Eyelet Punch, a high grade Eyelet 


ats " r P h for ligh h duty. Adjustabl 
catalog. Try us pom A SA eR 





| 
. | . today. eyelets. An active seller. 
e 
: fi FL 
rf . - - pe No. 1 No. 2 No. 3 
e- Imported Cash Boxes in 3-inch, 4-inch, 5-inch Long Med. Short 
and 6-inch sizes. The 3-inch and 4-inch sizes Solid Head Thumb Tacks in */¢, %, 
of supplied with slots to be used for savings As. %. %e, and %& in. sizes. Fin- Parrot Eyelets of good solid brass to fit Parrot, 
. banks, etc. 5-inch and 6-inch boxes supplied ished in nickel plate or brass. Triumph, Wunaxion, Solihed Eyeletters. In 
at with or without tills. Handy for petty cash Packed 100 to a box, 10 boxes to a three sizes. Packed in boxes of 250 each. 
and stamp boxes. carton. Cartons contain 12 boxes. A steady seller. 


JACLIN STATIONERY CO. 


es WHOLESALE STATIONERS 
388 Broadway 
= | NEW YORK, N. Y. 
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center your selling on this 


INDIANA DESK 


Impressive in finish, cabinet work, propor- 
tions and general design, outstanding in 
service and convenience features, this No. 
1813 desk is over again worth its cost in any 
man’s money. No greater sales value in a 
turned leg desk has ever been offered. 
Pedestal typewriter desk No. 1893 and table 
No. 1860 match this design. You'll be 
interested in the construction details of 
this series, the layout of space for work 
and storage, ready response of moving 
parts, positive locking device, etc. Descrip- 
tion of this series and of the full line of 
Indiana Desks will be sent you with our 
catalog, on request. 


Our location is advantageous to many 
markets in the matter of freight rates and 


deliveries. Pool cars, including shipments 
of New Indiana Chairs afford a further re- 
duction of cost. You need to examine every 
expense; let us submit figures. 


INDIANA DESK COMPANY 
JASPER BC YH INDIANA 





JANUARY, 1932 


(Montreal Stationers—Continued from page 36) 
committee was adopted and the secretary was instructed 


to cast one ballot for the nominees as the unanimous 
choice of the association. 
The retiring president, William F. Dawson, then called 


upon the new president, O. H. Manning, to take the chair. 
Mr. Manning thanked the members for his election and 
stated that he would do everything possible to further the 
interests of the association. 

T. V. Bell gave a comprehensive talk on the benefits to 
be derived through association support and voiced a strong 
appeal to all members to give this support during the 
coming 


The 


year. 
meeting adjourned at 8:20 P. M. 


—— >” 
Southern California Carbon and Ribbon Dealers 


Association 
An enthusiastic meeting of the Carbon and Ribbon Deal- 
s Association of Southern California was held December 
City Club banquet room of Los The 
secretary says that “believe it or not,” owing to an excess 
accumulation of the association’s the 
dinner was a super deluxe affair and the turn-out was one 


2 in the Angeles. 


funds in treasury, 
hundred per cent 

The meeting was opened by the president, Mr. Silbert- 
A general discussion was carried out relative to ad- 
methods, taking on the nature of a debate be- 
tween Mr. Heck and Mr. Andre, both managers of promi- 
local carbon paper houses. It unanimously 
agreed that the essence of successful advertising, as it 
applies to the local carbon situation, is originality and that 
each member to “out-originate” the other. 
a comprehensive talk on Manufacturing 


son. 
vertising 


nent was 


it is up to 
Mr. Bland gave 
Costs. 
Mr. Ruff presented some enlightening thoughts on Solv- 
Problem, especially in the matter of 
but unfamiliar 


ing the Salesmen 
training men experienced in other brands, 
with his own line. 

Mr. Wilson of Panama fame spoke on the Possibility 
of Increasing the Association’s Membership in 1932. He 
also brought up the matter of improving the quality of 
carbon papers usually submitted on bids. 

Mr. Dollard also spoke and was followed by Mr. Eccle- 
stone, who promised to be the speaker of the day at the 
January meeting. 

Entertainment was furnished by Carbon 
Crooners, composed of the whole membership and led by 
Mr. McCall. He promised to bring the ukulele to the next 
meeting. It is planned to draft Mr. Bland with his banjo 
and Messrs. Heck and Wilson with their guitars and thus 
to produce a stringed instrument quartette. 

Members of the association expressed themselves as 
optimistic over the future and voiced the belief that the 
present steady improvement will continue throughout 1932. 

Local purchasing agents were complimented on their 
ability to judge quality and their fairness in buying sup- 
plies. 

The next 
the first Thursday 


the famous 


meeting of the association will be held on 
of the New Year. 
————— 
Chicago Office Appliance Managers Add New 
Members 
The regular monthly meeting of the Office Appliance 
Managers Association of Chicago was held at the Hamil- 
ton Club December 1, 1931. After an excellent dinner the 
meeting was called to order by President C. E, Cyphers, 
who extended a welcome to the new members present, 
A. Lang of the Triner Scale & Manufacturing Company 
and C. W. Campbell of The Todd Company. 
Each member present (only five were absent) reported 
on the types and classes of business that had indicated 














Will Mean Bigger 
Sales, Better Profits 
for YOU Also 


HE pee pe reproduced above is proof of the 
I selling and profit-making value of LIBERTY Boxes. 


They do sell. This is the second full car ship 
the Stationers Corporation within 12 months, in addition 
to numerous L. C. L. shipments. Here are the reasons 
why it pays to push LIBERTY Boxes. 


ee have patented advantages. In 

quality, construction and service they 
as ee question unequalled in the 
field. 


2 Users prefer them. Many tests have 
been made by large firms and banks. 
LIBERTY Boxes won hands down. 


3 They repeat splendidly. The first user of 

LIBERTY Boxes is still, after 14 years, an 
enthusiastic customer. Repeat orders 
from customers come regularly. 


foo 


re (COLLAPSIBLE) 


Wace BOY 





4 They are nationally advertised. Educa- 
tional advertising is carried constantly 
in leading bank and business journals. 


5 Full sales cooperation is given. This 

includes prompt shipping service and 
sales helps of all kinds, direct inquiries 
and orders turned over to nearest dealers. 
Discounts satisfactory. 


TRANSFER Demand 
Period Now at the Peak 


LIBERTY Boxes are steady sellers all the 
year. The year-end transfer period, however, 
brings peak sales. User demands are 
greatest—prospects can be sold easier—at 
this time. We suggest that every LIBERTY 
Box user and prospect on your list be called 
on—if such has not already been done—at 
once. 


Rated dealers not handling LIBERTY Boxes are invited to 
write for information. We have a real proposition to offer. 





BANKERS BOX COMPANY, INC. 
536-538 S. Clark St., Chicago, Ill. OA-1-32 


Please send your proposition to rated dealers and - Sqpmeties regarding 
the money making possibilities of “the LIBERTY 1 


© Check here if you want a sample LIBERTY Box. 


Address... . 


Attention of 
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Three of the Hundred 
Quick-Selling POLAR 


, Office Items , 





Above: 4-piece Executive set, high lighted walnut, brown top grain 

leather, with 20x34-inch pad $28.00, with 24x38-inch ped, $32.00. 

— The President Desk Pad, oak leaf tenets the finest in character 
and craftsmanship. 24x38 inches, $25.00 





New items of character and beauty .. . 


filling some especial need . perhaps one 
that could not be filled anywhere else. 
The Polar catalog is intensely interesting 
because of the unique variety of articles 
therein illustrated and described. 


Send for your copy. 
POLAR Mc. Co. 


Terminal Commerce Bldg. 
401 N. Broad St., Philadelphia, Pa. 


Genuine Battleship Linoleum Tops: op 
thicknesses, felt or burlap beck. Stoc 

sizes from 42230 & to 72538, also double 
desk and special sizes. ‘Full details in- 
cluding prices in the Polar catalog. 
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The clas- 


activity through recent purchases of equipment. 
After 


sification roster proved interesting and valuable. 
the reports were given a committee was appointed to sort 
the many classifications into a smaller group of types or 
divisions of general business that would generally cover 
the sales field reached by members of the association. 

The meeting closed following the announcement of two 
questions suggested for discussion at the next meeting. 
These questions are “How to get salesmen to bring in 
orders the first part of the month instead of the last” and 
“How can the statement ‘we are not 
making capital investments now.’ 

5 

Chicago Typewriter Dealers Association, Inc. 

will 


salesmen overcome 


The Chicago Typewriter Dealers Association, Inc., 
hold its first meeting of 1932 on Tuesday evening, Janu 
ary 12, at the Medinah club at 6:30 P. M. under the auspices 
of the Underwood Typewriter Company. Jack Wolle, 
sales manager of the portable typewriter division, will be 
present and is sure of a hearty welcome. This will be an 
Underwood evening, are told, and Mr. Wolle will be 
given every opportunity to meet and talk with dealers and 
to discuss with them the problems of the manufacturer as 
of the dealer. 
meeting of January 
of the association 

William Claussing of the 
has offered the use 
for the meeting. Another representative group of 
dealers will be invited to be present at this 
These dealers are members of the association who did not 
to be the first of this series 


we 


as those 
the 


officers 


well 
intention 


on 


is the 


he a 
to hold 


Prior to 
of the 
other 
Typewriter Company, 


conference 
International 
of his private 


matters. 


offices 
conference. 
have opportunity present at 
of conferences 

On Tuesday, December the 
ine pleasure of a visit from Lamont H. Wood, president of 
the National Typewriter and Office Machine Dealers As- 
sociation. His stay was brief and it was impossible for 
him to meet all the members personally. He has prom- 
ised, however, to attend one of the meetings of the Chicago 
association at an early date. During his visit recently he 
was present at a meeting to which were invited the local 
portable department representatives of the manufacturers. 
The specific purpose of the meeting was to obtain an an- 
swer to the question, is a typewriter dealer. This 
question will be discussed at an early meeting of the organ- 


7? 


association had the genu- 


who 


ization 


Mid-West Travelers Hold Special Meeting 
At a special meeting of the Mid-West Travelers Club 
December 5, all officers except one were pres- 
seating capacity of the headquarters 
Mo., was filled. An interesting busi- 
ness meeting was held, lasting from 1:30 to 4:45. Pres- 
ident Stempel presided. After the reading of financial re- 
an estimate was made of the 1932 collections 


on Saturday, 
ent and the entire 
office at Kansas City, 


ports, etc., 
in order to appoint a budgeting committee for the conven- 
tion to be held in Wichita in March, 1932. The following 
committees were appointed: 

Chairman, E. J. Mitchell, Levison & 


Entertainment: 


Blythe Manufacturing Company, St. Louis, Mo.; W. H. 
Buhler, W. A. Sheaffer Pen Company, Wichita, Kas.; 
W.W. Zaring, Art Metal Construction Company, Kansas 
City, Mo.; M. J. Aker, Wilson-Jones Company, Kansas 
City, Mo.; W. H. Palmer, Boorum-Pease Company, Kan- 
sas City, Mo. After considerable discussion, it was decided 


to allot this committee $200 for the of entertain- 
Wichita convention, and to suggest that this 


and music for the 


purpose 
ment at the 
entertainment be in the form of a show 


banquet 


Attendance: Chairman, O. E. Hug, F. S. Webster Com- 
pany, Omaha, Neb.; P. F. McLaughlin, St. Joseph, Mo.; 
A. T. Meyers, Conklin Pen Company, Kansas City, Mo. 
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The NEW 


CTOR ELECTRIC 


MACHINE 


ADDING ° LISTING - SUBTRACTING » CALCULATING 











Fast As 
Lightning 






























Wie new electric and hand driven models, 
featuring complete one-hand control, are added 
to Victor's present line. 


With all feature keys on the right-hand side, 
the depression of any one automatically com- 
pletes the operation without touching the motor 
bar which is used only in addition. 


The new six inch carriage, featuring a paper release, 
handles conveniently all standard rolls of paper. 





Victor's Universal Motor, entirely encased, plugs 
into any electric socket, and stops after each 
operation. 


With direct subtraction on power models, in- 
cluding all previous features, Victor continues to 
offer the most in adding machine efficiency. 


Victor Adding Machine Co. 


3900 North Rockwell Street, Chicago 
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ON SAI€S 
ries --with Terrell Storage Cabinets 


and Insert Sections + «+ -« 


VERY Terrell Storage cabinet sold is 
an opportunity for an additional 
profit. Terrell dealers are finding it 

doubly profitable to carry a complete 
stock of Terrell Insert Sections. 










Note the neat and 


orderly ippearance 

when Terrell Insert 

Sections ire used — — . 9 

with Terrell Cab [he well known Terrell line of storage 







inets 


cabinets illustrated here has long been the 
standard for this type of equipment— 
With the new line of Terrell Insert Sec- 


tions dealer sales possibilities are greater 





than ever before. 





Through the use of Ter 
rell Insert Sections cabi 


nets may be adapted for F ; : : i 
oa oS Comparison will quickly establish Terrell 
kind of material or rec- ‘5 Z P ° eas 
ord. The utility of the superiority on any basis. Twofold utility 
cabine ., may be more than - - - 
doublec . . 

and a cabinet for every purpose clinches 


All manner of combina 


tions may be formed or son 
sections may be used in the advantage Terrell dealers have over 
separate stacks or individ 

ua ll — j isi le o oO side . . ° 

—_ their keenest competition. 


A FEW OF THE TERRELL STORAGE CABINET INSERTS 


No. 
No. 183 o. 80 
No. 186 No. 185 For economical and practical storage 





High Quality ten drawer card file taking : . . 
ma 8 . a . Three document drawers Convenient legal or letter of blueprints, tracings, etc. Contents 
. » 26 _ . ; Za” : 
3xs cards. Drawers are 15” deep. with compressor for filing of file unit. Side fillers reduce protected by hood. 3114 wide, 
important records. to letter size. 134” high, 1542” deep. 





/ TERRELL DIVISION. - 
METAL OFFICE FURNITURE co. 


GRAND RAPIDS, MICHIGAN 
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The purpose of this committee is to work out novel ways 
and means, working independent of all other committees, 
for the purpose of increasing the attendance at the Wichita 
meeting, and a special effort to make the attendance of 
dealers’ wives as large as possible. It was brought out 
that several manufacturers would be willing to offer prizes 
for this purpose. This committee was given a budget of 
$25 to put up as one of the prizes. 

Arrangements: Chairman, W. R. Braden, Stationers 
Loose Leaf Company, Kansas City, Mo.; P. F. McLaugh- 
lin, St. Joseph, Mo.; A. T. Meyers, The Conklin Pen Com- 
pany, Kansas City, Mo.; W. W. Zaring, Art Metal Con- 
struction Company, Kansas City, Mo. 

This last named committee was given a budget of $100 
for the purpose of making whatever arrangements they saw 
fit for the comfort and care of dealers and their wives at- 
tending the convention, including free parking for the 
dealers who drive to Wichita, favors and flowers for the 
ladies attending the convention. 

The meeting went on record as being not in favor of 
holding the banquet on the last night of the convention 
because so many of the people attending go home the last 
afternoon during the golf tournament. The banquet should 
be held at the night of the first day. 

The question as to whether the Mid-West Travelers 
should support the Kansas Book Dealers Association was 
referred to Messrs. Stempel and Moore for future consid- 
eration. 

After the completion of routine labors and discussion 
of future business, the meeting adjourned. 

> 
Cleveland Typewriter Dealers Meet 

The regular monthly meeting of the Cleveland Type- 
writer and Adding Machine Dealers Association was held 
at the rooms of the Typewriter and Supply Co., 1006 
Superior Avenue. L, Pierce, vice-president of the organ- 
ization, presided in the absence of President Leo Adler. 
In the past the association has been holding its meetings 
preceded by a dinner at one of the downtown hotels, but 
the new arrangement of meeting at the office of one of 
the members and holding a short business session is meet- 
ing with unanimous favor. 

The December meeting was outstanding because 99 per 
cent of the trade were represented, including three new 
members. There was a spirit of cordiality shown among 
all present that was very gratifying. With business condi- 
tions as they are members realize that the fullest coopera- 
tion is to their best advantage. 

There was a lively discussion of misrepresentation in 
advertising the point being made that the featuring of 
cheap machines in advertising and low rental rates did 
more harm than good. In order to put the business on a 
higher plane it was decided that the Federal Trades Com- 
mission’s idea of what constitutes a first class overhaul 
job should be followed and that this rating should be 
mentioned on the invoice as conforming to it. 

Other topics of trade interest took up the rest of the 
evening and at the January meeting there will be an elec- 
tion of officers for the ensuing year.—A. E. D. 

a 
Stationers Square Club Elects Officers 

The annual meeting of the Stationers Square Club of 
New York City was held on Thursday, December 17. There 
was a good attendance. 

The following officers were elected for 1932: President, 
Irving M. Levy; first vice-president, Donald McLeod; 
second vice-president, Leo Wertheimer; treasurer, A. I. 
Goldberg; assistant treasurer, R. M. Woolford; secretary, 
Mortimer Libien; assistant secretary, George Nicklaus. 

Mr. Levy, the new president, is connected with the Art 
Steel Company of New York. He is a man greatly liked 








Answering the 


1932 Demand for . . . 


PRICE DOWN 
QUALITY UP 


We lead the way with an entirely new 
and improved line of 











Expanding Files 








All popular sizes and indexing, and 
three out-standing qualities. 


LOTHSTOK A handsome 
brown cloth 
that eliminates soilure and gives dig- 
nified appearance. All sizes with deep 
flap. 


The familiar 
FTBERSTOK yi. without 
flap. Many superior construction fea- 


tures, but priced to please your cus- 
tomer. 


Dinca A sturdy in- 
KRAFS1 OK dexed file (with 
flap) for the buyer who wants service 
and can pay but a little. 


A Sample Assortment 


has been prepared including all grades, to 
start making sales in your store. For a total 
of 30 files, list price is $54.50 and the dis- 
count to dealers provides a real profit. 


NATIONAL FIBERSTOK 
ENVELOPE Co. 


129 Moyer St. 54 W. Lake St. 
Philadelphia, Chicago, 
Penna. Til. 











FEATURE 

ACCO FASTENERS 
INDISPENSABLE AT 
FILE TRANSFER TIME! 


UNDREDS of thousands of 

ACCO FASTENERS will 
be bought and used for this re- 
filing, in ordinary Manila 
Folders, in the more efficient 
and more serviceable ACCO 
BINDER FOLDERS and in 
ACCO BINDER COVERS for 
transferred loose leaf records. ACCO 
FASTENERS are filed away with the 
papers they bind when the file becomes 
inactive. There is always a steady call 
for more Fasteners. This increasing repeat 
business comes without any extra effort 
on your part and every type of folder you 
sell can use an Acco Fastener to bind its 
contents tightly and safely. Fastener- 
bound papers cannot mix or slip out 
filing inaccuracy and loss become impossible. As 
many papers as desired can be bound with ACCO 
FASTENERS. When ready for transfer they can 
be filed away intact—just as they are—a complete, 
indexed record of every business transaction. 

















New and attractive dealer helps are available to 
reliable dealers to make this year’s file transfer time 
a profit-harvest time. Write on your letterhead for 
sample and interesting and profitable information. 


ACCO PRODUCTS, INC. 
39th Ave. and 24th St. Long Island City, N. Y. 


CANADA EUROPE 

Acco Canadian Co., Lid Acco Company, Ltd., 
454 King St.., 18 Whitefriars St., 
W. Toronto London, E.C. 4 








DEALERS! 
ACCO EZEON 


PAPER CLIPS 


ACCO EZEON 
PAPER CLIPS 
powerful yet smooth 
sliding, never tear 


A Special Transfer- 
Time Proposition 


Wake your own binder 
folders—make big profils 

eliminate direct-selling 
compelilors—by using the 
new 4CCO Fastener 
Machine for attaching 


specially designed ACCO F even the thinnest of 
FASTENERS to manila , papers even though 
folders taken from your they grip tena 


own stock Write for con 
fidential information! 


ciously at THREE 
points of contact. 
I sed over and over 
again and bought 
by the millions! 


ACCO FASTENERS 


ACCO PUNCHES ACCO BINDER FOLDERS 


For Transfer Time Profits 
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for his attractive personality and admired for his ability 


as an executive 
received the 


Nitschke, 


his efficient work as « 


[he retiring president, George 


thanks of the club for ief executive 


du::ng the past year. 


The regular January meeting of the Stationers Square 


Club will be held on Thursday, January 21, at the Level 
Club in New York City. 
(More Meetings and Dinners News on page 141) 
a 


“The House That Stamps Built” 


The aftermath of the fire which, on the night of Janu- 
ary 27, last, destroyed the 
Company, on Fulton street, Elizabeth, N. J., is a new 


one block below the former plant. 


plant of the Fulton Specialty 
fac- 
on the street 
The new factory, recently occupied, is much larger than 


known device to 


tory Same 


the old one and is equipped with every 
facilitate the production and distribution of rubber dating 
stamps and kindred items, such as rubber stamp toys and 
games, printing sets for offices and factories, stamp pads, 





ai 


COMPANY, 





THE FULTON SPECIALTY 
ELIZABETH, N. J 


NEW FACTORY OF 


Production in the new factory on a 
last fall. 


Henry Schmidt, 


sign markers, etc. 
larger scale than formerly was started late 

The company was founded in 1892 by 
taking its name, the Fulton Company, trom 
in New York City, on which the new concern was located 
Che grew, and taken on 
Franklin street. After a time these also became inadequate 


and a factory was selected in Elizabeth, N. J., by 


Fulton street, 


business larger premises were 
a singu- 
lar coincidence located on Fulton street. 

Owing to ill health Mr. Schmidt sold his interests to E. 
White. Mr 
Tavernier became sales manager of the Fulton Specialty 
Mr. White, who 
associated with Mr. Underwood in the glass 
became vice-president, and Mr. Underwood president and 


Roger Underwood, Louis Tavernier and R. G 
Company; had been for a number of years 
business, 
treasurer. Under the able guidance of this trio of experi- 
enced men the company has continued to expand the scope 
of its activities and to enlarge its capacity to meet the 


growing demand for its products. 


~~ 
Mimeograph Dealers for North Carolina 
Winston-Salem, N. C., have been 
state of North 
ympany. The new distribu- 
field, and 


Gray & Creech, Inc., 
Mimeograph dealers for the 
A. B. Dick C 


established in their 


appointed 
Carolina by the 
organized to 


tors are well 


give exceptional service to Mimeograph users 
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Prepare Now for the New M. & V. 


DISPLAY CONTEST 


$150.00 Offered Stationers in 9 Prizes 
to Be Awarded March 1, 1932, for the 
BEST COMPLETE 


MERCHANDISING WINDOWS 


appearing for at least one continuous week between January 4th and February 27th, 
1932, and featuring exclusively Typewriter Ribbons, Carbon Papers and other supplies 


made by Mittag & Volger, Inc., Park Ridge, N. J. 
Dealers in each territory group listed below, compete for separate prizes, as follows, viz:— 


First Prize Second Prize Third Prize 
for Best Display for seeond choice for third choice 


$25.00 $15.00 $10.00 


$3.00 will also be paid for all accepted photographs not qualifying for a prize. 
TERRITORY GROUPS 


Group ‘‘A’’—Eastern and Central Western territories comprising New England States, New York, New 
Jersey, Pennsylvania, Ohio, Kentucky, Indiana, Illinois, Wisconsin, Michigan, Minnesota, 
Nebraska, Kansas, Missouri, Iowa, North Dakota, South Dakota. 


Group “‘B’’—Southern territories comprising States of Maryland, Delaware, Virginia, West Virginia, 
North Carolina, South Carolina, Georgia, Florida, Alabama, Mississippi, Louisiana, Arkan- 
sas, Tennessee, Texas, Oklahoma. 


Group “‘C’’—Pacifiec Coast territories comprising States of California, Oregon, Washington, Idaho, Utah, 
Nevada, Colorado, New Mexico, Arizona, Wyoming and Montana. 


All Prizes Payable in Cash on March 10, 1932 


Photographs of store windows with a complete display of Mittag & Volger typewriter supplies should 
be mailed to reach Contest Manager, Park Ridge, N. J., on or before March 1, 1932. Each photograph to 


t, be plainly marked on the back with name and address of dealer and dates that display was exhibited. All pho- 
d. tographs will be placed in proper Group before being submitted to Judges. 

mm E. M. BEST, Pres. Business Equipment Publishing Co. 

te JUDGES: C.H. EVERLY, Vice Pres. The Office Appliance Co. 

ad T. V. MURPHY, Editor Geyer’s Stationer 


(1) Attention Value of complete Display as installed 


» . " * 
E. Points of Merit (2) Originality and ingenuity of setup and special trim material used 
ir. to be specially con- (3) Method of featuring “M&V” trade-marked packages 
ty sidered by Judges (4) Link-up of Display to individual requirements of each office illus- 


rs trating that “M&V” materials give Best Results and Greatest Service 


Write for additional information and a 7-unit Merchandising Window Display, with bright colors and 
a pretty girl, which is supplied free and will greatly assist contestants to prepare a distinctive display. 


; his contest is restricted to those stationers who had MITTAG & VOLGER Typewriter Ribbons, Carbon Papers and 
pe other supplies in stock or on order at the time of the first announcement dated Dec. 1, 1931 of the contest. 


MITTAG & VOLGER, Ince. 


Principal Office and Factories: PARK RIDGE, N. J. 
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Showing desk with eight trays for 8” x 6” cards, 
and transfer unit for 8” x6” cards underneath 


(Below) Showing desk closed and without trans- 
fer unit. Note close-fitting roller curtains 





Card Ledger Desks 


The Columbia line is large and widely 
varied to meet all requirements. No matter 
what filing equipment is desired, Columbia 
has it in stock or can make it quickly. 


In illustration of this fact, consider the 
It has been 
designed with care and after investigation 


card ledger desk shown here. 


to suit the needs of banks and other insti- 
tutions where ledger cards must be avail- 


able for quick and easy reference. 


The Columbia desk offers many refine- 
ments of construction and is so efficient 
that it commends itself to the judgment of 
discriminating dealers and buyers. One re- 


cent installation for a prominent New York 
bank comprised seventeen units. 


Besides ledger desks, the Columbia line in- 
cludes five drawer, four drawer, counter 
and desk height files; wide and half sec- 
tions, card indexes, short depth files, and 
transfers; posting trays, check sorting 
desks, cross files, etc. Such variety, com- 
bined with high quality and prompt serv- 
ice, is a distinct advantage to office equip- 
ment dealers. 

Further information about Columbia prod- 
ucts will be supplied upon request to in- 
terested dealers. 


We also manufacture the “Atlas” and “Apex” low-priced lines 


Office and Showroom 
Chestnut Street at 18th 


Columbia Steel Equipment Co. 


P. O. Box 2244 
Philadelphia, Pa. 


Western Distributors: 
Associated Stationers Supply Co. 
Jefferson @& Quincy Streets, Chicago, Illinois 





COLUMBIA 


THE QUALITY LINE OF OFFICE EQUIPMENT 





Showing card ledger desks with double-door safes 
underneath 
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Maine Concern Progressing Rapidly Under New 


Management 
The old and well known house of Loring, Short & Har- 
mon, booksellers and stationers, Portland, Me. has been 
making satisfactory advances since its acquisition in April 


Walter U. 


Berry. 


of last year by Gutmann, Frank S. Gutmann 


and Edgar M 
Walter U. Gutmann, now president of Loring, Short & 


of Worumbo Manufacturing 


president 


Harmon, is also 











VIEWS, AND EXTERIOR, OF THE ESTABLISHMENT OF 


SHORT & HARMON, PORTLAND, ME. 


INTERIOR 
LORING, 


Company, a leading woolen mill of Lisbon Falls, Me., and 
is also a director of the Manufacturers National Bank at 
Lewiston. 

Frank S. Gutmann, 
store, spent much of his time in foreign travel, after leav- 
ing Harvard. connected with the First 
National Bank of Boston in their foreign department. 

Edgar M. Berry, general manager of Loring, Short & 


the new treasurer of the stationery 


Later he was 
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COMPETITOR'S 
SALESMAN TESTIFIES 


“Having been on special work for one 
of the largest manufacturers of Car- 
bon Paper covering 42 States, and 
having come into contact with prac- 
tically all grades and makes of car- 
bons I have come to the conclusion 
that the PACIFIC CARBON AND 
RIBBON CO. has one of the out- 
standing lines of all the manufac- 
turers.” 


And these are the reasons that a com- 
petitor salesman appreciates the dif- 
ference between Grand Prize Products 
and just ordinary Carbons and rib- 
bons— 


Every particle of material that goes into 
Grand Prize Products is tested in our 
own plant . . . to assure us that it is 
better. 


The finest paper and cloth and Dupont 
Dyes are used to insure the sharpest 
impressions and the longest wear. 

plus 
Twenty-nine years of experience and 
experimentation that has produced re- 
sults. 


Better materials and better workmanship 
tell in sales and profits. To you as a 
merchant the Grand Prize Line means 
customers who come back—more sales— 
greater profits. 


GRAND 
PRIZE 


CARBONS & RIBBONS 


PACIFIC CARBON AND RIBION MPFa. Co. 
J. Francis O'Connor, President 
Head Office and Factory 
1451 HARRISON 8ST. SAN FRANCISCO, CALIF. 


New York Office: 





Chicago Office: : 149 Church St 
608 8. Dearborn St Los Angeles Office: 
Boston Office: 406 8. Main St. 
93 Federal St. Denver Office: 
1030 15th St. 


396 Flinders Lane, 


San Francisco Office: 
Melbourne, Australia 


149 New Montgomery 8t. 
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The new 200 Line 


High in quality 
Low in price 











PoNTive LOCH 
ComPRresson 




















as Va 


full weight commercial file 
built to stand the daily grind. 


Ball bearings 

give the drawer a smoothness 
of operation you cannot ap- 
preciate until you operate it. 


Locking device 
of the best—Yale lock, self- 
closing drawers. 


Comprises 
standardandcounterheights, 
letter and legal size, combi- 
nations and special greeting 
card file. 





| All finishes 
| THE LINE OF TODAY 


Write for Full Descriptive 
Catalog 


ART STEEL CO., Inc. 


| 300 East 145th Street 
NEW YORK 
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Harmon, is the owner of the Berry Paper Company and 
general manager of the Raymond Paper Company in 
Lewiston, Me He has had thirty years’ experience in 
the paper business. 

In taking over the business of the big stationery house, 
these men have put into effect improvements that establish 
highly efficient service, all six floors of the building hav- 
ing been completely modernized in lighting systems, dis- 
play arrangements and decorations. Each department has 
a fine stock of merchandise conveniently arranged and 
representative of the present day demand. Furthermore, 
all the high standards insisted upon by the former owners 
are being maintained by the new ones. 

The week of October 19 to 24 was Celebration Week 
in the Loring, Short & Harmon store, the celebration 
being in recognition of the sixty-third birthday of the busi- 
ness and also of its recent reorganization. The doors wers 
thrown open and the public was invited to inspect the 
entire premises including all the various departments from 
the book department, stationery, etc., on the first floor, 
clear through to the wholesale department and stock rooms 
on the fifth and sixth floors. 

The policy of the new owners has been well rewarded 
by the interest evidenced by the visitors on the occasion 
above mentioned and by the public of Portland generally. 

Ge 
Woodstock Factory Branch at Washington, D. C. 

J. M. Hackney, vice-president and general sales manager 
of the Woodstock Typewriter Company, Chicago, an- 
nounces the opening of a factory branch, located at 738 
Thirteenth street, Northwest, Washington, D. C. The 
office is a most attractive one, all of the show cases being 
indirectly lighted. 

A. B. La Fleur has been appointed local manager. Mr 
La Fleur has had twelve years experience in the typewriter 











ENTRANCE TO NEW WOODSTOCK TYPEWRITER COMPANY 
BRANCH STORE IN WASHINGTON, D. C. 


business, having spent ten years in Detroit and the last 
two years in Washington contacting Government accounts. 
The store will retail new Woodstocks, all makes of 
portables, all makes of factory rebuilt typewriters, as well 
as a line of general typewriter supplies. In connection 
with sales, a typewriter rental and maintenance depart- 
ment will be operated. It is the intention of Mr. La Fleur 
to operate one of the finest repair departments that can 
be found in any city of the country. 
—¢ 
Nelson Returns to Insurance Field 
Gus Nelson, for some time with J. S. Staedtler, Inc., 
of New York, has severed his connection with that com- 





pany with a view to devoting his full time to his former 


work as an insurance counsellor. 
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Greetings and 


Appreciation 
from SHEAFFER 


We congratulate Sheaffer dealers through- 
out the United States on their great success 
in selling the better Sheaffer merchandise 
in 1931. 


Your sales during this Christmas season and 
the past year have exceeded expectations. 




















You have proved that courage, coupled 
with intelligent selling of profitable mer- 
chandise, will win in spite of conditions. 








We urge all pen dealers: Before you place 
your January orders, get the facts on 
Sheaffer's Plan — the most outstanding ever 
presented — for making money in 1932. 


of EE LED 


W. A. SHEAFFER PEN COMPANY - FORT MADISON, IOWA, U.S.A. 
AND one Tr" = a ene WORLD 
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WHY COLUMBIA RIBBONS and CARBONS CARE DIFFERENT and BETTER! 








RIBBON 
INKING 


Ribbon inking with Columbia is both an art and a 
science it is a combination of experience, technical 






Electric spooling machines wind the 
finished ribbons, immediately detecting and dis- 


perience 


skill and superb materials 


In the English Mills of Manchester long, staple 
[-gyptian-grown cotton is converted into incompa- 
rable typewriter ribbon cloth according to our own 


carding ribbons with imperfect joints and surface 


blemishes. ‘Automatic machines for wrapping and 
foiling complete the task of preparing these rib- 
bons to be boxed or stamped, in smoothly efficient 
Countless ribbons passing through each 


sequence 


exacting specifications. Then, under our super- month, are later distributed in all parts of the 


SIO Ss ‘ “ice ‘ ¢ 
vision, it is cut and edged. Finally, in our own world 
factory, it is examined as to grade, count, purity , ; 
"hits —" ; Such facilities, such care and such experience are 
and thickness, and tested for cutting resistance “ ‘ ree" 
bound to create different and better typewriter rib- 


tensile strength and absorbency : 
bons—a difference and a 


superiority that means 
greater profit to dealers as 
result of greater per- 


Patented ribbon-inking machines of our own 
manufacture, embodying mechanism that 


watch-like in its exacting operation, deposit a con- 


This is the second of a neu 
series of advertisements show- 
ing the extensive facilities back 
of Columbia T ypewr iter Ribbons 
and Carbon Papers—the facil- 


IS 


a 


trolled film of ink that saturates even the most formance for appreciative arbon e Jac. 

. . ittes argely responsidle for 
delicate cotton or silk ribbon fabric without customers. A visit to the ~~ My - 
ger . — . . - y , rs ‘ 4 quality and service. Our com- 
danger of crushing or spreading it. The inks them- Columbia inking depart oan bein “Call On 


tells the complete 
No obliga- 


Columbia, 


ment carries the immediate bia, 
Oe or u 


selves are made under most exacting supervision 
conviction of our claim. 


and represent the formulae of chemists of long ex- 


story 


tion 


PROOF from America's Leading Dealers: 


e 
We have found your cooperative sales assistance to be very helpful It 
not only sells to other than our regular customers but helps our outside salesmen 
as well. We can cheerfully recommend the entire line to any dealer 
° W. A. Boren, Skagseth Stationery Co., In 
Miama, Fla 








COLUMBIA RIBBON & CARBON MFG. CO., INC, 
Main Office and Factory Glen Cove, L. I., N. Y. 


Branch Offices and Agencies in all Principal Cities of the United States—also Toronto, Mexico City, London, Madrid, and Milan 


Cc o L U Mi B I A TYPEWRITER RIBBONS 


AND CARBON PAPERS 
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Clubhouse Donor Is Paid Honor 

Declaring the occasion a great moment in his life, and the 
reception the greatest compliment ever paid him, George S. 
Parker was accorded a testimonial banquet by 250 members 
of the Parker club early last month, the occasion being 
the opening event in the first anniversary celebration of 
the club. 

A prolonged ovation was given Mr. Parker, who just a 
year ago presented the club house to his employes as a 
personal gift. In the main address of the evening, the hon- 





PARKER CLUB HONORS DONOR OF CLUB HOUSE.—Dinner to 
George S. Parker, president, Parker Pen Co., on the occasion of the 
first anniversary of the presentation of the club house by Mr. Par- 
ker to the employes of the Company. 
ored guest told of his experiences during his recent trip to 
the Orient, movies of the trip being projected by Frank 
Matthay, Parker export manager. 

James Black, assistant sales manager of the Parker com- 
pany, who was toastmaster at the banquet, scored a hit 
with a special dance on the speakers table. Another enter- 
tainment hit was a burlesque Apache dance by Alda Kelm. 
Community singing was led by Charles Maine. 

A birthday cake commemorating the first birthday of the 
club was cut by Mr. Parker. Honors were awarded also to 
Mrs. George S. Parker and Mrs. Kenneth Parker, who 
supervised the decorating of the club house before it was 
opened a year ago. 

— oo 
Boston Brevities 

The Boston Stationers Association has appointed a com- 
mittee on publicity, of which James Armington is a mem- 
ber. 

* * * 

The annual banquet of the Boston Stationers Associa- 
tion will be held on Monday, February 1, at the Hotel 
Statler. President Ward of the National Association, Gen- 
eral Manager Garvin and W. Ed. Dawson of Montreal will 
be among the speakers. 

* . * 

T. L. Southack, injured in a motor accident in October, 
is again on the job with the J. L. Fairbanks Company, 
Boston, with whom he has been connected for fifty-three 
years. 

* * * 

Bob Meyers, for four years district manager for Eaton, 
Crane & Pike, on January 1 took over the representation 
of Z. & W. M. Crane, Inc., in New England. He is suc- 
ceeded as New England district manager for Eaton, Crane 
& Pike by Bill Keppie, an able paper man. 


— 
Briggs Takes Two Additional Agencies 

Dwight N. Briggs has been appointed by the Seneca Falls 
Rule & Block Company to handle their line in metropol- 
itan New York selling the wholesale and retail commercial 
stationery trade. 

Mr. Briggs has also been appointed by the Munson 
Stamp Pad Company to represent them in the metropoli- 
tan district. 


CASTELL 


Drawing Pencil 


A standard of quality that has 
not and cannot be surpassed. 





PENCIL 


— the Choice of Architects and 
Draftsmen throughout the world. 


Made in 17 Degrees of 
Hardness — 6B to 9H 


WwW 


CASTELL 


Polychromos Pencils 
—In 64 Colors — 


WwW 





A. W. FABER 
RUBBER ERASERS 


For Draftsmen 











Your Dealer 


Will Supply You 


.W. FABER 


INCORPORATED 
Newark, N. J., U.S.A. 
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PRICE EARDIED 
has been REMOVED 


Combining a Style in design 
and a Character in construc- 
tion with no sacrifice to the 
advantages of a popular price 
range—these new “Boling” 
Chairs exemplify 
the trend of the 














hour—superior 
quality at low- 
ered costs. This 


office chair suite 
can be merchan- 
dised and pro- 
moted for volume 
resale with a 
satisfactory prof- 
it margin. 


No. 4010 








a New BOLING 
EXECUTIVE SUITE 
























Genuine leather upholstered 
backs and spring seats are care- 
fully tailored and studded with 
brass tacks. Boling 
; chairs will give last- 
ing service and bring 
real credit plus an ex- 
tra profit to the dealer 

who sells them. 

— 


Write for descriptive 
. folder and prices. 
ooce te hee. ® 


No. 4011 





ENDING anp 


Low DAMM P 
a 


oINT 
“Harp 


SILER CITY NORTH CAROLINA 

















PASSED AWA TF 


W. J. Chaplin 
for William J. 
thirty-one years manager of the Boston office of the L. E. 
Waterman Company, were held Friday afternoon, Decem- 
ber 11, at the Village cemetery in Weymouth, and were at- 
tended by a large group of business and social friends. 
Mr. Chaplin died the preceding Tuesday at the 
Baker Memorial hospital, after a prolonged illness. 

Young of 
included 





Funeral services Chaplin, for the past 


evening 


The services were performed by Rev. W. E. 
Brockton, a friend of the family. The bearers 
Thomas Groom, Roscoe P. Todd, James T. Towhill, Clar- 
ence P, Davis, F. D. Waterman and W. B. Taylor. 

Mr. Chaplin is survived by a widow, a daughter, Miss 
Jean Chaplin, and a sister. 

Office Appliances offers sincere condolences to the be- 
reaved family. Mr. Chaplin was one whose passing leaves 
a void. He was ever kind, helpful, and courageous, and his 
friends were legion. 

Mr. Chaplin was sixty-two years of age. In addition to 
covering Boston for the Waterman lines, he also visited 
the trade in Philadelphia and Baltimore, in which cities 
He was one of the 
Association, 


he was as well known as in Boston. 
original members of the National Stationers 
joining the organization twenty-six years ago and main- 
taining his membership thereafter until he passed on. 


7 ¥. 
i ok © 


Robert Patterson 
Robert Patterson, who retired as vice-president of the 
National C 


Dayton, Ohio, early in December, following an operation. 


ash Register Company ten years ago, died in 
Mr. Patterson was fifty-nine years old and had made his 
home in Dayton since his retirement. 

Born in Mineral Point, Wis., Mr. Patterson started work 
as an errand boy with the National Cash Register Com- 
pany. Later he became a bench hand, and supplemented 
his practical experience with a special course of study in 
the Washington University at St. Louis. Mr. Patterson 
was interested in Rotary and served as first vice-president 
of Rotary International in 1922. He was also a member of 
the Athletic Association 

Mr. Patterson is survived by his widow and three sons— 


William, Thomas and Robert, Jr. 


Chicago 


Y Tv 4 
x4 > 4 a) 


Benjamin C. Hawkes 
Jenjamin C. Hawkes, president of the United States 
Playing Card Company, died last month at the age of 


fifty-six years. Mr. Hawkes failed to rally after an opera- 


tion. 
Mr. Hawkes was born in Chicago and educated as a 
lawyer. He was for a time president of the Standard Play- 


ing Card Company and later for many years served as a 
director and vice-president of the U. S. Playing Card Com- 
pany, finally becoming president of that concern in 1929. 
He was a member of a number of fraternal organizations, 
the Art Institute, Chicago Athletic Association, Lake 
Shore Athletic Club and the Kenilworth Country Club. 
His wife died a year ago. A son, Belknap C. Hawkes, 


survives. 


Dr. Franz Trinks 
The death of Dr. Franz Trinks of Braunschweig, Ger- 
many, last fall, removes from the calculating machine in- 
dustry one of its prominent and useful men. Dr, Trinks 


was an engineer of distinction. For nearly half a century 


he had been associated with Grimme-Natalis & Company 
of Braunschweig, makers of the Brunsviga machines. 
He was born June 18, 1852, at Helmsedt. 


His formal 
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Stimulating CNew Buying with... . 
NEW EXECUTIVE STYLING 








TUDY the illustration — examine the desk 

itself — and realize keenly that a tie-up 
with Myrtle is a warrant of rapid re-sale. 
Just as your customers look for increased 
values (without increased price), so do you. 
This new Executive Series meets both re- 
quirements with advantages to all concerned. 
There's new business here, based on your 
own customer-confidence and on Myrtle’s 
known dependability. 


eSskKS- . 






YEARS- 
DESKS 


GOOv » 


MYRTLE 








No. 4061-F—by Myrtle 


Starting 1932 with one of the most 
saladle series we have designed. 


Genuine walnut exterior, including posts, drawer rails 
and mouldings. Highly figured walnut veneers used 
on panels, top and front. A\lll oak interiors, especially 
arranged for the convenience of the busy executive 
or professional man. Beautiful, solid brass hardware 
A high grade desk in every respect—and within the 
Myrtle popular price range. 


Table, costumer, phone stand and wastebasket to match. 





MEMBER WOOD OFFICE FURNITURE ASSOCIATES 


Learn more about the full Myrtle line 
by reviewing the complete catalog 





- 


MYRTLE DESK COMPANY, 
O. A. 1-32 
High Point, N.C. 
Gentlemen: 
Please send copy of your latest catalog and price list. 
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NEW LIFE 
for office chairs . 


NEW PROFITS 
for office appliance dealers 



















Selling... Biiiem wee 
In rigid factory tests and in ACTUAL SALES TESTS, NEW BASSICK 


the new Bassick Diamond-Arrow is a positive knockout 
It comes to you as the first really NEw development ) 
in an office chair caster in years. An absolutely new 
principle of ball bearing construction gives it Full Floating 

action and Free Swiveling. When you sell it to your OFFICE CHAIR CASTERS 
customers you are selling COMFORT in terms of 
smoother operation and trouble-proof performance. 


Office Appliance dealers all over the country are opening 
up new business—earning new profits selling Bassick Floor 
Protection Equipment with the mea el as a lead- 
er. Write today for information about the complete line. 


THE BASSICK CO., Bridgeport, Conn. 


 e 







DATING 
IVELING 





“Socket NoMars” “Drive-on” NoMars 
For the legs of chairs For furniture legs not 
ond tobles bored for bored for casters. They 
caster sockets. drive on with ease. 

Round Desk Cups Rubber Square 


Built of unbreakable yy Desk Cups 


Atlasite in notural They protect 
For the elimi- a P n 
wood tones. Reol potion of noise Moors from shorp 
floor protection for on hard sur- edges of desk 
chair and table legs. face floors. ond table legs. 


Branch offices in: 
= Grand Rapids, Mich. 
Evansville, Ind. 
Atlanta, Ga. 





Branch offices in: 
New York City 
Philadelphia 
Chicago 


“For 36 years the BUY-WORD for fine casters and furniture rests” 
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education was completed in the technical schools of Han- 
over, and in 1883 he entered the employ of the calculating 
machine concern 
rls oe Te 
Emil Szafir 

Emil Szafir, 80, founder of the pioneer firm of Szafir & 
Son, stationers, of Beaumont, Texas, died on December 
7th, at his home in Beaumont. Mr, Szafir had been a resi- 
dent of the south Texas city for fifty years. He was born 
in Hungary. He was a very prominent business man and 
stationer, was active in civic work and belonged to many 
fraternal orders.—M. H. 

i oh oh 
Phil. F. Webster 

As Office Appliances was going to press came the sad 
news of the passing of Phil. F. Webster of San Antonio, 
Texas, one of the best known manufacturers’ representa- 
tives in the office equipment field. Mr. Webster died sud- 
denly of heart failure on Saturday, December 26. 

Among the lines he represented in the southwest and 
west were those of the Automatic Pencil Sharpener Com- 
pany, Chicago; Columbian Art Works, Milwaukee; Cres- 
cent Brass and Pin Company, Detroit; Faries Manu- 
facturing Company, Decatur, IIl.; Koh-I-Noor Pencil 
Company, New York City; Northwestern Steel Products, 
Chicago; Sainberg & Co., New York City, and the Van- 
derbilt Manufacturing Company, Detroit. 

Mr. Webster was prominent in the councils of the Na- 
tional Stationers Association and in the affairs of the 
Tex-Okla Travelers Club. He was fourth vice-president 
of the National association in 1930-31, and attended the 
national convention at New Orleans, where he was ap- 
parently in the best of health. He is survived by his wife, 
daughter and granddaughter, to whom our profound con- 
dolences are extended. 


rls 
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J. Milton Van Alst 
On Tuesday, December 29, as the final forms of Office 
Appliances were about to be printed, we received the sad 
intelligence of the passing of J. Milton Van Alst, for many 
years New York City representative of the Eberhard Faber 
Pencil Company. Mr. Van Alst’s death is deeply regretted 
by a large circle of friends. The end came suddenly on 


la 


4 


De 
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the morning of the day above named. 
i oh oh 
Harold E. Dosch 
The associates of Harold E. Dosch, vice-president and 
treasurer of the Rogers-Gano Advertising Agency, Inc., 
Chicago, announce with heartfelt regret the passing on 
December 14 of Harold E. Dosch, vice-president and treas- 
urer of the company. Out of respect to the memory of 
Mr. Dosch, the company’s offices were closed on Thursday, 
December 17. 
—_—-—~<>- 


Private Exhibit of New Elliott-Fisher Model 


During December the branches of the Elliott-Fisher 
Company gave private exhibits of the company’s new di- 
rect subtraction accounting machine with crossfooter. 

—_——@—_—. 
Some New Compo Representatives 

The Compo Manufacturing & Sales Company, manu- 
facturers and distributors of Compo paper fasteners and 
staples, Westport, Conn., announce the appointment of 
the following representatives for the Compo Manufac- 
turing & Sales Company to cover the following territories: 

Otto Kerscht, 2278 Maple street, Detroit, Mich., city of 
Detroit and vicinity. W. E. McCracken, 1006 Fannin 
street, Houston, Tex., the cities of Houston, Galveston, 
Beaumont and immediate vicinity. 











Increase Your 
Loose Leaf Sales 
for 1932 


There are many specific reasons why you should look into 
the possibilities of The Cesco Line in formulating your 
Sales Plans for this year. Not only does it offer a broad 
line of standard Binders and Forms, but it provides many 
exclusive items which will enable your Loose Leaf depart- 
ment to go after bigger and more profitable business. 
Here are a few concrete examples : 


Visible Record Books 


Cesco Visible Record Equipment is extensive and covers 
several grades of Binders—all of the Prong construction. 
No other line is as complete or so well designed. Ask 
for Booklet No. 181. 


Permanent Transfers 


The Cesco Automatic Transfer is unique in its field. 
Appeals instantly to Banks, Public Utilities and others 
interested in permanent filing. An entering wedge to the 
larger accounts. Ask for Booklet No. 170-C. 


A Wide Range of 
Prong Binders 


Our new line of Prong Binders includes four grades and 
four capacities, with both metal hinges and material 
hinges. Nowhere else is there such a large assortment to 
choose from. 


Service Sectional Post Binders 


In mechanical design and in the selection of binding ma- 
terial this new series represents the last word in Post 
Binders. Full length piano type hinges. Three grades 
of Material bound covers and three grades of Hard cov- 
ers. Black lacquered metals. Ask for Booklet No. 137. 


EXCLUSIVE TERRITORY 
We have a discount policy which puts the Dealer in a 


position to cope with the present “buyers” market. Ex- 
clusive territory—either on specialty items or the complete 
line—available to active dealers. A new Cesco Catalog is 
being issued in sectional form. Sections of the new items 
are now ready. Send for copies—also booklets covering 


the complete line. 


The C. E. SHEPPARD CO. 
4401-4429 Twenty-first 
Long Island City, N. Y. 
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ALL Break even- 
TYPEWRITER 


Or 
SUPPLIES o Nake money 
Let POSTINDEX spe// 
e L AT E N S | the liference! 


HEN times are hard and orders come slow, 
many a dealer counts his profits in specialties 


R O U G H — R E B U | L T —last-minute “suggestion sales,” many of them, that 


the customer tacks onto his order only because 


also YOU think of them. 
R 3 N T A L G R A D E Postindex is a specialty that wide-awake dealers 
Say it pays to suggest. 
T Y p E W R T E R S Because Postindex is a SIMPLE Visible File. It’s 
easy to use, inexpensive to keep up. 
Because Postindex is a TIME-SAVING Visible 
SEND FOR PRICE LIST File. It slashes record-keeping costs (and that’s 


something to make 1932’s prospect take notice!). 

And because Postindex is convenient, practical, 
and adaptable for any kind of fingertip records. 

Customers like Postindex. And Postindex custom- 
R U B B E R C OV E R S ers come back—for extra cards, additional units. 

Drop us a line (that costs you nothing) and we'll 
tell you whether there’s a chance for you to get 
Postindex rights in your town. Postindex Company, 
Inc., Jamestown, N. Y. 


~ ~e 





Drawer Cabinet 
POSTINDEX VISIBLE 
FILES 





“INVINCIBLE” PLASTIC 
TYPE CLEANER 


ry NS 
Postindex 
THERE IS AN AMERICAN WRITING MACHINE 


STORE 24 HOURS NEAR YOU D y/ Sal, 
AMERICAN WRITING MACHINE CO. V’s1 eC 1 Cs 
374 Broadway '*4 SIDES TO WRITE ON” 


New York City —————— = ———— Sena 


A Division of Art Metal Construction Company, Jamestown, N. Y. 


MAKERS OF THE COMPLETE LINE 
OF STEEL OFFICE EQUIPMENT 


bit Dien Vas sr 





























ES 


Vs 
es 
at 
se 


rs 
ts 


le 


ts 


al, 


"11 
zet 
ny, 


t 
BLE 











, N.Y. 


rs 


JANUARY, 1932 


DOCTOR, LAWYER, 
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INDUSTRY CHIEF 


heres somslhing new / 











MDI 





AND ANOTHER 
THING! 
For the smaller office, with a 
library that stays put, we've 
a new, low-cost sectional steel 










bookcase, with disappearing 
glass doors. It has that sub- 
stantial simplicity and dignity 
of design you've learned to 
expect of Art Metal! 














THE ART METAL LINE .. . Fire Safes .. . 


Horizontal Sectional Files 


Upright Unit Files 


QUICK SALES, QUICK PROFITS, IN 
SPACE-A-SHELF UNITS 


Books are tools. Important tools in days like these, 
when men need all the help they can get. They de- 
serve a decent tool box. 

So Art Metal’s new Space-a-Shelf Units are timed 
to the right moment. 

Space-a-Shelf Units fit the shelf space to the books 
—save space, straighten up the office. You can move 
a shelf higher, shift it lower—slide it in where the 
height of its books directs. It won’t work loose (we 
see to that). The end panels obligingly move over as 
the library grows (that’s a thrifty habit). And there 
are angles for wall attachments, metal shelf labels, 
other details our 44-year library experience tells us 
buyers like. 

They all own books! 


Doctors have patients, depression or no. Lawyers 
have cases to try. Business men know it’s a dollar- 
saving time to spruce up. They’ve money (if they 
want to spend it) for Space-a-Shelf units. And now’s 
your chance to make them want to spend it—wage 
war on every sprawling, shiftless book corner you 
see. It’s a paying battle—we'll send PRICES, new 
catalog, quickly! Art Metal Construction Company, 
Jamestown, N. Y. 


Art Metal 


STEEL OFFICE EQUIPMENT 


Storage Cabinets . . . Desks .. . Shelving . . . Plan Files 


- + Counter Height Files . . . Postindex Visible Files 


IN THE ART METAL BUILDING EQUIPMENT DIVISION...Hollow Metal Doors and Trim...Elevator Enclosures...Architectural Bronze...Library Fittings...Partitions 
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Announcing 


th MICROTOMI 


a new chemical process, re- 


placing the old mechanical i. 
process, has produced the 0 
smoothest, longest wearing, q 
most accurately graded draw- fs 
ing pencil ever made... = 
a new selling policy ensures a 


profits to you. 
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Even the hardest degrees of the new Bs) ‘ = —_ “ another A 4H Microtomic Van 
; eading brand of draw- Dyke lead, 15 magnifi- 
Microtomic Van Dyke are superbly smooth. By ing pencil, magnified 15 Cations. Its entirely 
Even its softest degrees are superbly strong. cS times. Note the rough different fineness and 
é c YA and uneven result of the evenness are produced 


Its most intense black marks are free from 


old mechanical process. 


by the new chemical 
process. 


shine—and free from smudge. a 
GS 
And your customers can at last rely absolutely 74 oe 
. ° . , or .>4 eee yak » 
on a consistent accuracy of grading. ~ BRI AD 
, DP at cae 
, ; LS 38 ke ere he 
We have given as much attention to the A ; Ras nha ia Re 
° . ° ee an? & - ange 
new Van Dyke selling policy as to the pencil @ i .; A tag big 
a se o 2 Vv C25. F Hs * Al e 
itself. Profits—substantial, steady profits, RIG. carer te 
iid ae: v * 


safeguarded from price-cutting, await you. 


Investigate this new pencil . . look into this 
question of profits! 





A photomicrograph, en- 
larged 550 times, of 
crystalline graphite treat- 
ed by the old mechanical 
process. Note the coarse- 
ness of the particles. 


Crystalline graphite, en- 
larged 550 times, under 
the microscope, after the 
new dounical oontuns has 
reduced it to particles of 
near-atomic size. 





‘ | 
? ra ; ual 
a = : . 
drawn with another How the Microtomic Van Dyke lead—chemically pro- 
duced—works. This line, drawn with the 6B, is very 
different. Its edges are even. It has density and depth of 
color, and freedom from smudge. 


FABER <&> 


How a mechanically made lead works 
best quality 6B drawing pencil made by the old mechanical 


























srocess. Note the rough edges, uneven coverage and 
I < s < _—_ 


excessive spread 


EBERHARD 
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(New Machines and Devices—Continued from page 27) 
Step Ladder of Steel a Handy Utility 

The Lothrop Angle Steel Equipment Company, 325 
West Madison street, Chicago, IIl., has national distribu- 
tion for a folding step ladder fabricated entirely from steel. 
This is built in three-foot to eight-foot lengths, the smaller 
ladder having special utility for use in vaults. When folded 
this ladder occupies but eighteen inches width (the length 





PATENTED FOLDING 
VAULT LADDER 

of the treads) by six inches in thickness. Rubber swivel 
tips on the feet adapt the ladder to irregular floor surfaces, 
and assure stability. The maker claims that the ladder is 
lighter and stronger than wood construction (weighs three 
pounds per foot) due to the metal employed, and the sys- 
tem of bracing. 

















INKWELL WITH RECUPERATIVE FEA- 

TURE.—tThis product of W. H. Perry, 1137 

Fulton street, New York, N. Y., was de- 

scribed on Page 111 of the December issue 
of Office Appliances 








C. E. Howes Heads “Berloy” New York Branch 
ie 2 


Howes, who has been assistant manager of The 

Berger Manufacturing Company’s New York branch sev- 
eral years, has been appointed manager of the branch. He 
succeeds T. M. Hughes, who is returning to California. 

Mr. Howes has been associated with “Berloy” many 
years. He served in various capacities at the Chicago 
branch before his transfer to New York in 1928. His asso- 
ciates in New York and throughout the organization wish 
Mr. Howes success and much good luck 

While in Chicago he demonstrated keen merchandising 
ability, demonstrating his fitness for the transfer to the 
metropolitan field. 

aw 
New Graff Price List 

The George B. Graff Company of Cambridge, Mass., has 
recently distributed to the stationery trade a new price 
list on Graffco time saving office devices. This price list 
is 8'2x11 inches, the sheets being punched for loose 
leaf binders. The list is fully illustrated and among the 
new items shown are the Graffco Press-A-Patch recently 
introduced and the Graffco Cellu-Vise index tab, which 
will be introduced shortly after the first of the year. 
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THE NEW 


ETON SUITE 


BY HOOSIER 








| 

| It is with considerable pride that HOOSIER 
presents its latest and finest suite, THE 
ETON. A high degree of individuality is 
reflected in this new Suite by Hoosier. It is 
artistic in appearance with true excellence 
in detail of design and construction. THE 
ETON is meant to be something more than 
a worthy addition to the vast HOOSIER line. 
We feel certain that the critical sales-seeking 
| eyes of the alert office furniture dealer will 
see in it the stimulus for increased sales and 
the sure road to worth-while profits. 


The HOOSIER line now comprises five 
complete lines of matched suites, and four 
grades of straight line desks and tables. The 
dealer can meet every office and price re- 
quirement from this comprehensive line 
with a minimum cost for office furniture 
inventory. 


| 
| 
| 
| 
| 
| 


Substantial price reductions have brushed 
aside sales resistance without cutting into 
dealer’s profits and have made the Hoosier 
| line unmistakably the best office furniture 
| that money can buy—at each price level. 
Catalog and price list mailed upon request. 


HOOSIER DESK COMPANY 


| JASPER, INDIANA 
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A TRIUMPH 
IN STEEL FILES 


MARTNESS combined with brute strength — 
economy combined with beauty, utility, and great 
flexibility—all are blended together in the Aurora 

800 Line of steel upright files. » These files 
are built in the one, two, three, four, and five drawer 
heights, and in Letter, Legal, and Invoice widths. Further- 
more, they may be fitted with any drawer combination 
you want—letter, legal, card, check, invoice, document, 
plain storage, or legal blank storage. It is this unusual 
flexibility, together with the moderate cost, that makes 
the 800 Line the ideal file either for specialization or for 
general use. » » » Full suspension drawers are 
mounted on sturdy, roller bearing, full progressive slides. 
They slip in and out smoothly and easily; they won't 
sag or stick; and the Udylite plated slides can't rust. 





eight drawer check 
letter and card combination 
etter and double document combination 


Left: No. 844 
Center: No. 8253 
Right: No. 841-D-1 





The standard color is olive green enamel, baked on; 
the beautifully grained oak, walnut, or mahogany 
costs slightly more. » » » Write for catalog and 
price list, and the details of our attractive dealer plan. 
No obligation, of course. 


We specialize in designing and build- 
ing unusual filing and storage equip- 
ment for out of the ordinary uses. Our 
plan-engineers are at your service 





———— » 
7 *AGRORAALL USA. ~ 


Aurora Metal Cabinet Company 
435 Woodlawn Avenue 


Aurora, Illinois 
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F. F. Harris Looks Over Texas Oil Fields 
F. F. Harris, The 
Carter's Ink Company, made a trip to the east Texas oil- 
properties in 


assistant manager at Chicago for 


several weeks ago to inspect some 


This is the largest producing 


fields 
which he has an interest. 
field, and due to restricted production, is under martial law. 
activity in all being 
When the consumption of 


There is intense directions, wells 
drilled on every available area. 
oil and oil products resumes normal, this field is expected 
to rival any oil development known. 

Mr. 


through the discovery of oil in his neighborhood 
his 320 acres at $3.00 


wealthy 
He sold 


an acre, with one-eighth of the oil 


Harris cited the instance of a negro made 


production reserved in his name. In twenty-four hours th« 
buyer received $10.00 an acre, and within a short space of 
time the was sold for $220,000. The 
rights covering oil production had expanded so that the 
last holder the skill 


of an old time compositor to express it in the piece frac 


property reservation 


proportion of the would have tried 
“hand-set” days. 
——_@——— 
A New Oxford Counter Display 
Che Oxford Filing Supply Company of Brooklyn, N. Y., 
offers to the trade a new upright counter display packing 
of the 
outfit 
ful green and red celluloid windows of the steel tab guides 


tions of the 


Oxford one-drawer complete correspondence filing 
This display attracts much attention. The color- 


are said to be like go and stop signals. 
Sales are declared to be easy because right on the front 
of the box is an explanation that almost anybody can 
understand at once. The Oxford people declare this dis- 
play to be most timely because it is now transfer time with 
most business houses. 
The Oxford people have gotten up a complete transfer 
their dealers 
+ —~wG-- 
Lovett Heads Emergency Relief Committee 
Wallace R. Lovett, president of the Standard Diary 
Company, Cambridge (A), Mass., in addition to his reg- 
ular duties as head of that company, became some weeks 
ago chairman of the emergency relief committee on un- 


time service for 


employment in his home city, Melrose, Mass. 

Mr. Lovett recently spent a few days at Washington, 
D. C., where he attended the reception given by President 
and Mrs. Hoover at the White House to the Judiciary. 

untemeeaiiipieninenite 
Attractive Paper Samples 

The Standard Paper Manufacturing Company, Richmond, 
Va., recently sent to the trade sample portfolios represent- 
ing the company’s Sulgrave cover paper, laid 
paper and Standard offset book papers. These useful books 
were given national distribution through the company’s 


Sulgrave 


wholesale paper connections from the Atlantic to the Pa- 


coast 





cine 
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WEDDING 





Luders-Blair 
Miss Lillian Luders, daughter of Samuel Luders, vice- 
president of the Irwin-Hodson Company, was married 


several weeks ago to W. Keith Blair. Mr. and Mrs. Blair 
will make their home at Melbourne, Australia. 





—— 
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Master Paddock 
Mr. and Mrs. L. C. Paddock have announced the arrival 
of a son, weighing eight and one-half pounds, on October 
14. Mr. Paddock well known 


is a manufacturers’ agent 


among New England stationers. 
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George S. Parker Tells You Why Retailers Made 
More Money on Parker Pens in 
1931 than on any other 


brand! 








Did You Get 


From 


Pen Sales 












PARKER 
Bars Represent 
Replies of all Dealers 


1¢ Less In- 
vestment 


When You 
Carry Parker 


LEGEND: 
RK Pn NO PEN NO PEN NO | 06PEN WO MAGAZINES 
PARKER 2 3 + 5 oft, c= --3 


NEWSPAPERS 
Parker Leads in Public — 

















Preference 


Library Bureau's Nation wide 
poll shows Parker 23° ahead of 
second pen; 45° ahead of 4rd 
best seller—answering the ques- 
tion, “What pen will you buy 
next?” 














28 Million Desk Set 


Prospects 


Twenty Eight Million Parker 
pen owners are live prospects for 
desk bases. Every Parker pocket 
Pe owner already owns the pen 

alf of a desk set and can easily be 
sold a base to complete it. 


Parker Advertises More 


Heavily 


Official independent advertising 

record of five leading pen, pencil 
and desk set advertisers shows 
Parker the outstanding leader in 
magazine and newspaper adver- 
tising. 


FASTER 
TURN OVER 


Parker stock turns 3 to 8 times 
yearly as shown by figures from 
2§ typical stationery stores. The 
Harvard University Survey Bulle- 
tin No. 80 proves that Parker 
products earn 5 to 10 times more 
net profit than an average of all 
stationery stocks. 





THE PARKER PEN COMPANY 


Parker 193! Sales 6 Times 
as Great as 1927 


Whittier College Book Store 
Whittier California 
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Parker Sales Jump from Nothing 
to $324.25 in Three Years 


Waher Brothers, Inc. 
Chicago, Illinois 














1928 1929 





Parker's matched units give you 
twice the assortment with 14 less 
investment. Five Parker bases and 
an assortment of eight statuettes, 
plus your regular stock of con- 
vertible Parker Pocket-Desk Pens 
and Pencils equal 1032 combina- 
tions of Parker desk sets. 


$2.75 $500 to $700 $00 


Price Range Alll Inclusive 


66 25% of all pen business is in 
Parker's $5 to $7 range—yet 
Parker lets you offer biggest val- 
ues at $7.50 to $10.00 and at 
$2.75 and $3.00. 





Janesville, Wisconsin 





1931 Parker Sales 
lO Times 1927 Sales 


M. Hoffman & Son 
New York City, N.Y. 
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This Much Sales Help 


Any Other Manufacturer in 1931? 


Took an Upward Curve 


In 1931 for Parker Dealers 1 


The reason—retailers will tell you this was 
largely due to Parker’s quick succession of sales 
making plans and ideas introduced one after an- 
other without let-up from January 1, 1931, right 
through the year. 


Here are some of the major sales makers that 
you must have seen and felt the effect of. 


First, the introduction of the big selling 
Burgundy & Black Duofold. 


Then the $5.00 Pen and Pencil Duette Set. 


Then the sales contest in which more than 
10,000 retail salespeople participated. 


Then the distribution of free goods on a deal 
to Parker retailers. 


Then the introduction of Parker Quink, the 
quick-drying ink. ; 


Then the free gold-cap pencil with every 
Duofold Pen sold in July and August. 


Then the nationally advertised free taper 
offer with every Duofold Pen sold in October. 


And finally, the big Christmas scoop, the 
Parker Writing Ensemble—pen, pencil, pen 
taper, leads and Quink—the quick-drying 
ink—all in a Christmas Gift Box—and all at 
the price of the pen and pencil alone. 


Pen selling is moving at a swifter pace than 
ever before. An utterly new factor must be taken 
into consideration in deciding which line of pens, 
pencils and desk sets is most profitable to stock. 
Parker has always given you a product of the high- 
est mechanical perfection. In addition, an inde- 
pendent pen census for the last few years has 
shown Parker 23 % ahead of the next pen in public 
preference. 


But now, far-seeing dealers are centering their 
attention on Parker’s aggressive program of con- 
tinuous month by month sales stimulators. A 


‘program that puts dollars in your pocket just as 


surely as discount—public demand—and quality of 


‘merchandise. In times like this, opportunity is 


more important than merchandise. 


Under present business conditions Parker’s 
program turns the tide of profits to the dealers 
who adopt it—and away from those who will be 
content with old time puny sales efforts. 


Surely you are going to readjust your pen de- 
partment to the times. At least do your business 
the justice of looking into the new Parker propo- 
sition. You incur no obligation by investigating, 
simply write on your letterhead for advance con- 
fidential information on our astounding 1932 pro- 
gram. 





in NEW YORK » CHICAGO » SAN FRANCISCO » BUFFALO » DALLAS » ATLANTA 








Parker Sales doubled in '28 
Have Had an Equal Average Increase 


Every Year Since 


Milwaukee Church Supply 
Milwaukee, Wisconsin 


Sells 100 Times as much 


as Four Years ‘ago 


Starts from Scratch,now 
sells $300 worth of Parkers 


4 


a Year 


Harry B. Levis 
A.B.Gallo, Jeweler Philadelphia, Pa. 


Laredo, Texas 
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Major 


Improvements 
“Developed by ‘Parker | 


In 40 Years, While Making 30 Million Pens 

















22% to 85% More Ink Capacity Low Setting in the Pocket 
in Parker Duofold pens q Parker's pat- 
than in some pens priced | ented clip holds 
higher. UEP the pen or pencil 
f low and unex- 























Convertible for Pocket, for Desk posed in the pocket. 


q Every Parker 
pocket pen or 
pencil can be 
changed over in 
5 seconds for desk set use and back again 
at will. 





Bonus Points 


q Every Duofold Point 
is a masterpiece. Parker 
pointsmiths earn a bo- 
nus for every one that 
passes our 11 merciless tests and inspec- 
trons. 


2 
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Streamlined Style 


q The streamlined Parker Duofold has 
been called by authorities “America’s 
shapeliest pen.” Its classic symmetry is 
in enduring good taste. 


Pressureless Touch 





q Now, four years after 
Vg Parker first announced 

i feather weight touch in 
net the pressureless Duofold 
point—others are attempting to produce 
it, though they have to charge two to 
three times as much. 











Guarantee for Life 


q Parker's Duofold guarantee protects 
the pen owner against every contingency 
except loss. The broadest and most 
liberal pen guarantee ever made. 


Invisible Filler 

q Parker will always 
== | Iead in beauty as the 
=== | leading pen with the in- 
visible filler that does 
not require a hole in the side of the barrel. 





Parker Charges No Premium for Beauty 


q Parker's colorful styles are pre-tested 
for public appeal—yet nothing is added 
to the price, except on the 3 Parker Duo- 
fold De Luxe styles, the barrels of which 
cost us 44 more. 











PEN G RANTEED FOR LIFE 


Parker Duofold 


Pencils to match $3.25 to $5 $5 +» $7 + $10 





The Parker Pen Company Janesville, Wisconsin 


PRINTED IN U.S.A. 8900-12-81 1 











JANUARY, 1932 71 


THE PORTABLE ELECTRIC SUNDSTRAND 


i— Ten numeral kevs in logical, common-sense 
arrangement. 2—All keys under the fingertips of 
ene hand. 3—Column selection is automatic. 
4—DIRECT subtraction with credit balance fea- 
ture. S—Increased speed... greater accuracy. 
6 —Tap your figures out exactly as you'd write them. 





THE EASY...NATURAL WAY TO FIGURE 
THE SUNDSTRAND WAY 


YOU HAVE ONLY TEN NUMERAL KEYS 


The easiest way to do figure work is the natural way... the way 
Sundstrand does it. With one key for each numeral, you just tap 
your figures out in the same order as you'd read... or write... 
them. No need to think about columns. . . Sundstrand’s automatic 
column selection takes care of that! 

There’s another feature of the Sundstrand 10-key keyboard .. . 
its arrangement. The keys are grouped logically ...under one 
hand ... close enough for the fingers to reach every key... far 
enough apart to prevent errors. Your eyes and your other hand are 
free to follow the work. Convenient, that is .. . and fast, too! y U N D S T R A N D 

Addition, direct subtraction if you want it, and multiplication. we thiggacleds.A actonal 

ae : 4 10 KEY ADDING-FIGURING MACHINES 
Credit balances, too, and many other optional features. Sundstrand _p, gauct of Underwood Elliott Fisher Company 


fits itself to your requirements not only in machine features, but in —_—Mrketed by General Office Equipment Corp. 
" A 342 Madison Avenue, New York, N. Y. 





price: you can buy a Sundstrand for as little as $100. Sule and Gwelee Demeain 
. - . “UNDERWOOD, ELLIOTT-FISHER, SUNDSTRAND 
There never was a Sundstrand that couldn’t pay for itself +. SPEED THE WORLD'S BUSINESS” | 





NUMERAL 


> UY | IDS: RA 


A DDIN AN D eitG U & i MA 
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Vi@lR= Equipment i sisal ‘1932 


Impressive installations like the above at the all requirements and backed by a manufacturer 
Standard Statistics Co., New York City, mean’ with the experience and resources to help you 
prestige and profit for you, Mr. Dealer. What obtain the full possibilities of your territory. 
plans are you making to obtain this type of busi- Such a line is ‘‘Security”’ Steel Equipment. 
ness during 1932? Your first thought should be Write today for full information about the 
a dependable line of equipment, complete for ‘Security’? Dealer Franchise. 





s 


STEEL EQUIPMENT CORPORATION, AVENEL, N. J. 


Branches: NEW YORK, NEWARK, BOSTON, CHICAGO, NEW HAVEN 


Filing Cabinets Desks and Tables 


Bookcases Storage Cabinets 


Safes Transfer Cases 


Shelving Planned Equipment 
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SALMAGUNOD I 





The Field in Retrospect 


Paragraphic Bits About the Office Equip- 
ment and Supply Activities of the United 
States in Years Past 





{From The American Stationer, January, 1882—Absorbed by Office Appliances] 


Fifty Years Ago 

The Kiggins & Tooker Company, New York, N. Y., had 
succeeded the partnership of Kiggins, Tooker & Company. 
The former partnership had expired by limitation. 

Seymour & Stevens, one of the old stationery establish- 
ments of New Orleans, had suspended. 

The sixth annual dinner of the Stationers Board of Trade 
was held at Delmonico’s, New York, January 26. Chaun- 
cey Depew was one of the guests. 

Frank S. Thayer, formerly of Thayer & Waldham, had 
opened a stationery and book business of his own at 79 


Franklin street, Boston. 
[From The American Stationer, January, 1907—Absorbed by Office Appliances] 
Twenty-five Years Ago 


William J. Kennedy had sold his interests in the Skinner 
& Kennedy Stationery Company, St. Louis, Mo. He estab- 
lished a new business. 

The patented pencil sharpener invented by Owen E. 
Tammond and manufactured at Belvidere, IIl., had been 
purchased by a new company. Until a new plant could be 
established at Rockford, the production of the sharpener 
was to continue at Belvidere. 

The Pen Manifold Company had completed its new plant 
at New Brunswick, N. J. 

H. S. Crocker & Company expected to be established in 
its new building in about six weeks, combining the retail 
and wholesale departments of this San Francisco house 
under one roof. 

The Smith Premier Typewriter Company had estab- 
lished a corporate domicile in San Francisco. 

The Carter & Allen Company, distributors for Mittag & 
Volger, had moved to its present location at 200 West 
Monroe street, Chicago. 

The Conklin Pen Store, in the Ernst-Cranmer building, 
Denver, Colo., was destroyed in a fire which consumed the 
building. 

The Chicago Exposition, 56-50 Wabash avenue, was a 
permanent display of stationery and office specialties. 

The Weis Manufacturing Company, Monroe, Mich., had 
erected a warehouse in the rear of its factory building for 


the storage of raw material. 
[From Office Appliances, January, 1917] 
Fifteen Years Ago 


The annual survey of business conditions and progress 
in other lands comprised contributions from over forty 
trade leaders abroad. 

Alan C. Reiley, advertising manager of the Remington 
Typewriter Company, had been elected president of the 
Association of National Advertisers. 

C. M. Meyer had resigned from the sales staff of the 
Boorum & Pease Company. Now he’s head of Burnap- 
Meyer, Kansas City, Mo. 

The State Office Supply Company had been opened at 
Columbus, Ohio, by W. E. MacDonald and O. W. Lintner. 

A business show had been held at St. Louis, Mo., in the 
Coliseum. Leading manufacturers were represented. 

The Western Bank Supply Company, Tulsa, Okla., had 
moved to the ground floor of the Galais building, to secure 
increased space necessitated by the expansion of business. 

The history of the R. J. Bryan Company, Columbia, 
S. C., was narrated, illustrated with an engraving of the 
founder. 




















Me Crtex 


LPHABETER 





A complete alphabetical 

unit employing the fa- 

mous Expanding “Ver- 
tex” File Pockets 


Each division a “Vertex” 
File Pocket of 134 inches ex- 
pansion, the group indexed 
A to Z. Four extra Pockets 


for special accounts — all 


Pockets metal-tabbed. 


HOLDS 1500 
OR MORE 
PAPERS 


Standard Correspondence 
Size—without box will fit in 
any vertical file cabinet or 
lower double-drawer of desk. 


For filing 
General and Personal Correspondence 
Bills, Vouchers and Receipts 
Factory Orders and Forms 
Club and Social Papers 
Clippings and Data 
Shipping Dept. 
Orders and 


Forms 





Packed in strong, 
attractive dark- 
green box which 
can be used as a 
filing cabinet if de- 
sired. 


Needed by Doctors, Dentists, Clergymen, Teachers 
and Authors . . . By Garages, Retail Stores, Of- 


fices and Factories. 


ALVAH BUSHNELL COMPANY 
13th and Wood Streets Philadelphia 
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No Change in Pen Point Tariff 


The United States Tariff Commission has been investi- 










Cary 

eG. gating the situation regarding imported steel pens entering 
the United States from abroad. The investigation was 
made under the provisions of Section 336 of the Tariff 
Act of 1930, pursuant to Senate Resolution No. 438, dated 
February 10, 1931. 


The President has approved the Tariff Commission’s 


Parrrr i] 














BO mA 









report of this investigation, indicating that there will be 
no change in the rates of duty at this time. 

The pens considered in this investigation consist prin- 
cipally of ordinary metallic (plain or coated) pen points 
These are produced in the United States to the extent of 
about 2,000,000 gross per year. Imports, almost entirely 
from England, supply from one-fourth to one-third of the 


¢ ARBON PAPER'S demand in this country. Exports of American pens, which 


are shipped mostly to England—where a few American 


- . ‘BONS patterns are in demand—have ranged from about 300,000 
TY f EW | TER RIBBC AIC, to about 400,000 gross per year. 


The tariff commission obtained costs of production and 
THE LINE THAT CANT BE MATCHED other data, covering the year 1929, from the domestic in- 


| 
dustry, and from three of the principal producers in Eng- 
} 





land, the chief competing country. Because of the small 
number of manufacturers involved, the costs obtained are 
not published, since to do so would reveal the operations 
of individuals. 

After considering the cost and other data obtained in 


the investigation, and the possible effect upon English 





costs of the depression of the pound sterling—the pound 
having been essentially at par during the period of the 


investigation—the commission did not specify any change 


A line which has both in the duty on steel pens. 
o 7 7 . . ae —_— y 
quality and individuality, “Forging Ahead During Depression” 
. The United States Department of Commerce has issued 
variety enough for every a mimeographed bulletin of thirty-five pages, on “Forging 
requirement and manu- Ahead During Depression.” 


a research into those American business concerns which 


: . ‘ . : , , 
: factured with the greatest have made material progress in maintaining or increasing 
| sales volume or profits during the depression. There were 
care. 358 examples gathered, representing 202 manufacturing in- 
dustries, forty-three retail distributors and ten wholesalers. 


This expresses the findings of 





The research covers seventy-four cities in thirty states. 


Several instances are cited in the commercial stationery 
field, names and addresses being withheld. A manufacturer 
of writing paper changed its budget plan. The previous 
practice was “income minus expense equals profit.” The 
formula was changed to “income minus profits equals al- 
lowable expense.” Thus expenses were limited in advance. 





One fountain pen manufacturer endeavored to gain 


economies by reducing fluctuation in the rate of produc- 


tion. Another fountain pen manufacturer leveled produc- 
tion peaks by budgeting inventory and dealers’ stocks 
Many results could not be embodied in this study, as 


their success was the result of a favorable demand caused 
by outside agencies. 


_ > 


| S U P P = I EK S Annual Sales Meeting of Quality Park Company 


Harry W. Balch, and L. S. James, Chicago, IIl., attended 


( ‘OMPAN Y the annual sales meeting of the Quality Park Envelope 
Company, which was held the last week of December at 
the general offices of the corporation at St. Paul. At this 


188 Third Avenue meeting plans were laid for an active sales campaign dur- 


ing 1932. Several new items were considered for introduc- 


K - BROOKLYN Geationt »N. ¥., U.S. A.) tion to the trade in 1982 


EERECESLEOECUCIC ITI rrr 























— 
Formula for Soft Monologue 
London Humorist] Mummie: “Have you been putting 
water in the ink, Joan?” 
Joan: “Yes, Mummie. I've been writing to Daddy, and 


I wanted to whisper something to him.” 
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NC OAUCES 
THE NEW 


EMPIRE 
line of filer 





T 

HE New EMPIRE Line of Files, many drawer shapes, to meet every cus- 
third major addition within a year to the tomer demand. Height is the same as pres- 
“Yand E” line of Office Equipment and ent “Yand E”’ Files and can be intermem- 
Supplies, represents the greatest filing hered with: them 


value ever to bear the ‘““Y and E”’ label. 


: The combination of the New EMPIRE 
Outstanding new conveniences, ingenious File with the famed “¥ and Bo eee 
mechanical devices, greater strength and Name System of Filing gives the “Yand E” 
mer 4 weamem whe » FMP , a0 n'3 S ‘ ; “ 
liner appearance stamp the EMI IRE = Agent and Dealer an outstanding advan- 
the outstanding file of today—‘‘The Great- tage since he can now sell the Finest Filing 
est Value per Filing Inch Ever Produced.”’ Combination knowa—in feck “eee 
The EMPIRE Line of Files is available Filing’. Write for complete details on the 
in 1, 2, 3, 4 and 5 drawer heights and new EMPIRE line. 


YAWMAN "> FRBE MFG.(. 


155 JAY STREET : :t ROCHESTER, NEW YORK | She wees wre tired oe " 
Export Departme nt: 368 Broadi ‘ay, New York, N. Y “9 U. S. A. a: Ss 


Steel and Wood Filing Cabinets . . . Steel Desks . . . Steel Shelving . .. Safes . . . Office 
Systems and Supplies . . . . Visible Index Equipment .... Bank and Library Equipment. 


"FOREMOST FOR MSSE FIFTY YEARS” 














nd me complete details on the new 


E MPIRE line of files. 























IN CASE OF FIRE 
PUSH THE BUTTON | 





run! 


DIEBOLD, manufacturers of pro- 
tective devices for banks and other 
business organizations, now present 
the Diebold Electric Recordesk Safe 
. «+ + Opening new markets for you, 
and reviving old with its advanced 
features. 


The Diebold Electric Recordesk 
Safe provides automatic protection 
in case of daytime fire .. . does 
away with manual effort in opening 
or closing it... insures safety 
against fire and burglary during the 
night. 


It is, of course, similar to the 
Diebold Recordesk Safe, with the 
exception that the door, set in the 
top of the safe, is operated by an 
electric motor. In case of fire, one 
need merely push the button and 
run. The door will automatically 
close. 


Provisions are made for possible 
electric current failure at any time, 
and for stopping or reversing the 
action of the door when it is either 
opening or closing. 


Savings departments of banks... . 
building-and-loan associations... 
election boards ... installment 
credit merchants ... these and 
others will be interested. Complete 
information can be had by writing 
the manufacturers of the famous 
Diebold Vaults and Vault Doors for 
banks. 


DIKBOLD 
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Open and closed views of the Diebold Electric Recordesk 
Safe. Buttons at right are for opening, closing, stopping 
or reversing action. Drawers at bottom are for card index. 





SAFE AND LOCK COMPANY . . . CANTON, OHIO 
OVER SEVENTY YEARS OF BANK SERVICE 
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Visible Packaging Exhibit Gives Ideas 

In the new headquarters of the Du Pont Cellophane 
Company, Empire State building, New York, N. Y., is 
shown a display depicting the trend toward transparent 
packaging in modern merchandising plans. This perma- 
nent exhibit is a comprehensive demonstration of the im- 
portance assigned to packaging in modern retailing. 

Examples of packaging in transparent Cellophane are 
classified in three major groups—food products, including 
candies, fruits and cakes in great variety; department store 
merchandise such as towels, linens, paper specialties, 
blankets and haberdashery; drug store items—cosmetics, 
soaps, cigars, cigarettes and tobacco, ethical and proprie- 
tary remedies, and rubber goods. A miscellaneous group 
comprises everything from moth balls and typewriter rib- 
bons to electric cables 

Included in the exhibit are samples of Cellophane con- 
verted into ribbons, cord and gummed tape, for decorative 
and utilitarian purposes 

The exhibit is being changed constantly to include new 
examples of packaging in transparent wrappers. 

a 
Movie Star Makes His Mark 

Jack Holt, movie star, recently visited a pen shop in 
Hollywood, and before he left he purchased a new “Balance 
Lifetime” black-and-pearl pen and pencil. He inscribed his 
own name in gold letters by means of the new “Namo- 
graph” machine. With but a word of explanation, the 
movie man was able to manipulate the machine and give 
permanent identity to his pen and pencil. 

The W. A. Sheaffer Pen Company, Fert Madison, Iowa, 
claims that the “Namograph” is a distinct advance in its 
field. It weighs but eight pounds, is compact, sturdy, uses 
electric heat with automatic control, and operates quickly. 
No individual type is used, the impressions made being in 


italic. 
> 
Commerce Department Typewriter Research in 
China 


The United States Bureau of Foreign and Domestic 
Commerce, Washington, D. C., has available for the study 
of manufacturers a typewritten report on the “Marketing 
of Typewriters at Tientsin, China.” This is an exhaustive 
study of the field considered, with an analysis of its pos- 
sibilities, and the type of machines used in the Tientsin 
district. A loan copy can be secured by manufacturers, 
who are granted sufficient time to avail themselves of the 
material presented. 

Coppers Must Be Gentle With Typewriters 

Newspaper dispatches from Boston a short time ago 
indicate that some policemen rule with a heavy hand when 
they use typewriters—the machines, please! 

An order from Police Commissioner Eugene C, Hault- 
man offered this advice “Considerable damage has been 
caused by the operators pounding the keys too hard. This 
destructive practice must stop. Don’t pound the typewriter 
too hard.” 

oo — 
Chalk and Crayon Sharpener from Germany 

Messrs. O. Osterheimer, Methfessel Str. 102, Hamburg, 
Germany, produce a sharpening device for chalk, charcoal 
or thick pencils. A small wooden frame is equipped with 
two cutting blades. The shavings and dust resulting from 
the operation are deposited within the device 

sient 
Baseball Chatter from Advertising Age 

Carl K. Hart has been traded by Fort Madison, Iowa, to 
Janesville, Wis., both clubs in the Fountain Pen League. 
Carl is just about to be drafted by the majors. 








THE New LEATHER LINE 
The Right Chair at the Right Price 


Graceful lines, fine workmanship and superior finish distinguish 
this new line of leather upholstered chairs . . . correct balance, 
thorough comfort, pleasing outline . . . a highly attractive and 
inviting appearance, at a very special price. 

You'll find a heavy demand for chairs of this pleasing type. 
The growing tendency toward designs of this kind can be proven 
by showing a number of these chairs on your floor. We recom- 
mend that you place an order for display, being confident you 
will quickly realize the advantage of a representatiye stock. 
Handsome illustrated booklet with full details mailed on request. 


JASPER CHAIR COMPANY 


Jasper, Indiana 










Sales Representative 
for metropolitan Chi- 
cago territory, William 
H. Brown, 4504 S. 
Wells St., Chicago, 
phone Boulevard 7957. 








LITHOGRAPHED 
LETTERHEADS 


and other office foun 


WITH YOUR CUSTOMERS’ 
PRIVATE PAPERMARK 


Never before possible except in 
large quantities on mill order. 
Now available through new pat- 
ented process, for which we are 
exclusive licensee in this terri- 
tory. 


Even the user of only 5-M. letter- 
heads can now have the advan- 
tage of a private Papermark here- 
tofore only enjoyed by the largest 
concerns in the country. 


Interested? Then mail coupon. 
Complete information, samples 
and prices will be immediately 
mailed to you without obligation. 


LUTZ & SHEINKMAN, INC. 
Trade Lithographers Since 1896 
2 Duane Street, N. Y. C. 


Vail the Coupon 


LUTZ & SHEINKMAN 


2 Duane Street, New York City 


Gentlemen: 


Kindly mail your “‘Papermarked’’ Samples and Free Book 


“Specimen Letterheads” to the undersigned, at no obligation 


whatsoever. 
Firm 
Address 
Town 

State 


Individual 


Simply attach to Card or Letterhead 









| hours a 





OFFICE APPLIANCES 





The Stenograph and Its Inventor 
Interview by Walter Jack 


shorthand writing machine ta 


the oO 
The machine developed a 


memory. 


The 


generation 


Stenograph, 
past, 1s a 
half century ago, was equal to fast verbatim and court 
reporting when the typewriter was in its infancy. 

\ small shop” found on the 


nd floor Meadville, 
\ stately few 


on a 


one room “inventor's is 


of a main street business block in 


Scce 


Pa years spends a 


day This M,. M 


tholemew, inventor of the Stenograph, and Civil Wat 


man of eighty-seven 
Bar 


new invention is 


veteran. 


The stately old soldier, with a Van Dyke beard and 
bushy silver gray pompadour, cordially met the writer who 
recently visited him to learn of his invention of long ago 

Several of these machines are on the shelves of this 
quaint shop. Built with the nicety of a watch, the perie 
tion of this machine is evident Keys manipulating five 

| dots, each in different position on a ribbon of tape, was 
the scheme of phonetic representation, All keys could be 
struck at once, or any combination of two, three or four. 
To the more frequently used sounds was given the single 
dots, or simpler combinations of dots Wordsigns and 


phrases were developed by the inventor Che work of this 
inventor was foundation work in mechanical written short- 
The built on different 


uses alphabetic characters. Som« 


mechanical lines 


», this 


Stenotype 


hand. 


years ave inventor 


decided to build a machine using alphabetic characters, but 


| did not carry through the idea. 

Che machine weighed about two pounds, and is readily 
covered by two hands. 

Reticent as to the success of the machine, the old inven 


tor and expert stenographer told something of his past 
leading up to its invention. M. M. Bartholemew, a lad of 
cighteen, enlisted in the Union army in 1862. He served 
three years. In his knapsack he carried a copy of Ben 
Pitman’s phonographic instruction book. While in camp, 
ind later at headquarters where he did staff service, the 
lad took advantage of little spare time to learn shorthand. 
He became the first court reporter in southern Illinois 
Che idea of the Stenograph was developed in the 70’s and 
in the early 80's the first machine was used by the re 
porter. In 1885 a company was organized and sold the 
machine nation wid Mr Bartholemew, dead thirty-five 
years, taught the operation ot the Stenog raph in ot Louis, 
while her husband continued his vocation. He used his 
machine under all reporting conditions. A daughter, Mary, 
continued the work in New York city until a short timc 
Ako 
\ son, Marshall Bartholemew, is director of the Yale 
Glee club and head of an international musical organiza- 
tion. Two daughters followed other vocations 
The aged inventor points to the success of a widely sold 
machine, the Stenotype, as further vindication his con 
ception that machine shorthand is legible and can b« 
| speedily and easily written 
oe 
White Takes Southern Territory for Weldon 
Roberts 
Che Weldon Roberts Rubber Company of Newark, N. J., 
have appointed Wendell White to represent them in the 
whole of the southern territory 
Mr. White was formerly with Eberhard Faber. His 
headquarters are in Atlanta, Ga. 
> 
Huston Visits Park Ridge Factory 
W. G. Huston, Pacific Coast manager for Mittag & Vol- 
ger, Inc., with headquarters at San Francisco, recently 


visited the fact 





ory of his company at Park Ridge, N. J. 
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PATENTED AND PATENTS APPLIED FOR 


—a sensation 
A in the visible 
' equipment field! 


UTOMATIC VANDEX, the only basic improvement in visible 
card records in the last 20 years, combines all the advan- 
tages of all existing card records with the greatest flexibility 
and compactness. And best of all it can be purchased at 
extremely low cost. 


Reference is 
instantaneous 


Think of it! As many as 76000 cards, completely visible to the 
eye of the operator, can be grouped within reach of her hand 
without moving her chair — without pulling out a drawer — 
without searching through bulky equipment. Reference is in- 
stantaneous! Never has such capacity been offered before! 


SAAS INN} 
The Automatic expanding feature provides 9 inches of working 
space. Each panel riding on a ball bearing mounting can be 
moved with minimum effort or removed entirely on the instant. 
It saves time! Conserves space! Reduces clerical labor! And 
is adaptable to all classes of records. 


Write at once for our illustrated folder describing this new 
sensation. 

















Hingedrollerbearing 
loops (patent applied 
for) on the bottom of 
each spacer quide 
enable the guide and 
panels to tilt forward 
and backward with 
freedom and ease. 
See wide V opening 


A battery handling over 
56000 cards. Any num- 


The Automatic ber of units may be 


, grouped to meet re- 
Vandex Unit quirements 


AUTOMATIC FILE & INDEX CO. 
General Sales Offices 


900 Butler Bidg., 427 W. Randolph St., Chicago, Ill. 
Foctory: Green Bay, Wisconsin OA1-Grayl 
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A PAPER RIGHT FOR 
CARBON COPY USE 


A CONVENIENT BOX 


A NATIONAL 
ADVERTISING CAMPAIGN 


Sea Foam Bond is a thin paper, specially designed 
for carbon copies and office forms. Used with thin 
carbon paper it gives 14 legible carbon copies. Re- 
mains upright in files. Stands erasures. 7 bright colors. 

The new blue and green box holds 1000 sheets. 
Offers wonderful window and counter display mater- 
ial. Acts as a constant reminder of Sea Foam Bord 
in the office where it is used. 

Sea Foam Bond is supported by national adver- 
tising in two great publications—a monthly and a 
weekly. A consistent, strong-selling campaign making 
sales for you! 

Stock and display profit-building Sea Foam Bond 
now! If you can’t get it from your regular wholesaler, 
write us for samples and prices. 





Look for this mark in each Sea Foam Bond sheet 





ATA 
THIN PAPER, ESPECIALLY DESIGNED 
FOR CARBON COPIES AND OFFICE FORMS 
Sr” 


BROWNVILLE PAPER COMPANY 
11 Water Street . Brownville, New York 
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Automatic Pencils and Their Leads 
The development of the automatic lead pencil, a product 
of the early ’eighties, was hampered by the problem of a 
Then they were produced in the jewelry 


suitable lead. 


industry, and were sightly and good mechanically, but the | 


lead was left to later manu- 


Later developments permitted the 


problem of a satisfactory 


facturers in the field 


use of the familiar propel-repel-expel device, but even then, | 


a satisfactory plan for lubricating the lead was not found 


readily. One maker found that the leads could be coated 


with paraffine, which made them feed smoothly, but it is | 


that not always easy 
maintain 

The research of the W. A. Sheaffer Pen Company, Fort 
Madison, led to the 
paraffine, mixing the two so that the petroleum wax was 
mingled throughout the lead stick. When 
the proper calibre the leads functioned smoothly, and made 
vigorous, black, even records on paper. The Sheaffer “Blue 
Cap” leads may be used in any American mechanical pencil. 


said a permanent coating was 


owa, impregnating graphite 
low mpregnatins hite with 


moulded into 











NEW STORE, CALIFORNIA TYPEWRITER EXCHANGE, 517 SOUTH 
SPRING STREET, LOS ANGELES.—The company operates stores at 
the address just given and at 258 South Broadway, and 430 West Eighth 
street. The California Typewriter Exchange was founded about seven 
years ago by Ernest E. Thornton, who recently took over the lease from 
the Webber Typewriter Exchange at 521 South Spring street and then 
transferred that business to a much larger store in the same building 
making the new store his headquarters. This new establishment has 
been greatly admired by typewriter men in the southwest. The business 
of the Exchange is the retailing of rebuilt standard typewriters, new 
and used portables of all makes, check writers, adding machines and 
supplies. 








Quality Park Executives at Hot Springs 


E. E. Bates, sales director, and Oscar J. Olm, vice presi- 


dent of the Quality Park Envelope Company, passed 
through Chicago in December on their way to Hot 
Springs, Ark. While there they planned to put in some 


pre-season golf, and see if the waters there are better than 


to | 





the “Waters of Minnetonka,” which are famed in song and | 


story. 
ERR, ey 
New South Side Store 
The Englewood Blue Print Shop has announced the 


opening of their new st at 506 West Sixty-third street, 
a complete line of office furniture and 


re 
Chicago, carrying 
stationery and sign writers and drafting room supplies. 

The new store will be open Tuesday, Thursday and Sat- 
urday evenings for the accommodation of customers who 
find themselves unable to call during the day. 


| 
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Start the New Year 
with 
CORRY-JAMESTOWN 
“Excellence tor the Price” 
Line of 
Legal and Letter Size Filing Cases 












TRIPLE HEAD 





PROGRESS VE ROLLER 
EATENSION SUSPENSION 





No. 800 Line (the 
DeLuxe) 
No. 700 Line with 


new features of **Ex- 
cellence for the 
Price”? in a better- 
than-average line of 
progressive suspen- 
sion files and cases. 


The CORRY-JAMESTOWN Line gives the dealer a 


sales advantage as well as a good profit. 


“T° man 
RENPOmCE MENT 





HEAVY CHANNELS 








a 





No. 600 Line — fa- 
mous for its “*Excel- 
lence for the Price” 
among lower-priced 
cases—with features 
you can surely 
realize on in any 
competition. 


Warehouse Stocks Carried in New 
York—Chicago—Philadelphia—San 
Francisco—Los Angeles 


PIN THIS COUPON TO YOUR LETTERHEAD 


CORRY-JAMESTOWN MFG. CORP., Cable Address: CORJAM 


Corry, Penna. 


Please send new Catalog. Price List and Discount Sheet covering 
your line of CORRY-JAMESTOWN Steel Furniture Specialties. 


Name 


Address 


ORRY- JAMESTOWN 
Corr FURNITURE 














to sell 


“just any basket” 


M AYBE “any old basket” would do—once. 


Today buyers are more particular. They have to 
be, with less to spend. And you can’t afford to 


carry large stocks of slow-moving goods. 


Value, therefore, is most important. Sell your 
customers a basket that is really well made, one 
that will last for years and still look well. One 
that represents a true economy for them even 
though it is small compared to their total budget. 
They ll thank you for it and you'll profit by 


their good will. 


We make fireproof metal baskets for every re- 
quirement, in oak, walnut, mahogany—and 


green for offices, white for institutional use. 


We make them in many sizes and shapes to fit 
modern needs and to meet the buyer's insistence 


on the best value in the market. 


It will pay you to sell the Canco basket exclu- 


sively. 
Illustrated above is the Canco 
No. 82, 13% x 14%, furnished 
in green, walnut, oak or mahog- 
any. We have available also the 
small size corrugated basket No. 
160, 12%4x9! 2* 11%, also No. 
480, 15% x 124 x 18, a larger 
corrugated basket. Both of these 
baskets can be had in either 
green or white. 


Galvanized Ware Depa rtment 


AMERICAN CAN 
COMPANY 
City Park Ave. and Hamilton St. 
TOLEDO, OHIO 





on’t be satisfied 





| 
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Chicago Department Store Installs “Protectu” 
Accounting System 

Mandel Brothers, Inc., a large department store in Chi- 

o, recently installed the “Positive Proof of Accuracy” 


Cake 
System in its accounting department. This system, made 
by the Protectu Corporation, 17 West Market street, In- 
dianapolis, Ind., involves the use of bookkeeping machines 
already possessed by the department store and special 
additional mechanical equipment. The equipment was in- 


stalled on trial for three months before the actual purchase 
was made 

In commenting on the installation, L. Greene 
urer of Mandel Brothers, Inc., said, “With this method we 


baum, treas- 








equipment for bookkeeping 

machine installed in the billing department of a large Chicago departmen 

This equipment is made by the Protectu Corporation, 17 West 
Market street, Indianapolis, Indiana 


“THE POSITIVE PROOF OF ACCURACY” 


store 
were able to prove the accuracy ol the posting to the cus- 
tomer’s account before the statement was taken from the 
machine It gave us such unfailing proof that we were 
ot posting \\ e 


then able to consider the unit operation 


were using the dual 

“In changing from the dual to the unit plan, we elim 
inated our ledgers by utilizing the duplicate of the custom- 
er’s bill as a ledger sheet lo make this plan practical it 
was also necessary to revise our method of handling de- 
linquent accounts, and much credit is due to the Protectu 
Corporation for the splendid manner in which they cooper- 
ated with us, spending a great deal of time and offering 
many helpful suggestions in building up a practical routine, 
not only workable but economical in operation. 

“Our machines are now locked with a lock and key in 


the same manner as a cash register is locked, and for the 


same purpose—protection against errors. This item alone 
means much in obtaining results with a minimum number 
of errors 

“Under the dual plan we were using twenty-four ma- 
chines together with six extra machines, of which two or 


sting the regular opera- 


three were used every day in assi 
tors, as we had a ruling that each day all posting must 
be up to dat Under our present unit plan we set up six- 
teen machines but discovered after equipping eight ma- 
chines that for nine or ten months of the year we will 
probably be able to do all of our work with twelve ma- 
chines. This is due to the many ideas that were installed 
to make for such an efficient operation. One of the con- 
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Low Priced Filing and 
Storage Equipment 


The changed conditions of the past year have re- 
sulted in a universal demand for inexpensive office 
equipment. To meet these requirements, we have 


designed the OHIO line of filing and storage 


equipment. 


Investigation will prove that the new OHIO line 
has not been cheapened in any way as to case 
construction; that the finish and hardware are equal 
to lines selling at a much higher price; that the 
drawer action is smooth and that the line is a real 
pleasure to demonstrate and sell. 


This new OHIO line enables equipment men to go 
after any and all installations with complete con- 
fidence in their line, their price and the delivery 
of any standard items in the line. 


In addition to the OHIO line, there is the com- 
plete line of steel office furniture and equipment 
under our Canton Line trade mark, sold under 
exclusive franchise. 


Write for literature and new price lists. 


The Canton Art Metal Co. 


Canton, Ohio 
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2400 SERIES 


With congeneaine sus- 
pension, finish, hard- 
ware and case construc- 





tion of a high priced 
file. 


3200 SERIES 


Sturdy case construc- 
tion, smooth drawer 
action. Ideal for general 
office needs. 








5500 SERIES 


A complete line of storage, wardrobe and 
desk cabinets. Chrome-nickel hardware, 
locks and adjustable shelves. 
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Do Your Salesmen sell 
as many DANDY Pencil 
Sharpeners as they should? 


The DANDY is one of the highest 
price sharpeners made, yet one of 
the easiest to sell. 

The Automatic Feed keeps the 
pencil in perfect alignment with 
the cutters so it is always evenly 
sharpened. 

Because the pencil is fed to a 
true center with just the right 
amount of pressure there are no 
broken points and no waste with a 
consequent saving of at least 20% 
in pencil expense. 


The DANDY pays for itself in a short 
time and illustrates the value of those dis- 
tinctive features found in 


APSCO 


AUTOMATIC 
PENCIL SHARPENERS 


Increased Sales of the DANDY 

and the other DeLuxe Models 

of the APSCO LINE result in 

GREATLY INCREASED 
PROFITS 


Automatic Pencil Sharpener Co. 
CHICAGO ILLINOIS 
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tributing factors that we feel enabled us to obtain such 
results was placing two operators on a production basis 
with a bonus. Under the old plan operators worked from 
nine to four or four-thirty. Now they are at their ma- 
chines at nine o’clock and work right up to five-thirty. 
The results obtained by the complete system are truly re- 
markable. 

“One very important point about all of it is that the 
operators like to operate their machines under this new 
plan and this fact enables us to receive their full coopera- 


tion,” 
Oe 


Stapling Machine Association of America 
Adopts Code 


The Stapling Machine and Staple Association of America 
has adopted the following code of ethics for the guidance 


of its members: 
Admitting that harmful and unethical practices of individuals are 
detrimental to an industry as a whole, and that no individual can be in 
jured without a reflection on the industry: 
We hold that it is unethical 
l lo relabel or molest boxes, packages or containers and/or contents 
to hide or confuse the identity of the original manufacturer or dis 
tributor, or create an impression or opinion contrary to true facts 
regarding quality, price or origin at time of, before or after sale 
lo damage competitor's machines or staples, or carry defective or 
worn out machines of competitive make for demonstration purposes, 
or misrepresent facts of mechanical features, service or utility of 
competitor’s merchandise 

3 [To demonstrate competitor's machines and by tricks deception 
create or endeavor to create an impression or opinion of inferiority 
to the detriment of the competitor 

$ Io make false and misleading statements regarding competitor met 
chandise or misrepresent facts regarding competitor firm, policy or 

/ 


condition or make statements that may be or are intended as detri 


mental to competitor. 


lo resell used machines of competitive make; as such merchandising 
of old or obsolete models, tends to damage the reputation of the 
manufacturer and to generally demoralize the industry by reducing 


the confidence of the public in stapling devices 
To employ a competitor's salesman or employee for the purpose of 
securing information regarding customers, price, or any other infor- 
mation that rightly belongs to the competitor 

7 To seek such information from competitor's employees either thru 


bribe or thru their disloyalty 


s To resort to unfair methods of competition characterized by bad 
faith, deception, fraud or oppression including commercial bribery, 
which we hold is wasteful, despicable and a public wrong 


* * . 
Believing that the reward of business or service rendered is a fair 


profit plus a safe reserve, commensurate with risks involved 


and fore- 
sight exercised; and 
Believing that this reward can only be had thru confidence in each 
other and those with whom we do business, and thru honesty and in- 
tegrity to the mutual profit of all concerned, we pledge ourselves 
l To refrain from all practices declared to be unethical and to control 
to the best of our ability our salesmen and employees in acts of this 
sort 
2. To adjust controversies among ourselves and customers by volun 
tary agreement or impartial arbitration whenever possible 
3. To carry out in letter and in spirit contracts and agreements either 
written or oral and not to cancel or change without mutual consent. 
4. To present our goods or service honestly and truthfully, and to carry 
out and fulfill our obligations scrupulously. 
To avoid waste in any form; capital, labor or service, and to work 


7) 


toward its constant elimination 
————>- —-— 
Office Supplies as Christmas Gifts 


The Office Supply Company of Jackson, Miss., ever alive 
to good merchandising ideas, is advising women to give 
their husbands something for the office as a Christmas 
present. 

“Here’s a tip. He probably needs something for his 
office, something that will help in his duties, make for effi- 
ciency and all that. He isn’t getting it for himself be- 
cause he feels he can do without it. Find out what he 
needs and come here, we will help you choose anything 
from a letter file to a system, or a pin tray to a whole 
suite. We probably know just what he’s been ‘hanker- 
ing’ for anyhow, so why not consult us now and surprise 


G. H. W. 


him for Christmas?” 
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Sell them by the Set 


Globe“Wernicke 


Angular Celluloid Tab Guides 
Indexed Sets - Wrapped in Cellophane 


When planning on how to increase your filing 
supplies business during 1932, consider these In- 
dexed Sets of Angular Celluloid Tab Guides. 
Obtainable in card index, letter, cap and check 
size guides, with printed index labels inserted. 
Alphabetic, daily and monthly sets — each 
wrapped in cellophane. 






An improved package which offers these advan- 
tages: 


The Most Serviceable Box 

Ever Designed for Sets of Guides 
You Can’t Lose the Lid 

It’s Part of the Box 


> Cellophane Wrapping 
Insures Clean, Fresh Stock 


Send for prices today. 











\ /YOW Xr eady +2 
NEW Filing Supplies Catalog 


An innovation in filing supplies catalogs. The new 
arrangement of products makes it unusually easy 
to locate the exact items desired. Will save con- 
siderable time in selling filing supplies. Send for 
your copy now. 


Globe=Wernicke 


CINCINNATI—Export Dept., 30 Church St., NEW YORK 












To The Trade 


Pending the issue of our price list 
for 1932, all orders will be billed 
at the latest revised lower prices 
and new quotations will be made 
on any items upon request. 

































The above applies to our complete 
line including 





QUALITY PARK ENV. CO. 


Flat and Expanding Envelopes, 
V. F. Pockets, Folders, etc. 


In both tan cloth and paper gusset styles 


The Original 
Line of Wallets 
With Reinforced 

Flaps 








| The Original 
Line With the 
Tan Cloth Gussets 





F Bart — 
ead 


Why not sell the original line with these 
durable features when it costs no more 
than imitations 





1932 will be a year of economy, 

therefore these goods will appeal to 

your customers for their lasting quality. 
Show them and sell them 


WRITE, PHONE OR WIRE 


QUALITY PARK ENVELOPE CO. 


11-116 Merchandise Mart 
CHICAGO 


A $50,000.00 STOCK OF STANDARD ITEMS IS A 
GUARANTEE OF OUR SERVICE ON RUSH ORDERS 
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Timmins Store in New Location 
Late last fall the Timmins Stationery Company of Elk- 
hart, Ind., held the formal opening of their new store, 
located at 417 South Main street. Several thousand people 
visited the store during the course of the day and evening 
to view the beauty and harmony of the new appointments 

and to become acquainted with the lines shown. 
The expansive window display space with an abundanc« 
of light is one of the main attractions at Timmins’ new 


ore Che windows, which are changed frequently by the 


or Fice 
- od he VUPPLIE 











TIMMINS STATIONERY COMPANY STORE IN ELKHART, IND., NEW, 
INSIDE AND OUT 


window trimmer, D. W. Putt, have no back in them, giving 
a view from the sidewalk to the rear of the store. The 
smaller window at the left of the entrance is used for greet- 
ing cards and stationery 

The Timmins’ organization was formed in 1893 by Fred 
S. Timmins, who continued as its sole owner and manager 
until 1929, when F. C. Wiltrout and R. L. Patrick pur- 
chased Mr. Timmins’ interest. In the spring of 1930, Mr. 
Wiltrout bought out his partner and is now the sole owner 
and manager 

——< — — 
Heavy Guns Open “Quink” Advertising Campaign 

W. A. Rucker, “Quink” sales manager for the Parker 
Pen Company, having reported a wide distribution of this 
quick-drying writing fluid among dealers, it was decided 
by the administrative heads of the company to put the 
advantages claimed for “Quink” before the readers of The 
Saturday Evening Post. The January 9 issue will carry 
a full-page, full-color advertisement which it is expected 
will have stimulating influence upon dealers’ sales. 

The Parker people believe that seldom has a manufac- 
turer presented such an emphatic bid to the public with a 
line of such small unit volume as writing fluid 

Mr. Rucker, by the way, recently returned from the 
Pacific Coast, where he conferred with business associates 
Immediately after his return from the west he went east, 
spending some time at the Parker offices in New York City 
in the interests of “Quink.” 
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An attractive private — 
ensemble to which a 
GUNN No 900 Desk, 
in period design, lends 
dignity and refinement. 
The No. 500 GUNN 
Sectional Bookcase 
shown may be expanded 
to accommodate growing 
requirements. It adapts 
itself flexibly to any wall 
or window space and is 
handsome, durable and 
convenient. 








The Georgian (No 1706) reflects 
the true Georgian refinement of 
design and consistency of line. 
Fits any corner in the private 
office and is fully at home in the 


most dignified surroundings. 


and Youll Sell them’ wuss 


should be food for deep The Sectional Bookcase offers flexi- 
reflection that invariably, dealers bility, beauty, adaptability, permanence 
who do a big volume in bookcase and economy. It will fit any desired loca- 


sales, display them to advantage. tion in the room and may be expanded 
: indefinitely as requirements increase. 


One of the more recent developments The GUNN Occasional in period 


in the office equipment field is an increasing ale « , : 
demand for bookcases—sectional in the design is especially adaptable to private, 








general office and either sectional or law, professional and business office needs. 
occasional in the private office. It preserves the choice personal volumes 

” of the busy business leader at close hand 
Both possess advantages—and both for instant reference, and is at home in the 
are equally necessary in the modern office most intimate executive surroundings. 
ensemble. ; 


We supply GUNN Bookcases in a wide range of designs, woods and finishes 
giving ample sway for persona | taste. Write for complete information— “shou 
them—and you'll sell them.’ 


GUNN FURNITURE COMPANY 


GRAND RAPID $ MICHIGAN US A 


Member of the Wood Office Furniture Associates, Inc. 
Permanent Display, Waters-Klingman Bldg., Grand Rapids, Michigan. 








ual 









ESTABLISHED 1879 -“S/ “STRAIGHT SHOOTING” FOR FIFTY TWO YEARS 


Fy finale SERVICE 











You ‘DON'T eT DONE waa YOU BUY A GUNN-. 
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N every « ity you w ill find a group 
of major business executives who will 
apprec iate the authentic design and 
dignified appearance e of the Jacobean 


Suite by Leopold. 


Here is exemplified that splendid 
beauty —that superb design which stamps 


furniture that is really tine. 


When you sell the Jacobean Suite by 

Leopold you giv e your customer a life- 
Z S , 

time ol satistaction with the finer things 


of life. 
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Window Display Sells Nearly Two Hundred 
Yardsticks 


How a Mistake in Ordering by the Buyer for a Denver 
Stationer Resulted in Unexpected Profit.— 
By Pauline Slaughter. 


A mistake made by the Hoeckel Blank Book and Litho- 
graphing Company of Denver was recently turned into a 
great advantage for the store. 

Thinking they were ordering the usual two dozen yard- 
sticks which amply supplies their customers asking for that 
commodity, the order somehow went in for two gross. 

lor some time the large shipment lay in the stock room, 
a sickening reminder of a bad mistake, a loss that must be 
swallowed with good grace 

Then A, M. Boyd, floor manager and window decorator 
for the firm had an inspiration. He filled a window with 
yardsticks—an unheard of proceeding The sticks were 
mounted on a blue velvet background horizontally, and 
many more reached out to the window glass, leaning upon 
these rows of horizontal bars. More were held together by 
rubber bands so that they stood upright like a tripod. 

The unusual item began to draw attention and every 
thirty minutes would see a new group forming to look at 
the yardstick display. But the interest did not stop with 
the looking! 

In less than two weeks, sixteen dozen of the yardsticks 
were sold! Sales were made to engineers, draftsmen, 
tailors, housewives who wanted an extra fine yardstick, 
one of hard wood and about three-eighths of an inch thick. 

The prices were 15c and 25c, but the sixteen dozen cus 
tomers for yardsticks produced many sales which totaled 
much more than the price of the yardsticks. 

Another window which brought unusual results was one 





made up of aluminum sheet holders. These ranged in price 
from $1.25 to $4.00, but placed in a large group, the response 
was immediate. Truck drivers going by were, perhaps, 
the ones to make the most outstanding purchases of these 
sheet holders 

The yardstick sale was made in spite of the fact that two 
stores in the same block give them away for the asking! 
Bartlett Service. 

—- 
Dixie Carroll Joins E. Faber Pencil Company 

W. J. (Dixie) Carroll, who for many years has traveled 
the southern territory for the Joseph Dixon Crucible Com- 
pany, Jersey City, and was formerly also with the Stow- 
Davis Furniture Company of Grand Rapids, will take up 
his new duties with the Eberhard Faber Pencil Company 
on January 1. He will cover Ohio, Kentucky and West 
Virginia and will make his headquarters in Cleveland. 

Mr. Carroll has for some time been a resident of Bir- 
mingham, and his fellow citizens of that city part with him 
with regret. One of his dealer friends says of him, “he is 
a square shooter and makes friends wherever he goes.” 
Dealers in the states he will cover will be fortunate in 
having Mr. Carroll in their territory. With the proper 
dealer cooperation, his ideas will materially increase sales 
of Faber products. 

tlipeaiaaasig 


Mr. Henley Returns from Abroad 

John C. Henley, Jr., president of the Birmingham Pub- 
lishing Company and district Rotary governor, is back 
from an European tour with interesting experiences to 
relate. 

Mr. Henley said Captain George Fried, the heroic sea 
rescuer, the physician of Sing Sing and many other such 
persons were among those he met. Mr. Henley, who is 
an eloquent speaker, recently related his experiences to 





th Rotary Club.—G, H. W. 


SUNNY SPAIN USES 





WELDON ROBERTS RUBBER CO. 
NEWARK, N.dJ. 


MYSTICAL INDIA USES 














We Are Members by Invitation of 


RICE LEADERS OF THE WORLD 
ASSOCIATION 


Representing High Standing in 


NAME - PRODUCT - POLICY 









































you sell Record Card 


THERE’S ANOTHER SALE WAITING 


Dip you ever wonder when you sold 
100, 1,000 or 5,000 record cards just how the 
customer was going to find a particular card 
after he had recorded the necessary information 
on it? Every card you sell has to be referred to 
with greater or less frequency and a card index 
list may be anywhere from 50 cards to 10 mil- 
lion. Regardless of the size of the list, any single 
card can only be filed through the medium of 
guides. 

There is your opportunity for the ex- 
tra sales. The time required for filing and find- 
ing cards costs more money than the guide cards 
and filing space. There should be a guide to 
every 10 or 15 cards. Convince yourself of that 
and you can readily convince your customer. A 
less number of guides costs money in the loss of 
time and your customer cannot afford to do 
without an adequate index. No item in the line 
of filing supplies offers such an opportunity to 
create sales as does Card Index Guides. If you 
want to know more about it, write us. 


Wabash 


SUPREME = FILING SUPPLIES 








WABASH CABINET CO, 
Wabash, Indiana. 19 


Gentlemen 
Please send us more information about Wabash Supreme Quality 
Filing Supplies. We are interested. 


Firm 
Address 


By —————————————————————eEeE7~E 
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New Store Opens at Mobile 

The Powers Company of Mobile, Ala., on December 5 
formally opened its new printing plant and stationery 
store on the old location at 106-108 St. Michael street. 

Last summer the Powers Printing Company and the 
Gulf Office Supply Company were consolidated, and now 
these well-established firms begin operating under the 
name of The Powers Company. Since that time, J. J. 
Mc Mahon, president, and members of his firm have visited 
and studied the leading stationery stores and printing 
plants in the South, obtaining many ideas which have been 
incorporated in the new establishment 

rhe Powers Printing Company was one of Mobile's 
oldest firms, having begun business in 1856 at St. Francis 
and Water streets under the name of Thompson & Powers. 
It was bought by its present owner in 1914, and was shortly 
afterwards moved to the location it now occupies. The 
new home is a thoroughly remodeled building, both insidk 
and out, carefully laid out and newly equipped 

In addition to the operation of a complete printing 
plant, producing anything from a card to a book or col- 
ored azalea pictures, and the operation of a complete 
stationery, engraving and office supply store, The Powers 
Company is exclusive agent in southern Mississippi, west 
ern Florida and southern Alabama for the A. B. Dick 
Company, manufacturers of the Edison-Dick mimeograph 
It is also exclusive agent in this territory for the Art Metal 
Construction Company, pioneers and one of the leading 
manufacturers of steel desks, files, chairs and cabinets. 
The Parker Pen Company is another of the companies for 
whom they are agents. 

Among the many other well known lines handled are th« 
Sturgis autographic register machine and supplies, Colum- 
bia Carbon and Ribbon Manufacturing Company, Hoosier 
Desk Company, McLeod Furniture Company, Johnson 
Chair Company, Boorum & Pease Blank Book Company, 
and General Pencil Company.—G. H. W. 


ae 
Prominent Pencil Man Visits New York 

Ernest Vieth, representative for A. W. Faber in Austria 
and the Near East, residing in Vienna, recently left the 
United States after a visit of several weeks. He traveled 
with his son, Charles E. Vieth, salesman for A. W. Faber, 
Inc., Newark, N. J., over the territory and was much sur- 
prised at the type and size of stationery establishments 
we have Chis being his first trip, he looked with wonder 
at our tall buildings, the vast numbers of automobiles, 
myriad electric lights and the speed of our daily occupa- 
tions, 

Mr. Vieth included Niagara Falls as a part of his trip 

a 
Braden Reports Improvement in Arkansas 

W. R. Braden of the Stationers Loose Leaf Company, 
Milwaukee, recently reported to the headquarters of the 
Mid-West Travelers Club that he had made a trip recently 
to Little Rock and Pine Bluff, Ark., and that business 
seems to be coming back in both of those towns. 

He also reported that the B. G. Pugh Company of Little 
Rock have reorganized and changed their name to the 
Arkansas Printing & Lithographing Company. W. C 
Guy is president of the new company and T. E. Lengnick 


is still vice president, 


—— —~<o 
Rochester House Extends Use of Slogan 

The Naramore-Heinrich Company, 86-88 Exchangs 
street, Rochester, N. Y., whose sign appeared in a news 
item in the November issue of Office Appliances, have de- 
cided to hook up the slogan “Everything Under the Sun 
for the Office,” along with the skyline and sun, to be used 
with much of their local advertising and incorporated in 
the company’s new letterheads. The slogan is strikingly 
presented and has proved to be a good advertisement. 
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WOODSTOCKS 


ACCELERATED TYPE BAR ACTION GUARANTEES SPEED 
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JoneStee Wetal 
Deska in the offices 
of Hibbard, Spen- 
cer, Bartlett Co., 
Chieago, Itt. 

sold by Office 
Equipment Co. of 
that city 





You Will Find 
Less Resistance in 


, the Sale of 
JINTStuai[- 


JoneSteel grained metal desks and files in 


the offices of Johnstone Advertising and 
Sales Service, Rochester, N. Y. ... sold OFFICE FQUIPMENT 


by Scrantom’s, Inc., of that city 


Everything in metal required for the modern office is in- 
cluded in the “JoneSteel” line . . . a line that has forged to the 
front so rapidly because of a rigid adherence to high quality 
standards and exce ptional value for the money which the buyer 
can readily see. 

Consider the question of finishes, for instance. JoneSteel 
finishes instantly reveal the extra and careful attention we have 
devoted to them. Here is something your prospect can see and 
feel . . . an important sales point. Mahogany and Walnut 
grained finishes, especially, have been greatly admired. 

JoneSteel files sell easily because of the special DUST 
PROOF feature around drawer fronts and because of BALL 
BEARING drawer action which permits heavily-loaded 
drawers to be opened and closed with finger tip pressure. 

Let the JoneSteel line show you the way to greater sales in 
1932. Write for catalog and complete information. 


Jamestown Metal Desk Co. Inc. Jamestown, f.U. 
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Speed Typing from Dictaphone Records Arouses 
Interest 

Interest in Dictaphone exhibits at the recent business 
shows was materially enhanced by Norman Saksvig, Dic- 
taphone speed typist, who from a raised platform gave 
periodical exhibitions of speed typewriting from Dicta- 
phone records. This young man is a Chicagoan and was 
among the first to learn typewriting from the Dictaphone 
when this system was established in the Austin high 
school, Chicago. He graduated from high school a year 
and a half ago, and is now with the Department of Educa- 
tion of the Dictaphone Sales Corporation. He is com- 
pleting his education at late afternoon classes at Columbia 
university. His own story is a very interesting one. 

He attained a speed of thirty words a minute higher 
than anyone else in his class during his second semester 
in high school. Early in his third semester his attention 
was drawn to the possibility of developing extreme speed. 

Before he left high school he had achieved a record of 
considerably over one hundred words a minute on regular 
test material, and one hundred seventy-five words a minute 
on practice sentences. He then entered various contests 
throughout the country and now bids fair to become a con- 
tender in the championship contests in the early future. 

At the business shows he gave exhibitions of high speed 
writing, typing the alphabet at a maximum speed, and also 
gave an exhibition of the rhythm exercises created in the 
Dictaphone course to establish balanced typing. Then he 
gave exhibitions of business letter writing from the Dicta- 
phone at a rate of one hundred twenty words a minute. 
His highest attained speed test, says the Dictaphone Cor- 
poration, demonstrated, amid the clamor of the business 
show, a maximum speed of two hundred eight words of 
practice material in a timed minute. 

<j 
Parkergrams in New Dress 

For the benefit of its many dealers, the Parker Pen Com- 
pany of Janesville, Wisc., has changed the style of Parker- 
grams formerly issued in magazine form and is now issu- 
ing the publication monthly in the form of a news sheet 
printed on colored stock. The current issue is printed on 
salmon-colored paper with a four-page insert on blue. 
There are ten pages all told, 17% inches long by 11% 
inches wide. The layout is attractive and there is a lot of 
good news in the paper of interest to Parker dealers. The 
illustrations are well selected and of general as well as par- 
ticular interest. The blue insert opens up with a broadside 
on Quink, the new Parker fountain pen ink, which dries 
with great rapidity on the paper but not on the pen. 

Along with the publication is a strip gummed at top and 
bottom and intended to be pasted on the glass of a door 
or on a show window. It is headed “Gifts by Parker, 
announcing fountain pens $3.00 up, automatic pencils $1.00 
up, desk sets from $2.50 to $250, and pen and pencil set 
desk ensembles variously priced.” Along with that is a 
mailing piece showing the Thrift-Time Christmas creation, 
a pocket pen travel set in a bakelite case. This is shown in 
its actual colors and is a very effective piece of advertising. 

A continuation of George S. Parker’s interesting series 
on his travels abroad is among the features of this num- 
ber of Parkergrams. 

8 
Blankenship and Waldo Take Important Agency at 
Gary 

“Ted” J. Blankenship and L. A. Waldo at Gary, Ind., 
have taken over the Woodstock agency. They will cover 
Gary and Porter and Jasper counties. They are located at 
705 Washington street, Gary. 

Mr. Waldo was formerly with the Dictaphone, and Mr. 
Blankenship has been eleven years in the typewriter busi- 


ness. 
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VARITYPER 
THE TYPEWRITER WITH 
CHANGEABLE 
TYPE 


Every typewriter dealer should know about 
this amazing new machine . . . the great- 
est development in typewriting since the 
advent of visible writing. Varityping 
means “the type to suit the job . . . for 
every typing need . . . in every business 
office.” Here are some of its outstanding 


advantages: 


CHANGEABLE TYPE Improves the 
appearance and relieves the monotony 
of typewritten matter. Permits con- 
densation when desirable. Places em- 


phasis de finitel y where intended. 


UNIFORM IMPRESSION [5 mechan- 





ically assured—not dependent on the 
force with which typist hits the key 





this is of importance particularly for 


stencils or photo-re production work. 


VARIABLE SPACING § Vertically, be- 
tween lines and Horizontally, between 
characters. These features on each ma- 
chine, together with the Changeable 
Type enormously broaden its field of 


usefulness. 


SAME DESK SPACE AS STANDARD MACHINES 
AND FOUR OR FIVE POUNDS LESS WEIGHT. 
SIMPLE CONSTRUCTION——-EASY TO SERVICE. 


VARITYPER, Incorporated 


Chryster Building © New York 
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OFFICE 
SPECIALTIES 


From the known to the unknown no longer de- 
scribes a commercial stationer’s venture into the 
realm of specialty selling. The steady increase in 
the number of dealers who have added office 
specialties to their lines is not only indicative 
of profitable success, but also provides a fund 
of experience upon which other stationers may 
found their specialties departments. On the fol- 
lowing pages in this special section are experience 
stories of dealers who sell specialties. The con- 
tributors discuss the possibilities—and the limits— 
of the sale of office specialties through the com- 
mercial stationer. The thoughts presented clearly 
indicate that specialties are coming to the fore as 
profitable business builders for office equipment 


de % he T'S. 


Adding Machines 

Adding and Calculat 
ing Machines, Used 

Adding Machine Rolls 
and Paper 

Adding Typewriters 

Addressing Machines 

Autographic Registers 


Bookkeeping Machines Numbering Mac hines 
Calculating Devices Paper Fastening 
M aC hine s 


Cash Registers 


Calculating Machines Pencil Sharpeners 


Check Endorsers Perforating Machines 

Check Protectors and Postal Scales 
Writers Punches 

Check Sorters Seals 

Coin Changers Sorting Devices 

Copyholders Stamp Afhxers 
(Mechanical ) Stapling Machines 

Dating Stamps String and Cord 

Desk Lamps Cutters 

Dictating Machines Telephone Accessories 

Duplicating Machines Time Stamps and 
and Supplies Recorders 

Envelope Sealers Trimming Boards 


Envelope Openers Paper and Card 


Eyeletting Devices Typewriter Cleaning 

I olding Mac hines ‘ : 

Gum Tape Machines l'ypewriter Cleaning 
Material 


Brushes 


Letter Distributors ie . 
I " F Typewriter Cushion 
ibrary Furniture ‘> 
Line Indicators Typewriter Cushion 
Knobs and Feet 

l'ypewriters, New 
l'ypewriters, Rebuilt 
Ventilators, Office 
Visible Index Systems 
Water Coolers 
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“SPECIALTIES” PROMOTE ECONOMIC 


BALANCE 


ITH economy, convenience and facility banners fly- 


ing, “Specialties” are moving up to the head of the 
selling line 
Che necessity for putting each business enterprise in 
economic balance makes users more than ever receptive 
to utilities by which operating costs May be reduced 
\ppreciable sales resistance to articles which may be 
classed outside the realm of necessities impels increasing 
dealer interest in things which have the greatest practical 
value in the present circumstances. These smaller utilities 
tend to make office work easier and more accurate; make it 


possible to increase output, and obviate fatigue by provid- 


ing the means to do quickly work which before was dong 


more slowly and laboriously or, in some cases, not done 
at all, with resulting loss and inconvenience. And, further- 
more, these specialties for the most part do not deprive 
any worker of his job They help him to do his work 
better, but are not robots which abolish the human element. 


The many articles included among those termed ofhc« 


specialties have cach its field, its distinctive features ot 
utility and time-saving. Greater effort to market such de- 
vices should and will be made by dealers. Their field of 
usefulness is practically without limit, because every busi- 
ness uses some, and most business houses could profitably 
use more if they were brought vigorously to the attention 
f possible purchasers. Specialty articles have their place 
in those readjustments which are going forward on every 
hand. Their cost is slight by comparison with the sums 
which have been spent within recent memory upon larger 
items, and their utility far exceeds the inconsiderable out- 
lay involved in the purchase. For the most part they 


yield a satisiactory prolit and, when sales are multiplied, 


represent substantial returns. 


Specialties Reduce Outside Competition 


fo regard one’s business as sacrosanct is a big mistake 
Under the present constitution of society, one may enter 
any business he choos« lf the druggist sells sandwiches 


and fountain pens, neither the restaurateur nor the sta 
tioner can prevent it, and the more hullabaloo there is 


raised over it the more pens and sandwiches the drug store 


likely to sel The only possible way the stationer can 
keep this competition from treading on his heels is to keep 
a few jumps ahead of it Chere is a limit to what such 
competition can do, In the main, the drug store and the 
department store must depend on sales made over the 
counter with no undertaking to perform any service what 
ever afterward Chey make no study of customer office 
requirement So numerous are the lines they carry and 
so heavy is their overhead by reason of high rental and 
enormous stocks that they must perforce turn their mer 


chandise rapidly and make every sale a finished transaction 
They must spread their activities over the widest possible 
area in order to achieve the volume of sales they must have 
to exist. This precludes their serious participation as com- 
petitors in those lines which depend on concentration of 
efforts on individual sales. Here the stationer has an ad- 
vantage, for the more of a specialist he is, the farther he 
can get away from competition based principally on price. 
Furthermore, there is always room in his stock for staple 
goods despite competition, because many customers who 
buy valuable specialties from the stationery store will dis- 
cover that they can economize time, which is another form 
of money, by extending the scope of their purchases in one 
establishment—concentrating the order. The customer 


will not always demand the pound of flesh 


Machines and Systems So 

Classified Aid in Office 

Work Without Reducing 
Personnel 


Under the present circumstances the dealer may find his 
business somewhat less influenced by the force of national 
advertising. Many of the items in the retail stationers’ 
stocks receive the impetus of national advertising—many 
other items do not, and in selecting articles from the latter 
group to receive special sales effort, the dealer returns to 
the position he held before national advertising became 
such a factor in business. He acts, in short, not merely as 
a purveyor of something asked for or something for which 
the market is already prepared, but as a purchasing agent 
for his customers, in which capacity he must know what 
they can use to the best advantage in their respective 
offices. The dealer is thus called upon to use his knowl- 
edge of manufactures and to exercise his own judgment in 
the selection of devices best adapted to specific uses and 
best adapted to the requirements of his trade. Each line 
is submitted to analysis, because the dealer must rely upon 
himself to sell it and keep it sold. First selection, then 
sales, are the biggest problems. On the other hand, the 
dealer is sometimes umpire between nationally advertised 
lines. Suppose there are two items, nationally advertised 
in substantially identical terms. Suppose one line sells at 
$5.00, the other at $10.00. Here the dealer must reconcile 
the apparent contradiction. Such a situation demands the 
tact and finesse born of full knowledge of the respective 
lines, conditions of sale, guarantees, etc. The dealer must 
decide, too, according to the requirements of the customer 
so that, when the latter leaves the store with his acquisi- 
tion in hand, he will experience the glow of satisfaction 
which accompanies a purchase well made, Thus, as a 
result of the times the dealer takes on more of the func- 
tions of the merchant of other days, whose opinion of 


values was decisive. 
The Stock 


\ competent stock of office specialties, well selected, 
puts the dealer in an advantageous position. Ele becomes 
guide, philosopher and friend to business, provided he 
understands that his specialties won’t grow legs and walk 
out upon the street proclaiming their merits. Machines 
and systems are inert until the knowledge of them is passed 
around, New conveniences persistently urged are faintly 
reminiscent of Pope’s famous line—“We first endure, then 
pity, then embrace.” 

The dealer quite properly will subordinate sentiment 
and admiration to a sense of fitness. In other words, he 
will stock those items that best fulfill his customers’ 
needs. 

Business in many specialty lines has been allowed to 
drift. Items of larger price have been emphasized. The 
hundreds of dollars have been courted, while dollars in 
singles, pairs, etc., have been permitted to shift for them- 
selves. Now is the time to remember the day of small 
things without neglecting the big ones, Always alert for 
the larger opportunities, let us nevertheless cultivate in- 
dustriously the smaller orders, for while bringing profit 
of themselves, they leave the door ajar for much ensuing 
business. No man can estimate the possible results of a 


sale well made. 








MR. HEPPNER 





N THE sale of so-called specialties, such as portable 


typewriters, light adding machines, visible indexes, 


check protectors, and others it seems to me that manufac- 
turers have found it rather unprofitable to try to market 
this merchandise under present conditions direct from the 
factory. Many are coming to believe that the only profit 
able outlet is through the retail stationery store and kin- 
dred establishments. Credit conditions have entered very 
largely into the problem and the manufacturers have found 
that the retail dealer is not only easier to sell, but is also 
easier to collect from. Collection expenses as between 
the dealer and the user are all in favor of the dealer, The 
manufacturer who can place his goods with reliable dealers 
is in a position to build up a regular, steady demand which 
fairly well covers practically every community. There may 
not be and will not be high pressure selling, but the market 
will be there and will be reasonably well met by dealers 
who operate at a lower cost for the manufacturer than 
the manufacturer himself could operate by the installation 
of a branch office. 

The great question, however, is whether or not this is 
profitable from the standpoint of the retailer who, as a 
matter of fact, needs everything he can possibly get in 
the way of office appliances to advance the other part 
of his business 

The problem of getting sales people to intelligently dem 
onstrate and present specialty machines has been very 


largely overcome of recent years by the fact that the manu 


facturers’ representatives have taken it upon themselves 
to give sales talks before salespeople, acquainting them 
with the technical and selling points of their merchandise 
This has been a great deal of help. In most cases they 
are willing also to go with a dealer’s salesman and help 
to close dealers on their merchandise. They are alert in 


furnishing display material, envelope stuffers and other 
advertising matter to help the dealer and in all ways to 
lead him into the most profitable paths in the sale of 
specialties 

Discounts Need Adjustment 

Manufacturers, however, have been holding back to some 
extent on their discounts. The discount that applies east 
of the Rocky Mountains is not a profitable figure on the 
western slope. While they deliver from their branch offices 
direct to us, nevertheless, the margin of profit that they 
allow is not great enough for us to permit our sales people 
to spend as much time as they ought to market their 
products. 

While some of the typewriter and adding machine com- 
panies do attempt to furnish a certain degree of service, 
this service is not at all times any too satisfactory to the 
retailer. As the branches are selling and servicing at the 
same time, they are more inclined to take care of their 
own customers than of ours. Unless a retailer puts in a 
complete department with a trained service man, I fail to 
see where it can be profitable to the larger dealer. It may 


A VOICE FROM THE WEST 


Observations by C. W. Hep- 
pner, Manager of Furniture 
and Stationery Depart- 
ments, The J. K. Gill Com- 
pany, President of the Pa- 
cific Northwest Stationers 
Association, a Vice-Pres- 
ident of the National Sta- 
tioners Association and 
Regional Governor of the 
Eleventh District 


possibly be a feeder for other business, say in the case of 
the typewriter, which naturally ties in with paper, ribbons 
and carbons, or with certain other machines, supplies for 
which are handled and sold by the retailer. 

Taking the broader viewpoint, there are many dealers 
who might find it profitable to install specialty departments 
with a service annex which could be made to result in the 
stimulation of sales all along the line. I am aware of the 
fact that the suggestion is that a specialties department 
ties in with other departments of the store and helps to sell 
everything even to pins and paper clips, because it is an- 
other form of contact between the people of the community 
and the dealer. Assuredly, the more the dealer can mul- 
tiply such points of contact without loss of money, the 
greater becomes his prestige and ultimate profit 

I believe that outside of visible records, the larger sta- 
tioners are at a disadvantage with the smaller ones, assum- 
ing that neither is in a position to service machines after 
sale, and that the latter can more profitably add mechanical 
devices to their lines. The smaller dealer does not have 
a large number of accounts to cover and can, therefore, 
more highly specialize because he can afford to spend more 
time on call-backs. There are very few mechanical de- 
vices, particularly of the larger type, that are sold on the 
first call. In a large city, for instance, unless a complete 
department is put in on such items as typewriters, adding 
machines, etc., they cannot be profitably merchandised. 

Notre.—We understand that Mr. Heppner’s position is 
that half-way measures are not appropriate when handling 
office specialties and machines of more expensive types. 
His experience apparently goes hand in hand with that of 
many of the larger dealers in Chicago, Detroit, New Or- 
leans, Cincinnati, Los Angeles, San Francisco and other 
cities of equal population and is apparently to the effect 
that a department of specialties properly installed and 
equipped and vigorously handled can be made very profit- 
able, but that handled in any but a vigorous way will not 
result in satisfactory terms. As a distinguished stationer 
in Chicago intimated one time in an interview, it is no 
longer possible to tell what is a specialty and what is not, 
for the specialty of today is the staple of tomorrow. Time 
was when loose leaf was regarded as a specialty and would 
not be touched by the dealer until the manufacturer had 
created a demand. Now the loose leaf department is fairly 
near to being the backbone of most stationery stores. A 
similar view might be expressed concerning a score or 
more of other items which once were specialties, but now 
are parts of the regular stock routine. 




















INFLUENCE OF DEALER 
GROWING IN OFFICE 
FQUIPMENT INDUSTRY 


In Which Ivan Allen, Pres- 
ident of the Ivan Allen- 
Marshall Company of 
Atlanta, Expresses Some 
Interesting Views 


Norte. 





MR. ALLEN 





The interview from Mr. Allen quoted below is presented in this section because of the fact that all of the lines he 


refers to are office specialties, the sale of which through dealers he so vigorously advocates. It is obvious that many office spe- 
cialties must be marketed through dealers or not at all and it is of more than a little interest from the dealer’s standpoint to note 
Mr. Allen’s observation that many of the larger machines and devices, once sold through dealers and later marketed by manu- 
facturers’ branch offices, are coming back into dealers’ hands owing to the disproportionate expense of conducting branch 


This 


establishments. 


condition will, no doubt, become a factor in the future activities of dealers, adding materially to the scope 


of their labors. 


HAT the present trend in office appliance merchan- 

dising is back to the dealer is the opinion of Ivan 
Allen, head of one of Atlanta’s principal office equipment 
houses, and former president of the National Stationers 
Association. He that the dealer who has re- 
mained steadfast through the present business depression 
and is in a position to take on new lines next spring, will 
find himself favorably situated with reference to future 
business. “In the great age of office appliance expansion,” 
says Mr. Allen, “which occurred in 1921 and 1922, many 
abuses crept into the office appliance and stationery busi- 
ness which finally led to an overproduction and were 
among the instruments which brought about the business 


believes 


recession which came upon us in 1929, 

“Business was good, money plentiful and easily ob- 
There seemed to be no end to the possible con- 
sumption of products. Manufacturers borrowed money, 
built new plant additions, increased equipment, doubled 
output, and why not? Was it not true that the more the 
manufacturer could produce and force upon an extravagant 
Let us instance 


tained. 


public, the more money he could make? 
typewriters, for example: Additional models or old models 
with different type faces are offered; then machines in 
several colors in each different type face—too many ma- 
chines for the dealer to carry in stock. 

“So it went, all along the office appliance line, but, as 
multiplication increased, the older 
wiser dealers began to look 
They had installed efficient stock 
they saw that all of these new styles were not going so 
well and they, therefore, refused to stock everything that 
was placed upon the market, but limited themselves to the 


this production and 
askance. 


and 


and upon it 


control systems 


things which experience told them they could dispose of. 
Many of the smaller stationers, however, did not apply the 
brakes. They bought readily of practically all the manu- 
facturers had to offer and for a time it seemed that they 
Only for a time, 


would make good on their purchases. 


however. Ere long many of the small dealers were in dis- 
tress. They were overstocked and could not sell the varied 
products that the enthusiasm of the manufacturers had led 
them into taking. 

“When it became obvious that the dealers would not or 
could not dispose of everything that was being put on the 
market, the manufacturers began to figure that they were 
paying the dealer forty per cent to sell their products and 
he wasn’t selling them. ‘Why can’t we establish our branch 
offices in leading centers of distribution, take our office ap- 


pliance machines out of his hands and sell them our- 
selves?’ asked the manufacturers. ‘We should be able to 
sell direct to the public for thirty per cent.’ 

“Then began direct distribution. It was a period in 
which the dealer was hurt and hurt badly. He was already 
overloaded with goods, and on top of this many manufac- 
turers established branch offices in many places for direct 
selling. 

“But—the men who were put in charge of these different 
offices were not always salesmen. Nor had they always 
been trained by the office appliance and stationery firms 
of the country. Generally speaking, they had little knowl- 
edge of the office appliance business, nor did they know the 
territories to which they had been assigned. 

“The branch office bubble lasted but a few years. These 
offices that were to have revolutionized the office appliance 
business began to turn in startling expense accounts. In- 
stead of costing thirty per cent as originally figured, it was 
found that most of the branch offices were costing much 
more. There were many explanations. New branch 
offices could not be expected to operate on a low cost. 
They were missionaries in a strange land. The producer 
must not be in too much haste. It were wiser to follow a 
two or a three or a five year plan before expecting any re- 
Indeed, the five year plan became a popular institu- 
After all, had not the gross sales doubled since the 

offices had been established? What more could 


sults. 
tion. 
branch 
be asked? 

“There was, however, a growing realization that the sales 
cost of branch offices were generally higher than where the 
product was sold through the regular dealer and executives 
began little by little to question the new order. 

“Then came 1929. With the first wave of depression the 
new branch offices began to die. Stockholders and execu- 
tives began to figure wherever they could save money dur- 
ing the coming years and the first thing that stared them in 
the face was the exorbitant cost of doing a branch office 
business. The logical result followed and expensive branch 
offices began to close up and fade away. 

“Today, the cycle has been completed and we are back 
to where we started ten or twelve years ago. The manu- 
facturer’s experience showed him that it cost far more to 
sell direct than to sell through responsible dealers. He is, 
consequently, willing to return to the old channels of trade. 

“‘Branch offices,’ said the president of a big office appli- 
ance company to me a few weeks ago, ‘You couldn’t hire 


(Turn to page 108, please) 
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Hotchkiss—New 


for home 


HE new HOTCHKISS No. 54 Stapling Plier establishes a definitely 








different trend in stapling plier design. It is light as a ticket punch, 
has watch-case thinness, modernistic design and attractively 
beautiful colar combinations that are as new and striking as the latest 





styles. 
Designed for easy, effortless operation—a slight pressure easily forces 
the staple thru several sheets of paper, cloth, rubber, light leather or 
other fabric, clinching securely. It handles with surprising ease and 
its flat slimness is unnoticed when carried in the pocket. The magazine 
has a capacity of 50 staples and 200 staples are 

packed with each plier. Several unusually 
beautiful color combinations provide an 
assortment from which selections can be made 
to harmonize with desk appointments. 













FINISHES 
Full Nickel Finish 








Black and White, Nickel trim 
Black and Red, Nickel trim 
Black and Green, Nickel trim 
Cream and Coral, Nickel trim 
Full Cadmium Finish 






—TRADEMARK— 
-PANELS_ IN CON 
TRASTING COLORS- 





HE displays illustrated are the 

HOTCHKISS silent salesmen. Silk 
screen processed in seven colors, they 
illustrate the pliers in their unique and 
beautiful color combinations. Shipped 
free with your order in 3 units, one H-1 
and two H-2 displays. The H-1 is for 
display exclusively and the H-2 can be 
used for display or for mounting an 
assortment of pliers. 


THE HOTCHKISS SALES CO. 
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Stapling Pliers 


for office 


Many time-saving uses for the HOTCHKISS No. 54 Stapling Plier 
can be found in home, office, school, store or factory. It is indispensable 
for stapling memoranda to correspondence or compactly binding cor- 
respondence for filing. Other uses include attaching identification tags 
and price tags to goods and fabrics. Tagging bundles in shipping depart- 
ments. Also ideal for making crepe paper costumes and other paper 
novelties. Has a thousand uses and is priced attractively low. 



















The illustrations which aré actual size display the trim lines of the 
the new Hotchkiss No. 54 Stapling Plier, but lack the lustre of the 
baked lacquer enamel finishes which are as 
permanent and enduring as they are beautiful. 
Why not let us send you a sample assortment 
so that you may judge for yourself? 
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—TRADEMARK— 
—PANELS IN CON 
rRASTING COLORS— 
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HE staples illus- 

trated were de- 
signed by the 
HOTCHKISS en- 
gineers especially 
for the new No. 54 Stapling Plier. Used with these 
staples the plier will function perfectly. Packed 200 
to a package, 1,000 to a box, and 10,000 toa carton. The 
familiar red ““H” identifies the genuine. 


NORWALK, CONNECTICUT, U.S. A. 
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Dipaday Desk Set—Pen 
adjustable to any posi- 
tion; socket adjustable; 
many beautiful styles 
and color combinations. 





» 


No-Over-Flo Sponge Cup 
— Just what the name 
implies; inner chamber 
takes care of overflow’; in 
white, green and brown 
porcelain and maroon 
and green composition. 


mm? 1932! Will be good 


Sengbusch Self- 
Closing Inkstand 





— Air-tight; non- bd k bd d 
meee i if you make tt goo 
You have a profit opportunity right now. Janu- 
ary, the turn of the year, is the month of a fresh 
start in most business offices. Well established 


f YY items have always moved unusually well in Janu- 
os, a . 


ldeal Sanitary ss a ary. This January is no exception. The staple 

omstener — for c 

ing and gener * Sengbusch items shown here are January business 

last a lifetime o builders, proved right in sale after sale. They offer 
~ you a good profit and a rapid turnover. 


1932, ahoy! Are you ready to make it an outstand- 
Se ing year in your business history? A good, rounded 
stock of Sengbusch profit builders will help you. 


Sengbusch 


SELF-CLOSING INKSTAND CO. 
115 Sengbusch Bldg. Milwaukee, Wis. 









Kleradesk—A 
place for every 
paper and every 


paper in its place. 














JANUARY, 1932 101 


AUTOMATIC 





Forms to be duplicated by the hectograph process must be 
numbered by a ribbon-inked machine—granted. 

Until now this meant hand adjustment of the ribbon. But no 
more. For the new Force Ribbon-Inked is completely auto- 
matic. A fool-proof ratchet mechanism keeps-the ribbon on 
the move, thus providing a new ink-surface for every im- 
pression. 

Think what this means to the user! Time saved, of course 
. . . but more than that. It guarantees perfect reproductions 
from the duplicating machine—every copy sharp and clean. 
That's a feature not to be overlooked in these days when 
business efficiency counts for so much. 

The Force Ribbon-Inked Numberer sells at a price low enough 
to attract the thrifty buyer, yet high enough to provide you 
with a worthwhile profit. Interested? Our nearest office 
will gladly send you further information. 


WILLIAM A. FORCE & COMPANY, Inc. 
105 Worth St. NEW YORK CITY 
180 No. Wacker Dr. CHICAGO 


Wm. M. Partridge (Pacific Coast Representative) 573 Mission Street, 
San Francisco 


FORCE 


RIBBON-INKED 
NUMBERER 
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Cut our 


Typewriter 


As long as typewriter pads are a necessity to reduce type- 
writer noises and desk vibration why not use an attractive 
one; when it costs no more than the ordinary pad ? 

The Burgess Sound Absorbing Typewriter Pad is something 
NEW and DIFFERENT — in typewriter pads. It is an adap- 
tation of the Burgess Principle of noise control in which a 
sound absorbing pad is covered by a hard perforated mate- 
rial, which provides a smooth, clean surface without affecting 
the acoustic properties of the pad. This method of sound 
control is now being applied suc- 
cessfully to interior walls and ceilings 
to reduce noise. 


FEATURES 


1. Absorbs Typewriter Vibration 
2. Lacquered Metal Shell 

3. Easy to Clean or Polish 

4. Solid Typewriter Support 

5. Attractive 

6. Increases Efficiency 

7. Lessens Nerve Fatigue 

8. Reduces Office Noise 


NOISE To A MINIMUM 





USING | THE 
VIBRATIONS 














AFTER 
USING 













S & wet Ae 4A 
eee.%* 8 





















The solid construction of the Burgess Sound Absorbing Type- 
writer Pad is a very important factor, as it assures a much 
better touch by the typist — thus assuring quicker and neater 
work with less fatigue. 







When you consider how much more you get in the Burgess 
Sound Absorbing Typewriter Pad—it is a real bargcin. It is 
priced at $1.75 list each and will last a lifetime. It will not 
lose its shape, gather dirt or dust or become unsanitary 
and unsightly like the common felt pad. The color of this pad 
is “olive green.” You can keep it 
clean and polished with a regular 
dust cloth. 

They are built to fit any standard 
typewriter and are drilled to bolt on 
to either Drop Head or Side Pedestal 
desks. You cannot go wrong in push- 
ing this new Burgess product. It 
offers every dealer a good margin 
of profit. It Sells! The standard 
package quontity is six. 
















For further particulars, please 
write us. 


BURGESS BATTERY COMPANY 


Engineers and Manufacturers of Acoustic and Electric Products 
111 W. Monroe Street, CHIC AGO 


San Francisco Boston 
In Canada — Niagara Falls and Winnipeg 


BURGESS 
SOUND-ABSORBING TYPEWRITER PAD 






New York Chicago Kansas City Atlanta Minneapolis Los Angeles 





































You Can’t Stop the 
Mareh of Progress 


Remember how we used to ride 
on cord tires in our autos? Then 
came the balloon tire—a fad said 
many but was finally adopted 


for all autos. 


Remember how many years we 
ran our autos with two wheel 
brakes? Then came the four 
wheel brake—reluctantly but 
finally adopted because of its 


merit. 


Remember how long it took to 
change from the old carbon type 
electric light bulb to the new 
But we did it be- 


cause of its merit. 


Mazda type! 


And today thousands of concerns 
are using single top filing folders 


who next year will be using the 
new type Duo-Tops—double 
thick at the top where the wear 


is greatest. 


Some dealers are hesitant about 
putting in a stock of Duo-Tops, 
but the march is inevitable 
your customers are going to de- 
mand the Duo-Top type folder 
because of its merit and more 
durable wearing features. 


And if you don’t sell °em they're 
going where they can get them. 
Sure as shootin’. 


Regardless of your desires and 
preferences you should be pre- 
pared to supply Weis Duo-Tops. 


The §f/2 Manufacturing Co. 162 Union st. Monroe, Mich. 


New York A. H. Denny, Inc 
356 Broadway 


Chicago:— Associated Stationers Supply Co 
Quincy and Jefferson Sts 


Inevitable 


























The Swing from 
Single Top Filing 
Folders to the 


New Duo-Tops is 
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cae 
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Pull Out Drawer 


. ‘ J 
Send for our free demonstrating sample Storage 
and show all your customers the advant- 
ages of using Wizarp Pull-Out Drawer a t. ‘on 
style storage cases in the transfer rooms. asses 


You can stack ’em high and stack ’em 








wide, with the assurance that contents of any drawer 
can be easily referred to without other cases interfering. —, 
Outside shell is made of extra strong corrugated fibre; 
the drawer is made of heavy 
Nine Standard solid fibre board. Front and 








Sizes 3x5 Card back of drawer extrastrong § - ' @ 
to Legal Cap Size having four thicknesses of 74 SS 
the heavy solid fibre board. * | P= 
a Cases are shipped knocked down, =<. = 
2, .? six and twelve cases to a carton >JZIr\ es 
(6 letter and cap, all other sizes 12). ; “ser 
The complete instructions with each Avoid This! 
case enables one to quickly and easily 
set case up ready for use. The cut- 
down sides makes reference to con- a) 
tents easy. 0 <a» 
a 7 
Ask About New Mail and | Zt r _t 
Package Circulars, Counter , 5 
and Window Display Card 
Fill "Em Up and The Sf Mig. Co. = = 
mies 162 Union St. Monroe. Mich. 
» & New York Chicag 
Wihen a tigt SERS “eietoyasi” Enjoy This! 


A Size for Every Need 
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THE MAN 


IM 
LOOKING 











“5M looking for a certain kind 

| of portable typewriter dealer. 
He must be alert and up-to-date 
—he must be able to offer me a 
complete line of the best portable 
on the market and not just one 
or two models of several makes. 
What do | consider the best? How 
do | judge? Let me tell you... 

“First— appearance! Where can 
one find colors as beautiful, cheer- 


ful and harmonious as the Duo- 


tones of the Royal Portable? 


ROYAL 





PORTABLE 


FOR! 


What other portable has created 
a design so modern in feeling — 
so sweeping and graceful as the 
dustproof hood of the Royal! 
“Second—operation! Everyone 
praises the speed, ease and won- 
derful smoothness of the Royal! 
And I've recently learned the 
reason why! The Royal Portable 
includes many exclusive and in- 
genious mechanical features care- 
fully developed to provide swifter, 


simpler, steadier operation. 





TYPEWRITERS 


ROYAL TYPEWRITER COMPANY, INC. 


2 PARK AVENUE, NEW YORK CITY 
More than 2000 Royal Portable Dealers in the United States 


“Third—type-facel What cus- 
tomer isn’t delighted to discover 
there is a new kind of type ex- 
pressly designed for personal 
correspondence — ‘Vogue’l 
Another exclusive Royal feature! 

“That's why |—like every port- 
able prospect — prefer to buy 
from the dealer who concentrates 
his sales effort on a complete line 
of Royal Portable Typewriters. If 
you're such a dealer—then you re 


the man I'm looking for!” 
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(Influence of Dealer Growing—Continued from page 97) 
us to open another branch office. We have learned our 
lesson thoroughly and that lesson is that whatever ad- 
vantage is gained in gross sales through the branch office 
is more than lost through the increased cost of selling. 
Today the manufacturer is more willing than ever to go to 
the dealer on the old forty per cent basis. More than that, 
he is eagerly looking for experienced, competent and ener- 
getic dealers who have weathered the storm and are ready 
to go ahead. That is what I mean when I say that the 
office appliance dealer is entering upon a new era in which 
unfair competition will be largely eliminated.’ 

“Another Shall I say it is a 


age of appliance dealer prosperity?” 


great age lies ahead of us. 


great omee 











MISS PORTER 





Nore V/ 


ods of accomplishing more sales. 


iss Porter's responses are by way of practical meth- 
She does not in all cases spe 
cifically in are classed as office specialties, but tells 
how merchandise is successfully sold by her organisation. She 
»f portable typewriters and how the sale of 
stimulated. Her letter was accompanied by 
the general manager of the National Sta- 


stance what 
; . th.» > 
msiagnces the Case 
} se ¢ 
such machines was 
writen 


a letter 


out thoroughly to cover the 


operate, and whenever pos- 


salesmen 


E SEND 

WW version 
sible, these salesmen carry samples of the lines with them. 
As a rule, specialty selling is regarded as an outside 
proposition. We hear but little of methods of selling such 
lines within the store, but such sales can be stimulated by 


in which we 


good publicity methods and can thus be made a very profit- 
We believe that an out- 
or some of them—to 


able feature of the daily business 
line of 


bring customers into the store, will be of interest to those 


the methods we have used 


f their regular business, 


who sell specialties as a part 
despite the fact that the methods outlined result in helping 
to move other items of the stock as well. 

The following may sound odd, and may not be practic- 
However, here is the sugges- 
tion, offered for whatever it may It worked in 
our case very successfully, and might work in others. One 
week, for instance, we put on a drive on chairs. All the 
week every one who worked in the store, even to the office 
boy and the bookkeeper, pushed a chair everywhere he 
A very effective window dis- 


able in larger communities. 
be worth. 


went in the store every day. 
play was installed in the largest window of our store which 
is exceptionally attractive and well lighted, and a chair was 
kept in the very front of the store for demonstration pur- 
The result, of course, was that we sold more chairs 
that week than other weeks. Again, we put on a fountain 
pen drive. We had a large sign made which reached en- 
tirely across the front of the store, thirty-eight feet. The 
sign was three feet high and read “Fountain Pen Head- 
quarters.” We put two fountain pen cases in the window 
and advertised that we would put the name of the pur- 


poses. 
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not refer to long-established manufacturers who began 


In his comment upon the situation Mr. Allen does 


their businesses by selling through branch offices in the 


metropolitan towns as well as through dealers. These 
naturally retain their branch offices in charge of 
responsible and thoroughly experienced managers who 


know how to keep expenses in proportion to the volume of 
business done. There are cases where sub-branch offices 
are established among dealers, who, in the closing of im- 
portant deals, are often materially aided by advice and co- 
operation from the nearest principal branch office. Such 
branch offices in charge of men of long experience and 


great capacity are not inimical to the interests of dealers. 


A LADY SPEAKS 


Being a Response to Some 
Questions Sent by Office 
Appliances to Miss Hazel 
M. Porter, President of 
the Office Supply Company 
Inc., the Business Man’s 
Department Store, Lake 
Charles, La. 


tioner’s Association, outlining her method of stimulating interest 
by the sale of bridge supplies and free lessons in contract bridge. 
This may appear to be beside the issue, but it nevertheless drew 
into the store large numbers of people who might otherwise 
never have been attracted across its threshold, and who became 
customers for specialties as well as other lines. 

In substance, Miss Porter said: 


chaser on all pens sold free of charge, as we have a Namo- 
graph machine. Each one of the salespeople carried pocket 
pens and every person who came into the store was asked 
to permit us to clean and refill his fountain pen without 
charge. The results were better than we expected. 

Constant thought is required to develop and put over 
selling ideas, but the effort pays. Something different, 
some new scheme of showing a visible index, a globe, 
punch, etc., will always attract trade. 

We have worked a similar plan on portable typewriters. 
Every year we give a portable away just before graduation 
This stimulates the interest of all pupils in all 
schools. Tickets are made up rolls and with every 
twenty-five cent purchase made or cash payment on ac- 
count, we give a twenty-five cent vote. All votes have 
space for the name to be stamped thereon. When the 
contest ends there is great interest in the resulting award. 
The contest is limited to students. We advertise in their 
school papers and in the newspaper. When 
makes a purchase in the store, we tell him about the con- 
test when we hand him his vote. The result of this system 
is that every school child in town is anxious to get his 


time. 
in 


a customer 


friends to purchase from us or pay their accounts so he 
can have the votes. Every contestant is requested to reg- 
ister stating his age, grade, school he attends and his ad- 
dress. This gives us an excellent lead to boys and girls 
who really would like to have a portable machine. 

After the typewriter is awarded and about two weeks 
before graduation, we approach all the parents of those 
who were disappointed, for it is reasonable to believe that 
if they were in the contest they will mention their disap- 
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pointment at not winning. A tactful approach in such 
cases has been known to win customers. 


How Bridge Lessons Stimulated a Stationery Business 

The following is the substance of a letter recently sent 
by Miss Porter to the general manager of the National 
Stationers Association. It tells in precise terms how by 
means of free bridge lessons many women were attracted 
to the store and being in, purchased many holiday presents 
such as fountain pens, stationery and leather goods, desk 
sets and other office specialties, etc., as Christmas presents. 

After giving the matter due consideration, Miss Porter 
and her associates decided that they would like to have 
more ladies in the habit of coming into the store around 
Christmas. Newspaper advertising has failed to meet the 
situation fully, nor has direct-by-mail advertising, telephone 
calls or window displays made the grade. 

“Even the formal opening in a new location did not bring 
in the feminine buyers to such an extent as we would like,” 
she said. “However, after considerable thought we de- 
cided that practically all women are interested in contract 
bridge. So we selected a graduate teacher, who happened 
to be a society leader with a wonderful personality, and 
asked her to come to our store and teach contract bridge. 
Two small advertisements announcing the free bridge les- 
sons were published in the local press, notifying all in 
Lake Charles and vicinity who are interested to attend the 
lessons, and pointing out that attendance at the series en- 
tailed no obligation. It was arranged to seat the ladies 
in front of a large blackboard, well lighted, in the rear of 
the store. To get back to these chairs, they were obliged 
to walk past more than eighty feet of open displays of 
merchandise, containing not only staples, but all manner 
of the smaller specialties. We had the store nicely deco- 
rated and everything spotless. The fountain pen cases, 
etc., were all illuminated and of the newest design. 

“The ladies were asked to register so we could have a 
list of the names and they had no objection as they thor- 
oughly understood that there was no cost or obligation 
attached to the lessons. These lessons were arranged in 
a series of six. They are simple enough for a beginner 
to understand, but technical points are demonstrated at the 
end of each lesson. This keeps the better players inter- 
ested also. At the end of the first lesson, which lasted 
only about an hour, the teacher told all those present that 
the lessons were given through the courtesy of the com- 
pany and the only thing we asked of them was that they 


A VOICE FROM MIAMI 


In Which W. A. Boren of 
the Skagseth Stationery 
Company, Inc., Miami, 
Fla., Replies to a Few In- MR. BOREN 


quiries 


E DO not carry as yet the larger types of specialties, 

but have so far confined ourselves to smaller items 
such as propelling pencils, pens, clips, etc., all of which we 
find very profitable. We employ outside men to solicit 
business on these items, these men carrying samples of a 
part of the things they sell as well as catalogues showing 
pictures of all the different lines. These smaller items 
carry a larger margin of profit than the larger ones, for 
which reason we direct our efforts towards getting our 
volume on the smaller sales. We have found that if we 
stick to the smaller items, we have a smaller inventory, 
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look over our stock on the way out. Some of these vis- 
itors remained in the store for about an hour after the 
lesson and as they went out we served them coffee near 
the front door. The result is that we have had everyone 
in town, men as well as women, talking about The Office 
Supply Company and contract bridge. 

“The weather on the first day on which the lessons were 
given was most inclement. It was cold and rainy and to 
add to the difficulties, two bridge clubs were meeting. We 
expected about fifteen or twenty people, but instead, we 
had sixty-eight. The second lesson brought in eighty-six 
people and we don’t know yet what the others will do. 
Right here permit us to mention the fact that we have 
borrowed all the chairs we can find to seat the people. We 
have sold lots of merchandise and will sell a great deal 
more over a period of years as a result of bringing these 
people into the store. They don’t know what we have 
until we get them in and then it is up to us to sell them. 

“This kind of advertising is not expensive. The teacher 
receives $25 for the series of lessons, the newspaper adver- 
tising will cost $15 or so, and practically nothing for the 
coffee, because any coffee company will furnish coffee free 
for the privilege of serving it to such a crowd on occasion. 
We know of no better way for getting so many people into 
a store with the same outlay of money.” 

No doubt the plan outlined by Miss Porter could be 
effectively used in other ways, taking up and teaching not 
only contract bridge, but any other popular pastimes or 
subjects which engage the principal interest of the public 
in other lines. We recall the instance of a Los Angeles 
department store which employs a talented young lady 
with a thorough stage experience to put on readings once 
each week, in a small auditorium which is a part of the 
store. These readings are exceptionally well done and are 
the means of drawing hundreds of people into the estab- 
lishment, men as well as women. 

Advertising, window display, direct-by-mail efforts, all 
are good, but they do not always reach down into the 
main interests of the people and draw them in the same 
way as certain other things do. The community uses its 
stores as conveniences. That store which can reach out 
and take hold on the life currents and interests of the com- 
munity is most fortunate indeed, for it will then almost 
inevitably find community support in broadening its lines 
and extending its service. 














getting a greater turnover with more profit resulting in 
the cash register. 

Mr. Boren intimated that this procedure appeared to be 
appropriate to the situation and the market, but did not 
undertake to say that another system might not be more 
appropriate elsewhere. His idea, apparently, is that the 
smaller specialties are the more profitable for the present, 
without specifically going into what constitutes an office 
specialty. 

(Specialties Section Continued on Page 116) 
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TO THOUSANDS... 
TYPEWRITER™ 


“PORTABLE 


* 
MEANS . 


WHY? 


* Because the first practical 
writing machine was a Rem- 
ington... because more Rem- 
ington Portables have been sold 
the world over than any other 
portable typewriter. 


LHe REMINGTON PORTABLE... 


1S representative of the fine typewriters Rem- 


ington has produced since the beginning of 


machine typing. 
Since portable typewriters were developed and 
perfected, the Remington Portable has enjoyed 


a tremendous popularity. The public has ac- 


cepted the name Remington as a symbol of 


quality. And the universal demand for port- 
ables bearing the Remington trade mark has 


made more money for Remington Portable 


dealers — has kept high the sales volume of 


Remington Portable typewriters. 


+ LALA ORE RORORO Ree = 


ry 
ease send me a copy of 
Selling the Remington Portable.” 
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Send for a copy of 
“SELLING THE REMINGTON 
PORTABLE” 


What we believe to be the most valuable aid 
to Remington Portable selling is a booklet titled 
‘Selling the Remington Portable.”’ Within its 
covers you will find why the Remington is a 
superior Portable, how to approach prospects 
and sell them, new markets, how to combat 
usual sales barriers, and how the Remington 
Portable will bring you greater profits than 
any other single item you sell. 

A copy is yours for the asking. Remington 


Rand. Buffalo, New York. 


REMINGTON 
PORTABLE 
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MART, scintillating, eye-compelling, 
this new colorful display arrests 
attention on the greatest stapling 
machine value on the market today 
-the new ‘“‘Babe”’ Speed Fastener. 


The new Babe, though small and 
light-weight, has all the latest me- 
chanical features and refinements: 
temporary and permanent fastening 
— clog-proof — detachable head for 
tacking — loads 100 *“*Babe”’ staples at 
one time —improved stapling gauge. 
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this now 


towok 
it Als, 


Bright, sparkling colors blended 
together form a rich, harmonious, 
electrically illuminated _ back- 
round for three Babe Speed 
‘asteners. Size, 14 in. wide by 
20 in. high by 5 in. deep. 


© mi az 


Finished in six attractive colors — 
nickel, oak, mahogany, red, green 
and black — it harmonizes with all 
color schemes. 


Put this new “‘Babe”’ display to work 
for you today. It adds color, charm 
and life to every window or counter. 


Furnished free. And it means more 
profits to you. Send for this new dis- 
play and catalog on the complete 
Speed Fastener line. Liberal dis- 
counts. 


388 BROADWAY 


PARROT SPEED FASTENER CORP. Ntwyorex. 








112 





Only a dozen today... 
BUT GROSS LOTS NEXT YEAR 


Order a dozen each of these two products today and 
you will be ordering in gross lots a year from now. 
These products repeat because they are reliable and 
good—and because they fulfill a daily office need. 


cLAR-OTYPr 


The modern type cleaner for all office machines 


Every stenographer needs a type cleaner that works 
and is economical Clarotype, with its handy 
dauber, fills this need—it is simple, quick and 
efficient to use It does not deteriorate or evapo- 
rate. Clarotype retails for 50 cents and offers you 
a liberal trade discount. 


CANT=SLID 


For rubber rollers that have lost their grip 


Cant-Slip ends paper skidding caused by non- 
gripping rubber rollers It is a scientihe prep- 
aration which provides a new gripping surface. 
It is easy to apply and actually does everything 
we claim for it Cant-Slip retails for s0 cents 
and offers you the same discount as Clarotype. 


Over 3,000 dealers consider these products among the 
best items in their stock. Write us today for complete 
information. Order from us or through your own 
jobber. 


The Clarotype Co. Inc., 16-A Hudson St., New York 


OFFICE APPLIANCES 














QUICK AS A FLASH! 


End Mistakes—Double Speed with 
Precalculated Verified Answers 


Meilicke ready-made answers to routine problems cut calculat- 
ing time in half for Western Union, Western Electric and many 
other users. Any employee can use Meilicke Systems without 
training. There are no keys to punch, no levers to pull. Just 
turn the card and copy the answer. 


The Meilicke line consists 
of the following devices: 


Interest Calculators 
Savings Bank Calculators 
Time Calculators 
Pay Roll Calculators 
Bonus Calculators 
Unit Basis Calculators 
Dozen Basis Calculators 
Freight Calculators 
Express Calculators 
Lumber Calculators 
Coal Calculators 
Commercial Calculators 
Butter-fat Calculators 
Yard Goods Calculators 
Discount Calculators 
Water Bill Extenders 
Electric Bill Extenders 
Price Checkers 
Vertical Cataloging 
Phone Indexes 
The Dictaform for letters, 
paragraphs and al! data. 


Meilicke Systems meet every need, and special Calculators can 
be supplied to meet any special requirements. Let us show you 
without obligation how Meilicke systems can save money for your 
business. Dealers, send for our new catalog. 


eilicke Systems, 


INCORPORATED 


3471 No. Clark St. Chicago, Illinois 














POST-O-GRAF now has 


an AUTOMATIC Paper Feed 


Inventive genius and mechanical skill have produced 
another Post-o-graf triumph. An automatic paper feed 
which will take one sheet at a time, no matter how thick 
or how thin, and, best of all, makes accurate registration 
which is adjustable to suit the various depths of letter heads. 


An automatic paper feed which successfully competes 
with any other. It is the greatest of Post-o-graf achieve- 
ments. 


Write NOW for the good news about prices and terms. 


Do not forget that we make 
rubber impression rollers 
for all makes of duplicators. 


POST-O-GRAF,INC.,  Patssyivene 











Mr. AUDITOR 


Here is a sorting device that will sort any series 
of 1000 checks into 10’s in one sorting. 


Sent prepaid upon request. 30 day trial. 
No obligation. 


desk 

only 

when 
in 


use 





Space required for sorter 6x18 inches. 

Windows and doors may be kept open and fan going. 
Made in any size and indexed to fit your needs. 

Write for Catalog and full details 


THE KOHLHAAS COMPANY 


Manufacturers of 
Instant Reference Files 


204 N. Dearborn St. Chicago, Il. 
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RAVES 


“$1020 


saved a year... 
“figuring costs 
25% less*’... 



































/ 
@ A free analysis of your figur- 
ing problems may show you 
how to make similar savings 


with the revolutionary new Marchant Duplex. 


Marchant representatives are welcomed 
everywhere because they know how to reduce 


figuring overhead yet increase efliciency. 


Never before was there a machine like this 
doubly efhcient Marchant Duplex, which 
gives you your extensions and grand totals 
in one operation. Separate additions of ex- 
tensions are unnecessary. It accumulates as it 
calculates . . . automatically, at lightning 


speed, with a big saving in time and effort. 


Investigate today. Phone our local repre- 
sentative or mail the coupon. Sales 
and service offices the world 
over. 
@ 18 years building cal- 
culators— electric, hand 


operated and portable 
models. As low as $125. 


Adds 
Subtracts 
Multiplies 

Divides 


Accumulates 






f 


Fastest Figuring 
in the World 





SALESMEN! “ 


Outstanding leadership—exclusive improvements that give big 
savings in time, money and work which the user can get in no 





Z/ other way—active sales cooperation—forceful advertising such 
as the above make selling the Marchant a decidedly attractive 
proposition. Write us! ' 
MARCHANT CALCULATING MACHINE CO. 
ELECTRIC #2 CALCULATOR Dept. 251 Oakland, California 
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Even Though Conditions Are Not 
Geed ..-« « 


STOP! 


when you come to this ad. 


LOOK!! 


atthe Rew 
reduced prices 


TRIED and uh 
NOs eE ROBERTS "wmhcrins 
PROFIT LISTEN!!! Old New 


Model Price Price 


to the proposition which we have 
MA KE [2 S to make that combines: 37 $7.50 $ 5.00 
GREATEST DISCOUNTS 47 7.50 5.00 

















Illustrated aboo he new a ere ted : : 
(Mutated slese te the new SMALL INVESTMENT 49 750 «5.00 
has a special hinge in the SMALL STOCK 49 Q 51) 6.00 


arm that permits the tele- 
phone to rest flat on the desk 
for dialing 


RAPID TURNOVER 4 : 
UNRESTRICTED SELECTION Ce; E 
49 7.50 6.50 


PRIVILEGES 


T h LIBERAL TRADE-IN ALLOW- } actions 
ANCES 53 18.00 15.00 
— e Dp O Mn € If you want . one ont profits 90 18.00 15.00 
22a Oe, Se ey 6 wheels 
ei delel<0— information to the makers "3500 1208 


ROBERTS NUMBERING MACHINES | 9° 


Roberts Numbering Machine Co., 694-710 Jamaica Ave = 
Drookive, New York 92 18.00 15.00 


oO W hee ls 














Tuiery YEARS of consistent growth in 
the use of the telephone has been paralleled by 
thirty years of increasing demand for Burns Telephone 
Brackets. Neither ‘booms’ nor “depressions” have 
seriously affected their steady sales. The money- 
making possibilities they offer to EVERY stationer 
has the best guarantee possible—that of long and 
successful experience. ARE YOU GETTING YOUR 
SHARE OF THIS PROFITABLE BUSINESS, TO- 
DAY? If not, why not? Let us send you complete 
information on Burns brackets together with prices 


and discounts. JUST CLIP THE COUPON. 


Combining 
Elegance and Utility 


AMERICAN ELECTRIC COMPANY 


INC. 
6126 So. La Salle Street CHICAGO, ILL. 


AMERICAN ELECTRIC COMPANY, Inc., 
6126 South Le Selle St., 
Chicago, Ill. 


Send us information, prices and discounts on the new Burns Dial Telephone 








Feature this unique ensemble in both your fine stationery and your 


Bracket and other Burns bracket 

ee ae office desk displays. The Ace 200-year calendar enables you to de 
termine the week day of any date from the years A ». 1800 to 
2000 inclusive by a touch or two of the finger Its polished bake 

NAME lite case with guaranteed fountain pens to match attracts the view 
A remarkable value at $10.00 list Stationers, write for details 


TOWN STATE 





anaes ACE MFG. CO., Mewar ie): 




















JANUARY, 1932 


Wim 2 woe 





See 
| 


Consider these features—1— 
One revolution per copy. 2— 
Feeds one sheet at a time, 
from thinnest tissue to card- 
board. 3—Absolute, true reg- 
istration. 4—Automatic ink- 
ing device that distributes 
over the entire printing sur- 
face. produced 
through silk screen which does 
not clog. 6—Uses paste ink. 
7—Adjustable printing posi- 


5 — Copies 


tion. 8— Impression roller 
does not contact stencil in 
case of misfeed. 9—Counter 


registers only printed copies. 


The new Elite Rotary is a mechanical masterpiece—a distinct 
advancement in the art of stencil reproduction. Simple, eco- 
nomical, efficient and speedy, the Elite reproduces from 4,000 
to 5,000 clear, clean-cut and uniform copies with printing 
press registration and exactness. 


Perfect ink distribution is always assured by the Elite silk 
screen operating on the two-drum principle. From hand or 
type written or traced stencils, the Elite gives perfect copies 
as though by magic. 


In operation the Elite is fast, steady, precise and positive. 
No trained mechanics are required. Anyone who can turn 
a crank can operate it. 


A minimum of parts synchronized to produce a maximum 
of efficiency, the Elite is absolutely guaranteed for three 
years. 


Write for further information. 


BRUECO SALES COMPANY 


141 East 29th Street 
NEW YORK, N. Y. 
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The ELITE ROTARY Duplicating Machine 


sets new standards for speed and economy 


av 





AGENCIES 
NOW OFFERED 


To the established progressive 
distributor or dealer, we are 
now prepared to offer exclusive 
sales franchises. Analyze the 
sales possibilities of a machine 
of such merit. Write or wire 
for full information. Act now 
while opportunity knocks. 
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SPECIALTIES A BIG 


business, office 


N the operation of a retail stationery 
specialties have proved a profitable factor that is not 
dependent upon local circumstance or condition. The fol- 


lowing statements, chosen from articles on specialty sell 


equipment 


ing by office dealers, indicate the variety of 


situations under which specialties can be sold successfully. 
There is a market in the small town as well as the large 
city; in Texas as well as New England; in agricultural ter- 
he writers point to 


ritories as well as industrial centers 
who 


ft opportunities to stationers 


the widening horizon « 


include specialties as integral parts of their sales programs. 


F, P. Seymour, Vice-president and Secretary of Horder’s, 
Inc., Chicago: 
“We have 


as outside our 


found that such devices, once regarded 
proper field, though related to it, 
have broadened the scope of our opportunities and 
have given us entreé where we never had it before 
These devices take us out of profitless competition, 
and put us in a position where we can become genu- 
ine enthusiasts over the work we are doing—and be- 
lieve me when I say that that attitude marks the dif- 
ference between being happy in one’s work or indif- 
ferent in it.” 


F. A. Beecher, Manager of the Typewriter Department, 
Whitlock’s Bookstore, Inc., New Haven, Conn.: 


“I believe the carrying of mechanical articles in 


a stationery store not only adds to the volume of 


business but also adds to prestige and attracts new 
cannot stress too strongly the desir- 
a close hook-up between stationery 


follow this 


customers. | 
ability of makings 
sales and office machines. If we do not 
trend we will find we are limiting ourselves to the 
purely personal stationery and small supplies. The 


demand for mechanical 


stationer must create the 


office appliances, not merely supply it 


H. M. Russell, Russell Stationery Company, Amarillo, 
Texas: 

“The average bread-and-butter stationery concern 
like a decided advantage in the long run 
(over direct selling organizations), I believe, in han 
dling and pushing any useful office appliance, device 

Though we have never been able to at- 


ours has 


or system 
tain one hundred per cent selling efficiency, whatever 


that might be, we do keep on developing a mighty 
satisfactory volume of business on specialties 
K. M. Bowers, Vice-president, The Monarch Printing & 
Supply Company, Marion, Ohio: 
“Through specialties we have found the answer to 
putting our business in the profit column instead of 
We found that their 


an entering wedge for the sale of 


the “red” times have 


sale is oftentimes 


many 


new outfittings.’ 


Charles L. Mitchell, Crane & Company, Topeka, Kansas: 


“After mature consideration based upon a study of 


the factors entering into the sale of various lines, we 


have become convinced that the future of the com- 
mercial stationer lies in the expansion of his business 
f his business 


to meet as many of the serious needs « 


community as his situation and circumstance permit. 


With from 


time to 


such new methods that are coming out 


can make many times more money 


ourselves to things which 


time we 
than we can by confining 
used to be regarded as the proper stock for station- 


ery stores. 


FACTOR 


Being Repetition of State- 
ments of Ten Successful 
Dealers Operating Under 
Different Conditions of 
Location and Population, 
About the Influence of Spe- 
cialties Upon Their Business 


E. Frank Winfield, Grand Junction, Colorado: 
“Specialties—of the right kind—and to fit the busi- 
can be made of inestimable value to the sta- 
tioner. The type and kind of specialty depends upon 
the dealer, his location, his salesmen, his competi- 
tion, and his own method of working—and thinking. 
Without specialties our business could not have 
jumped from an annual volume in 1912 of eight thou- 
sand dollars to the present one of over one hundred 


ness 


thousand dollars. 
H. D. McFarland, McFarland Office Equipment Com- 
pany, Rockford, IIL: 

“The stationer of today who is not specializing on 
some specialties lines of office equipment is going 
backward instead of keeping pace with the commu- 
nity in which he lives. The only reason that a dealer 
does not do more specialty business is that he does 
not give it the attention it deserves, does not push 
the lines and does not let his customers and others 
using office supplies know that he is prepared to 
serve their requirements.” 

John M. Cooper, Vice-president, Foote & Davies Com- 
pany, Atlanta, Georgia: 

“There is no denying that, with the proper organ- 
ization and under the proper conditions as to time 
and territory, office machines can be sold profitably. 

If a dealer goes into this branch of the business, he 
should establish a separate and distinct department 
for office machines, place a trained man in charge of 
the department, and hire one or more trained me- 
chanics to look after the upkeep of the machines he 
sells.” 

George Hausam, Hutchinson Office Supply & Printing 

Company, Hutchinson, Kansas: 

“Dealers capable of organizing departments can 
and do sell office machines and devices. We regard 
our office machines department as one of our most 
profitable divisions. Well trained sales people inside 
and outside can add many daily dimes by diplomat- 
ically directing the buyer to a new article which he 
has not seen or to an old one by asking his opinion 
as to its applications. All buyers like to be flattered 
by being asked for opinions.” 

Charles A. Stott, Charles G. Stott & Company, Inc., 
Washington, D. C.: 

“A small representative stock of office appliances 
well displayed and occasionally advertised, adds mate- 
rially to the atmosphere and tone of the store and 
contributes more than a little in building up good will 
and prestige in the minds of the public. Every office 

appliance the stationer adds to his stock broadens and 
rounds out his lines and gives his salesmen both in- 


greater opportunity to serve the 


side and out a 


public. 


” 








PHILADELPHIA VOICES CON- 
SERVATIVE VIEWPOINT 


A Brief Interview With C. 
A. Connell, President and 
Treasurer of the Automatic 
Printing and Stationery 
Company, Philadelphia, 
and President of the Phila- 
delphia Stationers Associa- 
tion 


§ HAVE a rather decided opinion after fifty-one years 
in business as to the practicability of taking a station- 
ery and printing salesman and putting him on the street 
to sell so-called office specialties. My experience has been 
that as a rule such salesmen do not make good. It is my 
opinion that during times like these an extra exertion by 
all salesmen should be made on the lines carried in stock 
with which they are familiar. I believe that the problems 
of presentation by sales people and the cost of display and 
advertising specialties make the attempt to handle the 
larger specialties a precarious undertaking. As a rule 
manufacturers do not allow discounts satisfactory enough 
to warrant concerted effort to sell the larger specialties. 
The little we have attempted in the line has led to serious 
problems of service, repair, etc., making it difficult for 
the dealer to satisfy the purchaser, but the handling of 
specialty devices, if properly displayed in a store with 
plenty of room might lead to some extra retail trade. We 
have had no experience in this line. 

Note.—In an argument or statement having more than 
one angle, it is always necessary to examine the point of 
view in order to be sure that two people are not stating 
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MR. CONNELL 








different viewpoints of the same thing. What are defined as 
specialties at the head of this department may not all be 
regarded as specialties by Mr. Connell and those taking 
the same view. We observe from its letterhead that the 
Automatic Printing & Stationery Company sells Automatic 
pencil sharpeners, and no doubt its shelves contain many 
other specialties of a mechanical character which are reg- 
ularly sold by the company’s outside salesmen as well as 
across the counter. We do not blame that company, nor 
any other, for looking ahead carefully before deciding to 
take the plunge into the sea of specialty selling as applied 
to the larger devices. It is true that a salesman who can- 
vasses the trade for printing and stationery orders with a 
thousand or so of small items in mind, will hardly take 
kindly to a proposition that will involve explanation and 
demonstration of a machine running into a hundred dollars 
or more or even fifty dollars. The larger specialties, like 
duplicating machines, power driver adding machines, re- 
built typewriters and the like, do require the services of a 
man for sales and demonstration. Whether such a depart- 
ment is profitable or not depends upon the man who is 
selected to run it. We believe that in the majority of cases, 
such a department can be made to pay if the man chosen 
to superintend it is carefully selected for ability, enthusiasm 
and conscientious industry. 


SMALL SPECIALTIES AND LARGE 


RETURNS 


HE term specialties embraces many things, machines, 

devices, systems—unusual things for certain purposes, 
certain things for unusual purposes and an extensive va- 
riety of small items for general uses. Out of this wide 
array, we are here considering that large group of items 
which may be classified as small stuff. Recent conditions 
have certainly emphasized the importance of small stuff 
in the commercial stationery business. Up to the break 
in 1929, we observed a decided tendency among salesmen 
to graduate from the profession of selling small stuff to 
what seemed to them bigger business—such as the sale of 
desks, period design furniture, safes, batteries of vertical 
files and labor saving machines, all classified as big stuff 
and the more costly it was the better. 

Now, however, we see a change which comes from a 
wave of economy buying. This right about face of the 
buying public has quickened and has actually improved 
the sale of small merchandise under the specialty classi- 
fication. 

Fortunately, too, price demands are not so noticeable 
in the dollar and five and ten dollar sales as they are in 
sales involving fifty to several hundred dollars. There is 
a better margin of profit per sale on the small stuff. Fur- 
thermore, customers do not shop to the same extent as 
they would for bigger unit purchases. 


By H. C. McPike, General 

Manager, Weis Manufactur- 

ing Company, Monroe, 
Mich. 


After all, what are specialties? They may be our bread 
and butter items, commonplaces of every day handling and 
sale, but to the public the classification is quite bewilder- 
ing. You and I, gentle reader, have sold so many storage 
files, vertical folders, index cards, guides and indexes, 
trays, boxes and cabinets and combinations of these items 
which you call systems that they are an old story to us. 
We are so familiar with such items that we are apt to 
forget that our customers know but little of our mer- 
chandise. 

Salesmen who are well versed in the use of necessary 
specialties in the office and having a knowledge of the 
combinations possible to be brought to bear to accom- 
plish certain desired results have at their command a world 
of special devices for profitable sale. Salesmen, finally, 
who make specialties out of over the counter products are 
the ones who are bringing home the bacon. 

(Specialties Section Continued on Page 124) 
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Master Grade Precision 
Rebuilt Underwoods help 
you attain the reputation 
for honesty and integrity 
to which every typewriter 
dealer aspires ...... 


MASTER GRADE UNDERWOODS MAKE PERMANENT FRIENDS 


THE WHOLESALE TYPEWRITER CO. 


Factory and General Offices ... 155 Sixth Avenue, New York City, U.S. A. 
Cable: SALETYPE, N. Y. 


PACIFIC COAST HEADQUARTERS .. . 528 MARKET ST., San Francisco, Calif.: Cable: WHOLETYPE, San Francisco 













Improved Water Control The New No. 4 Model 


ae EXCELLOSCOPE 
STENCIL TRACER 


DANDY $ 
ENVELOPE mente Tioe 
Oo For tracing pictures, cartoons, de- / 
& A L E signs, ruled forms, etc., on stencils for 
reproduction on ANY Stencil Duplicator, or with ink 


for Gelatin film or composition Duplicators. 

Completely equipped with Sty'us, Screen for shading, Writing 
Plate, Electric Cord, Plug, Socket, Socket Holder, Assort ment of car- 
toons, Art Designs, Complete Instructions,’ Scope and Aut for $7.50. 


pvtee, 2 re OTHER FAST SELLING PRODUCTS FROM OUR DUPLICATOR DEPT. 








Retail in The U. & 
“SAVES TIME WHEN Excellograph Rotary Stencil Scope Lighting Equipment $2.50 
mest SESS, » ae expertunity Gus Duplicator $37.50 Pooney Eraser and Brush Holder .25 
ay ty de den and for an efficient rapid and reliable machine at a mod Legal Two-faced Gelatin Film Dup. _7.50 Modern Note Copy Book Holder 1.75 
4 ce. Sella readily to the concerns you serve with other lines at No. 5 Double Glass Excelloscope. 11.00 Key Ring Polisher . 145 
eireulars and order blanks free which help produce business Sent 
le machine d get o liberal proposition to dealers 7 
macine See EETRE SS PITTSBURGH TYPEWRITER SUPPLY CO. 
191-195 Devonshire St oston, Mass. uite ames P. Durkin, Gen. Mer. 
(Sole Selling Aconts Dandy Sealer Corp) 339 FIFTH AVE. Liberal Discounts to Dealers PITTSBURGH, PA. 








... for Profits! 


Your customers will want the 

THISMODEL ‘**Bump’’ because of its low 
7 3 00 cost, economy in operation, 
¥ convenience and quick action. 

Four models—two styles. They 


RETAIL are profitable for you, too. 


Write for Dealers’ Proposition. 


THE BUMP PAPER FASTENER CO. 


DEPT. O LA CROSSE, WISCONSIN 





Eastern Representatives 
Seymour-Conover Co., 350 Broadway, New York City 
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A BRAND NEW 


<a 
IGGER 


AND BETTER 


ALL METAL 
SELF-INKING 
LARGE, SHARP FIGURES 


EASILY SET, HANDSOME 
LACQUERED FRAME 
HOLD DOWN BUTTON 


It prints larger type suited 
for all commercial purposes 


NOV 18°42 


295 


Retail, with a fat profit to you 
AMERICAN 
NUMBERING MACHINE CO. 


224 Shepherd Ave. BROOKLYN, N. Y. 
BRANCHES—CHICAGO—LOS ANGELES—LONDON 
















AMERICAN] 


NUMBERING MACHINE CG: 
BROOKLYN. NY USA. 






























| The GOI GOLDPRESS DELUXE MODEL | 


Gold Stamping 
Machine 


fo 
Many Added Features Highly Desirable at NO EXTRA COST. Will 
imprint in gold or any color a large variety of material and articles, 
individual names, monograms, emblems, trade marks, etc., on 
leather, imitation leather, celluloid, hard rubber, silks, wood, cello- 
phane, such as bill folds, suit cases, hand bags, fountain pens and 
pencils, books, bibles, and so forth 
A Money Maker. The large number of merchants in all lines of 
businesses all over the world are demonstrating daily that the Gold- 
press is a profitable counter salesman 
Greatest Value on Earth. Machine completely equipped with pen 
holder, squaring device, clamp springs, electric light, also one font 
of hard type for leather work, one set of extra fine brass type for 
pens and pencils, ten sheets of 23 karat gold, 3%’’x4’’; nothing 
else to buy, all for $79.50. Write for a catalogue fully describing 
the machine 



















The Goldpress Company 
— Ohio Cable Address—Goldpress 
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NOWADAYS 
YOU WANT 
RESULTS ... 


You Get Them With 
PEERLESS 
Rubber Typewriter Keys 


ZOU can’t live on hopes—sales are what 
you've got to have. And you'll get them 
with PEERLESS TYPEWRITER KEYS. 
Over forty-seven hundred of the country’s 
livest dealers say so. ‘*And forty-seven 
hundred can’t be wrong! 


THE PROOF: ° 
This number of dealers who profit the 
PEERLESS way, is growing every month, 
regardless of general conditions. 


THE REASONS: 

1. Larger Profit per Sale. 

2. Complete Dealer Protection. 

3. Complete Dealer Cooperation. 

t. A Complete Rubber Key Line Sold 

Through Dealers. 

5. No Large Stock Nor Investment 

Nex ‘essa ry . 


THE OPPORTUNITY: 

Turnover doesn’t necessarily mean profit, 
but with PEERLESS KEYS it does. Nor 
does inventory mean large investment, as 
the PEERLESS DEALER SALES PLAN 
provides for but a minimum of capital out- 
lay. 

Write for free samples and interesting de- 
tails that every progressive dealer ought to 


know. 


Peerless Key Company, Inc. 
176 Fulton St. New York City 


*To our knowledge, this is by far the largest number of dealers in these 
fields that have ever concentrated on a single line of rubber keys and 
acceaasorics. 


PEERLESS 


RUBBER 
Typewriter Keys 


PEERLESS KEY COMPANY, Ine. 
176 Fulton Street, New York City 


Kindly send us, without obligation, details of your profit- 
building plan for dealers, together with sample Peerless Key 


dea ler helps. 





Name ; Huies & wtaamentend hk dee 
Firm 


Address . eceecscecvessse 


SS SSS 
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5,000 Staples in 
(1) Loading 


N° wobbly tin gadget, 
this Eveready Stapler. 
No, sir! It’s built to 
work right, and finished 
to do credit to any desk. 
Makes its own staples — 
cannot clog or jam. In 
attractive enamel Olive 
Green finish. 


“The Result of Long 
Experience and Knowl- 
MODEL A edge of Requirements” 


EVEREADY MFG. CO. oF soston 


34 Southbridge Street, Worcester, Mass. 


Check Writer 





“voeQ#kLa ty «e 
OmMaA—-Z7~7 =0Or 




















One stroke fills the amount line with 
large indelible figures 


DEALERS WANTED 

for a patented typewriter 

cushion key, with advan- 

tages and merits no other 

key possesses. You'll get 

MORE key business by 
selling 


The Master Key 


(No Rubber to wear out) 
Write for Samples 
and Prices. 


” 


Macerates the “Payee’s Name 
Prints owner's registered number—or 
special name or trage-mark. 

* * * * * 7 ~ 
Safe Guard written checks are positive 
protection against alteration or 
forgery—backed by a $10,000 insurance 
policy, issued to every purchaser. 


The “NEW?” Safe Guard 


Manufactured by 


| SAFE GUARD CORPORATION Speed Key Mfg. Co. Inc., 


29 Columbus Place 


Lansdale, Pa. 
Brooklyn N. Y. 





















New Air Mail Accuracy 














Requires : ‘V: 
New Led : 
Scales = No. 700 € 














52 pages of information including illustrations of all types 
of office machines—specimens of typewriter type—how to 
test adding machines for accuracy, etc., etc.—at a nominal 
price of only 25c. 

Send for your copy today! 











The Post Office Department now permits a variation of only five 
grains instead of one-thirty-second of an ounce as heretofore. Old 
scales will not weigh to that fine precision. It is found in the new 
improved Triner Model 9 T Beam Postal Scale for weighing and 
checking air mail, foreign mail, and general mail. The United 
States Post Office Department has placed an initial order for 11,250 
and since we received an additional order for 7,500 of these scales 
for use in various post offices 





Air mail with insufficient postage goes by rail. Many letters which 
apparently require five cents according to old scales, will require an 
additional ten cents because of new government exactness. This 
new scale will save costly delays and embarrassments. 
A LIVE OPPORTUNITY FOR STATIONERS 

This improved model is the finest as well as the only one which will 
meet the new requirement for accuracy within five grains. Impor- 
tant refinements which will appeal at once to intelligent business 
men have made this accuracy possible. 





Efficient and economical. 
Will keep correspondence 
and papers always on hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 







Inform your sales staff of the new government accuracy in postage 
und build new friends now by featuring this new Triner product. 


Triner Seale & Mig. Co. 


2714 W. 2ist Street, CHICAGO 





Stanley R.Bristow 
24 Central Ave. West Orange.N.J. 
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Carry the Quick-Selling Line! 


HORN 


“Instant” Desk 
and Handy Files 


Pocket pages keep papers in or- 
der but instantly accessible, in- 
dexed A to Z, 1 to 31, or specially 
classified by celluloid covered re- 
movable index tabs. 


Idea Books 
with pasteless pocket pages for 
news clippings, striking advts., 
etc., instantly accessible. 


Albums for Every Purpose 

Autograph, Camera, Portrait. 
Postcard, Dise Record, Greeting 
Card, Memory. Address Books. 
Handsomely illustrated School 
Girl Diaries. 
Backgammon, Scrap Books, Games, 

Double Dummy Bridge Boards. 
Write for Prices and Special Discounts. 


W.C. Horn Bro. & Co., ists 5th Ave. Bidg., New York 

















We Supply the 
Trade 


Hektographs In Metal Trays 
With Lithographed Covers 


Hektographs in Oak Panels 
Two or Foss Surfaces 
Refill in New Style Tins 
Attractively Decorated 

In ae 
GRAPHIC DUPLICATOR 
$3500_$4500_$6000 


GELATINE ROLLS 
Fiber or Cloth Back 
for All Duplicators 


Graphic Duplicator Co. 
270A Lafayette St., New York, NY. 














AVUAD AYALA 
COhite Laub, 

















REGAL ROYAL 


IS YOUR OPPORTUNITY 





Demonstrate the Regal Royal, a 
modern, accurate writing machine. 
Feature the new machine guarantee, 
the precision rebuilding under the 
supervision of the original manu- 
facturer. 


Take full advantage of this oppor- 
















tunity. Write for price list, NOW! 


m ) Regal Typewriter Co., Inc. 
REGAL 524 Broadway, New York, U.S. A. 


ROYAL “ 


TYPEWRITERS 


PRECISION REBUILT 
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Air mail speeds up busi- 
ness. Gets information out 
days sooner. Gets orders 
back quickly. Grasp this 
latest opportunity. Sell air 
mail supplies and Hanson 
Air Mail Scales. 


Hanson Air 


Mail Scale 


Write for latest information 
about Hanson Air Mail, 
Postal, Parcel Post and 
Bath Scales. 


Hanson Scale Company 
525 N. Ada Street Chicago 










Sharpens All 
Size Pencils 






No. 3—All Nickel. 
Lists. cccccces $2.50 


No. 4—Ollive Green. 
Rite. ce cnges $1.75 




















AZORA 


| Azora air cushions and twirlers, two 
| highly practical accessories, are mak- 
| ing typewriting easier for thousands 
|of users. Sales, both new and re- 
placement, are large. Write for 
prices and discounts. 


AZORA RUBBER CO. 


54th and 20th Streets 
CICERO, ILLINOIS 


Above Below 


| THE AZORA THE AZORA 
TWIRLER AIR CUSHION 
RING (Cross-Section View) 








PAT. DECEMBER 21, 1915 











=| Boston Self Feeders are in Demand 

Wherever Modern Office Equipment 
is in Use 

THE most efficient, popular priced unit on the market. 

That's why many business places specify the new 

Boston as standard equipment. Convenient, practical, 


sturdy . . . fills the bill wherever pencil sharpeners 
are needed. For details address 


C. Howard Hunt Pen Co. Camden, N. J. 


Manufacturers of Hunt Pens, Clips and Speedball Products 


BOSTON 


Self Feeder No. 3 and 4 


PENCIL SHARPENERS 
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New 


STAPLER and TA CKER 


with removable front plate 


if ao 








They Sell 


They sell especially well in these thriftful days when 
everyone wants to save time and money. Any busi- 
ness man is glad to buy something that you can 
show him means real economy, every day and all 





the time. 
They are used on all types of visible card, book, and 
index systems, and practically all manufacturers specially 
recommend them. Easily attached 
—not accidentally removed. Stain- 
less steel, 12 colors, plain or 
printed with numbers, days, 
months, and alphabet. Send for 


samples and prices. 


THE H. C. COOK CO. 


14 Beaver Street, Ansonia, Conn. 


JOK 
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The N-C Stapler, always dependable, is greatly im- 
proved by the removable front plate. Their low price 
means rapid turnover and good profits. 


| 








As a Desk Stapler 


Base is fitted with 
adjustable guide per 
mitting any desired 
alignment or location 
of staples 














Should staples become 
jammed thru misuse in oper- 
ation loosen the knurled | 








nuts holding the front plate 
as shown in illustration to 
the left. The front plate is 
easily lifted off, exposing 
staple channel as in right- 
hand illustration. Jammed 
staples can then be easily 
removed. 








One Grade Key Only—The Best 
M 


uc Tops’, 
S ‘emall 


| As a Tacker 
To use as a tacker swing the base 
back, as illustrated, so that the 
Stapler can be applied directly to 
the object into which the staples 
are to be driven 


Ss 
‘ 
ey International Rubber Concave ot 
N Cushion Keys for Typewriters mY 
. - 


The N.-C Stapler is a dependable | 
and inexpensive stapling machine 
having a magazine capacity of 50 
preformed staples. Can be put 


| 
panels to many and varied uses in of- | 
| | TACKER = fices, factories, stockrooms and | 
i> shipping departments. | Office Managers . . Order Them 
= se-colo splay : . . 7 
uv The three-color display at the Stenographers .. Prefer Them 


left is free to dealers. Write us. 7 a 
Dealers ........(Know Them 





Manufacturers of | 





Inconditi G € 
NEVA-CLOG STAPLING Unco pg aaa ed 
PLIERS AND STAPLES a 


N-C STAPLERS | Write for Our Profit Plan 


| New Display AND DUPLEX STAPLES 
NEVA-CLOG PRODUCTS, INC. MUNSON SUPPLY CO. 


BRIDGEPORT, CONNECTICUT | 348 Hudson Street New York City 
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*“Pelouze” Postal Seales 


HEY tell automatically the exact amount of 
postage, in cents, required on all mail matter, in- 
cluding parcel post rates by zones. Warranted ac- 
curate. Beautifully finished in French gray or gold 


bronze enamel. 


Made in Several Styles & 


Intended for in- 
dividual desk, |i- 
brary, office or 
shipping room. 


AN [ 
. Wn Rae 
~s a 
NATIONAL 


Dealers Supplied . 
by Leading 
Jobbers 


Send for 


Catalogue 





“FAST MAIL” 


Pelouze Manufacturing Co. 
232-242 East Ohio Street, Chicago, Illinois 


Original Manufacturers Reliable Automatic Postal Scales 


New Low Prices 


write today for our latest 
price list 





tel /_ 


100% REBUILT 
UNDERWOODS 


90% REBUILT 
UNDERWOODS 


CRUSADER GRADE 


UNDERWOODS 


BLUE RIBBON ROUGH 
UNDERWOODS 


UNDERWOOD PARTS 


4- 





A Grade for Every Demand 


SHIPMAN WARD MFG. CO. 


1771 Shipman Bldg. 
4401 Ravenswood Avenue 


Chicago, Ill. 


HiY/ Wc \LNC WHEL VEE, WEN ELEC WE NE? EI EE 


TAN TAN TANU TAXA TOXU YON OX1 OX K/0\ 


ry \ 


“ey 











123 





She new 
Bates Feather-Weight 
met with instantaneous success 


No wonder—the men and women 
who use numbering machines were 
quick to appreciate a cut in weight 
of almost half. 

The strong, handsome Bakelite 
frame has proved itself a valuable 
selling feature of this New Bates 
Multiple Movement. 

You can get new and profitable 
business by showing this Bates 
Feather-Weight to every Number- 
ing Machine user on your list. Offer 
them the liberal Bates trade-in al- 
lowance—interest them in mod- 
ernizing their equipment on such 
liberal terms. 


Bates 





THE BATES MANUFACTURING CO. 
Orange, N. J. 


Bates Numbering Machines 
Bates Staplers 


New York Office: 20 Vesey St. 


Bates Telephone Indexes 
Bates Automatic Eyeleters 
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DIVERSIFICATION IN SPECIALTIES 


MAKES FOR PROFIT 


HROUGH diversification, the office appliance dealer 
and stationer increase their sales and profits. When 


diversification is practiced, the dealer sells more than one 


line of business machines. Dealers can sell many different 
kinds of machines, such as typewriters, adding machines, 
cash registers, check protectors, etc., but he who does not 
diversify his stock sells only one line of business machines 
such as typewriters or adding machines. 


There is real public interest in all kinds of office machin- 
ery and devices for accomplishing office work more quickly 
and to better advantage. For the dealer to handle but one 
line is to confine his activities only to those particular 
people who are interested in the line he handles 

Many stationers conducting stores in towns of five to 
ten thousand population err by failing to diversify. They 
hesitate to make the investment on office machines because 
they believe their towns are too small to absorb them. 
Chis idea is not true and keeps many small town dealers 
trom making good profits in the sale of these machines 
Most merchants who are having good success selling type- 
writers would be proportionately as successful in selling 
the other machines if they displayed them and advertised 
them properly 

Che writer has in mind a store in southern Illinois in a 
town of five thousand persons, where the dealer has prof- 
ited by diversifying the stock. Banks, stores, offices and 
other business places need cash registers, adding machines 
and check protectors. By carrying these, the dealer pleases 
customers, increases sales and keeps people from going 
out of town to buy. When they learn through persistent 
publicity that the dealer sells these machines, those needing 
them come in to buy instead of sending away for them. 
Chis ts a perfectly natural way to do because who would 
buy an article sight unseen when he could see it in the 
next block? 

Every store, small or large, needs a cash register. The 
dealer sells new and used machines of this type both for 
cash and on the installment plan. By selling used cash 
registers on easy payments, he gets a chance to reach 


many people who cannot afford to buy new machines. This 


DEALER AND BRANCH OFFICES | 
IN SPECIALTY SELLING 


By Silas C. Oviatt, Manager 
of the Mimeograph Deparrt- 
ment, Dameron-Pierson 
Company, Ltd., New Or- 


leans, La. 


R. OVIATT was asked if, in selling specialty 
MM machines of the larger types, the dealer has any 
inherent advantage over the branch office of the manu- 
facturer He replied that in attempting to sell such 
specialty machines as merchandise simply, he does not 
think the local dealer has any advantage over the branch 
office of the manufacturer, but rather the contrary. The 


11 


salesman who sells for the dealer alone, having a thousand 


Many Points of Contact Bet- 
ter Than Few—How a 
Down-State Dealer Handles 
the Problem of Reaching as 
Many as Possible 


business would be lost if the decision were made not to 
sell used cash registers, and people wanting them would 
go outside of the town to buy them. 

This dealer declares that the demand for new and used 
adding machines is increasing. In his window displays he 
uses live models operating machines, because they are 
more attractive than wax figures and get more attention. 
Windows are trimmed after the manner of the arrange- 
ment of an office. 

The sale of check protectors can be stimulated by having 
a few on hand and showing them with signs pointing out 
the fact that it is not safe to give a stranger a check with- 
out the amount being written in with the check writer or 
otherwise protected. 

Sometimes this dealer displays all his different office 
machines in the window at the same time, both new and 
used machines. Such a display includes new and used 
portable Remingtons, Corona No, 4, Underwoods, Royal 
portables and large typewriters of different makes, adding 
machines, cash registers, check protectors, etc. Two signs 
in the window state, “We sell supplies for all these ma 
chines,” and “New or used business machines in this 
display are sold on easy terms.” This dealer is also ac- 
customed at the same time he shows all his machines in 
the window to run a considerable advertisement in the 
local paper emphasizing the fact that all these machines 
are to be had at the establishment as well as the supplies 
for them. 

Practically any small town dealer can make diversifica- 
tion pay, particularly if he does not attempt to take hold 
of everything at once, but works into it gradually.—K. 





| 
| 
| 
MR. OVIATT 
v 


and one articles to sell, can devote only a small part of his 
time to the sale of specialty items. In many cases he is 
trained to sell many items and is not trained to concen- 
trate on one item as comprehensive as a specialty machine. 
Too often he will not put himself to the task of inquiry, 
demonstration and follow-up so necessary in order to sell 
a specialty or to spot a prospect. The manufacturer hav- 


ing a branch locally, will have specialty salesmen and re- 
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pairmen who will in most cases pick up prospects and 
convert them into customers much faster than the average 
dealer’s salesman can do the work. 

Note.—Evidently the foregoing applies in Mr. Oviatt’'s 
line to those larger specialties which for many years have 
been chiefly handled through direct agency branches. His 
department is quite as effective as it would be if he were 
conducting the business as a branch office manager. De- 
partmentizing such specialty machines as 
duplicators, typewriters, etc., makes it possible, for the 
dealer to specialize in selling and in service and to employ 
machines 


important 


concentrate on the larger specialty 


regular force being quite capable of taking 


men to 

handled, the 
care of the smaller items. 

Obtaining New Prospects 

The 


new prospects is canvass calls. 


best system that can be developed for obtaining 
But—I do not mean pull- 
ing doorknobs from office to office. The writer’s idea of 
making canvass calls is to ascertain, if possible, before 
entering an office, or at least before reaching the man who 
will do the buying, the type of work the concern does 
and the number of competitors who have already pur- 
chased machines. In other words, I believe in getting a 
vision of the prospect’s need so that I can try to visualize 
it to him from the angle of my equipment. My users’ list 
tells me about his competitors who use my machine. It 
is up to me to get the other information from his com- 
petitors, from subordinates in his office. 
You must use your head, for if one goes around pulling 
doorknobs and simply asking the prospect if he wants 
to buy an equipment, nine times out of ten the prospect 
will say “No,” and the canvass calls will be wasted. 

No specialty salesman can afford to neglect the dozens 
of ways of picking up prospects aside from canvassing. 
Watch the papers. They tell of fires, business changes, 
new firms. Even the obituary column will help! Perhaps 
some hard boiled old reactionary has shuffled off this 
mortal coil, and it is up to you to get on the job and sell 
his successor before your competitor beats you to it. That 
is just what happened to me once when an old fellow with 
antiquated ideas passed on overnight from a heart attack. 
I read about it in the morning paper. The next day I 
called on his successor and closed him with that one call. 
He was wide-awake to the advantages of my equipment 


customers or 
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and lost no time in getting hooked up to a good start. 


Then there is contact—contact with everybody and 
everything, keeping your eyes open to the main chance. 
A casual reading of an ad in a theatre program at 10:30 
P. M. may lead to a fine sale at 10:30 A. M. the next day. 

Friends, customers, overheard conversations, may all 
give you leads. Every waking hour I keep my ears and 
eyes set for Mimeograph prospects and I do not see why 
every specialty salesman should not do the same thing. 


Some one has said that the eye is twenty times faster 
than the ear. So I believe in showing a prospect some- 
thing. After I get a line on his needs I attract his atten- 
tion with samples. I believe the three cardinal features of 
advertising are to attract attention, create desire and stim- 
ulate to action. And that is exactly what I try to do. 
Samples of his competitors’ use of my equipment make 
fine “bait.” Every man is interested in what his competitor 
is doing, and you have to tie the samples in with the pros- 
pect’s needs. A salesman can waste a lot of time showing 
a groceryman mechanical samples or samples of a cotton 
broker. But when you show Mr. Groceryman what this 
and that man in the grocery line is doing you have his 
attention attracted right then. A little selling talk on re- 
sults creates desire. Then I try to close the sale, stimu- 
lating to action with a demonstration. 

System is necessary in laying out the day’s work. A 
tickler file should be kept. The tickler card should tell 
the whole story, including the date of last call and the 
result. These cards, filed for follow-up under the proper 
date guide, will automatically from day to day lay out the 
day’s work. When there are not enough cards showing up 
under a given date, then cold canvass can be resorted to. 
It need hardly be said that in handling a day’s cards they 
should be routed by streets, so as to make all calls in the 
shortest time. 

On complicated installations it may be necessary to 
gather data and later work it out at the office. But the 
salesman should be fortified before he gets to the man who 
is to sign the order. If there is any way to state the 
difference between the ordinary “garden” variety of spe- 
cialty salesmen and the one who is more successful, I be- 
lieve it would revolve around the methods of pre-approach 
used by the successful representative before his presenta- 
tion. 


NEW MEXICAN STATIONER HANDLES 
EXTENSIVE SPECIALTY LINE 


‘6 OR years,” observed Mr. Healy, “our establishment 

has handled with satisfaction both standard and port- 
able typewriters, adding and calculating machines, dictat- 
ing machines and Mimeographs and supplies. These items 
are no longer a side issue with us. Most of these lines have 
become very profitable. So much so, indeed, that it has 
been necessary for us to employ a first-class mechanic to 
service this equipment, and this gives us still another 
thought! 

“Our customers are delighted with the high quality of 
service we render. We really have people talking about 
it, which as you know, is the kind of advertising one can 
not buy. 

“The only practical way we have found to train our sales- 
men on these specialties is to send them back to the fac- 


Some Observations by E. B. 
Healy, Presidentof the Santa 
Fe Book & Stationery Com- 
pany, Inc., Santa Fe, N. M. 


tory where the respective machines are made. Time spent 
with factory representatives is very beneficial, of course, 
but nothing else seems to equal the training that most 
factories are able to give. On account of our location, the 
cost of sending a man back to factories situated in the east 
and middle west is no small item, but it is an excellent 
investment, nevertheless.” 


Here Endeth the Office Specialties Section in This, the January, 1932, Issue 


of Office Appliances. 


It Is Presented with the Conviction That Its 


Contents Will Be of Value to Stationers Everywhere 








126 


URL 


STEEL OFFICE FURNITURE 














No. 7070 
l ypewriter 


Desk 


Above. No. 9606-17 “Postur 
Chair.”’ At right, No. 50-56 file 
stool and No. 50-60 file and 
vault table, in use 





USERS KNOW ITS VALUE 


Stationers and office equipment dealers 
have an ideal line in UHL steel furniture 
because of its lifelong durability, its 
simplicity, scientifically correct propor- 
tions and adjustments and its easily 
understood superiority in its field. The 
dealer has merely to demonstrate the 
equipment; users quickly comprehend 
the value. 


UHL ‘“*Postur-Chairs,”” stands, stools 
and typewriter cabinets are sold by deal- 
ers thruout the U. S. and in nearly every 
market of the world. UHL offers a busi- 
ness building opportunity, greater now 
than ever. Description of the line and 
full information on request. 





THE TOLEDO METAL 


FURNITURE COMPANY 


1494 Hastings St. Toledo, Ohio, U.S.A. 





OFFICE APPLIANCES 


E. F. Koenig Assumes Additional Duties 
board of directors of the 
Addresso- 


At a recent meeting of the 
Addressograph-Multigraph Corporation and 
graph Company, E. F. Koenig was appointed assistant 
comptroller of both organizations. Mr 
as treasurer of the Multigraph Company, his new duties 


R. Battin in smoothing 


Koenig continues 


involving assisting Comptroller C 
out the “rough spots” resulting from the association of Ad- 
dressograph and Multigraph Companies. 

Mr. Koenig joined the Multigraph Company in 1911 as a 
clerk. through the various 
branches of the 
pointed treasurer and director of the American Multigraph 


He made steady 


progress 


accounting division and was finally ap- 


Company May 1, 1920. 




















PROOF THAT BUSINESS IS AS GOOD AS WE MAKE IT.—A full car- 
load of Liberty collapsible storage boxes about to leave Chicago for the 


Stationers Corporation, Los Angeles The Bankers Box Company, Inc., 

manufacturers of Liberty boxes, says that this is the second carload lot, 

in addition to smaller orders from month to month, received from this 
Californian firm in twelve months 








Chicago Stationer Honored by Lodge 

L. L. Burr, a veteran Chicago stationer now connected 
with the Friars’ Press, 339 South Wabash avenue, was re- 
minded by fraters in December that he had completed sixty 
years asa Master Mason. He is a member of Circle Lodge 
No. 938, Oak Park, IIl., and was admonished to be sure to 
attend the stated meeting of December 4, as there was a 
surprise in store for the brothers. The Worshipful Mas- 
ter disposed of business before the lodge, and then sprung 
the “surprise” on Mr. Burr. He was invited to the knife- 
and-fork domain, where the brothers were assembled to 
do honor to his sixty year record as a Mason. An en- 
grossed document, uttered in the name of the three blue 
lodges in which Mr. Burr has been a member during his 
Masonic career, was a testimonial to his long service in 
the chairs and in the ranks 

\ fine dinner was served to the assemblage, the climax 
of which was a huge birthday cake decorated with sixty 
candles. This cake was a double decker, and a duplicate 
of the superstructure had been baked for Mr. Burr to take 
home. Appropriate remarks were made by Worshipful 
Master Wilbur F. Langille, and Past Master Harry Stiles, 
of Garfield Lodge No. 686. 

Mr. Burr was raised in Wade-Barney No. 512, 
\. F. & A. M., Bloomington, Ill., where he advanced to 
the chair of the Worshipful Master. When he moved to 
Chicago some years later he demitted to Garfield Lodge 


Lodge 


No. 686, and later transferred his membership to Circle 
Lodge No. 938. He is one of the youngest in spirit among 
his fraternal fellows, and ever ready to participate in the 


ritualistic work of the lodge when called upon. 
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The ELEPHANT NEVER FORGETS 
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but stenographers do... 
that’s the'reason for Carter’s MAIDNIGHT 


HE name... Carter's MIDNIGHT . . . and 

the attractive MIDNIGHT design on the back 

of every carbon sheet!! Stenographers can’l 
forget the brand they're using. Elephant mem- 
ories aren't necessary, for every sheet is a re- 
minder. When it’s time to reorder, they'll know 
they've been using Carter's MIDNIGHT, the 
identified carbon sheet. This will assure easy 
repeat sales for you. 
Carter's MIDNIGHT sells itself. The smart box- 
cover design . . . the crisp, clean, protective 
Cellophane wrapping . . . the finger tab cutout in 
the bottom of the box which makes sheet removal 
easy, all combine to bring sales) MIDNIGHT 
users are quick to appreciate the long wear. . . 
clear copies . . . the superior qualities of this 
excellent carbon paper. This, too, means repeat 
business for you. 
MIDNIGHT is a black, standard weight sheet, 
available with regular coating, or special coating 
for Noiseless typewriters. 
Stock Carter’s MIDNIGHT and get some of this 
profitable business. Sell your customers MID- 
NIGHT . . . and watch the repeat business roll in. 
The Carter’s Ink Company, Boston, Chicago, New 


York. 


Carter’s MIDNIGHT 
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OFFICES 9 TOMORROW” 


Macey Distributors have furnished many of the countrys outstanding 
financial institutions, private corporations, and public buildings. They know 
from experience that the Macey line brings to them the largest collection of 
really fine office furniture in modern and period styles that is made. They 
know also that they have at their disposal the Macey Company's own staff 
of recognized artists, decorators, designers, and space and equipment 
engineers. Because of this they are able to serve prospective clients in a 
broader, more intelligent and economical manner. As a direct result they 
broaden their potential field, attract a new kind of business, and enjoy 
greater profits. 


Designers and Manufacturers OW, 





2 
Bank and Executive Office Furniture MA C - Y WHERE NOT EXCLUSIVELY REPRE- 
pe som es ote SENTED WE ARE INTERESTED IN RE- 
ee! Filing Equipment a - 
m Ompan SPONSIBLE CONNECTIONS 
Filing Equipment Supplies 


Sectional Bookcases 


GRAND RAPIDS, MICHIGAN 
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Does Anyone Know This Man? 

The U. S. Typewriter Ribbon Manufacturing Company, 
Tenth at Sansom street, Philadelphia, report a somewhat 
unhappy with Paul G. Johnston. The 
Pennsylvania Bankers Association Protective Bulletin for 
December 8, 1931, states that it is understood that this man 


experience one 


sells carbon paper, typewriter ribbons and other office sup- 
About 
two years ago he bought and paid for a number of ribbons 


plies as an independent agent chiefly to lawyers. 


which he purchased from the company from time to time. 


He travels in an automobile with his wife. Frequently he 
has merchandise shipped to him C.O.D. at points in De- 


troit, Pittsburgh, Buffalo, etc., and in most cases he picked 








HOME OFFICE 


SHOP 


SCHOOL 








COUNTER DISPLAY CARDS PROVIDED DEALERS BY 

GITS BROS. MFG. CO., 1846-62 SOUTH KILBOURNE 

AVENUE, CHICAGO, ILL.—This modernistic counter card 

is an efficient help to dealers selling ‘‘Gitsnife.’’ Details 

concerning the new ‘“‘Gitsnife’’ are described elsewhere in 
this issue 








up this material, but occasionally it came back to the U.S. 
Typewriter Ribbon Manufacturing Company, as he appar- 
ently had not reached the delivery point in his itinerary. 
This man is said to be familiar with the typewriter and 
office appliance with acquaintance 
among dealers in Pittsburgh, Detroit, Buffalo and Phila- 
delphia. He had been stopping at the Normandie hotel in 
Philadelphia. He called on the U. S. Typewriter Ribbon 
Manufacturing Company a short time ago, ordered some 
material and gave several checks drawn on the Potter Title 
& Trust Company of Pittsburgh. Two of these checks, 
it is said, have been returned, marked “no account.” 
Johnston is described as being from thirty-five to forty 


business, personal 


years old, about five feet six inches tall and weighing about 

one hundred fifty pounds. He has dark hair, parted on the 

side, brown eyes and is clean shaven. He wears glasses 

and is neatly dressed. 

— 

Seventh District Stationers Enjoy Fair Holiday 
Trade 

Reports come from the seventh district that the station- 

ers seem to be busy and are enjoying a reasonably good 


holiday business. 
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BLACK BOARDS| 









SELOC 

SILICATE SLATE 
NATURAL BLACK- i 
SLATE BOARD | 

CLOTH 






Framed or Unframed 
Hanging Type or on Rollers 


Also 
Silicate Book Slates 


| CORK 
| BULLETIN BOARDS 


Oak finished frames or unframed—aAill Sizes: 18x24 inches and up 


N.Y. SILICATE BOOK SLATE CO. 
20 VESEY STREET: - - - NEW YORK CITY 


































in Business 


Even 99 year leases 
are safely written 
with Sanford’ s— 
the Ink that never 


9 /mportant 
Records 


are Usually 
Written with, 


9 
ght Blue 
writes DY . piack 


5 Qu? PREMIUM WRITING FLUID 
The Ink That Has Defied Time for 70 Years* 









SANFORD 

one 

WRITINS 
‘el 


qurns 
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NEW AND UNIQUE 
Gits-Nife 





An 
Active 
Item 


for the stationery 
counter 


Outstanding advance in pocket knife con- 
y struction, colorful and attractive in appear- 
Ng ance, quality-made, this is one of the really 
great little items announced to the trade. Handle 


sé 
44 4 of unbreakable Pyralin in brilliant, iridescent colors, 
44 a blade of razor steel (replaceable when dulled) 
jf t-77 Gits.Nife can be opened or closed with ease yet is 
, / locked firmly in position, opened or closed. No danger 
/ PT of cutting finger or breaking nails; to open, push button 
/ s down and move blade outward; four locking positions. 
Le’ Beautiful display easel in gold and red with demonstrator 


attached, offered gratis. Two grades; Mottled colors retails 
$1.00. Pearl, $1.50. 
nd your order for trial dozen now. 


GITS BROS. MFG. CO. 


Chicago 


1846-65 S. Kilbourn Ave. 












ETTERit< DEVICE 





Style Rapid 


FEATURES that SELL 


Flat surface, no writing “up hill” due to the 


mechanically correct mechanism. Employing 
flat resilient steel bands and a process hinged 
leaf securely locks on a sheet binding margin 
of only one inch. Because of this mechanism, 
the Grand Rapids “Proudfit” Binders provide a 
writing surface flatter than any other binder 


in existence. Write for full information. 


Grand Rapids Loose Leaf Binder Co. 


Grand Rapids Michigan 

















OFFICE APPLIANCES 


Parker Pen Officials Engineer Divisional 
Conferences 

Divisional conferences are being held throughout the 
United States by executives of the Parker Pen Company, 
including K. S. Parker, vice-president and director of sales; 
J. N. Black and C. K. Hart, and division offices. Some ot 
the visits to division offices are made by means of Mr. 
Parker’s new Stinson closed-cabin four passenger aiur- 
plane, which he navigates himself, being an experienced 
aviator. 

At these conferences, each held under the direction of 
the divisional sales manager of the respectice offices, sales- 
men are brought together and plans for the new year are 
discussed. New merchandise is explained and ideas for 
the betterment of business are considered. After a confer- 
ence the salesmen are expected to pass on to the dealers 


the net results of the meeting. 











THE VAN HEUSEN CHARLES COMPANY, LEADING ALBANY JEWEL- 
LERS, DISPLAY THE NEW STERLING SILVER SMITH-CORONA.—This 
beautiful window display is typical of many which have been secured in 
cities throughout the United States, showing that even fine jewelry stores 
regard the silver machine as a beautiful gift object as well as a window 
display feature of peculiar attraction. So many silver machines have been 
sold during the holiday season by typewriter dealers to individuals for 
gift purposes that the silversmiths, the famous Gorham Company, was 
hard pressed to meet the demand 








Sano Typewriter Pad Gets Aerial Publicity 

Last month five thousand hydrogen filled balloons were 
released at the Wilkes-Barre-Wyoming Valley airport by 
the Sano Typewriter Pad Company, Wilkes-Barre, Pa. 
Many of the balloons were accounted for by reports from 
towns and villages in New York and New England. 

In addition to the five thousand balloons of ten-inch 
diameter there were nine of thirty-six-inch diameter re- 
leased. All scientific information gained from this balloon 
release it to be turned over to Dr. Kimball of the U. S. 
weather bureau to be used in determining speed and direc- 
tion of air currents. 

——— 


Maloney-Gilmore Company Made Chicago Agent for 
Sampson Permagraph 

The Maloney-Gilmore Company, 508 South Dearborn 
street, Chicago, IIL, has been appointed Chicago agent by 
the Sampson Permagraph Company, Rochester, N. Y. The 
machine made by the latter company is an electrically 
actuated check writer equipped with a standard typewriter 
keyboard 
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Tak-a-pin 
steadily increasing sales since 


introduction 2 years ago 


Enjoy these large 
first profits ... growing. 


steady profits on refills 


THIS useful pin dispenser has come to 
stay, grow and build profits for sta- 
tioners. Ever since the day it was 
introduced, it has demonstrated con- 
stantly growing retail sales. And it puts 
real profit possibilities into pin sales. 
Each Tak-a-Pin gives you a dollar re- 
tail sale and creates for you a perma- 


nent future customer for refills. 














Display Tak-a-Pins in their assorted 


colors where your customers can see No scratched fingers. No hunting for a pin. No spilling of dusty 
pincups or trays. Just press down! There, heads up, between your 
them. They are ideal year-round thumb and finger is a fresh, bright pin ready for use. Tak-a-pin is 


ideal for library desk, office desk, sewing machine. An appealing 
gift for men or women. In three colors—walnut, green or mahogany 
to match furniture. Simple mechanism. Solid bakelite case for 
‘oh h . f beauty and long life. Packed: 1 Tak-a-Pin and 1 filler in box; retail, 
on sight to the convenience sense 0 $1. Ten refills in carton (200 pins per refill); retail, 90c. 


gifts for men or women—they appeal 


those who see them. Start these useful 
OAKVILLE-AMERICAN PIN DIVISION 





dispensers working for your pin sales SCOVILL MANUFACTURING COMPANY 
; ‘ Waterbury @ Connecticut 
and profits. Write us your require- Pins, Clips, Fasteners, Thumbtacks, Tak-a-pins, and a host of 
other stationers’ articles 
ments now. NEW YORK CHICAGO SAN FRANCISCO 


Oakvilles 
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1932 


The dawn of a new year. 
The coming of a new era in business. 
New methods to handle new conditions. 


New equipment to supplant the old 
and obsolete. 


The newest and best office equipment 
and methods available in 1932 will be 
on display—at the 


NATIONAL BUSINESS SHOW 


Now is the time to plan your exhibit. 


New York At the Grand Central Palace 


October 17th to 22nd, 1932, inclusive 


Chicago At The Stevens Hotel 
November 14th to 19th, 1932, inclusive 


“Tt’s the personal contact that counts” 


NATIONAL BUSINESS SHOW COMPANY 


Incorporated 


Frank E. Tupper, President 


50 Church Street - NEW YORK 


Chicago: 417 S. Dearborn St. C. H. Hunter, Manager 
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Some Shocks from a Live-Wire Sales Talk 

At a meeting of the Commercial Stationers Association 
of Toronto, held late in November, Robert Williams, Ca- 
nadian manager of the Prudential Insurance Company, 
presented a talk on Salesmanship. His principles he got 
from personal experience in selling and his remarks were 
brilliant and forceful. The following are some of the high 
lights: 

The hardest thing is to start selling. * * * The day you 
refuse to be licked is the day you make good. * * * Too 
many of us salesmen run on two cylinders instead of six. 
* * * Throw out your chest; don’t be afraid. * * * Have 
the “guts” to believe in your own product. * * * You have 
ideas; use them. * * * Ideas can only travel on foot. * * * 
Never feel fear or inferiority. Remember some one calls 
him “Ed.” or “Bill” or “Bob.” * * * A winner never quits; 
a quitter never wins. * * * Never leave a man until he 
has said “No” five times. * * * Should you quail before 
your prospect, visualize him in his B. V.D.’s. You are 
probably a better looking man than he is. * * * A good 
actor is only a good salesman; live the part of a successful 
salesman. * * * Get rid of the fear of appearing ridiculous. 
* * * A genius is a man who can project himself into the 
future and look back at himself today. * * * The fear of 
offending is the worst thing in a salesman. 

Mr. Williams’ talk was much appreciated by the members. 

—  ——<—__ — 
An Effective Advertising Leaflet on “Tran-Cel-Seal”’ 
Tape 

An advertising leaflet, letterhead size, is being dis- 
tributed by the Gummed Tape and Devices Company, 
173-77 Lafayette street, New York, N. Y., illustrating and 
describing “Tran-Cel-Seal” tape. Under the heading “A 
Brief On ‘Tran-Cel-Seal’ Tape” is a descriptive message 





A ROLL OF “‘TRAN-CEL-SEAL” TAPE 


pointing out the uses of ““Tran-Cel-Seal” tape. The state- 
ment emphasizes the fact “Tran-Cel-Seal” is dispensed in 
identically the same manner as any ordinary gummed seal- 
ing tape. It is mentioned further that the tape is odorless 
and approved for use on all commodities whether fruit 
products, textiles or any other chemical, mechanical or 
industrial commodity. On the back of the leaflet is a 
sample of “Tran-Cel-Seal” and price information. 
cnuiaaiiigila iments 
Hyde Made Chicago Manager by Rotospeed 

H. L. Hyde, formerly traveler for The Rotospeed Com- 
pany in Indiana and Southern Ohio, has been put in charge 
of the company’s Chicago branch at 108 North Dearborn 
street. Mr. Hyde is prepared to serve users in the Chicago 
territory, meeting their requirements for machines, sup- 
plies and service. 

> 
International Patent Exposition 

The third international patent exposition will be held in 
the new convention hall, Philadelphia, Pa., February 1-10. 
This is a display of working models of new inventions 
seeking a market, conducted under the direction of Her- 
man Larson, 
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PROFITABLE 


to the user because in the handling of 
filed papers, Bindah is easiest to manipulate 
—simpler—neater—more efficient. 


to the stationer because of the genuine 
satisfaction with its service — the saving in 
time and effort — that makes it a real 52- 
week bargain thru the year. And it costs 
no more. 


Proof? One word on your letterhead 
brings sample with detailed information. 


BINDAH PRODUCTS, Inc. 


3645 Montrose Avenue CHICAGO 








Keen Minded Men 


Men who can visualize the future of the 


RIBBON AND CARBON 
BUSINESS 
are fast coming over to the PHILCO LINE with 
its many Patented Specialties such as 
TAB-EDGED CARBON 
PHILCO HUMIDOR PACKED 


RIBBONS 


CARBO-GRAPH 
THE ERASER PLACER 
LINE-O-GRAPH 
HANDY PACK CARBON, Etc. 


A chemical and physical laboratory constantly at 

work on new products and the improvement of old 

ones assures the Philco Dealer of a successful 
future. 


LET US SHOW WHAT WE HAVE TO OFFER. 


Phillips Ribbon & Carbon Co., Inc. 


61 Halstead St., Rochester, N. Y. 
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Make this 
YOUR GUIDE 
FOR 19352 


WAGEMAKER CO., GRAND RAPIDS 


Faclusive Manufacturers of the Slant Celluloid Tab 

















“KILIAN” 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(PATENTS PENDING) 

All parte machined from bar stock and heat-treated, 
outer races are one piece and can be made in any 
desired shape. (No soft stampings used whatso- 
ever.) 

For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 

95% of filing cabinet drawer slides in United States 
and Canada operate on “Kilian” unground bear- 
ings. 

Samples made to your specifications. 

KILIAN MANUFACTURING CORPORATION 


107 North Franklin Street Syracuse, New York 
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New Catalogue of “Sunruco” Specialties 


The “Sunruco” line of rubber office specialties, made by 


the Sun Rubber Company, Barberton, Ohio, lorfully 


portrayed in a catalogue just released for distribution. The 
booklet measures eight and one-half by eleven inches and 
ontains twelve pages including covers The cover stock 
is buff colored, printed in black, red and yellow Lhe 
simplicity of design of the front cover has a strong appeal. 
Illustrations throughout the catalogue are lithographed in 
colors The descriptive information is printed in legible 
type and so arranged as to make it easy for the reader to 
obtain the information desired 
> 
Graffco “Press-A-Patch” Is a Popular Item 
Word has come from the George B. Graff Company, 
54 Washburn avenue, Cambridge, Mass., that the Graftco 


val and quick 
both 


rcements 


‘Press-A-Patch” is 


consumer acceptance This 


receiving widespread appt 
littl 
a package and dispensing unit of 
for loose leat holds one 


in exactly the right place 


device wl cl 1 
gummed reint 
ements 


forms, hundred reimfore 


and places them one at a time 














INSTALLATION OF METAL OFFICE FURNITURE COMPANY EQUIP 
MENT IN THE NEW LIMIT-HEIGHT BUILDING OF THE TITLE GUAR 


ANTY AND TRUST COMPANY, LOS ANGELES, CALII There are 
ome twenty-two counters in the job, each one especially arranged for 
the title company’s records All the equipment was especially finished 


to harmonize with the interior decoration The order was placed 


through E. J. Shields of Los Angels 



































Revision of Oxford Manila Folder Price List 

Che Oxford Filing Supply Company of Brooklyn, N. Y., 
issued under date of December 1 a further revision in the 
prices of Oxford manila foldet Phese prices represent 


another $2.00 per thousand reduction from the old list 


Che plan represents a slight reduction trom former 


lis hte 


prices 

prices on the weight folders and a slight increase 

in prices on the heavier weight folders 

upply tull details on request 
> 

Byron Weston 1932 Calendar 

Byron West 


pre ad done im blac k and TC d ona he AVY 


Lhe company will 


The annual calendar of the n Company, 


Dalton, Ma ,isa 
ledwer stock 24x 30 inche Chis will find wall space in 
because of the legible type and permanent 
tock The days ar 


well as by month, facilitating calculation 


many ofthe 


character of the numbered serially as 


of elapsed time 
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A HIT 


with Big Business 


... the new 


AUTOPOINT § 





















Nation-wide acceptance proves 
merit of this famous pencil 


O article wins the acclaim of multitudes 

without outstanding merit. For Autopoint 
to be accepted with such enthusiasm, it must 
be of outstanding quality. Today, it is being 
used as a good-will builder by big business more 
than ever before. 

Autopoint’s new style and beauty is enhanced 
by its smart, racy lines. The gracefully tapered 
Bakelite barrel with the thin metal band at the 
cap end, and a narrow metal tip at the other, 
makes this newest model unusually rich in ap- 
pearance. Most important is its simple, sturdy 
and fool-proof construction. 

You should have this favorite pencil of big 
business in stock. To help you sell more Auto- 
points we will provide you with display 
material free. Send your order in NOW. 


Autopoint No. 48 
supplied in black; 
also solid or mottled 
colors—to list ato 


‘I 








The 3 winning features of the 
Autopoint 


1. Cannot jam. But one moving part. 


2. Bakelite barrel. Beautiful onyx-like ma- 
terial. Light in weight. Perfect balance. 


3. Lead always held firmly. Cannot wobble. 





The “Better Pencil” §@ —made of Bakelite 


Autopoint Company, 1801-31 Foster Avenue 











Chicago, Illinois 
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ENOX GRADE—Bluec-white, lightweight stock, in 
L $x 5.4x6.5x 8 sizes, blank and H.R. Prices start at 


85e list per M, subject to usual discount. 


é ROADWAY GRADE—L ightweight only, white and 


6 colors in 3 x 5, white only in 4.x 6 and 5 x 8 sizes, plain 
and H. R.. Prices, white, start at $1.04 list, colors at $1.20 


jist per M, subject to usual discount. 

EFFERSON GRADE—Three weights, all sizes, colors, 
PF and rulings \ complete line of full standard quality. 
Prices in white and colors start at $2.00 list per M, subject 
to usual discount. 

XFORD GRADE—\ complete range of sizes, colors 
a and rulings, all of highest quality rag content stock. 
Prices start at $2.75 list per M, subject to usual discount. 


renege FORM CARDS—All the widely used 


forms. Every one worth while carrying in stock. 





OFFIC! 


From no other single source can 
you obtain such a wide range of 
Index Cards—priced to meet any 
situation—all such excellent 
values. Write today for full price 
information and samples 


OXFORD 
FILING SUPPLY COMPANY 
340-A Morgan Avenue 

Brooklyn, N. Y. 
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Askew Takes New Store 


The Askew Office Supply & Furniture Company of Dal- 
las, Texas, has opened for business in a new location— 
1713-1801 Elm street. The building is a handsome three- 
story affair which has been remodeled for the use of the 
Askew Office Supply & Furniture Company and filled with 
modern office supplies and furniture 

Mr. Askew has secured a long time lease and has con- 
solidated at this new location the Office Furniture Ex- 














INSIDE THE NEW ASKEW STORE, 1713-1801 ELM STREET, DALLAS, 
TEXAS 

change, which he conducted on North Akard street, and 

the Hargreaves Company which was in the 1000 block on 

Main street. The new store has a ground floor space of 

50 x 90 feet and fronts on both Elm and Live Oak streets. 

A complete line of office supplies and stationery is carried. 


L. E. Askew, who is sole owner of the business, has built 
up in ten years or less a business of outstanding character. 
> . 


Parker Pen Company Dealer Campaign 

Knowing from long experience dealers’ particular in- 
terest in manufacturers’ plans for a new year, the Parker 
Pen Company of Janesville, Wisconsin, is getting their 
facts before the trade in what they consider to be the 
broadest dealer campaign in pen history. Besides the 
direct mailing to the stationery and drug trade, four page 
inserts in colors presenting the information and containing 
a personal letter from George S. Parker, president of the 
company, are being run in the leading trade papers in each 
field. Various achievements with the Parker line are de- 
cribed and explained, and what dealers may expect from 
the company, set forth. 


_ 
J. E. Franz Joins Addressograph Sales Organization 

}. E. Franz has become afhliated with the Addressograph 
Company as assistant to Sales Manager J. B. Ward. Mr. 
Franz was formerly connected with the National Cash 
Register Company, where he had spent his entire previous 
busine life. His experience includes the formation and 

upervision of the Agency Office Practice and Selling 
classes at the N. C. R. plant in Dayton, and wide contact 
in the field through assisting various members of the sales 
per onnel 
>_> - 
Maited Milk Executive Congratulates Horder 
Employees 

The following letter was received on December 5 by 
Samuel Siedband of Chicago from William Horlick, Jr., 
of the Horlick Malted Milk organization at Racine, Wis. 

“My dear Mr. Siedband: 

“Was very glad to have had our conversation Wednesday 
and wish to take this opportunity to say ‘Congratulations’ 
on your twenty years with Horder’s. It does one good to 
hear a person talk of an institution, such as you did yours. 

“As I told you, Horder’s is to the public in office sup- 
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A NEW 


INGENTO CUTTER 
30 Inches 





Heavy Duty Cutter 
Cutter and Table Combined 
There are now eight sizes 


Write for prices 


Manulactured Only by 


IDEAL SCHOOL SUPPLY CO. 
8316-8346 Birkhoff Avenue 
CHICAGO, ILLINOIS 

















Extra profits for you 
in buying 





paper goods and stationery, 
office supplies and equipment 


at the 
LEIPZIG TRADE FAIRS 


In less than one week’s time you see 
what 1,063 firms offer in your lines 


Now—as never before—prices are down 
at the Leipzig Trade Fair. The 1932 
Spring Fair will open on March 6th. 
Among the 9,000 manufacturers from 25 
countries—1,063 firms show office supplies 
and equipment, stationery, paper goods 
and novelties, books, bookmaking and the 
graphic arts, advertising items and wrap- 
pers. In addition, 644 firms show lighting 
fixtures and furniture, If economy is your 
goal—Leipzig is your first buying stop! 





We will rebate transportation expenses 


—to U. §. buyers on the basis of orders placed at the Pair. 
Write today for details on this money-saving rebate offer. 
Let us furnish you with Pair literature and other detailed 
information on exhibits. Addrese—Leipzig Trade Fair, Inc., 
10 Bast 40th Street, New York City. 
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JUMBO GEM 





PERFECTION No. 50 
STANDARDIZE ON THE 
GENUINE GEM AND PERFECTION 
DESK MEMORANDUM CALENDARS 
We Now finish our BASES in OLIVE GREEN and MA. 
HOGANY as well as black enamel, statuary bronze, nickel and 


brush brass. Arches tip backward and forward to facilitate 
mounting the Pads. Rubber feet prevent scratching. 


OUR PADS are manufactured of high grade bond paper by 
the process of offset lithography. 


“The House of Service” 


,PERFECTION No. 70 





pt ______S 
~DEFIANCE «= 
| SL SALES CORPORATION LAL. 


Stationers’ Glassware, Hardware and Specialties 


72 SPRING STREET NEW YORK 




















ADJUSTABLE TO ALL 
FORMS AND.... 







A DOZEN RETAIL 


F. O. B. New York 


The F-B Loose Leaf Holder is ideal for filing or 
transferring all sorts of forms, but still retails at 
only $3.50 a dozen sets. That's why users 
commonly refer to it as the most economical, the 
simplest and the handiest holder ever designed. 


The F-B Loose Leaf Holder is adjustable to all 
sizes of records and distances of centers. Capacity 
is regulated by interchangeable posts. Anyone 
can use it, and the contents are held safely, 
securely and permanently until wanted. 


Send for samples. 


THE 


F-B 


MANUFACTURING CO. 


1228 Intervale Avenue, NEW YORK CITY 























OFFICE APPLIANCES 


plies, what Horlick’s is in malted milk. Your house has a 
reputation for not only telling the truth, but always willing 
to make good. Above all, you don’t force people to buy 
what they don’t want. This, I think, is the highest grade 


of salesmanship.” 


a 
Duncan Transfers to Globe-Wernicke Offices at 
Columbus 

John H, Duncan, formerly with The Diehl Office Equip- 
ment Company of Columbus, Ohio, who has been identified 
with the office furniture and supply business in Columbus 
for several years, is now associated with Thomas W. Ruff, 





JOHN H. DUNCAN 


manager of The Globe-Wernicke Sales Company, 11 East 
Gay street, Columbus, Ohio 

Mr. Duncan will have charge of sales in the office equip- 
ment division which includes all types of metal and wood 
equipment for the office. 

Office Appliances extends to Mr. Duncan its cordial good 
wishes. He is secretary of the Central Travelers Club 
and also secretary of the Columbus Stationers Association. 


sinnicioninligapiammaniaae 
W.C. Gray Leaves Fountain Pen Field 

W. C. Gray, who had been manager of publicity and 
sales promotion about four years for the W. A. Sheaffer 
Pen Company, Fort Madison, Iowa, has resigned. He ex- 
pects to return to northern Ohio, probably to resume 
connection with the rubber industry. 

Mr. Gray had experience in the newspaper field prior 
to entering the rubber industry. At the close of the war 
he joined an Akron company, handling publicity, house 
publications and sales-by-mail. This connection continued 


about seven years. 


<> 
Twin City Stationers to Dine in January 
Word comes from Minneapolis to the effect that the 
committee in charge of the fifteenth annual dinner of the 
Twin City Stationers headed by Arthur Grayston, is pro- 
gressing very successfully in the work incident to getting 
up a fine program. Plans for the dinner, which will be held 
in the Spanish room of the Lowry hotel, St. Paul, on Jan- 
uary 30, are being completed 
For reservations and further particulars, those interested 
are advised to get in touch with Ed. Hanson, care Miller- 
Davis Company, Minneapolis, Minn. 


- i 
Boston Stationers to Hold Annual Banquet 
The Boston Stationers Association will hold its annual 
banquet on February 1 at the Hotel Statler. Malcolm 
Dresser of the Standard Diary Company, is chairman of 
the banquet committee and has promised those who expect 


to attend a first-class party. 
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Esterbrook rhy 


40 Cooper St+ Toronto Canada 














Seu. the cost of penmanship, not 
the cost of pens. For penmanship is the important 
factor to your customers. When you interpret 
penmanship by means of Esterbrook Pens, 
you are adding a definite contribution to your 
customers’ balance sheet. ¢ Here you are! The 
actual structure of a finished Esterbrook 
Pen, seen under a microscope shows metal of 
a smooth, even texture. When you magnify 
the difference in use between Esterbrook 
Pens and ordinary pens, it is like riding on a 
balloon tire or on the rim. @ In selling your 
house as a source of supply, use this 
Esterbrook story to demonstrate the fact that 
small differences in cost multiply themselves 
many times in savings. Your business is 
built upon the selection of the best items 
for each and every purpose. The Esterbrook 
story gives you a quick and simple illustra- 
tion of the type of service you have to offer. 


ESTERBROOK PEN COMPANY 


86 Cooper Street, Camden, N. J. 
or Brown Bros., Ltd., Toronto, Canada 
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MODERNIZE YOUR OFFICE 


G-E builds a line of motors 

that accurately match the 

characteristics of these, and 
other, office devices: 


Adding machines 
Addressing machines 
Auto callers 
Automatic typewriters 
Accounting machines 


Billing machines 
Binding machines 
Blueprint machines 
Bundle tiers 
Bookkeeping machines 


Canceling machines 
Calculating machines 
Card punchers 
Cash-carrying machines 
Cash registers 

Check endorsers 

Check writers 

Check protectors 


Clock winders 
Coin-counting machines 
Computing machines 
Coin-wrapping machines 


Dictating machines 
Duplicators 


Embossing machines 
Engraving machines 
Envelope-opening machines 
Envelope-sealing machine 
Erasing machines 


Fans (for desk) 

Fare boxes 

Film-washing machines 
Folding machines (paper) 
Gluing machines 


Key-cutting machines 





tt 
Just a handful of power... this Type BA motor... yet what a tremendous ne bp 


factor it is in building reports with a modern calculating machine! Letter presses 


Mailing machines 
Meters (postage) 


When flying fingers build reports... . Package wrapping machine 
increase their efficiency with devices Seen see 
= 


MOTORIZED BY GENERAL ELECTRIC Sliced dies 


Sorting machines (cards) 
Sealing machines 


Bvss up the operators whose flying fingers do Stamp: canceling mechines 


Stenciling machines 





so much to maintain office efficiency. Office de- Stock-quetation boards 
vices powered by reliable General Electric motors Tape moisteners 
. . . . ape-pulling machines 
will provide this backing. Telegraph machines 
Typewriters 
General Electric engineers, working in close co- Typesetting machines 
operation with manufacturers of office devices, have Tabulating machines 
developed fractional-horsepower motors of all sizes Guting euabions 
and types to fit every need. Wrapping machines 
JOIN THE “G-E CIRCLE”——SUNDAYS AT 5:30 E B.C, NETWORK OF $4 STATIONS——-WEEK-DAYS (EXCEPT SATURDAY) AT NOON 
210-163 
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(Meetings and Dinners—Continued from a Forward 
Section) 


W. O. F. A. Continues Series of Meetings 


The Wood Office Furniture Associates, Inc., held a meet- 
ing with wood office furniture dealers and salesmen at 
Houston, Tex., on October 26. 

On leaving the stationers’ convention at New Orleans, 
Messrs. Hess and Dornette arrived in Houston, Friday 
morning, October 23. They made a number of calls on 
dealers during the succeeding three days. Owing to the 
fact that some of the dealers had not returned from the 
convention, it was necessary to defer the meeting until 
Monday, the 26th. The eight leading stationers of Houston 
were represented at the meeting and an invitation was also 
extended to Clarke & Courts of Galveston. 

The meeting was held in the Rice hotel, dinner being 
served before the meeting was called to order. The total 
number present at the dinner was twenty-nine. The com- 
panies represented included the Wilson Stationery & Print- 
ing Company, eight men; Stowers Furniture Company, 
one; The Cargill Company, fourteen; Waddell House Fur- 
nishing Company, two; J. E. Kirkham, Inc., two; Southern 
Office Furniture Company, one; Remington Rand Business 
Service, Inc., one; the total number being completed by 
the names of Messrs. Hess and Dornette, Jr. 

After the preliminary explanation of the object of the 
meeting by Mr. Dornette, Mr. Hess, manager of the 
W.O. F. A., showed three examples of the Associates’ fall 
advertisement and explained the reasons for the form of 
the advertisement where the product of the factories is not 
shown in the picture, but that character, economy and effi- 
ciency are brought to the attention of readers and made 
most effective through the announcements made by some 
of the most prominent executives in the country. Then 
followed the portfolio display and all subjects were prop- 
erly presented. Mr. Hess’ presentation took an hour and 
thirty minutes, and was received with keen interest by 
everyone present, 

Following Mr. Hess’ remarks, John Dornette, Jr., an- 
nounced the names of each desk and chair factory com- 
prising the W.O.F.A. and a request was made that the 
dealers and their salesmen cooperate with the W. O. F. A. 
in urging factories who are not members to join the or- 
ganization. Mr. Dornette then announced the code of 
ethics of the W.O. F. A. and explained the policy of the 
members. After some discussion to and fro, Mr. Hess 
resumed his place and completed his address, advising his 
hearers that the time is approaching when every salesman 
must choose definitely whether he will sell wood furniture 
or some other kind. A local dealers’ organization was 
proposed and it was agreed that an organization separate 
from that of the stationers was desirable. Messrs. Pearce, 
Storey and Kirkham were named as a committee to form 
the organization. 

The remainder of the evening was taken up by discus- 
sions in which the following participated: Lon Storey; 
Mr. Sellingsloh of The Cargill Company; Preston Moore 
of the Wilson Stationery & Printing Company; Mr. Kirk- 
ham and P. T. Pearce, manager of the office furniture 
department of The Cargill Company. 

Remarks were also made by Messrs. Welch, Heep, Good- 
rich, Humphreys, Beckman and Miller. 

At the conclusion of the talks, Lon Storey moved a ris- 
ing vote of thanks to the W.O.F.A. for the dinner and 
valuable messages presented. 


San Antonio Meeting 


At San Antonio, the meeting was attended by nineteen 
persons, including F. T. Hess and John Dornette, Jr. The 
following concerns were represented: The Clegg Com- 
pany, seven people; Maverick-Clarke Lithographing Com- 
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Every Central Stenographic 


Department needs this machine. 





It relieves expensive typists of copying the same 
letter over and over again. 

Produces Genuine Typewritten letters for about 
a penny a piece, with practically no mechanical 
service. 

Pneumatic (piano player) action gives the personal 
touch. 

Used when more than 20 copies of the same ma- 
terial must be typewritten and permits individual 
changes in each copy. 


Send for full description and price. 


Auio-iypist 


© 


American Automatic Typewriter Co. 
232 West Schiller St., Chicago, Illinois 
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Feature the clear, lasting impressions 


VICTORY STAMP PADS 


Your trade will appreciate the extra — in 
Victory Stamp Pads. Made of high grade, long 
wearing materials, inks of brilliant hue and fast 
color. Six sizes, from 2 x 334 inches to 4x9 
inches. 


L DUST Wilh 4 Nii © BE Eo) 








YOUR OWN BRAND 


can be used to play up your rubber stamp = 
ment and to ad your entire business. our 
items can be put up under your Qur 
price-list (sent om request) includes many sta- 
tionery items: 


STAMP PADS INKS MUCILAGB 
PASTE SEALING WAX 


Luther Ink and Stamp Pad Co. 


35-57 EAST PARK ST. NEWARK, NEW JERSEY 
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A. P. 


“LITTLE” 
COBWEB 
CARBON 


Here speaks a consulting 

gineer,a d law stenog- 
rapher, a veteran typist and type- 
writer supplies salesman, in short, 
a competent authority in matters 
of typing, manifolding and other 
record making operations, giving 
evidence as to the quality of 
“LITTLE” COBWEB CARBON 
alter FORTY YEARS on the 
shelf. Forty years ago! Even 
then, “Little carbons and rib- 
bons were a STANDARD OF 
COMPARISON. Way back 
then, W. P. Hopkins of Bridge- 
port, Conn., purchased a box 
of Cobweb carbon. in re- 
arranging old stocks of stationery 
a few weeks ago, he came across 
the box with some of the carbon 
still remaining and found it in 
such excellent condition that he 
wrote us a letter and enclosed a 
copy made with this forty-year 
carbon paper. 


TIME DEFYING QUALITY 
—top service for typewriter 
users! “Little” offers a profit- 
able connection for men who 
can sell, who can show a record 
of worthy service. Write us in 
detail. 


LITTLE, INC. 





Rochester, N. Y. 


New York office: Bible House, Astor Place 









Vibrationless ... 
Easily Moved... 
Quickly Adjusted 


No other office equipment item 
is packed so full of user satisfaction 
as the “SATELLITE.” 
production—inducing eccuraecy— 
a service that continues from year 
to year, outliving many times the 
machine it supports, “SATEL- 
LITE” service is not only dis- 
tinctly superior; it is the stand 
which adds to typewriter value. 


Greater 


are several models of 


There 

“SATELLITE” stands, for various 
office machine p . Top 
can be supplied with check table 
and sliding baseboard. “SATEL- 
LITES" are adjustable to different 
heights; tops are finished in oak, 
mahogany or walnut. 


DEALERS: Do you believe the 
machines you 
value? Show the stand which can 
be as highly recommended. 
Description with full details on 
request. 


er are higher 


ADJUSTABLE TABLE CO. 


Dept. OP, 55 Mt. Vernon Ave., N. W., Grand Rapids, Mich. 
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five people; Remington Rand Business Service, Inc., 
Paul 


pany, 
two people; G. A. Stowers Furniture Company, one; 
Anderson Company, three. 

After dinner the roll 


introducing himself when his name was announced. 


was called, each person present 

The same general plan of conducting the meeting was 
followed out as at meetings elsewhere, Mr. Hess and Mr. 
Dornette presenting their respective messages effectively. 

Miss Nichols of The Clegg Company was the only mem- 
ber of the fair sex who has been present at any of the 
An organization of wood office furniture dealers 
This was accomplished 


Maverick-Clarke 


Remington 


meetings 
is to be formed at San Antonio. 
by the action of The Clegg Company, 
Company; G. A, Stowers Furniture Company; 
Rand Business Service; Paul Anderson Company 

The subject of the meeting was presented by Mr. Hess, 
and discussed by all present and at the end of the meeting 
a rising vote of thanks Wood Office 


Furniture Associates for the dinner and instructive pro- 


W.0O.F.A. Meets at Dallas 
On October 28, a meeting of the Wood Office 
Inc., and the dealers and their salesmen was 


was given to the 
gram. 
Furniture 
Associates, 
held on the mezzanine floor of the Baker hotel, Dallas, at 
6:00 P.M. 
the dinner and ensuing meeting: 
Company, seven persons; Vance K. Miller, four persons; 
Furni- 


The following companies were represented at 
Stewart Office Supply 


The Dorsey Company, five persons; Askew Office 
ture Exchange, six; Clarke & Courts, six; Bennett Printing 
Company, two. The total including 
Messrs. Hess and Dornette was thirty-two. 

The points brought out in the address of Mr. Hess and 


number present 


Mr. Dornette were discussed freely, the discussion being 
participated in by L. E. Askew, W. Neil Stewart, Henry 
Dorsey, Vance K. Miller, A. A. Hopkins, Otto Eisenlohr, 
Mr. Harger and others. It was agreed that a wood office 
furniture association should be formed and W. Neil Stew- 
art was instructed to proceed to the formation of such an 
organization 

Others who spoke included Messrs. Rockett, Monroe, 
Robertson, Malcolm, Harpold and Beck. 

At Fort Worth, owing to the difficulty of securing a date 
that would be satisfactory to the majority of the dealers, 
it was decided to hold no meeting, but to present a digest 
The following concerns 
Stafford- 


L. A. 


Business Service, 


program to each dealer. 
White & Company; 
Company; 


of the 
were therefore visited: E. L 
Lowden Hoera-Rosenthal 
Barnes & Company; 
Inc.; Ellison Furniture Company. 

Each concern was visited in turn and the objects of the 
W.0O.F Hess and Dornette. 

At the conclusion of 
Messrs. Hess and Dornette to return and hold 
at some time when all of the interested persons could be 


Company; 


Remington Rand 


\. were presented by Messrs 
their visit, several dealers asked 
a meeting 


present 
Oklahoma City Meeting 

At Oklahoma City, Okla., a lively meeting was held on 
October 30, 
the Western Bank & Office Supply Company, three per- 
sons; Manly Office Supply Company, seven persons; Schiff- 
D. W. Collins Desk Com- 
two; 


those present including representatives from 


Mayer Company, two persons; 
pany, one; Remington Rand Business Service, Inc., 
Wigger, Inc., one, and Standard Office Supply Company, 
two. With Messrs. Hess and Dornette, the attendance 
totaled twenty. After the usual preliminaries, the discus- 
sions were carried out and those present debated the differ- 
ent propositions, those who joined in the discussions in- 
cluding Messrs. Bradley, Manly, Mayer, Page, Wigger and 
others, with some final remarks by D. W. Collins 

It was resolved to organize a dealers’ wood office furni- 
ture association and H, E. Manly was named as key-man 
to contact with the New York office of the W.O.F. A. 
and to organize a dealers’ association at Oklahoma City. 
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Now! at the beginning of the year 


feature STOCK RECORDS 


Right now, while inventories are being taken . . . and during 
the weeks when unwelcome disclosures are still fresh in memory 

. executives will welcome suggestions for improving pur- 
chasing and stock keeping records. 
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With time and needs making executives receptive to sugges- 
tions . . . and a complete line of Wilson-Jones stock records 
ready to exactly fulfill individual requirements . . . you can 
sell stock records easily . . . if you will make a drive for this 
business. 
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Cabinet visible records . . . book style visible records . . 
loose-leaf stock records, Wilson-Jones provides them ah 
Sach nuteeil eeu ba ell . and Wilson-Jones trade-names inspire confidence that 
able for Cabinet Visible, Ring smooths the way to orders. 


and ges Magen “pa *s A stock record system, well installed, paves the way for the 

ee ee sale of other items. Our Systems Service department will be 
binders. ; . ; 

pleased to help you with practical suggestions for handling 

the more difficult stock record problems you may encounter. 


WILSON-JONES COMPANY 


NEW YORK 
CHICAGO 
KANSAS CITY 
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Above. The view that 
greets customers of the ‘al 
new Pound and Moore 
Store, Charlotte, N. C., 
as they step in from the 
street. The store is 
equipped with GF Dis- 
play Shelving and the 
modern GF open-type 
floor Display Cases. 


PROGRESSIVE concerns realize that proper storage 
insures quicker, more efficient and economical 
handling of merchandise — and that proper dis- 
play means more sales. Now they are turning to 
steel as the one material that meets perfectly every 
commercial shelving and display requirement. 


In planning their new store, Pound and Moore 
of Charlotte, North Carolina, made no place in the 
new picture for the sales-hindering, merchandise- 
hiding, old-fashioned counter. They scrapped time- 
honored but obsolete types of equipment for the 
new and modern. “Seeing is Selling,” is their 
creed. As a result, the new store is equipped 
throughout with GF Allsteel Display Shelving and 
GF Allsteel Display Fixtures. Customers entering 
the store with perhaps but one purchase in mind, 
are greeted on every hand by the appeal of hun- 


dreds of other articles. 


GF Allsteel Display Shelving conforms to the 
modern principle of unit construction. Standard 
in design and dimension, this new type of shelving 
meets every requirement of display, while its com- 
panion line of GF Allsteel Display Fixtures enables 
a merchant to equip his store in a manner that not 
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“1 Below. The luggage and 
typewriter departments 
of the Pound and Moore 
Store. Note the special 
construction of the built- 
to-order typewriter 
counter in the fore- 
ground. 














only preserves architectural and mechanical de- 
tail, but gives greater visibility to the stock. The 
wide selection of finishes also makes it possible to 
work out any color scheme to add to the fine 
appearance of this superior equipment. 


We have prepared an attractive book, illus- 
trated in color, which gives a complete picture of 
the new GF Allsteel Display Shelving and Fixtures. 
A complimentary copy will be sent to firms writing 
us on their regular business letterhead. Address 


THE GENERAL FIREPROOFING COMPANY 
YOUNGSTOWN, OHIO 


In Canada, General Fireproofing Co., Ltd., Toronto 





GF ALL-METAL PRODUCTS. 
Desks, Files, Storage Cabinets 


Aluminum Chairs, Filing Supplies. 











GENERAL FIREPROOFING 








METAL DISPLAY FIXTURES 
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Mid-West Travelers Want Members to Send 
Information 

At the last meeting of the Mid-West Travelers Club held 
in Kansas City, Mo., on December 5, several letters were 
read from members unable to attend the meeting. One of 
these was from Tom Hanson of the National Blank Book 
Company, who has been confined to his home for some 
time on account of an accident. It developed that the 
Mid-West Travelers had been somewhat inactive as a club 
in the matter of sending condolences, flowers, etc., to mem- 
bers in times of illness or bereavement. It was, therefore, 
decided to adopt a plan whereby all travelers would be 
expected to notify headquarters on receipt of information 
regarding the illness or bereavement of any member in 
order that a floral offer and words of sympathy and cheer 
may be sent. The secretary was authorized to send a 
floral offering not to exceed $3.00 in cost in all such cases. 
The result of this plan will be laid before the convention 
of the club in Wichita, with the request that the convention 
consider the experience of the club and the addition of 
dealers to the working out of the plan. 

— 

Moore Heads Washington State Typewriter Dealers 

U. G. Moore was elected president of the Washington 
Typewriter Dealers Association at the December 9th 
meeting. Other officials elected and installed were: H. O. 
Harvey, vice-president; J. L. 
Johnson of the Retail Trade Bureau of the Seattle Chamber 


Hoyt, treasurer, and G, F. 
of Commerce, secretary. Messrs. Hoyt and Johnson were 
re-elected. Secretary Johnson gave a brief resume of the 
progress made by the organization during the past year. 

At the Nov. 10th gathering Mr. Roseman, western divi- 
sion manager of the L. C. Smith & Corona Typewriter 
Company, Inc., outlined the typewriter business in the 
New England States where, until recently, he was located 
for a number of years. He spoke of work accomplished 
by the New York Typewriter Dealers Association. 

Routine business matters, exchange of credit, pawnshop, 
and lost and stolen machine information occupied the bulk 
of the members’ time at the remainder of the weekly meet- 
ings. —J.C. J. M. 

Toronto Commercial Stationers Association 

There was no set program for the last meeting of the 
Commercial Stationers Association of Toronto. Mr. Evans 
of the W. A. Sheaffer Pen Company made some remarks 
on the sale of obsolete lines of pens, pencils and desk sets, 

with a few words on the policy of his company. 

Mr. Luckett referred to the suggestion made at the meet- 
ing of Nuvember 19, at which time there was a request that 
the Canadian manufacturers should consider the reduction 
of loose leaf lines of ring books, etc. It was decided to 
write a letter to each of the manufacturers requesting that 
they give this their early consideration. Also, the matter 
is to be brought to the attention of the other Canadian as- 
sociations for such co-operative action as they may wish 
to take. 

a ee 
Addressograph-Multigraph Sales Meeting in 
Chicago 

Early in December the central division of the Addresso- 
graph-Multigraph Company held a sales meeting at the 
Chicago branch. R. M. Winger, Multigraph sales manager 
and J. B. Ward, Addressograph sales manager were the 
principal speakers. P. V. Ward, central divisional man- 
ager, acted as chairman, assisted by W. A. Wike and F. M. 
3oughton, Chicago branch managers. 

The meeting opened with a discussion of the subject, 
“Putting Co-operation into Operation and Make Money 
for Yourself.” Other interesting and helpful discussions 
were held during the course of the meeting. 


145 


-ANATIONAL4 
BRIEF CASES 





Sell to Salesmen 


Your best prospects are those who know that conditions will 
improve—who are determined in their optimism—who are 
in the fight to win. Make your appeal to the travelin 

salesmen and you are putting it up to the most potentia 
buying group. 

Many of them are getting ready now to go out into their 
territories. Show them the new NATIONAL line of brief 
and sample cases. Explain how more forceful and effective 
will be their canvass if they use one of these high grade, 
practical cases. Let us tell you about them; ask for catalog. 


National Brief Case Mig. Co. 


512-532 S. Peoria St., Chicage 











You can count on it 


for 1932, too 


Our Service—efficient, prompt, in- 
telligent and thoughtful service — 
guarantees complete satisfaction. It 
has been the keynote to which we 
attribute our rapid growth this past 
year. 


We believe every dealer who compli- 
ments us with his business deserves 
the best in our shop. More dealers 
every day are convinced that we mean 
it and practise it. 


You can count on us for typewriter 
platens, parts, tools and supplies for 
1932, too. We won't fail you. 


TYPEWRITER PARTS 


U. S. & SUPPLIES CO.., Inc. 


CHAS. H. AMES, President 
6 Murray Street, New York 


Our exclusive pleten-grinding process produces 
the smoothest suede-finish platen on the market. 
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nation of quality - 
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the GUSSCO Line 
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GUIDE SYSTEM & SUPPLY CO. Inc. 


‘The House That Sticks to the Trade “’ 
335 CANAL STREET NEW YORK, N. Y. 
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PERFECT POINTS 
IN EVERY BOX” 


“MORE 


IS TRUE ONLY OF THE 
GENUINE 





STEEL 23 BANK PINS 





Distributors 
Please 
Note: 
WE 
WILL 
NOT 
BE 
UNDER- 
SOLD 


’ 


\ 
STRICT 
DEALER 
POLICY 


SONOMOR BANK PINS 
come in all standard sizes from 
00 to 7 and lills 


William Prym of America.Ine. 


223 W. Jackson Blvd. 
CHICAGO 


34-12 Washington Ave. 
Long Island City, N. Y. 
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Chicago, I1!.—J. H. O'Connell has received the plain pin of the Yawman 
and Erbe Manufacturing Company's 100 Per Cent Plus club 

Chicago, I!1..-The Newton & Hoit Company, 223 South Wabash avenue, 
auctioned its stocks of commercial and household furniture in December 

Chicago, ttl._-The Mosler Safe Company has received the contract for 
one-hour insulated vault doors to be installed in the new Field building on 
Adams street, between LaSalle and Clark 

Grand Rapids, Mich.—-A. F. Clark is traveling the middle west for The 
Gunn Furniture Company He had been with the Taylor Chair Company 
fourteen years, and later spent three years handling Taylor-Horrocks suites 

Houston, Texas.—-The Southern Office Furniture Company has been char 
tered to do a merchandising business; capital stock, $15,000; incorporators 





W. E. Japhet, Harold M. McCullough and J. M. Sowarby 

Indianapolis, Ind.—-Decorative Office Furnishings, Inc., has been char 
tered to conduct an interior decorating and furniture business; capital 
stock, 100 shares no par value; incorporators—Ferd A. Meyer, Irvin Wes 


ley and Will A. McCullough 

Los Angeles, Calif...The Ideal Steel Drawer Slide Corporation is now 
operating in its new plant at 757 West Venice boulevard 

Newark, N. J.—-N. Eagle, a salesman here for the Yawman and Erbe 
Manufacturing Company, has received the diamond pin of the company's 
100 Per Cent Plus club 

New York, N. ¥.—Charles E. Howes has been appointed manager of the 
local branch of The Berger Manufacturing Company, succeeding T. M 
Hughes. The latter has returned to California Mr. Howes had been con 
nected with the Chicago branch before joining the New York organization 

San Francisco, Calif..-The H. S. Crocker Company has taken on the 
complete line of the Commercial Furniture Company, Chicago. C. C. Ore, 
manager of the department, now has a complete display on the second floor 
of the Market street store 

San Francisco, Calif.._-The Bank of America has asked a receivership 
for C. F. Weber & Company, Ltd., wholesale dealer in office furniture 
The bank alleges that it loaned $100,000 to a predecessor firm, which the 
present firm assumed; and that $93,323 of this is now due 

San Francisco, Calif.—-Stevenson & Son have fitted up a remarkable 
show room of Gunn furniture at the corner of Mission and Second streets, 
a large floor with two sides of glass. To this they add a complete display 
of the filing cases of the Columbia Steel Equipment Company 

St. Louis, Mo.—John H. Millar has been made vice-president and general 
manager of the Western Furniture Company, Inc He had been with The 
Macey Company in the past 

Wilmington, Del._-The Halb Office Equipment Company has been char 
tered to deal in furniture; capital stock, 200 shares common; David J 
Reinhardt, Jr., charter representative, Wilmington 








MARKING DEVICES 


Chicago, I1!.—-Jos. A. Pardi, Henry Hanson and James A. Greig, of the 
International Stamp Manufacturers Association, attended the Cleveland 
meeting of the board of directors in December 

Chicago, !11.—-The Eagle Stamp Works, 169 West Lake street, suffered 
heavy loss in a fire which started in an adjoining building December 6 
The Louis Melind Company offered its facilities and stocks to the Eagle 
Stamp Works pending adjustment and arrangements to establish another 
plant 

Milwaukee, Wis..-The Midwest Stamp Company has been chartered to 
manufacture in rubber, steel and other metal; capital stock, twenty-five 
shares common at $100; H. Enslin Kempf, charter representative 

San Francisco, Calif Ernest Wallace has added the Roovers products to 


his lines 











AND PENCILS 


Radston’s stationery store is about $800 better off than 
A midnight customer had burglarized 
Through the 


PENS 


Berkeley, Calif. 
it expected to be several weeks ago 
the store of about $800 worth of pens and automatic pencils 





efforts of police inspectors, and the Merchants Exchange in San Francisco 

the loot was located and returned, but the looter is still at large 
Camden, N. J.—-A. G. Frost has been appointed assistant to the president 

of the Esterbrook Steel Pen Company He had been vice-president in 


charge of marketing for The Wahl Company many years 

Chicago, tl._-Hamilton Kendrick, manager in this territory for the 
American Lead Pencil Company, attended a sales conference at the gen 
eral offices in Hoboken, N. J., in December 

San Francisco, Calif The Parker Pen Company branch has been moved 
from the Phelan building to the fourth floor of the Kodak building, 220 
Post street E. W. Davies, the district manager, reports the holiday busi 
ness good, and an excelient outlook for the coming year 

San Francisco, Calif.._W. E. Edwards, representative in the west of the 
Southern Pen Company and the Rite-Rite Manufacturing Company, spent 
several days with his San Francisco representative during the early part 
of December Mr. Edwards has his headquarters at Glendale, Calif He 
has become representative of The Goldpress Company, Bellaire, Ohio 

San Francisco, Calif.— Oliver Pierce, in charge of The Conklin Pen 
branch at 101 Post street, kept steck on hand to take care of all last 
minute Christmas requirements. The ever ready service that Pierce has to 
offer, together with the liberal advertising in behalf of the Conklin ‘‘Nozak 
Classik line, both conspired to make the Conklin the popular Christmas 
number with the dealers The new foliage green opaque model of the 
Sacless and the new ladies’ size models have been real winners 
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Chicago, ttl.—-The Chicago Binder & File Company has filed an amend 
ment to its charter, increasing the capital stock from $500,000 to $530,000, 
and 3,500 shares no par value 

Kalamazoo, Mich.-C. D. Proctor, who had been general promotion man 
izer and advertising manager for Remington Rand, has been made general 

anager of the Baker-Vawter division here 

Portland, Ore R. E. Leslie has been appointed northwest representative 

f the Findex Company, including Oregon and Washingtor He had been 
formerly with The American Multigraph Sales Company 
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| Lifetime Guaranty Bond | 


Ou mechanism of this Plexy Post bender » arantied 
for life. In case of faihure, return the ber “= your 
dealer He is authorized to return i tc us for prompt, 
free repaur or replacement of the operatury rts 
Thus guaranty apphes tx che machonion aol 
ae oP , - 















—the Winning Feature for ’32 


Only Flexi-Post Binder offers the sales-winning feature of a Life- 
time Guaranty on the entire mechanism. , 


Sheets held with vise-like . ° . . 
security—yet instantly re- No other binder offers this protection to your customers—this as- 


leased when desired. 


surance that the speed and capacity features of Flexi-Post are 
lifetime advantages, not just “selling points.” 


With Flexi-Post, and the other winners of the Faultless line, you 
can get and hold the cream of the office supply and equipment 
trade—and make more money. 


Let us prove this to you. Check into our Dealer Sales Plan, and 
Exclusive Franchise proposition. Mail the Coupon. 


STATIONERS LOOSE LEAF CO,, Sii¥S85Ks 


FLEXI-PosT 


The Guaranteed Binder - a Unit of the FAUITLEss Line 


STATIONERS LOOSE LEAF COMPANY, Dept. C-1, Milwaukee, Wis. + 
Tell us more about your Exclusive Franchise and Dealer Sales Plan. 
Send catalog. Is our territory open? 











Mail the coupon 


IT a nntinnninininiomeiabiaminan ‘ 
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SPEED-MO 











—_ sphere , ENERAL ELECTRIC COM- 
SPONGE RUBBER PANY has placed 21 gross of 
STAMP PAD SPEED-MO Sponge Rubber Stamp 


Pads in service during the last twelve 
months. This in spite of the fact that 
they could buy the ordinary felt pads 
for much less. 


There are many concerns in your 
territory which would pay just a little 
more for the economical service that 
SPEED-MO gives. 

Selling SPEED-MO assures you of 
more profit and permanent customers. 


Wrile NOW while you think of it! 
Liberal Discounts. 


RIVET-O MFG. COMPANY 


32 Jason St. 





Makes the Stamp Print Better 
and Last Longer ORANGE, MASS. 











Greetings and Good Wishes 
to the Trade 


Buy Ribbons for Addressograph Machines 
from the factory havin?, the largest experi- 
ence in their manufacture. 





Buy ribbons which are demonstrable in 


‘THE COMPLETE LINE” 














their superiority. A 
A ood article will always sell. Instruct 
* 


your salesmen to solicit ribbon orders for 
Addressing, and Duplicatin3 Machines. 

_ > ' > » ° 
This is a fertile field for new and profitable RIGHT GooDs 
business. ¥ 


RIGHT PRICES 


PROTECTION 
FOR THE 


H. M. STORMS COMPANY ™* 


Makers of the Complete Line of Carbon Papers and Inked Ribbons 











* 
561 Grand Avenue Brooklyn, New York —— 
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RIBBONS AND CARBONS 


Milwaukee, Wis.—The Panama Carbon Company has been chartered in 
Wisconsin to buy, sell and deal in carbon paper, typewriter ribbons and 
other office supplies ; capital stock, $25,000; G. S. Tice, charter represen- 
tative, 429 Broadway, Milwaukee. 

San Francisco, Calif.—W. G. Huston, Pacific coast manager for Mittag 
& Volger, Inc., had been calling on the intermountain trade, and has now 
gone on to visit the factory in the east. 

San Francisco, Calif.—The Pacific coast manager for the Columbia Rib- 
bon & Carbon Company was recently up from Los Angeles calling on the 
local distributor, Schwabacher, Frey & Company. The Schwabacher-Frey 
organization in San Francisco keep a full stock always on hand for dis- 
tribution, and as six men are kept covering this territory for the wholesale 
trade, it is always thoroughly canvassed. 











TI PEWRBETLER @ 


Abilene, Texas.—The Cummings Office Supply Company has been ap- 
pointed a distributor of the Woodstock typewriter. 

Albuquerque, Texas.—The Independent Typewriter Company, conducted 
by D. M. Martin, has changed its name to the Woodstock Sales Company. 

Big Springs, Texas.—-The Gibson Printing & Office Supply Company 
has secured the dealership of the Woodstock typewriter here 

Chicago, !1!.-The Ames Supply Company has developed notable high 
accuracy in the grinding of rolls for Multigraph machines. 

Chicago, !!!.-Copy-Graph, Inc., 208 South La Salle street, has been 
chartered to conduct a general office supply business; capital stock, 2,000 
shares non par value; incorporators—Walter J. Riley, Morton E. Hecht 
and L. W. Meeker 

Cleveland, Ohio._-W. E. Badger has returned to the service of the 
Woodstock Typewriter Company. 

Elberton, Ga.—Jas. N. Rice has been appointed dealer for the Wood- 
stock Typewriter Company in this vicinity 

Gadsden, Ala.—George E. Gay, distributor for the Woodstock Type- 
writer Company, suffered damage to his mechanical department through 
a fire several weeks ago 

Lincoln, Nebr.—The Preferred Typewriter Company has been estab- 
lished here by E. V. McCormick and L. F. White. Mr. McCormick had 
been a factory representative of the L. C. Smith & Corona Typewriters, 
Inc.; Mr. White had been engaged in the office equipment business at 
Omaha and at Lincoln 

Los Angeles, Calif.-George Smith has been appointed Pacific coast 
representative of the Tybon Corporation, Philadelphia, Penna. 

Los Angeles, Calif.—The Associated Typewriter Company has been 
formed, composing Smith’s Typewriter Shop and the typewriter business 
of ‘‘Viec’’ Lyon. Charles T. Smith had conducted Smith’s Typewriter 
Shop. The combined business deals in all makes of typewriters, and 
sells supplies 

Macon, Ga.—The Macon Typewriter Company, headed by Mrs. A. F 
McGhee, has been appointed distributor for the Woodstock Typewriter 
Company 

Medford, Ore.—Paul Smith, who had been located at Olympia, has 
transferred his activities to this district, handling the Woodstock type- 
writer. 

Philadelphia, N. Y.—-The General Typewriter Company, formerly in 
the Paddock Arcade, has moved to 1144 Franklin street, Watertown, N. Y 
Cc. E. Luce, the proprietor, has been in the typewriter business twenty- 
five years. His experience includes shop work in some of the large type- 
writer factories. Mr. Luce is agent for the L. C. Smith & Corona Type- 
writers Inc., and the Yawman and Erbe Manufacturing Company. 

Portiand, Ore.—The Oregon Typewriter Company has increased its cap- 
ital stock from $5,000 to $10,000 

Portland, Ore.—-Mark Seaman has opened a typewriter store at 392% 
Washington street, selling new portables, dealing in supplies, doing re- 
pair work and handling rebuilt machines. His typewriter experience in- 
cludes connections with the Remington Typewriter Company and the Un- 
derwood Typewriter Company 

San Francisco, Calif.—The Portland office of the Royal Typewriter 
Company, Inc., has lost, and San Francisco has gained, by the transfer 
of Miss Lolita Blaisdell to the San Francisco employment department 
managership She has come with a record of never having missed a 
day for thirteen and one-half years. Starting in Portland at a salary 
of $12.50 per week, she has advanced to several times that amount. 

San Francisco, Calif.—-The San Francisco office of the Woodstock Type- 
writer Company has been moved to larger quarters at 21 Second street. 
L. W. Taft, manager, is pleased with the change and reports business 
steadily increasing. S. W. Weiss, a typewriter man of much experience, 
has been appointed district manager in charge of dealer and wholesaler 
divisions, and is making headquarters in San Francisco 

San Francisco, Calif.—S. Steen has opened an office at 55 Second street 
for his ‘‘Kant-Slip Ziptab’’ device. This is an offering to the trade by The 
Standard Register Company of Dayton, Ohio. It is, in brief, a billing at- 
tachment to be applied to any typewriter, using perforated billing sheets 
fed in perfect alignment by the pin feed platen. The platen Mr. Steen is 
offering to place in any machine, the purpose being to sell the billing 
forms. The platen can be used for ordinary typing as well as billing. Mr. 
Steen reports an encouraging reception. 

Toledo, Ohio.—The local branch of the Woodstock Typewriter Company, 
under the management of John Dush, has been located in a store at 
the heart of the business section. A balcony accommodates the service 
department 

Waco, Texas.—Henson & Craddock have expanded their stationery, 
printing and office supply business by adding the dealership in the 
Woodstock typewriter. 











OTHER MACHINE S$ 


Chicago, I!!.—H. L. Hyde has been appointed local manager by The 
Rotospeed Company, succeeding A. H. Buenzli. Mr. Hyde had traveled 
formerly for the company 

Chicago, I1!.—The Automatic Sales Totalizer Corporation has been char- 
tered to deal in automatic sales machines ; capital stock, 100 shares no par 
value ; incorporators—John C. Shanck, George A. McDonough and Albert 
J. Fihe 

Cleveland, Ohio.—The International Business Machines Corporation has 
leased two of the stores in the 1900 Euclid building, doubling the space it 
occupied formerly in the same structure. A five-year lease was secured. 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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CLEAR VIEW 


QUALITY ZIPPER 
ENVELOPES 


CAN BE RETAILED FROM $1.25 & UP 
FAST SELLER—GOOD PROFIT 





ZIPPER ON TWO SIDES GIVES CLEAR VIEW TO CONTENTS 


FINEST LEATHERS AT LOW PRICES 


COMPLETE LINE OF BRIEF CASES, ZIPPER CASES 
AND POCKETS. ALL STYLES AND PRICES. 


SPECIAL ASSORTMENT SENT UPON REQUEST 


STEIN BROS. MFG. CO., Inc. 
701-709 W. Washington Blvd. Chicago 
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Where space 
is very 
valuable 


it will pay the office 
equipment dealer to 
display these light du- 
rable stools and stands 
and it pays the user to 
buy them. 


Furnished with rubber 
tips, steel caps or cast- 


ers. Descriptive mat- 
ter and prices on 
request. 





Searles Electric Welding Works 


Manufacturers 


1850 Fulton Street Chicago 



















Prices 
Reduced 


new low 
prices, Yankee 
Hi- Class adding 
machine paper is a 
buy that brings your 
customers back again 
and again. This extra- 
strong, lintless roll has 
everything a good roll 


250 FEET 


Guaran 
NO LINT 


At 


should have. Full 250 feet on 
3'4 inch roll. Lintless. Beau- 
tiful blue-white color. Send for 


samples and see its quality. 





HI-CLASS 


ADDING 


MACHINE 
PAPER | 


AN 





YANKEE PAPER & SPECIALTY CO. 
Ga MENASHA.W/S. 








OFFICE APPLIANCES 


Cleveland, Ohio.—Perry Blaine, who had been with The American Multi- 


graph Sales Company, has joined in the establishment of an advertising 
agency named Blaine & Hopkins His associate is Benton Hopkins, of 
The H. K. Ferguson Company 

Indianapolis, Iind.—The Office Machines & Supply Corporation has been 
chartered to deal in office equipment; capital stock, 1,000 shares 1 par 
value; incorporators—-C. 8S. Ober, Herman Weber and M. C. Ober 

Indianapolis, Ind The Elliott Addressing Machine Company, a Massa- 
husetts corporation, has filed an amendment to its charter, changing its 











resident agent to H. A. Steeves, 1256 Consolidated building 

Madison, Wis The Ohmer Register Company, an Ohio corporation, has 
beer hartered in this state ; capital stock, $10,000; property in Wisconsin, 
$1,000 

New York, N. Y.—-Gordon Nietschke has been made special school repre 
sentative of the Automatic Pencil Sharpener Company here. He is the son 
of George Nietschke, manager of the New York Branch 

Philadelphia, Penna The Safe-Guard Sales Company, Fifth and Chest 
nut streets, has been registered as a commercial title in the common pleas 
ourt by Stanley B. Levin, Fifty-eighth and Hoffman streets 

Asheville, N. C.—Commercial stationery lines have been added by Sterchi 
Brothers 

Chicago, t1!.—-Curtis & Vack, 339 South Wabash avenue, are local dis 


tributors of the 
Chicago, Ill 


Badger 
The 


gummed tape line 


Hanson Scale Company has filed an amendment to its 


charter, increasing the capital stock fro $125.000 to $250,000 

Chicago, I1.-Paisley Products, Inc 1758 Canalport avenue, has beer 
chartered to manufacture, buy and sell glues, mucilages, etc capital 
stock, 100 shares no par value; incorporators—-Murray Stemple, Benjamin 
Leiser and Edward P. Gillan 

Chicago, tll.-The Quality Park Envelope Company of Chicago and 
St. Paul has announced to the trade that pending the distribution of its 
new price list all orders will be based on a lowering of prices through 
ut Billing will be based on the new prices; quotations may be ob 
tained upon any item on request 

Cleveland, Ohio.._The Criterion Playing Card Company has been or 
ganized as a subsidiary of The Commercial Bookbinding Company The 
playing card business is directed by Lee Gersten and Mortimer A. Gersten 

Hemet, Calif The Tahquitz Stationery Shop has been established by 
Mr Helen Z. Morgan, carrying office supplies, school supplies, maga 
ne ind social stationery The shop is located in the Tahquitz Con 
fectionery Store 

Jamaica, L. 1... N. Y The Asplund Printing & Stationery Company 
has been chartered; capital stock, $10,000; G. Grau, charter representa 
tive, Jamaica 

Long Beach, Calif.—-Winstead Brothers, 242 Pine avenue, have ex- 
panded the space occupied by the store three hundred percent This 
business is a pioneer in its line here 

Los Angeles, Calif.—The Los Angeles Office Supply Company has been 
established at 511 South Spring street I. Markowitz is proprietor 
L Atkinson is the store manager 


Los Angeles, Calif._-After January 1 the Western Wholesale 


Stationers, 


Ltd will occupy a ground floor location at 307-09 East Third street 
this business had been located at 228 South Los Angeles street 

Neenah, Wis The Atlas Tag Company has been chartered to manu 
facture, sell and distribute tags, gummed labels, gummed tape and all 
itther kinds of tags and labels; capital stock, $25,000; incorporators 
F. F. Wheeler, Raymond P. Dohr and Merritt M. Bacon, all of Appleton 

New York, N. Y.—William Busse has joined the advertising division 
of the Du Pont Cellophane Company He had been production manager 
of Evans, Nye & Harmon, Inc., a New York advertising agency 

New York, N. Y¥.—A. S. Marlowe, Inc., is the new name of the Hall 
Paper & Specialties Company, Inc., 27 Thames street This business is 
devoted to gummed paper and cloth specialties. The company was taken 
over by A. S. Marlowe, after the death of T. Shaw Hall 

Salina, Kans.—-Mansfield’s Book & Stationery Store has been opened 
here: T. L. Graham, formerly with Case & Graham, Arkansas City, Ark., 

the manager 

San Francisco, Calif.—C. C. Shee, general sales manager for the Oak- 
ville-American pin division of the Scovill Manufacturing Company, has 
made the round of the Pacific coast and returned to Waterbury He 
spent several days in San Francisco with the representative, Charles R 
Barry 

Willow Grove, Penna.—<Angelo Miller, who has had a long career in 
the stationery fleld, has retired, and is enjoying life at Old York and 
Welch roads, near this place He is eighty-six years old, and in the 
span of years had been connected with the W. H. Hoskins Company, 
R. C. Strafford & Company, and more recently with the Automatic Print- 
ing & Engraving Company 


—~— 
Estonia Reduces Duties on American Typewriters 


Commerce Reports] Reductions in duties on a number of manufactured 











products have been made by Estonia to countries enjoying the most- 
favored-nation clause Duties are levied on the Estonian krone basis 
(30.268 at par) 

Typewriters are dutiable at three krone, former rate 3.60 krone, per net 
kilo. The United States is on a most-favored-nation basis with Estonia 

TYPEWRITER EXPORTS 

United States exports of typewriters by countries during September 
1931. In exports under this classification where the machine is driven by 
in electric motor, the value of the motor is included with the machine 


By the Division of Statistics, Department of Commerce 
Standard, New Portable, New Used & Ret 

Countries N N Ne Par f 
Austria ..... 21 $1,548 “0 $3,238 65 $1,628 $ 71 
Belgium : 147 9,581 135 5, 860 84 3.336 283 
Bulgaria l 17 22 733 
Czechoslovakia 100 16.320 170 6.280 218 5,233 644 
Denmark ; bs 1,700 32 983 12 912 157 
Estonia l 36 
Finland 13 974 21 756 
France 195 12,738 16 1,659 245 >, 560 1.260 
Germany : H5 1.649 1,257 15,298 1,979 
Creece : 1S 1,030 0 1.800 3 
Hungary , l O8 65 1,400 105 























ROBARCO 
VERTICAL FILE FOLDERS 


A most complete line, comprising four distinct qualities, 
in a range of weights to answer all Filing requirements. 


STOCK FOLDERS—Standard letter or cap sizes. Guide 


height letter or cap sizes. Straight cut or tab cut. 


SPECIAL FOLDERS—Special sizes and tab cuts. 

lial Cnrg Folders re-enforced at fold or top, where most wear is 

a cn given. Prong folders—fluted folders—printed folders. 
| 








Jirsight Gut : Send us your special inquiries. 


A complete new set of samples, neatly boxed, and Pricelist F-431 
are now ready for mailing. 





MAY WE SEND THEM TO YOU? 





I AE 


ROCKWELL-BARNES COMPANY 


1511 WEST 38th STREET CHICAGO, ILLINOIS 











VICE 
“««“ ««& « EDCO »» » » » 


Besides the striking originality of EDCO exteriors, a feature by a study of desk workers’ prime needs. Meeting the re- 
which adds much to the retailer's selling ammunition, a uirements of purchasing agents for large corporation offices, 
valuable point is that of working and filing space. EDCO it ey are ideal equipment the small office. The EDCO 
DESKS encourage time saving methods; they offer a service catalog tells the story. 

wholly and truly modern; they are the type recommended 


Evansville Desk COmpany, Evansville, Indiana 
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OFFICE APPLIANCES 


Here’s the BIGGEST 
VALUE for the MONEY! 


Does all the tricks 
you can possibly 
imagine. ... 


152 





Sticks Paper or Cloth 

to Each Other or to 

Wood, Glass, Metal or 
Leather ... 


re 





Fine for Heavy Work 
- - - For Making up 


CLEENOLEUM 


The New Linoleum 
Finish Desk Pad 


WASHABLE e INK-PROOF e SOIL-PROOF 


Packages 


l HIS is the largest selling of all Higgins 


Put up in serviceable, inexpensive lacquered 
At times such as these, 





\dhesives 
tin cans, break-proof and airtight. 
you cannot possibly offer your customers a better adhesive 
for the money! 

Send for prices and samples if you are not already familiar 
with this versatile Vegetable Glue. 


Extremely Flexible 
Full Felt Back 


Made with genuine leather padded cor- 
ners and panels with or without gold tool- 
ng, in four sizes. Colors: Brown and 
Green. Retail prices from $.80 up. 


Sainberg & Co. 


37-43 West 26th St.. New York 


value 


CHAS. M. HIGGINS & CO., Inc., 271 Ninth St., Brooklyn, N. Y. 


HIGGINS’ VEGETABLE 


GLUE 
BE. 4 


The Strongest and Lowest Priced Adhesive of its Type on 
the Market 
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For quick turnover .. . 


profitable sales... 
stock and list 


W. C. BULLETIN BOARDS 


300 


NEW ITEMS 
IN A SINGLE YEAR 











| and BLACKBOARDS 


Offices, factories, banks, schools, 
Churches, and libraries are reg- 
ular users of Bulletin Boards and 
Blackboards. 
Office supply 
dealers who stock 
these year round 
sellers can be cer- 
tain of asubstan- 
tial, profitable 
volume. 





Write for descriptions and attractive 
dealer prices on this profitable merchan- 


dise. Address Dept. B 148. 


Weber Costello Co. 


Fim, CHICAGO HEIGHTS, ILLINOIS 
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GLOBES, MAPS, BLACKBOARDS, ERASERS and CRAYON 
For Nearly A Half Century 

















In a single year Office Appliances announced 
some 300 items in the section devoted to new 
machines and devices. 


Usually this information is given before the 
items appear on the market and always in 
advance of most sources of such news. It is 
not uncommon for a dealer to tell us that 
some of his best selling lines have been secured 
from seeing the things in Office Appliances. 
Many readers say this section in itself is 
worth the subscription cost, not to mention 
all the other features. 


If you want to keep in touch with the activi- 
ties of the office equipment industry, there is 
no better way to do it than by entering a sub- 
scription to Office Appliances. The rates are 
$2.00 a year, $3.00 for two years; Canada $2.50 
and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 


417 South Dearborn Street 
Chicago, I1l. 
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Portable, New Used & Rebuilt 
No 


Parts of 


Countries ( v0 
ee sas ind 7 490 200 7,220 9066 noes 267 
Latvia .. 2 140 oéee eee . ocee 
Malta, Gozo, and 

Cyprus pe0ee 6 10 360 coun seas eeas 
Netherlands i 79 3,920 97 3,171 208 4,306 620 
Norway eeoe 33 2,568 211 7,596 , 162 
Poland and Dan 

zig +eee0 7 532 312 11,434 6 108 188 
Portugal . 38 2,656 37 1,332 ; 3 
Rumania : one ae i 5 78 240 
Soviet Russia in 

Europe ; 5 542 1 60 obese cies 5,632 
Spain . ; 181 10,269 180 6,480 52 752 210 
Sweden ‘ “oe 22,081 109 3,950 10 350 689 
Switzerland 149 9,741 206 7,698 . : ve 902 
United Kingdom. 1,455 89,472 777 24,637 841 15,841 10,643 
Yugoslavia & Al- 

bania ° . 35 2,284 95 3,395 11 332 74 
Canada .... oe 76 »,649 105 732 232 6,098 7,889 
Costa Rica — 3 228 20 785 27 
Guatemala . oe 14 668 ‘“ eons ase osee 
Honduras - 10 361 l 11 4 
Nicaragua ..... 9 685 10 360 1 192 , 
Panama ....... 1 272 20 780 17 637 332 
Salvador ose 19 1,366 47 1,694 , , : 
Mexico ‘ , 13 647 3 134 5 190 576 
Miquelon and St 

Pierre Is as 1 70 
Newfoundland & 

Labrador .... 3 195 , sees 2 49 
Bermudas ..... 2 134 2 72 noe 
GRUMBEEE cccccce « 5 180 
Trinidad and To 

bago ow 3 210 5 180 1 35 9 
Other British W 

Indies sone 2 : seen even 1 20 acne 
Cuba Sate Rie a 2 140 ; kine l 40 169 
Dominican Ke 

WO scccccs l 76 
Netherland West 

Indies . : — , , wees l 60 
French West In 

dies ... ene 10 745 10 360 
Haiti, Rep of.. l 82 
Virgin Islands of 

Ls ° : 3 210 , , ‘ , one ones 
Argentina ca 53 3,778 405 14,760 34 1,017 391 
Bolivia ones H 247 40 1,440 7 ne 81 
Brazil ses 6 O81 18 805 3 117 482 
Chile bd wewes 7 580 4 156 1,018 
Colombia . eee 20 1,302 28 1,017 ; ae oese 
Ecuador . : l 76 97 1,008 , s«ee 25 
British Guiana... . l 36 oe 
Surinam : 2 155 : ‘ 3 
Paraguay . ee 23 1,748 
Peru TT 20 1,382 116 4,274 sees - oses 
Uruguay — 2 140 sae ie : oees 153 
Venezuela ae 35 > 700 82 3,144 va 44 
Aden .. . l 76 2 72 
British India... 204 13,059 787 26,210 481 
British Malaya.. i 298 22 803 39 
Ceylon - 9 672 2 72 102 
China . ° eae 73 1,774 60 2.193 41 1,118 705 
Java & Madura 67 4,595 138 4,968 17 665 76 
Other Netherland 

East Indies 15 540 eos 
Hong Kong. ‘ 6 219 14 241 sees 
Japan a 52 3,977 75 2,718 53 1,897 153 
Kwantung 1 280 eee 
Palestine 1 304 
Persia os 2 275 ones 
Philippine Is.. i8 3,094 72 4,045 25 766 386 
Siam 6 456 ‘ . sees seen 
Syria 22 1,508 10 363 ones 
Australia 84 », 483 80 2 880 1,161 
British Oceania. 1 108 3 108 seen , eons 
New Zealand.... 5 335 5 181 : : 519 
Belgian Congo 2 119 6 225 , oan 
British E. Africa 7 490 20 720 47 
Union of South 

Africa . : 96 6,921 12 413 20 516 171 
Gold Coast ‘. ean l 60 : 

Nigeria ae 2 140 13 477 
Other British W 

ASTGOR cccocee « : l 35 eons 
Egypt peeees 16 1,150 30 1,080 , ‘ 108 
Algeria and 

Tunisia nee 62 1,340 200 7,200 22 
Madagascar : 4 630 8 270 
Other Frencl 

Africa . : 30 2,094 ; : os , 

Morocco ....... 20 720 30 1,080 10 350 sean 
Mozambique . ‘ ‘ l Se “ten seas 47 
Other Portuguese 

Africa . ‘ 5 180 , reet 33 
Canary Islands.. pun nee : : 51 

Total 4,352 $276,304 6,620 $237,367 2,333 $53,880 $42,433 

Shipments from the United States to: 
Hawaii nee 65 $4,594 43 $1,509 147 $3,839 $289 
Porto Rico...... 39 2,884 oa poe l 25 100 


Adding—Calculating—Billing—Tabulating 
Machine Exports 


United States exports of adding, calculating, bookkeeping and billing 
machines, etc., by countries, in September, 1931 In exports under this 
classification where the machine is driven by an electric motor the value 
of the motor is included with the machine. Parts of adding and calculat- 
ing machines are not shown separately. They are included under a general 
classification, “‘Other machinery and parts of,’’ which is not segregated for 
publication. By the Division of Statistics, U. 8S. Department of Commerce 
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HANDY ROLL 


For Office Efficiency Demands — 


Order... 


“HANDY ROLL” 
... NOW! 


@ The Time and Waste Saving 
Rolls of Gummed Trans- 
pom or Cloth Tape in 

andy Metal Containers. 


ALSO 
AIR MAIL LABELS 
PARCEL LABELS 
KRAFT TAPE 

























@ WRITE FOR PRICES 


HANDy ROLL Co. 
1227-34th Ave. 
Oakland, California 
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OFFICE APPLIANCES 


Typewriter 


. ' 
e r ae 
adding 





















noch a Non-listing Listin 
wokkKeeping ui Lling dding adding 
machines mat h ~s - ! ~ t = hine 3 
{ ‘ intries Number Number Number imber 
. 
Z | over Austria a 24 $2,555 
Belgium 8 $5,984 i4 3,291 
Czechoslovakia 1 2.844 67 6,457 
the — 10 3.444 2 $ 68 44 3,690 
inlan . 90 15 870 
France $5,232 9 17,625 128 18,952 
me ) Germany l 1,299 8 1,588 l 216 
Tf 2S (reece 1 1,131 2 156 
P Iceland 315 
: , Qe, Italy 7 4,841 157 14,392 
a Uae 4 Malta, Gozo, and 
eft ——— 2 186 
rt. Netherlands l 771 ; 1,716 24 2.347 
Norway 1 2,332 8 503 
P ; oe - . Poland & Danzig 2 2.172 l Oo 25 2.034 
Portugal 8 545 
, y G raffco Rumania i 292 
Spain ; $46 is 033 
* Sweden 4 9.624 3 929 72 6,811 
_ Switzerland l 1,149 26 15,870 15 8&3 10 4,701 
| A P’ | ACKS United Kingdom. 45 43.565 34 13,619 60 «5,680 
1 i . ugoslavia & Al 
bania 3.339 . 17 2,196 
Canada 1,198 in 262 
Guatemala 3 240 
Honduras l 107 
H < . " Nicaragua u 269 
IGH-SPoTTinG the business maps of the Panama 3 225 
, : , * Salvador l 427 
world —indicating new markets—locating Mexico 3 2981 26 
e . M “— 7 Cuba ' l S46 
salesmen’s routes—building efficiency in a Haiti, Rep. of 2 120 
e - - Argentina in 2,262 ) 4,293 
hundred ways—you'll always find Graffco Chile 8 3,218 ' 
: ‘ ok Colombia 1 342 
Maptacks. Sturdy metal heads, uniform Uruguay 1,095 15 1,491 
. . . - Venezuela 7 420 
in size and colors—steel needle points British India 2 270 
. “Te . British Malaya.. 4 775 
the apex of durability. Graffco Maptacks China ........ 5 gS 170 
. . ee . Java & Mi F 2 t 7 
are small in size but BIG in profits. Ak eewnposey . 7 Te io 7 
Philippine Is ; 201 
W rite for Dealer Pro rositi TT ' Australia . l 772 1 2.358 
i : oO ; bt : my 
position—TODAY! New Zealand 7) «5,079 14-1593 
Br. E. Africa l 85 
Union of South 
Africa 2 1,573 . 14 2,021 
_ — . = " ee Egypt l 48 
GEORGE B. GRAFF COMPANY Algeria and 
. q ‘ Tunisia 1 36 
64 Washburn Ave., Cambridge, Mass. x Madagascar : 164 
Morocco a : i 749 
Mozambique 1 106 ° : 
% Canary Islands 4 163 
4 - ab 
; Total 72 $71,796 172 $92,979 29 $1,626 996 $99,460 
s 
4 -_ . 
Pd Shipments from the United States to: 
4 
¢ | Hawaii 2 $799 11 $775 
2 Porto Rico 2 216 
> J 
3 Card punch Parts 
- ng, sorting Other for ac 
. and neluding counting 
4 Calculating tabulating used and and cal 
s machines machines rebuilt ulating 
2 Countries Number umber Number machines 
. Austria . 5 $216 , 
3 Belgium Xs $884 15 692 $738 
4 Czechoslovakia 14 3,340 6 $4,960 : 634 
$ Denmark 5 325 ‘ sees 2 112 76 
» France 23 7,245 il 13,595 233 11,288 7,336 
4 . : . . . co 
’ 4 Germany ) 1,625 9 7,253 6,749 
Amronlite shades shown on ¢ | Italy $5 =. 2,955 I 2.310 26 830 282 
Faries lamps are made of two ¢ | Netherlands 10 1,658 6 17,390 7 255 2,426 
. 28 nen ~ Norway ; : 1 902 38 
omnes eg meng of = 3 | Poland & Danzig 3 840 . 
used into one soli 2 | Portugal 10 
: ; Rape x q 
piece—a beautiful, rest- 2 Sovest Russia in Eur.. l 169 
' 9 
ful effect. The slip-on : Sweden 12 810 — 
shade feature is pat- § | Switzerland .... 3 150 3 126 764 
ented and cannot be 4 Gated Kingdom 153 33,608 2 213 22,22 
duplicated elsewhere. $ | Cyzositvia & Albania oc i700 53a 707 o 
Ww " “ . s Canada . , J 9,635 ll 3,534 14 707 9.573 
rite us for prices. ® | Honduras a 10 
Pd Nicaragua l 75 nea 
$ BUONO ssccccs : 2 100 in) 2,029 21 540 88 
3 Newfoundland & Lab ‘ : 2 60 
The lamp at left is of $ | Jamaica eens 150 
Old En li > Cuba . TT ; 213 
Gun rer —! 2 | Argentina 8 1,830 5 = «2118 164 
’ n 4 Brazil ; need l 20 30 
socket mounted in gen- 2 Colombia 2 390 125 
wine Yavapai onyx. No. 6 | Bcuador 30 
3680-H-P + Peru . ‘ , 32 
-Fi-r. 2 Uruguay ia 30 7,700 1 10 31 
; Venezuela 2 300 
° British Malaya 3 231 . 
4 China ; ae 2 858 5 
$ : = . . 
se Y pe ¥ 4 Java and Madura $6 126 173 
= a] 7 h e S l l Pp -oOrTl S h a d e $ Other Neth. E. Indies : . 361 
: y/ ° mee A . . » Hong Kong l 100 l 9 sees 
T is @X¢ lusive, convenient 2 | Japan ... re 3 816 169 1,078 660 
2 a Islands 2 400 8 312 238 
| Australia rare gue ; 298 
4 - on 
FARIES MANUFACTURING CO. 3| Ss zsiaili os) io i 
“eagihe" . 2 Union of South Africa 3 550 250 
Decatur, Illinois 3 | Liberia 12 
a oa = 
7 BORRE cccccccesces 323 $68,534 110 $59,673 572 $19,618 $53,846 
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THE 1932 DOLLAR HAS 
INCREASED IN IMPORTANCE 


Because the value of the dollar is greater than 
it has been in years, purchase dollars are being 
expected_to go farther and accomplish much 
more than before. 
1932 will find more 'prospects for Alma 
Desks because they are geared to 1932 
Dollar Values. You can match the dollars 
: of the careful desk buyer, large or small, 
ae. f with Alma Values, secure in the knowl- 
edge that you are making a satisfied 
customer for other years to come. 





No. LI51-F 


ALMA DESK COMPANY 
HIGH POINT, NORTH CAROLINA 























CROWN PRODUCTS, for more than a 
quarter century, have been making ‘*Good 
Impressions”? and afford: 


: Exceptional durability. 


: Excellent opportunity for energetic and 
capable distributors. 


: A large percentage of repeat orders. 


They are backed by nearly thirty years 
of manufacturing experience. Samples 
and exclusive sales proposition upon 
request. 


Crown Ribbon & Carbon Mfg. Co. 


Rochester, N. Y. 
U. S. A. 
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GUNLOCKE 
TIP-TOP 


the new posture chair 


Building its own reputation on the service 
and satisfaction given by this new type office 
chair, TIP-TOP bids fair to equal the suc- 
cess of many other members of the GUN- 
LOCKE line. Precise adjustments, resulting 
in correct body support, with a modern, 
pleasing design and durable construction 
combine to make this a leader in its field. 
Write for details. 


The W. H. Gunlocke Chair Co. 


Wayland, N. Y.—New York Salesroom: 138 Grand St. 





















& 


la 


For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringin 
out new metals embodying latest developments a 
improvements, this service is exceptionally valuable 
in its field. 


If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co. 


INCORPORATED 


6816-6824 Arsenal St. ST. LOUIS, MO 
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Columbian Success 


(ea0k Wa8=5 O46-8°4 440 












DEALERS 


REPORT nt 
p> SALES 

st INCREASE 
Quick to develop and lead in every modern 
trend, the Columbian Art Works were the 
first to adapt the public’s demand for color 
to their Calendar Bases. 
Columbian-Success Dealers reaped an immedi- 
ate harvest of greater sales and larger profits. 
Follow the demand of the modern office. 
Greater volume, new customers, and vastly 
increased profits will be yours. 
Above is shown the Columbian-Success Jumbo 
Book Style Series 17. Available in Olive 
Green, Chinese Red, Mahogany Brown and 
Satin Black lacquer finishes. 


















Write for the illustrated catalogue and samples. 


COLUMBIAN ART WORKS, Inc. 
MILWAUKEE, WIS. 










1024 Juneau Avenue - 














“Ordinary” business cards 
are never sold like this 


THE customer who has traded with you for years and has given 
you practically all of his stationery business, may lack the con- 
fidence to put his salesmen's cards in your hands. 


Because if his product is not ordinary, he won't risk ordinary 
business cards But if you have extraordinary printing and 
engraving connections, you will find business from such cus 
tomers which has probably been passing you unnoticed. 

Business cards done on Wiggins Book Form Card Stock can 
be furnished by your printer, and the Compact Cases for 
you to handle by us 


Write for samples and prices; or better, authorize us to send 
the complete binding outfit which consists of Book and Form 
Cards and binding tools. It will be sent C.O.D., or billed if you 
are rated. $2.81, less 10% 


The John B. Wiggins Company 


1162 Fullerton Avenue Chicago, Illinois 


WIGGINS 


Book Form Cards Compact Binders 





OFFICE APPLIANCES 


PEERLESS SANITARY LINE 


PEERLESS 
PRODUCTS PLEASE 


Letter trays and waste paper baskets, all 
sizes, mail and tape baskets, space baskets, 
built up trays, locker baskets, PEERLESS 
paper burners, wire globe guards, office 
partitions, wire guards, etc. SPECIAL 
WIRE GOODS MADE TO ORDER. 













PEERLESS 
WIRE 
GOODS CO. 


2720 Ferry Street 


LAFAYETTE, 
INDIANA 













Needed in 
PUSH-PINS 


Every Office To 


Moore . 
Push-Pins 


Two Sizes 


to fasten maps, charts, 
drawings, etc. to walls 


and 


Moore 
Push-less 
Hangers 


Four Sizes 


to hang up pictures. 






* PUSH-LESS 
HANGERS 


TO HANG UP THINGS. 
HOLDS 20 POUNDS { 
” — 











Our new style “C”’ Coun- 
ter or Window Displays 
hold 12 Packets each. 
Your Jobber can 
supply you 





MOORE PUSH-PIN COMPANY 
PHILADELPHIA, PA. 
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Continued from Preceding Column , 
Shipments from the United States to: ; ‘ i 
= s 
Hawaii inet eee : oes vos ones nts ve eens CARBON aa TYPEWRITER 
a hs ssnchake 7 eee eeee PAPERS RIBBONS 
Metal Office Furniture Exports 
United States exports of metal furniture by countries: during Septem . 
ber, 1931. By the Division of Statistics, Department of Commerce: 
Sheet metal Sheet Sheet metal nT ortunity 
lockers and metal Sheet metal fire or 
storage shelving filing burglar-proof 
abinets. and wall cases P cabinets e 
Countries Number. bins. Number Number or tationers 
Belgium , 3 $40 $124 51 $620 1 $ 93 
Czechoslovakia > « : ° eeee 1 31 tes “eas ; 
Denmark ... : adnate eae 7 = . 71 One of the functions marking a leadin 
—yJ oe 4 oe enna 7 745 721 stationer is the exclusive merchandising o 
ri ce : ** ° ‘ A 
Greece ... . 34 777 36 5 4 "ae quality lines. More than a mere symbol 
Iceland ....... ; ae 3s «12a a a5 of position, such arrangement is evidence 
oa ee ken 7 4 8 ‘243° «17~—S—s«*2 38710 of recognition by the manufacturer and is 
Norway : cece eses ; - «43 ‘ oot , 
Rumania .......+5. sees Lbs Ta’ ae 162 frequently an aid to greater ert a F 
Pee. sess . eee conn wee 2 “<0 eee tess Bucki supreme typewriter ri ons an 
swede ,ewe Te suse sede ewes 10 701 
Switseriand aes, ith cnek. sn 07 .... on éun hues carbon paper have been sold thru pnt 
United Kingdom.... “22, 325 IIL 3,972 823,949 for over thirty yeare—always high grade, 
fone: TS Ve a Ss | wae roduced by processes developed in life- 
Guatemala 2.2.) 2 ties : R Sasa, ong study of available materials and of 
{ QS .ccecses ° ° ° ° ° ee . wes ase & ; 
Nicaragua ....... : 4 2088 =. business requirements—conceded by com- 
oe, “ree ~ a ae = : 16 798 petent authorities to be among the best 
Saivador . ecoscces da 4 ene o ’ we 
IE ccc ehisanawen 1 13 15 296 Fie upon the ma rket. ee ee, 
Miquelon & St. Pierre as In certain cities Bucki ribbons and ca 
B Is gated coe oes ; aie 7 ; 4 bons are now pwnage a} leading 
CFMUGES .cccccece ao) » : ~ . . . . . " ou are 
Jamaica ........... aan 105 . ons ; dealer on an ——, sis o. 7 rs 
Trinidad & Tobago.. .. : 3 63 eeee interested in establis ing a Carbon a 
Other Br. W. Indies. 13 SS aa Ribbon department, specializing in the sale 
Republic. : oe ae I a oe ues of these products, and building a profit- 
Netherland W. Indies l 25 ‘ 21 341. teas able business, better write us; we may 
Bolivia —eaeee ee Seer — — + SIT have a proposition to offer in your terri- 
Vig ® ° ole 
Brazil. eves ‘ 119 1,451 10 630 tory. 
Chile .. . 6 hy 10 590 
Colombia 13 as ] h BI 
Ecuador , : 2 34. =C«w : , : é 
Peru hatin a i 136 25 207 ON CO 
jee | i = '" 1 RIBBON & CARB , 
Venezuela . : 1 il 320 10 318 ‘ 
British India. 69 19 540... aes 1458-1468 East 55th Street Cleveland, Ohio 
British Malaya , 19 615 6 270 
China ‘ ‘ . 2 98 35 1,059 12 768 
Java & Madura.. 232 5 182 1 233 
Hong Kong ; 6 165 8 239 . 
ES conbid an , l 103 147 3,801 31 2,712 
Philippine Islands ’ 180 33 72 2,169 7 462 
SD «tesee wees wk be i 101 20 773 ‘ 
Syria sebencaaes 2 32 
Turkey ery er 4 93 : 
Australia panetitece 8 563 -_ 
New Zealand....... l 15 2 33 : vine 
British E. Africa.... 112 ‘ : soos 
Union of S. Africa.. 135 37 1,782 pa VA oe oe Oe eee 2 ee oe 
6c cnce wu a ) 69 615 12 ee er 
Algeria & Tunisia... 21 843 184 85 2,550 3 312 
DN éntiecksnes 27 oe es eee eeve ”"” 
Mozambique ....... 6 207 ... eee “TUNE IN 
7 Africa beovenseas ial ae ye uci ; 276 On the latest and best in paper fasteners. We are 
‘ ai Ww 
Total 1,278 $9,988 $7,188 1,494 $38,057 373 $23,587 BROADCASTING - - 
; that dealers who sell Clip-Ons sell the best; Clip-Ons are t 
Shipments from the United States to: iat ous product that brings success to the dealer’ efforts 
cespend 
Hawaii , 92 $993 $798 166 $4,487 6 $730 THEY — and your customers wi qu 
Porto Rico..... 12 214 97 18 583 3 141 with orders. E” 
44 
Bank RECEIV 
and 
safet e h efits of selling Clip-Ons: Made better and stronger, 
deposit Office pa 3 —, the fingers. Made in three sizes, finished in brass 
vaults furni- Other or nickel, packed in neat and attractive containers that help 
, Safes of and — pg create sales. Backed by years of paper fastener manufacturing 
eavy metal equip- ‘ i- 
Countries N umber, . = nt autures. eure experience, 
See , ; se ; $166 ae THE PRICE IS RIGHT TOO! You wil be — in learn- 
eat adi i aan winn ; ; re 1,032 $ 35 ing all about Clip-Ons. Write for samples and prices. 
Czechoslovakia ..... reew ‘ aeen . 180 Sees 
EE, eeveccaseuse6é ; sone wes 876 211 
 -o$stccsdnudevkees « wed ' - vane 163 
EE eo aid din a a tabi ian oasan 4 $634 $5,943 760 62 
ST coccceses beceens sae. sees Seen 319 
ST cas waeekdue benbehi aaa bese ood 124 
Se ee a >. es eT ror 180 ae 
Irish Free State....... , ‘eee saa a onan 162 
tr ttpcnnkeckeshedenwade » one eves ee6 491 
DED as ccseccevess ied ote : aie 280 Lee 
a besbucsees ' 8 820 wee 245 751 
Poland and Danzig 18 
0 ee , 12 
Dt Shevenceseacenes steneee> ante «une eka 135 
DE sabGe6eedacetserecedeces 1 72 oe 2,024 10 
EE tbe es eke nee as wh. eer pine laa 211 aoe 
United Kingdom.......... 00 wee riba 20 7,036 278 
Yugoslavia and Albania.... . one ee id 89 se 
CE waicen es ceaee i“ 6 287 7,680 3,311 17,140 
Costa Rica.......0. . vas eves PP 52 eR 
eer ; ; ‘ 118 110 i8 ay R p 
ee ee 9 Se ein 134 ee az © 
a cee — oe 29 246 469 
Panama .. seme: wee ese bees 342 50 
Salvador Do6e wee sans as 25 = OSWEGO, N. Y. 
Mexico seid , 2 400 194 413 1,846 




















The 
Economy 
File 


A line of steel filing 
cabinets, carefully con- 
structed and of the best 
in materials, at prices to 
satisfy. 


Careful consideration 
of its points of construc- 
tion and appearance, 
added to its surprisingly 
low price range, result in 
a line of cabinets that sat- 
isfy the demands of the 
most discriminating buyer 
of inexpensive equipment. 





(Write for Illustrative 
Circular) 


Style No. 491 
Four Drawer Letter File 


The Bentson Mfg. Company 
AURORA ILLINOIS 


Eastern Wholesale Distributors, A. H. Denny, Inc., 
336 Broadway, near Leonard Street, New York 


Michigan and Ohio Representative, Fred C. Funke, 
P. O. Box 244, Detroit, Mich. 


Western Representative, Vernon J. Selfridge, . 
800 N. Spring St., Los Angeles, Calif. 


Southern Representative, Sapot Sales Co., 
302 Ambassador Bidg., St. Louis, Mo. 



















Feature 
Warshaw 


4 




















their quality wins 
This transfer season, the quality- 
price ratio is being scanned more 
closely than ever before. Feature 
Warshaw, the winning line; finest 
grade durable stock, rounded cor- 
ners, scored in such a way as actually 
to increase the strength, just like 
flange construction in steel. Guide 
height, letter height and tabbed 4, 
| 3, 1,5 and 2/5 cuts. Free samples 
and price-list on request. 


WARSHAW MFG. CO.. Inc. 


35 York Street Brooklyn, N. Y. 












OFFICE APPLIANCES 


Bank 
and 
safety Other 
deposit office 
vaults furn Other 
Safes of and ture metal 
heavy metal equity and furn 
Countries Number ment fixtures ture 
Newfoundland and Labrador , ; ; 114 
Bermudas econ Seecce 2 210 315 109 
Jamaica , : sabeudse : 1,300 
Trinidad and Tobago . pe . , 125 
Cuba inetedsbibeecucectes bas , 24 733 
Netherland West Indies . , - 1 40) ; 116 
Haiti, Republic of. ender 1 78 17 
Virgin Islands of U. 8 sen l 22 
Argentina ‘ : eed 185 191 54 
Bolivia ‘ ‘ . ; . 24 150 
Brazil ; 219 21 
Chile : — » 168 , 
Colombia . , ‘ l 55 240 16 
Ecuador benense ‘i 13 
British Guiana l 100 
Peru , 16 1 
Uruguay 7 : , aes 33 
Venezuela : 34 1,449 2.072 918 
British India , 196 520 
China ieetanbaus : 2 4 R862 217 23 
Java and Madura eshuse (eee . 297 : 
Hong Kong....... - . 94 24 
Japan geasesuses =e 2,915 66 
Philippine Islands 18 1,290 1,033 259 
Siam : ‘ 2 883 1,508 96 
Syria aseeae cece ee 25 
Australia : , nena ‘ 117 
ie pee cuanieewks “abe os 142 41 
Belgian Congo.. : : bi eal ab i ‘ . 
British East Africa.. ‘ewe ‘ ‘ 35 
Union of South Africa patievne wee ‘ : 251 1,27 
DS. onceecees , ; nee l 300 P ‘ , 
Algeria and Tunisia ‘ l 130 ‘ 2.333 . 
Liberia . . ; . wen bene 7 158 
Morocco . . : , : one 12 
Total . . 86 $7,22 $16,989 $31,194 $26,387 
Shipments from the United States to: 
Hawaii cee i) $627 ‘See $2,575 $3,420 
Porto Rico . oean 9 241 852 5,362 


Writing Instrument Exports 


United States exports of writing instruments during September, 1931 
By the Division of Statistics, United States Department of Commerce 








Refill 

able 

encils 

and Metallic pens, 

refill Other pencils except gold Fountain pens 

Countries lead Dozen Gross Dozen 

Austria ; 21 $358 
Belgium $4,805 165 1,570 
Bulgaria 13 298 
Czechoslovakia 72 167 $ 25 16 694 
Denmark ; 003 1.678 128 2.716 31,777 
Finland " S66 $366 6 177 
France 3,351 36 15 ‘ 678 8,097 
Germany . 0 27 
Greece 179 112 51 17 320 
Italy , - 539 27 744 
Netherlands : 120 43 945 
Norway H 280 
Portugal l 26 
Rumania is) 173 
Spain 26 102 1,544 
Sweden 1,347 i8 R55 
Switzerland : 50 25 65 800 
United Kingdom 8,$ 3,462 62,038 21,954 1,633 36,732 
Yugoslavia & Al 

bania .. 126 . , 2 66 
Canada , 8,642 47,595 5,885 1,691 973 82 221 
British Honduras 24 6 an ‘ane 
Costa Rica... 12 2,640 189 100 60 6 206 
Guatemala 419 1,971 345 1 l 34 753 
Honduras , 67 1,350 219 65 17 16 177 
Nicaragua , 64 24 i 15 366 
Panama shee 312 6,114 1,882 69 5 37 1,103 
Salvador 1 2 59 
Mexico Tr 132 5,832 685 364 239 56 572 
Newfoundland & 

Labrador ..... 954 177 ‘ ) $1 
Bermudas 6 120 13 2 47 
Barbados 9 306 65 , 
Jamaica ; o’e 291 681 128 l 13 
Trinidad and To 

bago : ; 114 173 &9 ‘ ‘ 8 123 
Other British W 

Indies , : 4 600 10 : { 153 
Cuba ... 2 2,932 715 311 217 l 33 
Dominican Repub 

lic . : ‘ 144 11 20 12 
Netherland West 

Indies R , ‘ 153 18 696 
French W. Indies $6 
Haiti, Republic of 888 267 caus : ase 
Argentina eoee 1,089 2.680 54 ‘ : 54 1.250 
Bolivia bie ‘ is 21 , . ase 
Brazil ae 835 TTT . 00 375 133 3.575 
Chile 114 1,627 301 eae — 48 1,704 
Colombia . 981 35,619 3,595 25 23 80 3,385 
Ecuador 27 1,020 163 ; - 3 131 
British Guiana... . ‘ 324 34 25 15 a 
Surinam “ : ame ven 2 obese 2 41 
Te. sesakadages 319 2,766 622 448 314 126 1,352 
Uruguay ' ‘- 240 144 24 ac , 34 494 
Venezuela < 7 609 588 130 1,075 653 94 
British India..... 1,209 640 186 279 7,240 


British Malaya... .... 5,072 | eens 10 674 
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A COMPLETE LINE 


Correct in Design— Honestly 
Built—at the Right Price 
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YANYMETAL Steel 
i) Costumers last 
longer because they 
are all hollow metal 
construction—with 
cross-locked base se- 
cured permanently to 


A Style to Suit Every Preference. 
d z yost (never comes f 

A Quality to Satisfy the Most Exacting. meat with bronze % 

A Price to Fit Every Purse. hooks anchored to post \ 


NN \' 
¥ ’ XN 

Glad to send Catalogue with life-time baked . VN SN 
enamel finish in plain >_> \ % 
colors or grained. Hun- ' \a \ ; 
. . ~~ % + 
Jasper Seating Company stantly sell these cos- % . 
tumers. Send for 


: , ‘ ~* ah 
Jasper, Indiana illustrated folder and ; << 
prices. > 


dreds of dealers con- 


Louis H. Farber, Chicago Representative 


Telephone Plaza 8785, 7020 Jeffery Blvd., Chicago The SANYMETAL - e . | PLIAA: | ~ 
; ——— —— — THE SANYMETAL PRODUCTS CO. 


1685 URBANA RD. CLEVELAND OHIO 












































SHERMAN 


tubular steel stands 






For the Dealer 
in Office Furniture 





No. 24B 
adjustable 
machine rest 


Business —new data awaits your request concerning 
Machine added and improved grades in our Sturdy Built 
Manufacturers line of business furniture. Ranging from 


executive suites down to a complete office 
utilities group, WESTERN now offers six grades 
from which to choose in the exact fulfillment 
of requirements. 

Beneath the greater eye-appeal and attractive- 
ness is the everlasting quality of staunch con- 
struction and value commensurate with the 
day’s trend. Your request for full information 
is invited. 


want the best 
equipment for 
their products. In 
such a competitive 
field, any manufac- 
turer wants his 
machine to afford 
every possible ad 
vantage to the user. The fact that the principal makers 
of adding machines and typewriters preter tubular steel 


| 7 
Stands by SHERMAN-MANSON is a’ good indication of Western Furniture Company 
the quality. S L e 
Write for illustrated catalog. t. ouis 
SHERMAN-MANSON MFG. CO. | yg yey ee 


- Matt 
621-631 Seuth Kolmar Avenue, Chicago, U. S. A. John Hood Millar, 328 Union Ave. S.E., Grand Rapids 
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Recommend 
IEMER 
STRONG ENVELOPES 
for the safekeeping of letters, cer- 


tificates, bonds and all sorts of 
valuable documents on file and in 
transit thru the mails. Stationers 
should carry the commonly used 
sizes in stock—all styles and sizes 
can be obtained promptly from the 
factory. The line includes Red 
Rope and Jute folders, wallets, flat 
mailing envelopes, box envelopes, 
document envelopes, metal end fil- 
ing boxes, etc. Catalog with full 
details on request. 


eohe F. Diemer Co. 


519 Broadway 
NEW YORK 











We are particularly well equipped to make special items in either 
large or small quantities 











; new Luxon paper clip makes friends fast. 
It slips on so easily, and holds like a bulldog. Being 


flat, it occupies minimum space in an envelope, and 
will not damage contents. The size and shape of 
the Luxon clip make for convenient handling. 


With their cadmium finish, Luxon clips are rust- 
proof. Packed 100 in a modernistic blue and 
yellow box. 


An attractive counter display helps you sell them. 
Send for prices and samples. 


ART WIRE & STAMPING CO. 


16-20 Boyden Place NEWARK, N. J. 


OFFICE APPLIANCES 


a 
BLACK 


DIAMOND 


¢ ¢ ¢ ©¢ © % «4 


CARBON 
PAPER 


The Peak of Perfection 


A featured carbon paper 
of quality, to be depended 
on at all times. It sells 
and re-sells. 


Write today for samples 
and prices. 


Rockester Ribbon & Carbon Co. 


Incorporated 
40 Browns Race, Rochester, N. Y. 











The “Aluminum” Pocket Seal 
and other MARKING DEVICES 





LEVER SEALS 


sui! 


WAX SEALS 


POCKET SEALS SPECIMEN IMPRESSION 


Numbering 
Machines 


Self- Inking 


aie Deter Rubber Stamps 





eer 





NAME PLATES 





METAL CHECKS 
MANUFACTURED BY 


MEYER & WENTHE- CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30 S. Jefferson St. 


Catalogue of Complete Line will be sent upon request 
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Refill 
able 
pencils 
and Metallic pens 
refill Other pencils. except gold Fountain pens 
Countries. leads Dozen Gross. Dozen 
CG. ccceneece 64 , * ee awes 26 812 
CRE cécosccens 967 3,298 1,127 1,502 762 553 7,066 
Java and Madura. 1,665 - , 230 5,946 
Other Neth. East 
Indies cece 262 600 125 6eea o6es 32 636 
Iraq seeeeaes ‘ ‘ en 1 21 
SD scocesees 30 1,896 2,194 5 7 aan o0ne 
Philippine Islands 619 8,238 2,600 483 293 352 5,350 
Dn cedceeeec , 7 see 20 578 
EGE ccccccccses o 8 140 
Other Asia....... 17 ; 3 , 2 68 
Australia ....... 1,528 32,244 2,436 219 185 144 2,834 
British Oceania.. 346 126 : beac ae ses 
New Zealand.... 368 681 267 sess otee 53 646 
Union of South 
Africa senees 485 1,314 609 200 117 102 1,661 
Mozambique .... sous 144 51 sees ‘ ooee oeen 
Other Portuguese 
RE occcsees 2 42 
Total .......$44,472 199,962 $32,213 69,607 $26,710 8,320 $138,421 
Shipments from the United States to: 
DE cccannnte $1,546 19,005 $5,123 45 $ 40 27 $3,014 
Porto Rico....... 605 155,415 10,440 555 325 64 841 


Ribbons, Carbons and Filing Supplies Exports 

United States exports of carbon paper, typewriter ribbons, filing folders, 
index cards and other office forms in September, 1931. By the Division of 
Statistics, United States Department of Commerce: 


Filing folders, 
index cards, 


and other Typewriter 
office forms. Carbon paper ribbons. 

Countries Pounds Pounds. Dozen 
DE 645 60hcennsée , sees 28 $ 16 51 $117 
CO 128 $ 43 16 11 69 188 
Czechoslovakia , . : 146 85 38 96 
EE o¢nanease% 352 280 955 937 69 169 
DEE 60006006660 99 43 160 35 oon aswe 
WOUND cocécctccese BE 850 600 406 462 1,629 
a ae 48 17 4,588 2,841 1,475 2,354 
Se witches er 210 136 re sass sus ones 
Hungary et eli ot ia aah 56 33 30 75 
Irish Free State.... 44 15 bfas . TT esse 
a seees eee 217 62 3,916 2,426 520 1,128 
Netherlands ....... 559 130 131 125 16 30 
ae 489 391 348 230 ews eees 
Pol. & Danz.... . bid rr cuau 5 13 
a ee - ‘ 534 227 14 33 
Dn beéedneeadans 93 135 ver eee TTT eeee 
DE esssceseeus 262 204 839 653 222 732 
Switzerland ........ 1,291 258 2,283 1,022 164 383 
U. Kingdom........ 9,471 3,091 11,083 9,441 2,657 6,884 
Yugo. & Alb....... snes - stent - 43 82 
SD b6sesccueses 14,880 5,563 3,370 2,141 1,460 4,310 
B. Honduras ‘on 71 71 re sae cas oe 
COE Betis cccccces 532 391 179 122 44 68 
Guatemala vive nade 137 112 95 82 10 49 
Honduras +e $3,109 1,442 24 21 55 214 
Nicaragua ......... 1,374 694 367 236 14 82 
Panama saeceee | Rae 1,359 358 447 53 196 
EE inheae ds cee 255 90 40 56 ome ine 
tT ncasedenes« 1,285 1,118 1,305 1,220 137 253 
Ot. 2 BGMcesces 652 201 442 455 60 210 
Bermudas ........ , 490 230 21 21 1 4 
Jamaica ....... a 632 108 86 3 7 
ee nd we wae 723 442 91 51 32 87 
Other B. W. Ind.... 90 35 abba at ean gues 
CE ceedecescecone 2,002 790 373 366 253 675 
i) rar 966 135 19 29 11 39 
ete. W. End......- 3,438 562 10 31 2 5 
Haiti, Rep. of...... 541 158 22 28 12 53 
We Mia ecese ieee 317 87 sinh a , ane 
Argentina 1,504 238 1,067 932 188 435 
Bolivia ‘ oes ' . 189 281 20 87 
DEE etcaredendves 72 263 793 969 447 604 
GD esevcnccevene 406 312 277 640 96 384 
Colombia .......... 1,186 846 132 151 300 746 
ST weatthen ee 11 2 63 54 oe , 
. GURER.ncccscece 105 20 32 36 
eee 418 48 ‘nen abe anes ees 
 abagecpnceacee 1,324 358 100 62 128 416 
SN cvececceuse 825 198 aves o8se 29 69 
Venezuela iexénhe “ee 447 150 115 38 133 
Th, Minesaees o4 40 29 2,340 1,483 734 1,786 
eee 27 76 fond bona s 23 
Dt. sscvenwesvae seal ee ae te 12 48 
China Poort . 2,123 04 3,370 2,141 302 864 
Se > eae $9 14 339 243 215 626° 
SE G6 sess 00s 170 71 64 67 31 125 
rere 204 224 14,762 9,781 83 279 
Tt Mecchoeshees 1,936 1,656 1,057 961 54 154 
MEE. cescacccceus 25 id Jane vitae r é ied 
Australia ....... “a 22 11 4,302 2,612 214 366 
DW. GOB cccececs 35 12 TTT osee seve ocak 
New Zealand....... 141 81 602 488 19 76 
i Me Gbesceuse err deus 98 63 oon ae an 
Union of So. Af.... 80 168 3,865 2,407 77 212 
Nigeria eee ceccccces ° eese 78 55 . eee 
MED. 068000006600 57 32 ees at 92 212 
Geen We Aes cecese oane seee 3 12 bess sas 
SOG Bi.coscesces cece occe sees 2 13 51 

Total .......c-. 66,583 $25,387 66,190 $47,471 11,082 $27,861 


Shipments from the United States to: 
ee 19,340 $7,191 819 $657 144 $647 
POTD RICO. ..ccccce 13,283 3,637 1,895 1,285 156 512 
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Compare Quik-Lok 


With ANY OTHER Storage or Transfer File 


for PRICE 
DURABILITY and 
CONVENIENCE 


in storing Invoices, Lette Cancelled 
Checks, Vouchers, Freight Bills, Hollerith 
Tabulating Cards, or any other forms you 
find necessary to store away for future 
use when accessibility is desired. 


MILLIONS 
NOW IN USE 


prove the SUPERIORITY of Quik- 
Loks—their saving of time 
and EXPENSE in stor- 
ing inactive records. 


93 STOCK SIZES 


meet every requirement of any 
office. Special sizes made to order. 











Sample upon Request 


A sample of your own selec- 
tion will be sent to you PRE- 
PAID. It is returnable at our 
expense if it does not meet 
your requirements. 


The KAY-DEE Co. 
Box G-1484 __— Lincoln, Nebr. 


Write for our FREE booklet, 
“RECORDS,” containing valuable 
information on the preservation 

and destruction of your records. 











31 Years Old 


and growing bigger every year in the minds of wide- 
awake dealers throughout the nation. Is your stock 
complete for the “spring cleanups?” Write us today 


NATIONAL VULCANIZED FIBRE CO. 
WILMINGTON, DELAWARE 


VUL-COT 


-the national wastebasket 
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SAVE MONEY 
SELLING NEW YORK 


Our warehousing and distributing facilities solve your biggest 
selling problem in New York. Our warehouse is strictly 
modern, with lowest insurance rates, sprinkler service, night 
patrol. Our delivery and installation service is prompt and 
efficient. You can save money if we handle your pool 
cars, L.C.L. and carload lots of merchandise for dealers, 
banks, hotels, libraries, offices, etc. Wire or write. 


METROPOLITAN FURNITURE SERVICE 


627-29 W. 43rd St. New York 


OFFICE APPLIANCES 





RE 8e 


TIP-TOP PAPER CLIPS 


Brass, nickel finish and ten attractive colors 


Imprinted Boxes a Specialty 


25M or more no extra charge 


The Tip Top Mfg. Co., Inc. 
SYRACUSE, N. Y. 
Canadian Agents—BROWN BROS., Ltd. 
TORONTO 














Complete Line of 


PELICAN DUPLICATING 
SUPPLIES 


In Attractive Packages 





PELICAN-O-TYP STENCILS 
Experts Approve Them 


Test Them Yourself 





PELICAN-OTIN INKS 


Long Runs of Light- 


proof Intense Colors 





PELICAN CORRECTION FLUID 


Economical Handy Bottle 


with Rubber Stopper 


MANHATTAN STENCIL CORP. 

















GUMCRAFT 


euch GUMMED CLOTH -SEALING DEVICES} 
; 


Preparatory to moving to larger quarters, our present 
inventory of manufactured * ‘GU MCRAFT™ Products will 
| be offered at prices low enough to assure ourselves of 

securing your orders, should you invite our prices befo-e } 


buying elsewhere. Our “GUMCRAFT™ Products are 


the best in their class and used in every type of business 


and industry. 


} 
General Offices Established 1924 
173-177 LAFAYETTE ST. Cable: “GUMCRAFT” N. Y. 
NEW YORK CITY Telephone *CAnal 6-4846 


| If It's Gummed Paper or Cloth. — Think of “GUMCRAFT™ | 














‘*Steel-Strong”’ 
The Quality Line of Coin Handling Supplies. 


4 Styles Coin Wrappers 
2 Styles Bill Straps 
Coin Bags—Coin Storage Trays 


Coin Bag Seals ~- Seal Presses 
Manual Coin Counters 
Currency Racks —Tellers Moisteners 
Handy Wrapper Cabinets 


Sos pon 4 
mw em sve through d hy 

















401 Broadway New York, N. Y. Write for Catalog Salesman’s Sample Case 
The C. L. Downey Co., 943 Clark St., Cincinnati, 0. 
Tt A CR | THE COLYTT “REDI-ROLL”’ 


| ae 


| Finding the 
| Depends Upon Aicoloid 
« Price Lists, Filing Systems, etc., 
decided advantage of In- 
Cleanliness and Durability. 


Right Place Quickly 


Indexes 


sO 
Catalogs, 

| equipped have the 

| stant Visibility, 

L INDEXES TO ORDER 


G. J. AIGNER CO. 
503 S. tefiereen Canal Station CHICA 


Eo 


—__ 


QU ICK SERVICE 
SPECIA 








TELEPHONE MEMO 


A neat, compact writing shelf, 
with paper roll. for attaching /7,, 
to the telephone stand—for py 
memorandums. sf ‘ 








Has continuous writing sur- Y 
face for standard paper roll. 
Sharp cutting edge for tear- 
ing oO 

Takes up small space a 
leaving room for 
hand grip on tele- 
phone. 

Easily attached. PRICE 
Nickel and black $1.00 


finish. 









Dealers Write for Discounts 


THE COLYTT LABORATORIES 565 W. Washington St. 
L ( Engineering) Chicago, Ill. 
| 
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INCREASED SALES and PROFITS| 


GOLD-SEAL — GRADE-A — XELAR — ECONOMY 
TYPEWRITER RIBBONS AND CARBON PAPERS 


Four outstanding grades of ribbons and carbons each the best in its class. They 
enable you to meet competition from every angle of price and quality. 
Manufactured to the highest ideals of quality and uniformity, every item fully and 
& unconditionally guaranteed. & 
AVAILABLE NOW —“Perfection in Correspondence” and “A real Saving in Typewriter Ribbons.”’ 
Two new and attractive sales helps. Interesting and instructive literature your 
trade will appreciate. The 1932 Wholesale List is also ready. 








We have the most profitable proposition and co-operative sales plan ever offered. 
Selling solely to the office supply trade. 

















1026 FILBERT STREET TYBON CORPORATION PHILADELPHIA, PA. 
two deft touches — DIP-NO-MORE SALES LETTERS 
blots and ink c= Tre Need the Support of 






Demonstrate this new and 
better container and the 
effective H. A. ink eradi- 
cating fluid. Preferred by 
many for the clean eras- 
ing, speed and simplicity 
Feature ‘‘Dip-No-More’’ 
in your inks and adhe- 
sives department. Sam- 
ple with price and dis- 
count on request 


stains vanish! os ~ eats oad oa 2 | SALES LETTERHEADS 





Your letterhead frequently is all chat 
your prospective customer sees or knows 
of your business. In appearance, it ought 
to be on a par with your best dressed 





























sud) salesman. 
H. A. INK ERADICATOR CO. In context, it should give the important 
1545-47 West Farms Road, NEW YORK, N. Y. facts of your business; its general im- 
pression should reflect the character of 
Gardner’s Pull Tab Leather Lines your business; should suggest the prin- 
2 mentees ciples of action which have directed the 
dc , Bill 
Playing Card ona Cig. progress. 
= oe Ang MH We make good letterheads. We can 
clean. Easy to get at. make one that will represent you worth- 
ily, every business day of the year. If 
GARDNER’S HOT : : 
GOLD LETTERING you are interested, we should like to ask 
MACHINES you some pertinent questions and make 








some valuable recommendations. 


Write for Samples and 
rices 


P. A. GARDNER 

















wae ~ sateen American Embossing Company 
PUL TA CARD EAS 709 Pine St. St. Louis, Mo. 192-96 SENECA Sr. BurrALo, N. Y. 

















‘“SKYSCRAPER’’ 
DESKS 


give any office new orderliness 
—make the exclusive Shaw- 
Walker Selling Franchise more 
valuable than ever before. 


GHAW-WALKER 


Muskegon, Michigan 
2700 items of Office Equipment 






ard equipment in some of the 
largest business offices in the 
country. 


Establish your accounts and 

watch for repeat orders. 

The booklet “Light by Silverglo”’ sug- 
ests proper light at point of use. 
‘rite for it now. 


A very profitable line with small in- 
vestment for you. 

SILVERGLO LAMPS, Inc. 
300 E. Federal St. Baltimore, Md. 
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Start the 
New Year with 








E. W. Bredemeier & Co. 


320 So. Honore St., Chicago 


Producers of Airolac Covers, Thermo Plastic Signs, Electric 
Clock Dials and General Manufacturers of Sample Equipment 














wrwvrvvrvrvyrVrYrYYTYeYeYeYWwTefrmrmefFeYTyY"TYTfeewevrY"yY"YrrY,-ye-ye-eeet}, 


BRUSH-PUNNETT, INC. 


Sentry Safes 


545 West Ave., Rochester, N. Y. 





i ee eh 
‘~~ vvrwrvvvvvvevryreyryreywreeeweereereefete'?TTT?*" 


OFFICE APPLIANCES 


Templar — 


The Aristocrat of Pencils 
OF GENUINI OUTHERN RED CEDAR 


Giro weleltiniam (uitelo ame) am aat 
RELIANCE LINE 
PENHIOLDERS AND ERASERS 
RELIANCE PENCIL CO, 
rORY (GENERAL OFFICES: 
79 Broadway, New York 








Sales Increasing 
by leaps and bounds 


Each month has shown a decided 
increase on the sale of this modern 
Time Stamp. Dealers everywhere 
are ordering—Have you ordered 
yours? 
IMPORTANT FEATURES 

1. Chromium Plate. 2. Radio Vision Dial. 
3. Cut-away handle showing “‘Front.”’ 4. 
Reinforced Rubber Neck. 5. No handle to 
turn—simply turn knob to time desired. 
6. Better appearance. 


Louis Melind Co. 


362 W. CHICAGO AVE., CHICAGO, ILL. 
Louis Melind Co, of Calif., 593 Market St. 
San Francisco, Calif. 

R. A. Stewart Co., 80 Duane St., 

New York, N. Y. 
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BOEHNER 


Improved 


CARD HOLDER 


Stationers and printers 
use it to build up their 
volume on business and 
personal cards. It takes 
the regular loose cards, 
holds them firm, keeps 
them clean Holds = E 
one as securely as a 

full case Imported morocco binding—metal parts highly 
nickeled—28 different sizes. 

We manufacture leather novelties only—we do not compete 
with engravers or printers Please mention size in asking 
for prices. 









Address, Department OA, 


roved Boehner Binder Co. 


1 am Fox Street Aurora, Illinois 
























| e 
Loose Leaf Rings 
Joint = "Teer T Nickel Plated 

Paper FIVE SIZES 


Inside Diameters 
144"—1.35 Per 100 

y"—!1 .50 cr) o 

1 a | .75 ot] ct) 

1 A "——2 65 o ct) 


Open Easily, 
Close J 
Securely 





For loose leaf books, binding reports, blueprints, etc. 


Write for information Loose Leaf Metals 


on our line of...... 


















A Distinctive Line 
that will hold your trade 
TURNER & HARRISON 
STANDARD, SILVER-ALLOY 
and GOLD-PLATE PENS 


Smoothest, slickest pens made 
Catalog on request 


TURNER & HARRISON PEN MFG. CO., Inc. 


Established 1876 
PHILADELPHIA, PA. 


IMPRINT PENS A SPECIALTY 

















The E. W. Carpenter Mfg. Ce. 
Bridgeport, Conn. 












TRANSPARENT 
CELLULOI 
GUMMED 
FASTENER 





MARKILO Envelopes are made in all ring-book sizes. 

MARKILO INDEXER Strip (blank-label) ready-to-cut. 

Transparent signals, card cases, etc. Sample on request. 
The Dozen System vs. Decimals, Booklet Mathamerica 25c 


MarkiloCo., Mfrs.,936c W. 63rd St., Chicago, U.S. A. 
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RIBBONS 


Sansom at Tenth Street 


U.S. TYPEWRITER RIBBON MEG. CO. 





ESTABLISHED 1895 


Dealers Inquiries Solicited 


CARBONS 


Philadelphia, Penna. 











FREE HAND 


Reg. U. S. Pat. O 

It Can't Slip Out Until You 
Release It. That’s the Free 
Hand binder—a handy little 
device, requiring only one 
hand. Papers are held securely 
until wanted, then released at 
a touch. The Free Hand is 
thoroughly practical and 
needed in every office. Ask for 
descriptive price list and stock 
sizes. 


FREE HAND BINDER COMPANY 











74-76 BEEKMAN STREET NEW YORK, N. Y. 

















THE BIGGEST JANUARY 
ITEMS IN YOUR STORE 


FULTON 


DATERS and STAMP PADS 


ANUARY is the month for daters and stamp 

pads. Dates on thousands of daters have ex- 
pired—January is the month to sell new daters 
tor “replacement”. Stamp pads go big too . . . 
what more logical time oma d there be than this 
. . what more lo ical tie up than a brand new 
“FU LTON” or “SERVICE” Dater and a Fulton 
“DRI-KWIK” Stamp Pad? 


Write us for samples—prices—display material. 
And push DATERS AND STAMP PADS NOW! 
The best time to put on sail is when you feel the 
breeze! 


FULTON SPECIALTY COMPANY, Elizabeth, New Jersey 


STURGIS 


POSTURE 
CHAIRS 
And All-Metal 
TYPEWRITER 
— STANDS 


INTERCHANGEABLE) A Complete Line of 

















Posture Chairs and Stands 
a RY ll ,,) Sold Exclusively Through 
WS JF; Dealers 
Be cn ass? 








STURGIS POSTURE CHAIR CO. ‘nick? 





MS REBUILT = 
MIMEOGRAPHS 


Our machines are all guaranteed to 
be 100% rebuilt. All models. 
We furnish parts to dealers. 
Prompt and efficient service. 


Write for full information 


DUPLICATING MACHINE REPAIR CO. 
154 Nassau Street 


GE «SNEW YORK, N. y. 


OUT OF SIGHT—SALES STOP 
Display COIT’S — Lettering 


The Right Pen for Every 
Kind of Lettering 
DEALERS: Send for assort- 
ment of 12 pens 3 of each 
popular size on special coun- 
ter display card for 30 days 

sales trial, prepaid. 
Dozens of stores in your 
neighborhood need COIT’S 
PENS and will buy them 
from you when displayed. 
ASK YOUR JOBBER 
THE BRIDGEPORT PEN 
COMPANY 
Bridgeport, Conn. U.S. A. 


emi Luis 


STEEL TRANSFER 
CASES 

A complete 
line. Drawer 
and col- 
lapsible. Let- 
ter, legal, 
document 
and voucher 
sizes. Strongly 
made. Rich 
olive green 
finish. Low 
list price. 
Liberal dis- 

















count. All No. C211 
types and sizes 
im stock for 
quick ship- List Price 
ment. 

Each 


ORDER TODAY 
Size Singly Dozen 


COLE STEEL EQUIPMENT CO. Sits Sinely Doses 
33 Crescent St., Long Island City,N. Y. Legal.. 6.50 6.00 





OFFICE APPLIANCES 
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EVERY BUSINESS Do nular Forms 
CAN USE THESE pu 
ORDER BLANKS—FORMS S1513-14-15 ORDER REGISTER 
Provides recording of all orders taken either by the road or — 


house salesman. Form made in two standard sizes, 6 x 9) [sawee] 
inches and 8'/, x 11 inches, in pad form of 100 sheets each. As } Bsr 



















































































a check against shipments going out without being billed, use ASSN an — 
order register form No. W-90. T - - 
Originals, Progress White Bond, printed one side only it pecs — 
Duplicates, Goldenrod Bond, without printing. Original blanks “ane \- - 
only are padded, 100 sheets to a pad. Original La 1 — 
and duplicate blanks are padded—50 white \ ge \ee rt 
printed originals and 50 Goldenrod Bond plain — “senun teen 
duplicates, alternating. Unpunched order blanks —_ Beer = 
can be punched for use in any style binder at _——— ——————— 4 
$1.00 per 1000 sheets or any part thereof =) 3 -=: - 
One of the most important links in connec ——EEE —_ = — —_— "4 — = — 
tion with the loose leaf order blank system. [ — ew —————— i TI 
Positive check is maintained on all incoming J———————+— - —_—"}—— — + 
and outgoing orders and against failure to /————}— —}—_————_——_—— 4 
render invoices on orders shipped. An old —— on —s 
order recorded in the register which does not — . — pee ao ‘ 
show ‘‘date billed” should be checked promptly ~O — = oo “i 
to determine the cause — . ama, a 
Order Register—9'4"" x 11%’; ee For complete listing of other 
ruled and printed 2 sides on “ forms, consult the B & P Catalog 
No. L2!, section Commercial 
Forms 





BOORUM & PEASE serio sce nes, 52% oct 
COMPANY ——— ee = 


wR rice 
Per Pad 5 Pads 





Binding 
P. O. BOX 272, CITY HALL STATION = Site First Ne 

f x 9% $1515 Originals only punched, two 3,,-inch holes, 24-inch Centers $0.75 $2.75 

N E W y O R K C | T y t x 9% $1515%2 Originals only (unpunched) 75 2.75 

8% x1 $isi3 Originals only punched, two %,-inch holes, 44-inch Centers .90 3.75 
NEW YORK CITY .....340 Broadway 8% x ll $1513% Originals only (unpunched) .90 3.75 
BROOKLYN, N. Y 84 Hudson Ave. 8% x11 Sisi4 Originals and duplicates punched, two %),-inch holes, 4%4-inech os 275 
4 : ; . ~¢ - ‘ . . Centers s 4 
a eee 32 S. Throop St., Ay 5 8% x11 $1514" Originals and duplicates (unpunched 90 3.75 
ST. LOUIS, MO 212-214 South 7th St. 








RSVSNEVSLSNLSLENSLSELSELSNSEVSELSELSLSVSNS VEVSLSLSNSENSENSE LS LENELSELENENSNENSNSENGELSENS SNE 
3% 


ot II To us “M. B.” stands for “MON BUREAU” 
. e Toyou“M. B.” stands for “MORE BUSINESS” 


This magazine has been in France the pioneer of modern 
business methods; it is the reason why it has gained so high 
a reputation among the most progressive business men of 


MON | this country 
BU REAU If you advertise your goods in M. B. you are sure to reach 





WHIUHWSH sy SRORSNSNSNSNSISNS TS 


LE MAGAZINE DE L ORGANISATION the very public that is interested in your goods: office fur- 
& SE niture and general modern office equipment of every descrip- 
3 — tion. Not only will your ads be read by a large and 
$ sympathetic public but your copy stands every chance of 
3 being believed, as M. B. in its capacity of an expert in 
3 sound business methods has won the confidence and affec- 


tion of its readers 


If you want to appeal to the most progressive French firms, 
M. B. is the very medium for your advertising. You need 
not apply to any other. Just concentrate in M. B. Remem- 
: ber that its initials stand for ‘MORE BUSINESS” for you 
ee and write today for a free copy of this live wire publication. 














The Advertising Manager 


“MON BUREAU” 


186, Faubourg St-Martin PARIS Xéme Arrt. (France) 


PRSNENSENSNSNLONSNHNHVSLENONPNSNENENENENENSMNSENSNSENSENENSMSNSHNLSNO Hsossorrerososececes 


PRSVSENVSVSEVSRNSNVPNVPNGSNHNIN SWE UVSNSNSNSMNSMSwssetwetew<etewenke 


PUovenenesesenesesesesers: 
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MANY Successful 
TYPEWRITER DEALERS 


assure satisfaction to their cus- 
tomers by depending exclu- 
sively on AMES as a source of 
supply for typewriter parts, 
tools and rubber platens. By 
concentrating their needs for 
these supplies in one order, 
they save valuable time and 
much trouble and expense. 


Branch offices, conveniently 
located, provide quick service 
in supplying tools, rubber 
platens, and wide selection of 
parts. Orders for these goods 
are shipped 24 hours after 
they are received. By devot- 
ing our service to the trade, 
we leave the retail field en- 
tirely to our dealers. 


When you buy AMESCO or 
AMES FLEXIBLE platens, 
you assure your customers of 
platens of the highest type, 
and you know that we give 
every order utmost attention ; 
why not obtain the same serv- 
ice for typewriter parts and 


tools? Remember that 





AMES MEANS EXCELLENT SERVICE 


AMES SUPPLY COMPANY, 564-572 W. Randolph Street, Chicago 


Branch Office 
583 Market St., San Francisco 


Great Britain Office 
Longs, Ltd. 
79 and 80 Queen Street, London E. C. 4, England 


Branch Office and Export Dept. 
50 Lispenard St., New York 





TYPEWRITER PARTS—TYPEWRITER TOOLS—RUBBER PLATENS 

















The Line of Lowest Ultimate Cost 




















An authority on the subject says--- 


“Science in purchasing is the ability to dif- 
ferentiate between initial and ultimate cost.” 


Science in Carbon Paper and Inked Ribbon making is the ability to pro- 
duce with perfect accuracy a range of qualities to uniformly give the 
exact results desired with all kinds of machines and writing paper. 


“The Line of Lowest Ultimate Cost’’ meets the requirements of each 
Science. You cannot know what it will do for you until you investigate. 
Without any obligation on your part, we will be glad to send you 
samples for any requirements you describe. 


NEIDICH PROCESS COMPANY 


Manufacturers 


Burlington, N. J., U.S. A. 
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The leading 


trade paper 


for the 
Office Equipment Industry 
in 


Germany 





BB 






“Biiro-Bedarf-Rundschau’ 


(Office Equipment Review) 


Founded and Edited since 1908 
by Friedrich V. Schack 


Issued Weekly 
Circulation in all German 
Speaking Countries 


Subscription Rates 


$4 per year $6 for 2 years 


Specimen copy free 


Buiro-Bedarf-Rundschau 
Berlin-Charlottenburg 5 
Germany 
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THE STATIONER’S 


SCRAP 
BOOK 


IDEAS 


PRICE + POST FREE 


The most valuable 
moneymaking volume 
ever placed before the 
Stationer Trade—Con- 
tains nearly 200 hints in 
connection with every 
department of your 
business. 


Press Comments: 


The book contains some 178 pages of common sense sugges- 
tions for commercial stationers and dealers in office equipment 
It is conveniently divided inlo four sections, as follows 
Organization; Advertising and Publicity; Selling Ideas; Win- 
dow Display and Selling Ideas for Specific Lines. An index 
in the front of the book classifies the subjects treated and gives 
the numbers of the pages where the stalioner may find sugges- 
tions on the particular phase of his business that he may be 
interested in al the time The subjects run all the way from 
accounl books to window dressing and are wrillen in such a 
way thal the volume is an excellent reference book. 

—Office Appliances. 


The Scrap Book can be dipped into almost anywhere, and 
useful hints on a wide range of subjects, presented in a very 
readable form, will be found on every page 

The Newsagent, Bookseller's Review and 
Stationer’s Gazette. 


It was a distlinetly good idea to bring together such a series 
of approved ideas, and the volume should meet with a warm 
welcome —The British Printer. 


4 good idea in itself and admirably carried out. 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, LTD. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C., ENGLAND 

















JANUARY, 1932 





As pioneer desk makers of New No. 800 Series Chairs in 


Jasper, Indiana, we can offer Solid American Walnut: A 
you the best in high quality 


desks, time tried and quality Pleasing Design, with a Deep, 


tested for fifty-two years. Rich, Durable Finish. 
The JASPER d The JASPER 
DESK CO. “"“ CHAIR CO. 


Desks and chairs can be purchased from us in pool 
cars at carload discounts, lower freight rates and 
the assurance that goods arrive in first class con- 
dition, without damage. We solicit your inquiries. 


JASPER, INDIANA 
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CHICAGO REPRESENTATIVES: ot jasper Desk Co» Louie H. Papper, 701504 8. Wells St. (Phone Boulevard 7957) 











TRANSFER CASES 


Our 100 line Transfers have 


FULL FINISHED TOPS, SIDES, 
BASES and BACKS 





Each case is equipped with 2 front 
rollers and can be had with top rear 
rollers at a slight advance in price 





Rods and compressors are optional 





Write or wire for quantity discounts 








Topeka, Kansas 


5 THE STEEL FIXTURE MFG. CO. 
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at one time with this new Burroughs 


Makes the analysis and distribution 
while posting other records 


Think of the number of accounting saved, as well as the errors eliminated 
jobs where it would be of decided by posting and distributing items at 
advantage to post two or more related the same time. 


records at one time and, at the same 











time, complete the distribution . . 


especially on such work as accounts 


You may arrange for a demonstra- 


tion of this new machine, with the 


sh se 


receivable, accounts payable, payroll, mearest Burroughs office . . . or, if 


general ledger, stores ledger, con- you prefer, write direct for complete 


solidation of branch reports, and information contained in a special 


so on. Think of the time and labor _ illustrated folder. 


BURROUGHS ADDING MACHINE COMPANY - 6321 SECOND BLVD., DETROIT, MICH. 


Distributes items to as many as 20 sepa- Each item is automatically designated as 
rate classifications in 20 columns or in it is distributed separate designation 
one column. for each accumulating register. 


Automatically provides total of each clas- ° 
ificati ‘ a and total of all, with- : 
sification and ‘oes ° Automatically tabulates between 
out relisting. . 
columns. 


aa 
ad 


No copying figure by figure from total- 
izers—-a single key depression prints 
each total. 


Burroughs 


Automatically aligns dollars under dole 
lars and cents under cents. 
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now combined fo better serve the 
broadening demands of business 


Side by side, for a quarter century, 
ADDRESSOGRAPH and MULTIGRAPH, 
heretofore separate units, have 
been saving and making money for 
world-wide business. Each, a dis- 
tinct asset in itself, becomes doubly 
valuable now that the two methods 
are sponsored by a parent company. 





Because printed and typewritten operating and selling 
materials produced by MuLTIGRAPH at such low cost are 
handled by AppREssoGRAPH with comparable labor say- 
ings, the two methods are widely employed in combination. 

MuLTIGRAPH ... right in the office of users. . . saves 
40cz to 75% on the cost of printing a wide variety of office 
and factory forms. 

ADDRESSOGRAPH writes payroll forms, statements, bills, 
checks, orders, notices and the like, many times faster 
and much neater than any other method. 
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For years, in every kind and size of business, 
AppressoGraAPH and Mu ticrapu methods have 
been adopted as essential. The two have been 
used as a single unit; due to their natural inter- 
locking performance which reduces operating 
expense, while increasing sales and profits. 
The benefits to present and future Appresso- 
GRAPH and Mu ticrapu users, of combined man- 
agement, business research and engineering, 
and of closely co-ordinated and extended dis- 
tribution and service, are readily apparent. 
Now the AppressocrarH and MutticraPrx 
Sales Divisions, operating independently but 
in close co-operation, will be better able to meet 
the constantly broadening demands of business. 
Specialized counsel and service for these two 
methods are available to executives facing the prob- 
lem of reducing expense and increasing sales. 
There are Addressograph and Multigraph 
Sales and Service Agencies in all principal cities. 
ADDRESSOGRAPH COMPANY-MULTIGRAPH COMPANY 


Divisions of Addressograph-Multigraph Corporation 
1814 East 40th Street Cleveland, Ohio 


Multigraph 

















QUIE ; FOR CLEARER THINKING 











UNINTERRUPTED QUIET...in the executive office 


Quiet in the executive office. Quiet with an Underwood Noiseless 
& smoothly going about its business. Quiet, because profits depend 
largely on good judgment and clear thinking...and they come easier in 
an office that’s quiet. 

Underwood Noiseless equipment in the executive office means more 
than quiet alone. It means greater production of work.With its balanced 
action and “pressure” principle of writing, it is easier, faster, less fatiguing 
to use, and day in, day out, it produces work that is even in color... 


easy to read ...Ask for a demonstration in your own office ... today. 


UNDERWOOD 


STANDARD, NOISELESS AND PORTABLE TYPEWRITERS — BOOKKEEPING MACHINES 


Product of Underwood Elliott Fisher Company 


Marketed by Underwood Typewriter Co., 342 Madison Ave., New York, N. Y. 


SALES AND SERVICE Every wuere 


“Underwood, Elliott-Fisher, Sundstrand — Speed the World’s Business” 


The UNDERWOOD NOISELESS 


THE EXECUTIVE OFFICE MACHINE 




















